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US  Sprint 
launches  new 
service  blitz 

By  Bob  Wallace 

_ Senior  Editor _ 

KANSAS  CITY,  Mo.  —  As  ex¬ 
pected,  US  Sprint  Communica¬ 
tions  Co.  last  week  introduced  a 
new  series  of  digital  services,  in¬ 
cluding  fractional  T- 1 ,  a  family  of 
digital  data  services  (DDS)  and  a 
digital  alternative  to  analog 
trunks  used  for  applications  such 
as  tie  lines. 

The  services,  Clearline  Frac¬ 
tional  1.5,  Clearline  Digital  Data 
Services  and  Clearline  Voice- 
band,  complement  the  carrier’s 
Clearline  1.5  T-l  service  an¬ 
nounced  in  January  1988. 

With  the  introduction  of  Clear- 
line  Fractional  1.5,  US  Sprint 
joins  a  growing  list  of  carriers  of¬ 
fering  fractional  T-l  services,  in¬ 
cluding  AT&T,  Williams  Telecom¬ 
munications  Group,  Inc.  and 
Cable  &  Wireless  Communica¬ 
tions,  Inc. 

MCI  Communications  Corp. 
plans  to  announce  fractional  T-l 
service  next  month. 

Rounding  out  the  line 

The  services  fill  in  the  gap  be¬ 
tween  the  highest  speed  DDS 
available  —  5oK  bit/sec  —  and 
1.544M  bit/sec  T-l  services. 
Fractional  T-l  services  enable 
customers  to  lease  groups  of  56K 
or  64K  bit/sec  channels. 

US  Sprint  will  offer  Clearline 
Fractional  1.5  in  56K  bit/sec 
( continued  on  page  91 ) 


AT&T,  DCA  bolster  PC’s  role  in  ISDN 
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E78  Plus/ISDN 


Interface  products  from  AT&T  and  Digital 
Communications  Associates,  Inc.  enable  ISDN- 
compatible  PBXs  to  link  PCs  to  other  PCs  or 
mainframes  at  64K  bit/sec  on  a  local-  or  wide-area  basis. 


See  story,  page  4 
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Users  debate  strategy  of 
farming  out  net  control 


The  big  question:  Can  you  turn  over  day-to-day 
net  operations  and  still  gain  a  strategic  edge? 


By  Barton  Crockett 

Senior  Editor 

Despite  the  conventional  wis¬ 
dom  that  users  need  to  personal¬ 
ly  control  networks  to  use  them 
for  strategic  advantage,  many 
large  companies  are  farming  out 
management  of  network  opera¬ 
tions. 

Pursuit  of  such  deals  has 
raised  a  fundamental  question 
about  whether  large  companies 
need  to  manage  the  day-to-day 
operations  of  their  networks  to 


gain  competitive  advantages 
from  information  systems. 

Among  companies  advocating 
this  reasoning  is  Merrill  Lynch  & 
Co.,  Inc.,  which  earlier  this 
month  signed  a  letter  of  intent  to 
have  MCI  Communications  Corp. 
and  IBM  build  and  operate  a  new 
network  management  system  to 
monitor  and  control  the  firm’s 
global  network  (“Merrill  Lynch 
to  farm  out  its  net  management 
duties,”  NW,  Sept.  11). 

(continued  on  page  108) 


IBM  serves  up  SAA 
development  strategy 

AD/Cycle  weds  PCs  and  hosts  in  cooperative 
application  building;  the  repository  is  unveiled. 

By  Paul  Desmond 

Senior  Writer 

NEW  YORK  —  IBM  last  week 
introduced  its  long-awaited  re¬ 
pository,  which  it  positioned  as  a 
key  element  in  a  new  application 
development  strategy  that  prom¬ 
ises  to  speed  production  of  SAA- 
compliant  applications. 

As  part  of  its  AD/Cycle  strate¬ 
gy,  IBM  and  other  companies  will 
provide  software  development 
tools  designed  to  help  users  in 
each  phase  of  building  applica¬ 
tions  that  conform  to  its  Systems 
Application  Architecture  (SAA). 

SAA  promises  to  ease  integration 
of  disparate  computing  environ¬ 
ments  by  simplifying  the  devel¬ 
opment  of  applications  that  can 
run  on  a  range  of  processors. 

Chief  among  the  new  AD/Cy¬ 
cle  tools  is  the  Repository  Mana¬ 
ger/MVS,  which  is  a  central  stor¬ 
age  facility  for  application 
development  information. 

AD/Cycle  is  based  on  a  coop¬ 
erative  processing  approach  that 
positions  the  Personal  System/ 2 
running  OS/2  Extended  Edition 
as  the  primary  development  plat¬ 
form.  Many  AD/Cycle  tools  will 
run  on  workstations,  allowing  de¬ 
velopers  to  design,  write  and 
maintain  applications  at  the 
workstation  level  and  access  oth¬ 
er  host-based  tools.  The  host 
would  also  be  used  to  store  data 


and  compile  code. 

In  addition,  workstations  can 
be  linked  in  an  IBM  OS/2  LAN 
( continued  on  page  105) 
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CCS7  a  sure 
for  expanded 

By  Michael  Gawdun 

Special  to  Network  World 

One  of  the  most  significant 
changes  occurring  in  the  public 
switched  telephone  network  to¬ 
day  is  the  wide-scale  deploy¬ 
ment  of  Common  Channel  Sig¬ 
naling  System  7  (CCS7).  This 
out-of-band,  message-based 
network  uses  the  ANSI  Signal¬ 
ing  System  7  (SS7)  protocol  to 
relay  messages  between  net¬ 
work  switching  nodes. 

CCS7’s  architecture  can  in¬ 
crease  network  capacity  be- 


foundation 
net  services 

cause  its  higher  speed  reduces 
call  setup  and  disconnect  times 
by  40%  to  60%.  The  new  signal¬ 
ing  system  is  the  foundation 
upon  which  carriers  will 
strengthen  network  signaling  to 
provide  services  such  as  alter¬ 
nate  billing,  800  services,  virtu¬ 
al  private  network  offerings, 
calling-card  verification,  Cus¬ 
tom  Local  Area  Signaling  Ser¬ 
vices  (CLASS)  and  a  host  of  fu¬ 
ture  offerings. 

Two  technical  factors  are 
( continued  on  page  48 ) 


By  Bob  Brown 
and  Gail  Runnoe 

Network  World  Staff 

As  the  Big  Three  long-distance 
carriers  become  more  evenly 
matched  in  pricing  and  quality  of 
service,  billing  is  emerging  as  a 
major  battleground  on  which 
large  user  contracts  are  won  and 
lost. 

Communications  managers 
overseeing  networks  built  on  a 
complex,  widening  array  of  voice 
and  data  services  are  looking  for 
new  ways  to  access,  analyze  and 
manipulate  billing  information  to 
control  costs  and  maximize  net¬ 
work  efficiency. 

Recognizing  that  need,  AT&T, 
MCI  Communications  Corp.  and 
US  Sprint  Communications  Co. 
are  moving  to  provide  a  variety  of 
new  billing  options.  US  Sprint  re¬ 
cently  unveiled  a  personal  com¬ 
puter-based  billing  tool,  and  its 
(continued  on  page  107) 


Vendors  poised  to  unleash 
FDDI  products  at  Interop 

Show  to  feature  interoperability  demo  of  TCP/IP 
running  on  multivendor,  100M  bit/sec  FDDI  net. 


By  Susan  Breidenbach 
and  Laura  DiDio 

Network  World  Staff 

SAN  JOSE,  Calif.  —  Analyst 
predictions  that  the  Fiber  Distrib¬ 
uted  Data  Interface  (FDDI)  mar¬ 
ket  would  heat  up  in  the  fourth 
quarter  of  this  year  appear  to  be 
coming  true.  A  spate  of  vendors 
are  readying  products  to  roll  out 
at  the  Interop  ’89  conference 
here  next  week. 

The  Interop  show  —  intended 
primarily  as  a  showcase  for  Open 
Systems  Interconnection,  Trans¬ 
mission  Control  Protocol/Inter¬ 
net  Protocol  and  X /Windows 
technology  —  will  feature  an  in¬ 
teroperability  demo  showing 
TCP/IP  running  across  a  multi¬ 
vendor,  100M  bit/sec  FDDI  net 
(see  “Companies  set  to  introduce 
FDDI  routers,”  page  106). 


The  participating  companies 
are  Advanced  Micro  Devices,  Inc. 
(AMD),  Communication  Machin¬ 
ery  Corp,  FiberMux  Corp.,  Hew¬ 
lett-Packard  Co.’s  Apollo  Divi¬ 
sion,  Network  Systems  Corp., 
Silicon  Graphics,  Inc.,  Sun  Micro¬ 
systems,  Inc.,  Prime  Computer, 
Inc.,  Unisys  Corp.  and  the  Nation¬ 
al  Science  Foundation. 

“People  thought  that  intero¬ 
perability  at  [the  lower  layers  of 
network  architectures]  was  a 
solved  problem,  but  it’s  not,”  said 
Dan  Lynch,  president  of  Ad¬ 
vanced  Computing  Environ¬ 
ments,  Inc.  of  Mountain  View, 
Calif.,  the  organization  that 
stages  Interop.  “The  speed  issue 
is  really  tough.  We’ve  helped  the 
vendors  get  rolling  by  giving 
them  a  hurdle,  and  they  are  now 
(continued  on  page  106) 


AT&T  offers  EDI  billing, 
new  net  control  services 

Unveils  Accumaster  Net  Management  Services. 


By  Bob  Wallace 

_ Senior  Editor _ 

BASKING  RIDGE,  N.J.  — 
AT&T  last  week  introduced  Accu¬ 
master  Network  Management 
Services  (NMS),  a  series  of  new 
and  enhanced  on-line  services 
customers  can  use  to  manage 
switched  and  dedicated  transmis¬ 
sion  facilities. 

Under  the  Accumaster  NMS 
banner,  AT&T  also  announced  an 
electronic  data  interchange  bill¬ 
ing  option  for  customers  of 
its  Software-Defined  Network 
(SDN)  and  private-line  services. 


Users  can  access  the  data  pro¬ 
vided  by  the  new  services  using 
stand-alone  workstations  or  ter¬ 
minals,  or  through  the  Accumas¬ 
ter  Consolidated  Workstation,  a 
device  that  supports  manage¬ 
ment  of  a  variety  of  network  ser¬ 
vices. 

In  addition,  the  services  can  be 
controlled  through  Accumaster 
Integrator,  which  gives  users  the 
ability  to  monitor  and  control  a 
variety  of  network  management 
products. 

The  minicomputer-based  Ac- 
( continued  on  page  111) 


AT&T  files  Tariff  12  deals 
for  three  more  big  users 


By  Anita  Taft 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  AT&T 
expanded  its  efforts  to  lock  up  the 
business  of  big  users  with  Sept.  15 
filings  of  multimillion-dollar  cus¬ 
tom  net  deals  for  J.C.  Penney  Co., 
Inc.,  MasterCard  International, 
Inc.  and  Unisys  Corp. 

If  approved  by  the  Fed¬ 
eral  Communications  Commis¬ 
sion,  the  contracts  would  bring 
the  number  of  AT&T  Tariff  12 
custom  net  users  to  16.  The  val¬ 
ues  of  the  contracts  varied  wide¬ 
ly,  with  J.C.  Penney  signing  the 
fourth  largest  Tariff  12  deal  to 
date,  and  MasterCard  entering 
into  one  of  the  smallest. 

J.C.  Penney’s  contract  is  worth 
a  minimum  of  $31.8  million  an¬ 


nually  for  five  years,  and  Master- 
Card  signed  a  deal  worth  at  least 
$5.8  million  annually  for  three 
years.  Unisys,  which  announced 
earlier  this  month  that  it  had 
signed  a  contract  with  AT&T,  will 
pay  a  minimum  of  $16  million 
annually  for  the  next  five  years 
(“Unisys  picks  custom  net  to 
slash  costs,”  NW,  Sept.  18). 

AT&T  continues  to  show  its 
willingness  to  deal  with  custom¬ 
ers  in  order  to  win  business.  For 
example,  Unisys  negotiated  rates 
that  will  cut  its  voice  costs  by  70% 
and  reduce  its  data  transmission 
costs  by  30%  while  doubling  net¬ 
work  capacity.  The  company  also 
signed  up  for  a  customized  billing 
plan  that  will  enable  it  to  track 
( continued  on  page  100 ) 


Briefs 


Integrator  deal.  Unisys  Corp.  and  AT&T  will 
announce  today  a  comarketing  agreement  through 
which  Unisys  will  sell  AT&T’s  Accumaster  Integra¬ 
tor  network  management  system,  a  source  close  to 
Unisys  said  last  week.  Accumaster  Integrator  is  the 
key  component  of  AT&T’s  Unified  Network  Manage¬ 
ment  Architecture.  It  enables  users  to  monitor  and 
control  multivendor  network  management  systems 
that  oversee  net  equipment  and  services.  Details  of 
the  deal  were  not  available. 

SQL  Server  marketing  mavens  quit. 

Much-beleagured  Ashton-Tate  Corp.  received  an¬ 
other  blow  last  week  when  two  key  members  of  its 
SQL  Server  marketing  team  unexpectedly  quit.  SQL 
Server  Sales  Director  Jim  Reilly  and  his  top  lieuten¬ 
ant,  John  Kish,  are  reportedly  headed  for  Oracle 
Corp.,  which  is  attempting  to  launch  a  competing 
microcomputer-based  data  base  server. 

System  One  offers  net  discounts.  Sys¬ 
tem  One  Corp.  last  week  said  it  has  begun  offering 
discounted  MCI  Communications  Corp.  DialOne 
long-distance  telephone  services  to  travel  agencies 
subscribing  to  its  computer  reservation  network. 

Travel  agencies  will  receive  discounts  of  10%  to 
25%  off  regular  MCI  rates,  depending  on  the 
amount  of  usage.  System  One  said  it  is  the  first  res¬ 
ervation  network  company  to  offer  voice  service. 

System  One  is  reportedly  up  for  sale  by  parent 
company  Texas  Air  Corp. 

GM  speaks;  IBM  and  DEC  listen.  IBM 


and  Digital  Equipment  Corp.  have  been  slow  to  jump 
on  the  Manufacturing  Automation  Protocol  3-0 
bandwagon,  but  they  are  apparently  bowing  to  pres¬ 
sure  from  General  Motors  Corp. 

Sources  say  GM  has  told  the  nation  s  two  largest 
computer  manufacturers  that  nothing  less  than 
MAP  3-0  will  do.  DEC  will  deliver  MAP  3-0  products 
to  GM  in  the  next  six  weeks,  and  IBM  is  close  behind, 
sources  said. 

Northern  Telecom  to  demo  ISDN  link. 

Northern  Telecom,  Inc.  will  demonstrate  an  Inte¬ 
grated  Services  Digital  Network- Applications  Proto¬ 
col  (ISDN-AP)  software  link  between  its  Meridian 
SL- 1  private  branch  exchange  and  IBM’s  Application 
System/400  at  the  Tele-Communications  Associa¬ 
tion,  Inc.  conference  in  San  Diego  this  week. 

The  ISDN-AP  software  handles  transport  of  con¬ 
trol  instructions  such  as  call  setup  and  teardown  be¬ 
tween  the  Meridian  SL-1  PBX  and  the  computer  — 
an  IBM  AS/400.  The  linkage  serves  as  the  founda¬ 
tion  for  the  creation  of  PBX-to-computer  applica¬ 
tions  that  integrate  voice  and  data  at  the  desktop. 

3Com  avoids  loss,  but  earnings  fall. 

3Com  Corp.,  which  last  month  warned  analysts 
about  the  possibility  of  a  first-quarter  loss,  last  week 
reported  that  it  actually  posted  a  profit  for  its  first 
fiscal  quarter,  ended  Aug.  3 1  •  Revenue  grew  rough¬ 
ly  8%,  to  $89-1  million  for  the  first  quarter  from 
$82  million  during  the  first  quarter  last  year.  How¬ 
ever,  earnings  fell  sharply  to  $  1 . 2  million  from  $  7 . 1 
million  for  the  first  quarter  last  year. 
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FewThings  Are  As  Sure 
As  A  Private  Line  From  US  Sprint 


As  sure  as  the  sun  will  rise  tomorrow,  you  can  count  on  the 
private  lines  of  US  Sprint® 

Our  Clearline* family  of  private  lines  are  the  only  all-digital, 
all-fiber  optic  private  lines  to  and  from  anywhere  in  America. 

And  they’re  monitored  and  controlled  exclusively  with  digital 
cross  connect  technology. 

So,  our  private  lines  are  simply  the  most  reliable  you  can  get.  In 
fact,  in  a  recent  90-day  period,  our  users  experienced  less  than  four 
errored  seconds  per  day. 


What  with  rain  and  fog,  even  the  sun  doesn’t  perform  that  reliably. 

And,  Sprint  is  the  first  and  only  company  to  offer  100%  fiber 
optic  private  lines  internationally,  from  anywhere  in  America. 

So,  whether  you  have  voice,  data  or  video  to  send,  call  Sprint  now, 
and  ask  about  our  entire  ClearlineSM  family  of  private  lines:  Voiceband, 
DDS,  1.5,  and  Fractional  1.5. 

When  you  need  a  private  line  that’s  as  reliable  as  mother  nature, 
you’d  be  making  a  big  mistake  to  choose  anything  less. 

1-800-877-2000. 


US  Sprint 

Talk  With  The  Best." 


©  1989  US  Sprint  Communications  Company  Limited  Partnership.  ®US  Sprint  is  a  registered  trademark  of  US  Sprint  Communications  Company  Limited  Partnership. 


PC  ISDN  interface  supports 
64K  links  through  PBXs 

Products  developed  in  conjunction  with  DCA. 


By  Paul  Desmond 

_ Senior  Writer _ 

BRIDGEWATER,  N.J.  —  AT&T 
and  Digital  Communications  As¬ 
sociates,  Inc.  ( DCA  )  last  week  in¬ 
troduced  a  personal  computer 
ISDN  Basic  Rate  Interface  that 
supports  communications  with 
other  microcomputers  and  main¬ 
frames  at  (hK  bit/sec. 

The  interface,  called  the  BRI 
card,  uses  IBM  3270  emulation 
and  file-transfer  software  devel¬ 
oped  by  DCA  under  a  strategic  al¬ 
liance  to  establish  links  with  local 


By  Jim  Brown 

_ Senior  Editor _ 

BLUE  BELL,  Pa.  —  Unisys 
Corp.  last  week  released  a  new 
version  of  its  SNA/net  software 
that  lets  its  Distributed  Commu¬ 
nications  Processor  (DCP)  emu¬ 
late  an  IBM  front-end  processor. 

SNA/net  Version  3R1  makes 
the  DCP  appear  to  IBM  hosts  as  a 
PU  Type  5,  meaning  the  DCP  and 
IBM  front-end  processors  can 
communicate  as  peers.  Unisys 
uses  DCPs  to  control  communica¬ 
tions  within  its  Distributed  Com¬ 
munications  Architecture. 

Earlier  versions  of  SNA/net 
made  the  DCP  appear  to  IBM 
front  ends  as  a  PU  2  device,  such 
as  a  cluster  controller  in  IBM’s 
Systems  Network  Architecture. 

As  with  earlier  versions  of 
SNA/net,  the  software  enables 
Unisys  terminals,  supported  by  a 
DCP,  to  access  an  IBM  front  end 
as  3270  devices.  Conversely,  IBM 
3270s,  supported  by  a  front  end, 
can  access  a  Unisys  1 100  or  2200 
mainframe  through  a  DCP  as  if 
they  were  Unisys  terminals  sup¬ 
porting  Unisys'  Universal  Termi¬ 
nal  System  (UTS)  protocol. 

With  the  new  PU  3  capability, 
terminals  attached  to  an  IBM 
front  end  no  longer  have  to  get 
permission  from  an  IBM  host  to 
access  DCP-attached  resources, 
as  was  the  case  with  Pll  2. 

Now,  if  an  IBM  host  fails,  IBM 
terminal  users  can  be  routed  di¬ 


and  remote  devices  through  Inte¬ 
grated  Services  Digital  Network- 
compatible  telephone  switches. 

The  software,  E78  Plus/ISDN 
for  AT&T,  is  also  compatible  with 
AT&T's  Digital  Communications 
Protocol  (DCP),  a  Basic  Rate  In¬ 
terface-like  proprietary  line-cod¬ 
ing  scheme. 

Together,  the  products  pro¬ 
vide  a  number  of  connection  op¬ 
tions  for  personal  computer  us¬ 
ers  that  need  high-speed  access 
to  one  another's  systems  or  to 
mainframes,  said  Roger  Boyce, 


hosts  can  back  up  IBM  machines. 

“The  3745  will  treat  the  DCP 
running  SNA/net  as  if  it  were  an¬ 
other  3745,”  said  Brian  Pickers- 
gill,  program  manager  for  DCA 
and  DCP  program  products.  “And 
it  will  treat  the  data  coming 
across  the  link  as  if  it  came  from  a 
3270  or  3770  SNA  environ¬ 
ment.” 

Other  enhancements 

SNA/net  Version  3R1  en¬ 
hancements  enable  DCPs  to  work 
with  the  latest  versions  of  IBM’s 
Network  Control  Program  ( NCP ) 


By  Jim  Brown 

Senior  Editor 

SAN  DIEGO  —  Bytex  Corp. 
this  week  plans  to  roll  out  a  ma¬ 
trix  switch  that  enables  users  to 
switch  T-l  lines  from  a  failed  de¬ 
vice  to  a  live  unit. 

The  vendor  will  make  the  an¬ 
nouncement  at  the  Tele-Commu¬ 
nications  Association,  Inc.  show 
here  this  week,  where  it  will  also 
announce  enhancements  to  its 
matrix  switch  management  soft¬ 
ware. 

The  new  Digital  Network 
Switch  (DNS)  supports  as  many 
as  34  ports,  each  of  which  can 


AT&T's  product  manager  for  data 
integration  products. 

Personal  computer  users  can 
establish  64 K  bit/sec  links  to  mi¬ 
crocomputers  and  mainframes 
attached  to  the  same  AT&T  pri¬ 
vate  branch  exchange,  or  they 
can  access  machines  tied  to  a  re¬ 
mote  PBX  via  a  T-l  or  ISDN  Pri¬ 
mary  Rate  Interface  wide-area 
link.  An  AT&T  3270C  data  mod¬ 
ule  is  required  to  convert  Basic 
Rate  Interface  and  DCP  signals 
into  a  3270  data  stream  for  com¬ 
munications  with  IBM  hosts 
through  a  cluster  controller. 

As  long  as  the  controller  is 
channel-attached  to  the  main¬ 
frame  or  attached  via  a  Token- 
Ring  local  network  to  a  front-end 
processor,  the  full  64K  bit/sec 
data  rate  is  maintained  from  the 
( continued  on  page  84 ) 


and  VTAM  software.  It  now  sup¬ 
ports  links  to  IBM  front  ends  run¬ 
ning  NCP  Versions  3, 4.1, 4.2,  51 
or  5.2,  which  are  supported  by 
IBM  hosts  running  VTAM  Ver¬ 
sions  2  or  3- 

Other  enhancements  include 
the  ability  to  run  SNA/net  on  a 
DCP  that  is  also  running  Trans¬ 
mission  Control  Protocol/Inter¬ 
net  Protocol  and  Open  Systems 
Interconnection  protocol  soft¬ 
ware.  This  means  DCP-attached 
terminals  can  access  a  Unisys 
host  or  devices  in  SNA,  TCP/IP  or 
OSI  networks  from  the  same  con¬ 
troller.  Previous  versions  of 
SNA/net  had  to  be  run  on  a  dedi¬ 
cated  DCP. 

The  new  release  also  adds  new 
network  management  capabili- 
( continued  on  page  6 ) 


support  a  T-l  line.  DNS  is  the  first 
Bytex  product  to  support  only  T- 1 
lines.  The  company’s  Unity  10, 
Unity  30  and  Unity  50  matrix 
switches  are  designed  primarily 
to  support  lower  speed  voice  or 
data  lines,  and  a  limited  number 
of  T-l  lines. 

Users  attach  T-l  lines  to  ports 
on  one  side  of  the  unit,  while  de¬ 
vices  such  as  IBM  mainframe 
channel  extenders,  local  net 
bridges,  front-end  processors 
and  private  branch  exchanges 
that  support  a  direct  T- 1  interface 
are  connected  to  the  private  net¬ 
work  side. 

A  DNS  operator  can  instruct 
the  switch  to  connect  a  premises- 
based  device  to  any  of  the  T-l 
lines  on  the  public  network  side 
or  a  T-l  line  to  any  of  the  private 
network  devices.  This  enables  us¬ 
ers  to  switch  a  T-l  line  from  a 
failed  front-end  processor  to  a 
functional  one,  for  example. 

Users  can  also  attach  T- 1  mul¬ 
tiplexers  to  ports  on  the  premises 
side,  which  allows  them  to  cut 
traffic  over  to  a  backup  T- 1  line  in 
the  event  a  primary  T-l  circuit 
fails. 


System  One 
on  the  block, 
EDS  a  bidder 

By  Bob  Brown 

_ Senior  Editor _ 

HOUSTON  —  Texas  Air  Corp. 
is  reportedly  negotiating  to  sell 
its  System  One  Corp.  reservation 
network  subsidiary  to  Electronic 
Data  Systems  Corp.  (EDS)  for  an 
estimated  $400  million,  industry 
sources  said  last  week. 

Separately,  Delta  Air  Lines, 
Inc.  said  it  is  discussing  a  merger 
of  its  Datas  II  computer  reserva¬ 
tion  network  with  the  PARS  net¬ 
work,  operated  jointly  by  North¬ 
west  Airlines,  Inc.  and  Trans 
World  Airlines,  Inc.  The  compa¬ 
nies  are  trying  to  expand  the 
reach  of  their  reservation  sys¬ 
tems  and  benefit  from  economies 
of  scale  in  networking. 

According  to  industry  ana¬ 
lysts,  Texas  Air’s  negotiations 
with  EDS  are  at  an  advanced 
stage,  although  the  firms  de¬ 
clined  to  acknowledge  that  talks 
are  being  held.  EDS  is  owned  by 
General  Motors  Corp.  (see  “EDS 
sows  seeds  of  future  profit  in 
post-1992  Europe,”  page  33). 

Sources  said  they  were  not 
surprised  Texas  Air  is  trying  to 
unload  System  One,  given  the  air 
carrier’s  ongoing  financial  woes 
and  the  possibility  of  a  shakeout 
in  the  highly  competitive  reserva¬ 
tion  network  industry. 

They  said  the  company  may  be 
looking  at  the  sale  of  System  One 


Additionally,  the  DNS  allows 
network  operators  to  test  and 
monitor  incoming  T-l  lines  for 
bit  error  rates  and  line  jitter.  It 
lets  operators  view  the  bit 
streams  of  each  of  the  24  64K 
bit/sec  channels  that  constitute  a 
T-l  line  to  ensure  they  meet  the 
user’s  specifications. 

By  monitoring  line  condi¬ 
tions,  users  can  reroute  traffic  to 
overcome  circuit  degradation  or 
outages.  Operators  can  also  use 
the  DNS  to  route  traffic  from  a 
site  with  failed  computer  equip¬ 
ment  to  one  with  functioning 
equipment.  Users  control  the 
DNS  via  a  terminal  attached  to  a 
diagnostic  port  or  a  Unity  Man¬ 
agement  System,  an  IBM  Person¬ 
al  System/ 2-hased  management 
console  running  Bytex’s  Unity 
Management  software. 

The  DNS  also  includes  a  built- 
in  data  service  unit  function  that 
formats  the  T-l  line  signal  to 
comply  with  the  physical  inter¬ 
face  requirements,  such  as  V.35, 
at  the  receiving  device. 

“Until  now,  there  really  hasn’t 
been  a  centralized  place  to  bring 
all  the  T-l  lines  in  and  provide 
this  kind  of  switching  and  test¬ 
ing,”  said  George  Kushin,  vice- 
president  of  marketing. 

Analysts  agreed  with  that  as¬ 
sessment,  saying  they  have  yet  to 
(continued  on  page  99) 


rectly  to  a  DCP,  meaning  Unisys 
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Unisys  package  gives  DCP 
peer  functionality  in  SNA 


Bytex  plans  TCA  rollout 
of  T-l -ready  matrix  switch 


as  a  way  to  raise  capital.  The  firm 
has  had  a  long  string  of  quarterly 
losses,  and  its  strike-hampered 
Eastern  Air  Lines,  Inc.  unit  is  in 
bankruptcy  proceedings.  Frank 
Lorenzo,  controversial  chairman 
of  Texas  Air,  said  last  month  he  is 
considering  selling  an  interest  in 
the  firm’s  Continental  Corp.  air¬ 
line  unit. 

Financial  problems  have  taken 
their  toll  on  System  One.  Late  last 
year,  Texas  Air  executives 
scrapped  System  One’s  plans  for 
a  $ 30  million  nationwide  T-3  net¬ 
work  (“System  One  bounces 
back  in  tight  times,”  NW,  Aug. 
14).  In  January,  Texas  Air  laid  off 
or  transferred  some  400  System 
One  employees. 

EDS  reportedly  is  moving  to 
reduce  its  financial  dependence 
on  GM  by  expanding  into  new 
business  areas  such  as  the  reser¬ 
vation  net  arena.  EDS  provides 
systems  integration  and  network 
services  to  a  variety  of  companies 
and  oversees  GM’s  internal  net. 

If  EDS  acquires  System  One,  it 
would  mark  the  first  time  a  reser¬ 
vation  network  would  be  run 
solely  by  a  company  outside  the 
airline  industry.  That  would 
probably  eliminate  Justice  De¬ 
partment  concerns  about  net¬ 
work  bias  toward  any  particular 
airline  and  would  bode  well  for 
government  approval  of  the  deal. 

System  One  is  currently  the 
third  largest  airline  reservation 
system,  supporting  some  8,000 
travel  agencies.  However,  the 
proposed  merger  of  Delta’s  Datas 
II  and  PARS  would  knock  System 
One  out  of  the  third  slot. 

Industry  watchers  said  that  by 
merging,  the  firms  could  com¬ 
pete  more  effectively  against  the 
two  largest  reservation  systems 
—  the  Covia  Partnership,  domi¬ 
nated  by  majority  owner  United 
Air  Lines,  Inc.,  and  SABRE,  which 
is  owned  by  AMR  Corp.,  parent  of 
American  Airlines,  Inc. 

Bigger  is  better  in  the  airline 
reservation  business,  industry 
watchers  said.  Delta,  Northwest 
and  TWA  will  achieve  economies 
of  scale  by  operating  a  larger  net¬ 
work,  gain  access  to  more  travel 
agents  across  the  U.S.  and  collect 
more  information  that  will  help 
them  operate  more  efficiently. 

The  deal  makes  sense  for  the 
participating  airlines  since  it 
would  expand  the  geographic 
base  of  the  two  reservation  nets, 
said  Sam  Fuchs,  an  associate  at 
the  Waltham,  Mass.,  office  of  Si- 
mat,  Helliesen  &  Eichner,  Inc. 
Datas  II  is  used  mainly  by  travel 
agents  in  the  Southeast,  near  Del¬ 
ta's  Atlanta  headquarters,  and 
PARS  is  used  primarily  by  travel 
agents  in  other  parts  of  the  U.S. 

Earlier  this  year,  Delta  and 
American  announced  plans  to 
merge  Datas  II  and  SABRE.  But 
the  Justice  Department  derailed 
the  plan,  saying  it  would  file  an 
antitrust  suit  to  block  the  deal 
(“Competition  forcing  travel 
nets  to  merge,”  NW,  July  17). 
The  plan  subsequently  fell  apart. 

The  current  reservation  net 
proposal  stands  a  better  chance 
(continued  on  page  105) 
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My  doctor  told 
me  to  cut  down  my  stress 

,SoI  switched  long 

distance  companies.” 


Before  ITT 


After  ITT 


Are  unreliable  connec¬ 
tions,  noisy  sound,  and  reps 
that  disappear  at  the  first 
sign  of  trouble  sending  your 
pulse  into  the  danger  zone? 

If  so,  do  what  thou¬ 
sands  of  prudent  compan¬ 
ies  are  doing.  Switch  to  ITT 
Our  long  distance  ser¬ 
vice  is  so  reliable,  our  prices 
so  low,  they'll  calm  the 
most  nerve-racked  commu¬ 
nications  manager.  And 
we  never  get  any  static  over 


our  sound  quality. 

But  what  will  really  low¬ 
er  your  blood  pressure  is 
our  customer  service. 

You'll  deal  with  knowl¬ 
edgeable  people  who 
know  your  business,  and 
make  it  their  business  to 
be  around  when  you  need 
them. 

We  customize  our  ser¬ 
vice  to  make  sure  it  meets 
your  company’s  individual 
needs.  We  also  operate  a 


toll-free,  24-hour  hotline  for 
our  WATS  and  Private  Lines 
users.  So  any  problems 
can  be  dealt  with  promptly. 

Intact,  whether  your 
phone  bill  is  $50  a  month  or 
$50,000,  we  have  something 
that’s  right  for  you. 

For  more  information 
just  give  us  a  call.  Our 
number  is  1-800-526-3000. 

And  do  it  soon.  After 
all,  you  have  your  health  to 
consider 


COMMUNICATIONS 
SERVICES  VIA 
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Firm  speeds  delivery  of 
ads  through  satellite  net 


By  Wayne  Eckerson 

_ Staff  Writer _ 

NEW  YORK  —  AD/SAT  is  us¬ 
ing  a  satellite  net  and  high-reso¬ 
lution  facsimile  machines  to  de¬ 
liver  advertisements  to  major 
newspapers  faster  and  often  at 


less  cost  than  via  courier  services. 

The  3-year-old  company  cur¬ 
rently  transmits  black-and-white 
and  color  ads  to  1 23  newspapers, 
including  such  giants  as  The  New 
York  Times,  USA  Today  and  The 
Los  Angeles  Times.  Hundreds  of 


advertising  agencies  and  national 
retailers,  such  as  Bloomingdale’s 
and  Lord  &  Taylor,  are  using 
AD/SAT’s  service  to  reduce  the 
costs  of  distributing  ads  to  multi¬ 
ple  locations  and  to  make  last- 
minute  changes  or  deliveries. 

Using  its  nationwide  satellite 
network,  AD/SAT  transmits  ads 
from  high-resolution  facsimile 
machines  in  its  offices  in  New 
York,  Chicago  and  Los  Angeles  to 
similar  fax  machines  it  has  in¬ 


stalled  in  newspaper  plants 
across  the  country. 

According  to  Buddy  Hayden, 
president  of  AD/SAT,  many 
newspapers  use  the  same  tech¬ 
nology  to  transmit  editorial  copy 
to  geographically  dispersed 
printing  plants. 

“We  took  an  existing  technol¬ 
ogy  and  applied  it  to  a  new  mar¬ 
ket  with  good  results,”  he  said. 

AD/SAT’s  fax  machines  create 
/ continued  on  page  85 ) 


Now-  Fractional  T-l 
Without  a  T-l  Mux. 


Now  you  can  use  fractional 
T-l  without  having  to  buy  a  T-l 
multiplexer.  CASE/Datatel’s 
versatile  new  DCP3555  is  all 
you  need.  Use  it  as  a  fractional 
T-l  DSU  for  your  CAD/CAM, 
FEP,  LAN  bridge  or  other 
synchronous  applications.  Or, 
use  it  as  a  drop-and-insert 
T-l  CSU  and  let  the  synchronous 


application  share  the  T-l 
bandwidth  with  your  PBX. 
The  DCP3555  accommodates 
standard  or  fractional  T-l 
service.  You  can  operate  the 
synchronous  channel  at  any 
increment  of  56  or  64  Kbps. 
And,  the  versatile  DCP3555 
can  also  be  used  as  a  T-l  ESF 
CSU,  a  D4  to  ESF  conversion 


unit  and  a  variable  rate  limited 
distance  modem. 

For  more  information  on  the 
versatile  new  CASE/Datatel 
DCP3555,  call  toll  free, 
800-424-4451  or  write 
CASE/Datatel,  Inc.,  Cherry  Hill 
Industrial  Center,  Cherry  Hill, 
New  Jersey  08003. 


CASE/Datatel 

See  us  at  TCA  Booth  1601-1603. 


Unisys  gives  DCP 
functionality 

continued  from  page  4 

ties  and  support  for  IBM’s  Binary 

Synchronous  Communications 

protocols. 

The  network  management  en¬ 
hancement  expands  the  amount 
of  information  available  to  net¬ 
work  operators  in  Unisys  Distrib¬ 
uted  Communications  Architec¬ 
ture  environments.  One  of  the 
new  features  is  improved  session 
tracking,  which  makes  it  easier 
for  net  operators  to  isolate  faults 
in  the  link  used  to  connect  DCPs 
to  IBM  front-end  processors. 

BSC  support  was  added  by 
bundling  Unisys’  Foreign  Domain 
BSC  feature  into  SNA/net.  That 
feature  enables  IBM  front-end 
processor-attached  BSC  termi¬ 
nals  to  access  a  DCP-attached  Un¬ 
isys  1 100  or  2200  mainframe. 

Unisys  also  announced  it  has 
upgraded  a  pair  of  optional  soft¬ 
ware  packages  to  run  with 
SNA/net  3R1. 

SNA/net  NPSI  enables  a  DCP 
to  emulate  an  IBM  front  end  that 
supports  IBM’s  Network  Control 
Program  Packet-Switching  Inter¬ 
face  software.  This  makes  it  pos¬ 
sible  for  the  DCP  to  communicate 
with  other  SNA  nodes  via  public 


T 

A  he  enhancement 
expands  the  amount  of 
information  available  to 
network  operators  in 
Unisys  DCA 
environments. 

▲  ▲A 


packet-switched  facilities.  The 
package  requires  the  DCP  to  be 
running  Unisys’  DCP  X.25  Pack¬ 
et-Switched  Communications 
Software. 

The  company  also  upgraded 
its  SNA/net  Remote  Batch  File 
Transfer  Extended  (RBFTE), 
software  that  allows  DCP-at¬ 
tached  hosts  to  use  IBM’s  3770 
remote  job  entry  protocols  to 
communicate  with  batch  facili¬ 
ties,  such  as  JES2  or  JES3,  run¬ 
ning  on  IBM  hosts.  This  enables 
Unisys  and  IBM  hosts  to  support 
peer-to-peer  file  transfers. 

SNA/net  and  the  two  options 
are  available  now  under  a  five- 
year  or  monthly  license  plan. 

The  cost  of  the  software  varies 
according  to  the  DCP  model  used. 
Five-year  fees  for  SNA/net  range 
from  $21,140  to  $60,400,  while 
monthly  fees  range  from  $468  to 
$1,342. 

The  five-year  fee  for  the 
SNA/net  NPSI  package  costs  be¬ 
tween  $3,605  and  $10,300, 
while  the  monthly  fee  ranges 
from  $80  to  $229-  The  five-year 
fee  for  SNA/net  RBFTE  is  be¬ 
tween  $2,325  and  $6,380,  while 
the  monthly  fee  is  between  $52 
and $142.  □ 
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In  order  to  get  a  piece  of  T-1  without  paying  for  a  whole  T-1 

You  have  to  talk  to  Timeplex. 

You'll  find  that  only  Timeplex's  LINK  innovations 
can  deliver  all  the  advantages  of  the  newly  announced 
service  offerings  such  as  Fractional  T-1. 

And,  you  can  have  them  on  a  global  basis.  Now. 

These  new  LINK  capabilities  let  you  have  all  the 
savings,  control,  and  flexibility  of  private  networking, 
yet  let  you  take  advantage  of  Fractional  T-ls  when  it's 
cost-effective  for  you  to  do  so.  You'll  pay  only  for 
what  you  need. 

Now,  applications  that  were  previously  not 
economically  feasible  can  be  cost-justified. 

Like  bringing  on  remote  sites. 

Bridging  local  area  networks. 

Video  conferencing,  image  processing,  high-speed 
file  transfer. 

And  additional  disaster  recovery  capabilities. 

It's  a  stepping  stone  to  ISDN. 

Connect  with  Timeplex  at  (201)  930-4600  and  find  out 
how  to  get  a  piece  of  T-1  without  paying  for  a  whole  T-1. 

Ask  about  our  LINK  innovations.  They're  the  perfect 
answer  to  your  cost  and  capacity  needs. 

Timeplex,  a  Unisys  company. 

Timeplex... 20  years  of  networking  firsts. 


The  Connectivity  People 


Timeplex  Corporate  Headquarters  Timeplex  Australia  Timeplex  Canada  Timeplex  Europe  Timeplex  Far  East  Timeplex  Latin  America  Timeplex  Ltd.  Timeplex  New  Zealand 

400  Chestnut  Ridge  Rd.  Sydney  Ontario  Brussels  Hong  Kong  WDodcliff  Lake.  NJ  United  Kingdom  Wellington 

WDodcliff  Lake.  NJ 07675  61/2/957/1660  (416)886-6100  32/2/762/1696  852/5/833/6848  (201)930-4666  44/753/43559  64/4/711/287 

(201)930-4600 


See  The  Faxnet  Form  On  Page  #79. 


The  networking  technology  of  the 
1990’s  is  available  right  now  from  GDC. 
Which  means  that  our  customers  are 
taking  advantage  today  of  the  limitless 
interconnectivity  and  lower  tariffs  of 
Fractional  T-l  (FT-1)  while  maintaining 
private  network  control. 

We  have  been  implementing  FT-1 
networks  for  our  international  custom¬ 
ers  since  1985.  Based  on  this  experi¬ 
ence  we  designed  FT-1  into  our 
MEGAMUX®  Transport  Management 
System  (TMS). 

MEGAMUX  TMS  embeds  network 
intelligence  into  each  DSO.  For  the 
first  time  you  have  the  flexibility  to  con¬ 
figure,  reconfigure  and  control  individ¬ 
ual  DSO’s  -  while  maintaining  network 
management  integrity.  As  a  result,  we 
can  provide  you  with  the  highest  level 
of  FT-1  functionality  and  network  man¬ 
agement  control.  Right  now! 

And  you  don’t  need  complex  exter¬ 
nal  cabling  or  equipment  to  achieve  this 
performance.  This  saves  you  a  lot  of 
time,  money  and  installation  headaches. 

To  ensure  that  you  always  maintain 
control,  GDC  utilizes  an  exclusive  cen¬ 
trally  weighted  network  management 
architecture  providing  global  knowl¬ 
edge  of  the  network  from  a  single 
point.  Redundant  control  can  also  be 
implemented  to  distribute  visibility  and 
control  around  the  network. 

And  because  true  network  manage¬ 
ment  goes  beyond  backbone  architec¬ 
ture,  we  provide  all  the  products  you 
need  to  manage  your  network  from 
desktop-to-desktop. 

To  find  out  more  about  the  numerous 
advantages  of  a  GDC  FT-1  network, 
call  or  write  for  our  free  brochure, 

‘  ‘How  To  Leverage  Public  And  Private 
Networks.”  Because  when  it  comes  to 
offering  FT-1  with  the  most  functional¬ 
ity  and  control,  Only  GDC  Can. 


Call  1-800-777-4005,  General 
DataComm,  Middlebury,  CT  06762-1299. 
Tel:  (203)  574-1118,  Telex:  643357,  Fax: 
(203)  758-8507. 


See  Us  At  TCA  Booth  #31 5 


General  DataComm 


See  The  Faxnet  Form  On  Page  #79. 


Worth  Noting 


Ameritech  is  the  most 
passive  of  the  regional 
Bell  holding  companies, 
and  BellSouth  Corp.  is 
the  most  aggressive 
when  it  comes  to 
pursuing  business 
opportunities  abroad, 
says  Mark  Lowenstein, 
an  analyst  at  Boston- 
based  The  Yankee 
Group.  Lowenstein 
authored  a  report  titled, 
“RBOC  Overseas 
Ventures:  Exploring 
New  Frontiers.”  For 
more  information,  call 
(617)  367-1000. 


Ieople  & 

Positions 

Apple  Computer,  Inc.  of 

Cupertino,  Calif.,  last  week 
named  Ian  Diery  corporate 
senior  vice-president  and 
president  of  Apple  Pacific  as 
of  Oct.  16. 

Diery  will  be  responsible 
for  Apple’s  marketing,  sales 
and  support  operations  in 
Australia,  Canada,  Japan,  the 
Far  East  and  Latin  America.  He 
will  report  directly  to  John 
Sculley,  chairman  and  chief 
executive  officer  at  Apple. 

Diery  will  replace  Delbert 
Yocam,  currently  corporate 
senior  vice-president  and 
president  of  Apple  Pacific. 

Previously,  Diery  was  exec¬ 
utive  vice-president  of  world¬ 
wide  field  operations  at  Wang 
Laboratories,  Inc.  of  Lowell, 
Mass. 

Howard  Crane  last  week 
was  named  president  of  MCI 
Communications  Corp.’s 

Pacific  division.  Crane  will  be 
based  in  San  Francisco  and  di¬ 
rect  all  MCI  operations  in  Cali¬ 
fornia  and  Nevada. 

Previously,  he  was  senior 
vice-president  of  corporate  af¬ 
fairs  for  the  Washington,  D.C.- 
based  carrier. 

Crane  succeeds  Harold 
Trimmer,  who  will  take  on  a 
new  job  at  MCI  to  be  an¬ 
nounced  shortly.  □ 


INDUSTRY  UPDATE 

VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Purpose: 

To  put  a  ceiling  on  service  prices,  rather  than  RBHC  profits. 

Where  it  applies: 

To  any  interstate  service  offered  by  the  RBHCs,  such  as 
interstate  access,  billing  and  operator  services. 

Implementation: 

The  FCC  would  establish  three  rate  baskets  for  interstate 
services: 

1 )  Carrier  common  line  charges  billed  to  long-distance 
carriers  for  local  access. 

2)  Traffic-sensitive  switched  services. 

3)  All  others,  including  special  access  for  private-line 
services. 


Conditions: 

Qg]  Prices  of  individual  services  in  the  second  and  third  baskets 
could  increase  or  decrease  by  a  maximum  of  5%. 

§0  Annual  price  increases  for  each  basket  as  a  whole 
would  be  kept  at  least  3%  below  the  rate  of  inflation. 

H  If  RBHC  profits  rise  more  than  2%  above  their  current 
level  under  rate-of-return  regulation,  an  automatic 
stabilizer  would  adjust  rates  downward. 


Tentative  effective  date: 
July  1,  1990 


GRAPHIC  BY  SUSAN  SLATER 


Users  fear  hikes  in 
private-line  rates 

Users,  carriers  split  on  price  cap  plan;  some  say 
carriers  might  learn  to  operate  more  efficiently. 


By  Gail  Runnoe 

Washington  Correspondent 


AT&T  goes  full  tilt  with 
anti-MCI  Fax  ad  campaign 

AT&T  attacks  quality,  reliability  of  fax  service. 


By  Bob  Brown 
and  Gail  Runnoe 

Network  World  Staff 


WASHINGTON,  D.C.  —  If 
price  cap  regulation  is  imposed 
on  the  RBHCs  under  the  current 
FCC  plan,  users  say  rates  for  pri¬ 
vate-line  and  other  special  access 
services  would  increase  as  the 
carriers  attempt  to  migrate  cus¬ 
tomers  onto  the  public  network. 

Price  caps  would  set  limits  on 
what  the  regional  Bell  holding 
companies  can  charge  for  ser¬ 
vices,  instead  of  limiting  their 


Nynex’s  Frank  Gumper 


profits,  as  under  current  rate-of- 
return  regulation.  The  plan  is  de¬ 
signed  to  give  carriers  an  incen¬ 
tive  to  operate  more  efficiently 
by  allowing  them  to  earn  poten¬ 
tially  higher  profits. 

Earlier  this  year,  the  Feder¬ 
al  Communications  Commission 
approved  a  price  cap  plan  for 
AT&T  that  took  effect  in  July.  The 
FCC  is  considering  implementing 
a  similar  plan  for  regulating 
RBHC  interstate  services  that 
would  take  effect  in  July  1990. 


Users  and  carriers  are  split  on 
the  potential  impact  of  price  caps 
for  the  local  exchange  carriers. 

Jeffrey  Linder,  a  Washington, 
D.C.  attorney  for  the  Tele-Com¬ 
munications  Association,  Inc. 
(TCA),  said  the  RBHCs  will  price 
switched  access  services  more  at¬ 
tractively  than  special  access  ser¬ 
vices  in  order  to  protect  their  in¬ 
vestment  in  the  public  network. 

If  a  large  number  of  people 
leave  the  switched  network  to 
take  private-line  service,  he  said, 
“the  phone  companies  will  be  left 
with  a  stranded  investment.” 

Although,  in  some  areas,  al¬ 
ternative  carriers  compete  with 
the  RBHCs  to  provide  users  with 
private-line  services,  these  carri¬ 
ers  are  “very,  very  limited  in  the 
number  and  scope  of  service  of¬ 
ferings,”  and  do  not  provide  suf¬ 
ficient  competition  to  keep  RBHC 
rates  in  check,  said  Michael  Sen- 
kowski,  also  an  attorney  with 
TCA. 

Senkowski  said  that  under  the 
proposed  price  cap  plan,  “you 
can  expect  significant  increases 
in  areas  where  the  RBHCs  do  not 
face  effective  competition.” 

Users  are  also  concerned  that 
net  quality  could  decrease  under 
the  price  cap  plan.  Linder  said 
that  with  a  short-term  incentive 
to  cut  costs  —  in  order  to  maxi¬ 
mize  profits  —  the  carriers  could 
choose  to  defer  net  maintenance. 

Telecommunications  Users 
for  Regulatory  Fairness  (TURF) 
—  a  coalition  of  users  groups  in¬ 
cluding  the  TCA,  the  Internation¬ 
al  Communications  Association 
(ICA),  the  Ad  Hoc  Telecommuni- 
(continued  on  page  16) 


BOSTON  —  AT&T  has  under¬ 
taken  an  aggressive  campaign 
blasting  the  reliability  and  value 
of  MCI  Communications  Corp.’s 
dedicated  facsimile  network. 

MCI  Fax,  unveiled  late  last 
year,  was  billed  by  MCI  as  a  high- 
quality,  cost-effective  way  for  us¬ 
ers  to  send  facsimiles  and  take 
advantage  of  advanced  fax  capa¬ 
bilities,  such  as  document  store- 
and-forward.  MCI  says  MCI  Fax 
services  are  provided  over  a  dedi¬ 
cated  portion  of  its  long-haul  net¬ 
work  (“MCI  unveils  dedicated  fax 
network,”  NW,  Nov.  7, 1988). 

The  carrier  said  more  than 
20,000  users  have  signed  up  for 
MCI  Fax  services  to  date. 

Intent  on  destruction 

In  its  new  advertising  cam¬ 
paign,  “The  Fax  Myth  De¬ 
stroyed,”  AT&T  claims  that  send¬ 
ing  fax  copies  via  MCI  Fax  is  less 
reliable  and  more  expensive  than 
sending  them  over  AT&T’s  regu¬ 
lar  network.  According  to  its 
copy,  the  confrontational  ad  is 
“the  fifth  in  a  series  to  help  set 
the  record  straight”  on  a  variety 
of  AT&T  services. 

The  ad  cites  findings  from  a 
study  conducted  in  nine  cities  last 
spring  by  AT&T  Bell  Laborato¬ 


ries,  AT&T’s  research  arm.  In  the 
study,  AT&T  Bell  Labs  evaluated 
transmissions  by  the  following 
criteria:  call  setup  time,  number 
of  calls  completed,  speed  at 
which  the  document  was  trans¬ 
mitted,  error  rate,  acceptability 
of  transmissions  and  number  of 
retransmissions  needed. 

The  research,  which  involved 
transmission  of  five-page  faxes, 
stated  that  the  MCI  Fax  network 
sends  one  unreadable  fax  page 
out  of  every  12.  The  study  also 
found  that  the  MCI  Fax  network 
requires  57%  more  retransmis¬ 
sions  of  partially  unreadable  fax 
copies  than  does  AT&T’s  regular 
long-distance  network. 

The  AT&T  ads  say  users  can 
save  money  by  combining  fax  and 
voice  traffic  over  the  AT&T  net¬ 
work,  thus  reaping  monthly  vol¬ 
ume  discounts.  For  example,  the 
AT&T  Bell  Labs  study  showed 
that  users  of  AT&T’s  regular 
long-distance  service  could  save 
up  to  1 6%  over  MCI  Fax,  while  us¬ 
ers  of  AT&T’s  Software-Defined 
Network  could  save  as  much  as 
56%  over  MCI  Fax  through  bulk 
discounts. 

AT&T  questions  why  anyone 
would  want  to  send  faxes  over 
any  network  other  than  their  ex¬ 
isting  voice  or  data  network,  said 
James  Borger,  AT&T’s  district 
( continued  on  page  13 ) 
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The  Audio  Messaging  Interchange  Specification 
(AMIS)  project  group,  whose  goal  is  to  develop  a  specification 
for  internetworking  multivendor  voice  mail  systems,  will  meet 
this  week  in  an  effort  to  approve  two  proposed  specifications. 

AMIS  will  hold  meetings  on  Sept.  28  and  29  in  conjunction 
with  the  Tele-Communications  Association,  Inc.  show  in  San 
Diego.  It  will  also  hold  a  press  conference  to  answer  questions 
about  the  group’s  progress. 

AMIS,  which  has  about  35  user  and  vendor  members,  will 
vote  on  a  finalized  version  of  a  robust  protocol  for  digital 
communications  between  voice-messaging  systems  and  a  no¬ 
frills  protocol  for  analog  communications  between  voice¬ 
messaging  systems,  according  to  one  member  of  the  group. 

If  the  protocols  are  approved,  AMIS  will  seek  approval  by  a 
standards  organization,  such  as  the  Consultative  Committee  on 
International  Telephony  and  Telegraphy,  a  group  member  said. 

The  Mexican  government  last  week  said  it  will  sell  its 
majority  stake  in  Telefonos  de  Mexico,  the  country’s 
financially  troubled  and  inefficient  telephone  monopoly,  to 
private  interests. 

The  government  said  it  is  hoping  a  private  company  can 
modernize  the  network  and  make  it  profitable. 

Andres  Caso  Lombardo,  Mexico’s  Minister  of  Communica¬ 
tions  and  Transport,  said  the  Mexican  government  also  plans  to 
end  the  company’s  monopoly  in  certain  service  areas. 

The  government  did  not  reveal  how  much  of  its  51%  stake  in 

( continued  on  page  16 ) 
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The  right  choice. 


Instead  of  spending  your  time 
fishing  through  your 
calling  card  charges,  now  you  can 
spend  your  time  fishing. 


Introducing  AT&T  Card  EXECU-BILL™  service.  A 
flexible  new  billing  service  that  gives  you  a  more  effi¬ 
cient  way  of  tracking  and  managing  your  AT&T  Card 
usage. 

With  AT&T  Card  EXECU-BILL  service,  you  can  tailor 
your  billing  to  suit  the  way  your  company  works.  For 
example,  you  can  specify  which  departments  and  indi¬ 
viduals  get  bills  or  reports  and 
what  information  you  want 
them  to  have.  You  can  even  get  %  sQb  sss 
special  reports  to  summarize 
charges  or  flag  heavy  card  usage. 

Whafs  more,  you  get  a  variety  of  monthly  manage¬ 
ment  reports  that  help  you  administer  your  corporate 
card  program,  analyze  charges  and  identify  abuse. 

AT&T  Card  EXECU-BILL  service  also  comes  with  op¬ 
tions  such  as  usage  data  on  magnetic  tape  and  custom 
card  design.  You  choose  how  and  where  you  want  your 
cards  distributed  and  can  easily  add  or  deactivate  cards. 

But  that’s  not  all. 

With  EXECU-BILL  service,  you’re  sure  you’re  getting 
AT&T  the  most  reliable  network  in  the  world.  Plus,  of 
course,  the  ease  and  convenience  of  the  AT&T  Card.  And 
you’re  guaranteed  AT&T’s  consistent  low  prices  with  no 
surprises. 

All  of  which  means  with  AT&T  Card  EXECU-BILL 
service,  you’ll  have  better  control  over  your  calling  card 
expenses.  Not  to  mention  how  you  spend  your  time. 

For  more  information,  call  your  AT&T  Account 
Executive  or  1 800  222-0400. 


V32at 
38,400 bps. 


MNP  Class  9 


Because  life  is  too  short 
to  use  a  slow  modem. 

We  couldn’t  make  our  dial-up  modems 
any  more  accurate.  So  we  made  one  twice  as 
fast.  And  it’s  available  today. 

Introducing  QX/V. 32c,  the  world's  fastest 
dial-up  modem.  At  38,400  bps,  with  full-duplex 
CCITT  V.32  compatibility  over  dial-up  lines. 

Plus  all  the  added  performance  and  Enhanced 
Data  Compression  of  MNP®  Class  9.  There’s 
compatibility  with  V.22bis,  V.22,  Bell  212A 
and  Bell  103  included,  so  that  QX/V. 32c  com¬ 
municates  at  optimum  levels  with  modems  of 
all  speeds.  And  it  can  work  in  synchronous  or 
asynchronous  environments. 

Speed  and  performance  are  not  the  only 
powerful  features  of  the  QX/V.32c.  Its  compact 
design  is  equally  impressive— l/3rd  the  size 
of  most  competitive  modems.  And  it  comes  in 
a  rack  mount  version,  as  well. 


What  will  you  pay  for  our  breakthrough 
V.32  modem?  About  the  same  as  modems 
with  only  half  the  error-free  throughput.  As  you 
can  see  from  the  chart,  lower  phone  bills 
alone  could  pay  for  this  upgrade. 

9600  bps  modem . $6.94 


QX/V.32c.~$1.74 

Comparable  costs  of  sending  identical 
amounts  of  data  over  dial-up  lines. 

Find  out  how  Microcom  brought  error- 
free  V.32  to  38,400  bps  levels.  Call  toll-free 

800-822-8224  today. 


Workstation 

Connectivity 

Worldwide 


500  River  Ridge  Drive,  Norwood,  MA  02062  617-551-1000  Telex  710-336-7802  MICROCOM  NWD 
Worldwide  Distribution -International  FAX:  617-551-1007  USA  FAX:  617-551-1006 

Toll-free  800-822-8224 


MNP  Is  a  registered  trademark  of  Microcom,  Inc.  QX/V.32c  and  Enhanced  Data  Compression  are  trademarks  of  Microcom,  Inc. 


See  The  Faxnet  Form  On  Page  #79. 


INDUSTRY  UPDATE 


Sikes  seeks  Congress’  aid 
in  getting  FCC  more  funds 

Says  the  FCC  is  up  against  some  major  issues. 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  FCC 
Chairman  Alfred  Sikes  has  ap¬ 
pealed  to  legislators  for  help  in 
getting  the  funding  needed  for 
the  agency  to  deal  with  high-pri¬ 
ority  issues  in  the  next  two  years. 

According  to  Sikes,  among  the 
more  important  proceedings  the 
Federal  Communications  Com¬ 
mission  is  involved  with  are  ex¬ 
amining  whether  to  implement 
price  cap  regulation  for  the  re¬ 
gional  Bell  holding  companies 
and  investigating  the  level  of 
competition  in  the  long-distance 
market.  That  investigation  could 
lead  to  modifications  in  regula¬ 
tory  policy,  including  a  change  in 
AT&T’s  dominant  carrier  status. 

He  said  the  FCC  must  also 
work  with  Congress  to  develop 
safeguards  that  will  allow  the  lift¬ 
ing  of  Modified  Final  Judgment 
business  restrictions  on  the 
RBHCs. 

Sikes  made  the  remarks  to  the 
U.S.  House  Subcommittee  on 
Telecommunications  and  Fi¬ 
nance  during  a  recent  authoriza¬ 
tion  hearing.  The  hearing  was 
held  to  determine  the  FCC  budget 
for  the  1990  and  1991  fiscal 
years.  Sikes  requested  $109-8 
million  for  1990,  up  slightly  from 
1989,  and  $121.5  million  for 
1991. 

However,  Sikes  said  those 
amounts  would  be  only  adequate. 
“A  cursory  look  makes  it  patently 
obvious  that  demand  for  the  ser¬ 
vices  of  the  FCC  is  going  up  and 
the  resources  in  real  terms  have 
gone  down,”  he  said. 

The  subcommittee  agreed  to 
Sikes’  1990  budget  request  but 
cut  the  1991  funding  level  to 
$117.8  million.  The  subcommit¬ 
tee  still  has  to  negotiate  with  the 
appropriations  committee  to  get 
the  money. 

The  FCC  funding  issue  has 
sparked  heated  debate  over  the 
last  few  years  as  technologies 
such  as  cellular  telephony  have 
expanded  the  scope  of  the  agen¬ 
cy’s  responsibilities  while  appro¬ 


priations  have  dwindled.  Funding 
problems  have  stemmed  in  large 
measure  from  the  stormy  rela¬ 
tionship  between  Congress  and 
the  past  two  FCC  chairmen,  Den¬ 
nis  Patrick  and  Mark  Fowler. 

The  result  has  been  a  loss  of 
237  FCC  staff  members  over  the 
last  five  years  and  a  lack  of  re¬ 
sources,  including  office  automa¬ 
tion  and  communications  tech¬ 
nology.  Sikes  said  it  was 


FCC’s  Alfred  Sikes 


“laughable”  that  the  premiere 
agency  overseeing  the  communi¬ 
cations  industry  still  has  90%  of 
its  staff  using  rotary  dial  tele¬ 
phones. 

Although  the  subcommittee 
has  not  committed  to  authorizing 
the  FCC’s  full  budget  request, 
Sikes  seems  to  have  made  head¬ 
way  in  convincing  lawmakers 
that  the  lack  of  funding  is  ham¬ 
pering  the  agency. 

Subcommittee  Chairman  Rep. 
Edward  Markey  (D-Mass.)  told 
Sikes  that  he  recognized  it  was 
critical  for  the  FCC  to  have  proper 
resources. 

“It  is  no  longer  acceptable  for 
the  commission  to  endure  25% 
staff  cutbacks  at  a  time  when  its 
mission  and  responsibilities  are 
expanding,”  Markey  said. 

Critics  have  long  charged  that 
the  FCC  does  not  have  enough  re¬ 
sources  to  carry  out  its  funda¬ 
mental  responsibilities.  A  num¬ 
ber  of  leading  members  of  the 


subcommittee  expressed  similar 
fears,  saying  they  were  particu¬ 
larly  concerned  that  the  FCC 
would  be  unable  to  do  its  job  if 
asked  to  take  on  oversight  of  the 
Modified  Final  Judgment  or  addi¬ 
tional  price  cap  regulation. 

Subcommittee  members  Rep. 
A1  Swift  (D-Wash.)  and  Rep. 
Thomas  Tauke  (R-Iowa)  have  in¬ 
troduced  legislation  that  would 
allow  the  RBHCs  to  enter  the  cur¬ 
rently  prohibited  areas  of  manu¬ 
facturing  and  information  ser¬ 
vices.  The  legislation  would 
probably  require  the  RBHCs 
to  operate  the  new  ventures 
through  separate  subsidiaries, 
and  the  FCC  would  be  called  upon 
to  ensure  that  the  carriers  not 
fund  these  new  ventures  with  rev¬ 
enues  from  their  basic  telephone 
operations. 

Reps  voice  support 

Swift  said  he  has  been  con¬ 
cerned  about  inadequate  FCC 
funding  and  has  urged  Sikes  to 
tell  the  subcommittee  how  much 
money  he  would  realistically 
need  to  take  on  oversight  of  the 
Modified  Final  Judgment. 

“It’s  absolutely  critical  that  if 
we  write  [Modified  Final  Judg¬ 
ment]  legislation  with  adequate 
safeguards  and  you  have  the  de¬ 
termination  to  implement  it, 
[that  we  don’t]  starve  the  process 
to  death  for  the  proper  re¬ 
sources,”  Swift  said. 

Tauke  agreed  that  FCC  over¬ 
sight  of  the  Modified  Final  Judg¬ 
ment  would  add  significantly  to 
the  agency’s  work  load  and 
pledged  to  help  obtain  adequate 
funding. 

Rep.  Michael  Oxley  (R-Ohio) 
questioned  whether  the  FCC’s 
adoption  of  price  cap  regulation 
would  overburden  the  agency. 

“Theoretically,  [price  cap  reg¬ 
ulation]  should  lessen  the  bur¬ 
den.  But  as  it  has  evolved,  it  has 
become  increasingly  complicat¬ 
ed.  So  I’m  just  not  prepared  to 
say,”  Sikes  responded. 

Sikes  said  he  has  reserved 
judgment  for  now  as  to  whether 
price  cap  regulation  should  be 
implemented  for  the  local  ex¬ 
change  carriers.  He  said  it  was  un¬ 
certain  that  the  agency  would 
meet  its  deadline  of  July  1, 1990, 
for  implementing  the  plan.  Price 
cap  regulation  took  effect  for 
AT&T  July  1.  □ 


AT&T  goes  full 
tilt  with  ad 

continued  from  page  9 

manager  for  strategic  capability 

assessment. 

“With  AT&T,  [users]  don’t 
need  a  specialized  line,”  he  said. 
“Our  basic  switched  network  is 
superior.” 

To  the  defense 

MCI  executives  were  quick  to 
refute  AT&T’s  claims. 

The  company  contends  that 
MCI  Fax  can  save  users  money, 
compared  with  sending  faxes  via 
existing  long-distance  services. 
While  AT&T  bills  users  for  fax 
transmissions  just  as  it  does  for 
voice  transmissions,  MCI  offers  a 
special  billing  formula  for  fax 
transmissions  that  takes  into  ac¬ 
count  the  brevity  of  fax  calls,  said 
Leslie  Lampe,  senior  manager  of 
the  MCI  Fax  Business  Center  in 
Washington,  D.C. 

MCI  Fax  is  priced  according  to 
a  “fractional  billing”  formula 
that  replaces  conventional  one- 
minute  billing  increments  with  an 
initial  billing  increment  of  30  sec¬ 
onds  and  six-second  increments 
thereafter. 

As  for  reliability,  MCI’s  own 
tests  results  were  much  different 
from  those  of  AT&T  Bell  Labs, 
Lampe  said. 

MCI  said  it  found  that  the  two 
carriers  were  about  even  in  reli¬ 
ability  for  faxes  sent  domestical¬ 
ly.  But  for  international  trans¬ 
missions,  MCI  said  it  had  an 
83-6%  success  rate,  compared 
with  a  76.3%  success  rate  for 
AT&T,  according  to  Lampe. 

However,  Lampe  said  MCI 
Fax’s  main  selling  point  is  its  val¬ 
ue-added  features  (“MCI  Fax  ser¬ 
vice  a  big  hit  with  users,  carrier 
claims,”  NW,  Aug.  7). 

She  said  MCI  Fax’s  broadcast¬ 
ing  feature,  which  allows  for  mul¬ 
tiple  distributions  of  fax  copies 
with  a  single  transmission,  has 
met  with  widespread  approval. 
About  70  users  have  signed  up  for 
the  service,  which  was  introduced 
in  June,  the  carrier  said. 

According  to  MCI  Fax  network 
users  interviewed  by  Network 
World,  the  service  has  met  or  ex¬ 
ceeded  expectations. 

Weldon  Sheffield,  president  of 
The  Sheffield  Co.,  a  San  Antonio, 
Texas-based  grocery  food  distrib¬ 


utor,  said  MCI  Fax  has  helped  his 
company  trim  its  telephone  bill 
and  increase  the  productivity  of 
its  employees.  The  company 
faxes  price  lists  of  groceries  to 
350  retailers  and  warehouses 
daily,  he  said. 

“Pricing  is  unimportant  to 
me,”  Sheffield  said.  “My  concern 
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is  that  the  price  lists  get  to  where 
they  are  supposed  to  go.  MCI  Fax 
lets  me  keep  track  of  the  faxes  my 
salespeople  send  out,  and  it  frees 
the  salespeople  to  do  more  useful 
jobs  than  standing  over  a  fax  ma¬ 
chine  for  half  a  day.” 

Lampe  would  not  comment  on 
whether  MCI  plans  a  counterat¬ 
tack  in  ads  of  its  own.  “That  usu¬ 
ally  makes  you  look  like  you’re 
on  the  defensive,  and  we’re  not,” 
she  said.  “Look  at  this  AT&T  ad; 
now  that’s  what  I  call  defensive.” 

Lampe  claimed  that  the  AT&T 
ad  has  actually  spurred  interest  in 
MCI  Fax,  which  was  advertised 
heavily  when  it  was  first  an¬ 
nounced  but  has  been  less  so  re¬ 
cently. 

MCI  Fax  service  representa¬ 
tives  have  received  many  phone 
calls  from  users  who  have  seen 
the  AT&T  ads  and  say,  “I  didn’t 
even  know  MCI  had  a  fax  net¬ 
work,”  Lampe  said. 

“AT&T’s  response  has  really 
validated  what  we’re  doing,”  she 
added.  “It’s  given  us  a  shot  of 
adrenaline,  too.  MCI  thrives  on 
this  sort  of  competition.”  □ 


To  get  information  on  products  or  services 
advertised  in  this  weeks  issue 

of  Network  World, 
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“When  Fosberry  said  a  PS/2  with  Micro  Channel 
would  let  him  juggle  ten  things  at  once 
and  still  have  time  to  break  for  lunch ,  he  meant  it.” 


These  days,  no  matter  what  size  your  company,  you’ve  got  to  be  able 
to  keep  a  lot  of  balls  in  the  air  to  stay  competitive. 

The  Genius  Of  Micro  Channel.  Which  is  why  IBM 
developed  the  Personal  System/2®  with  Micro  Channel™  Micro  Channel 
can  support  multiple  operating  microprocessors.  So  you  can,  for 
example,  separately  manage  peripherals,  while  freeing  up  the  main  pro¬ 
cessor  to  crunch  numbers.  A  bus  master  can  even  be  sending  a  fax 
while  another  manages  traffic  on  a  network,  all  with  greater  reliability. 

Naturally,  every  PS/2®  with  Micro  Channel  runs  DOS  and  OS/27 
So  with  OS/2  Presentation  Manager?  you  can  do  multiple  tasks  concur- 


IBM.  Personal  System/2  and  PS/2  are  registered  trademarks  and  OS/2.  Presentation  Manager  and  Micro  Channel  are  trademarks  of  International  Business  Machines  Corporation,  ©  1989  IBM  Corp. 
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rently,  all  with  an  easy-to-use  graphical  interface.  What’s  more, 
with  Micro  Channel,  there  are  no  DIP  switches  to  set,  for 
simpler,  more  reliable  installation.  You  can  find  and  reset  cards 
anywhere  in  the  network — right  from  your  desk! 

The  Solution  Is  IBM.  So,  to  manage  lots  of  informa¬ 
tion,  jobs,  hardware  and  software,  invest  in  the  PS/2  with 
Micro  Channel.  Contact  your  IBM  Authorized  Dealer 
or  IBM  marketing  representative.  For  a  dealer  near  you, 
call  1  800  IBM-2468,  ext.  142.  You’ll  learn 
there’s  almost  nothing  you  can’t  do  if  you  PS/2  it! 
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INDUSTRY  UPDATE 


Users  fear  hikes  in  private-line  rates 


continued  from  page  9 

cations  Users  Committee,  the  Consumer 
Federation  of  America  and  the  Maryland 
People  Council  —  said  that,  overall,  the 
price  cap  plan  would  increase  consumer 
costs  by  at  least  $4.1  billion  over  the  plan’s 
suggested  four-year  trial  period.  In  its 
statement  of  principles,  TURF  said  the  pro¬ 
posed  plan  did  not  sufficiently  con¬ 
strain  the  RBHCs’  “ability  to  cross-subsi- 
dize  and  to  manipulate  customers’  service 
choices.” 

Brian  Moir,  counsel  for  the  ICA,  ex¬ 
plained  that  because  price  caps  would  be 
based  on  current  RBHC  rates,  the  plan  may 
actually  prevent  users  from  enjoying  sig¬ 
nificant  rate  reductions. 

He  said  RBHC  prices  are  inflated  be¬ 


cause  higher-than-normal  capital  invest¬ 
ments  made  to  increase  network  efficiency 
were  put  into  the  rate  base  after  divesti¬ 
ture.  Now  that  users  have  paid  for  these  im¬ 
provements  and  the  carriers  are  realizing 
greater  operating  efficiency,  limiting  price 
reductions  to  5%  annually,  as  the  plan 
would  do,  “would  deny  users  the  benefits 
of  the  capital  investments,”  he  said. 

For  their  part,  the  RBHCs  aren’t  saying 
that  prices  will  drop  below  current  levels 
under  price  caps.  But  they  say  that,  on  av¬ 
erage,  prices  will  be  lower  than  what  they 
would  be  if  rate-of-return  regulation  con¬ 
tinues. 

John  Millice,  district  manager  of  federal 
docket  matters  at  Southwestern  Bell 


Gorp.,  estimated  consumers  would  save 
$800  million  to  $1.8  billion  over  a  four- 
year  period  under  price  caps. 

The  RBHCs  said  they  will  not  boost  spe¬ 
cial  access  rates  because  competition 
would  make  that  move  impractical. 

Hardy  Moebius,  director  of  regulatory 
research  at  Bell  Atlantic  Corp.,  said  the 
carrier  faces  competition  from  alternative 
carriers  in  Washington,  D.C.,  Philadelphia, 
Baltimore  and  northern  New  Jersey.  “We 
don’t  have  the  liberty  to  jerk  prices  up  in 
some  areas  so  we  can  lower  them  in  oth¬ 
ers,”  he  said. 

Ron  Altman,  chief  executive  officer  at 
Altman,  Brenner  &  Wasserman,  a  New 
York  investment  firm,  agreed.  If  the 
RBHCs  were  to  engage  in  such  a  pricing 
strategy,  “they’d  be  bypassed  like  crazy,” 
he  said. 


Under  the  proposed  price  cap  plan,  Alt¬ 
man  said  he  believes  users  will  see  price 
decreases  in  special  access  services.  “Spe¬ 
cial  access  prices  will  be  dictated  by  the 
marketplace  rather  than  legislation,”  he 
said. 

Frank  Gumper,  director  of  regulatory 
policy  at  Nynex  Service  Co.,  said  Nynex 
customers  would  probably  see  greater 
price  decreases  for  switched  services  than 
for  special  access  services.  He  said  Nynex 
expects  that  prices  for  switched  services 
will  likely  decrease  by  1%  to  1.5%  per 
year,  while  special  access  rates  would 
probably  remain  stable  or  would  increase 
by  only  1%. 

Gumper  said  that  isn’t  because  of  any 
migration  strategy,  although  the  carrier 
would  like  to  see  greater  usage  of  its 
switched  network  because  it  lowers  overall 
network  costs.  But,  he  added,  “Nynex  is 
not  opposed  to  having  people  on  private¬ 
line  service.” 

The  RBHCs  also  contend  that  the  price 
cap  plan  would  benefit  consumers  by  giv¬ 
ing  the  carriers  incentives  to  upgrade  their 
networks  and  introduce  new  services. 

“The  plan  really  provides  incentives  for 
companies  to  operate  their  internal  busi¬ 
ness  more  efficiently  and  be  more  respon¬ 
sive  to  customer  needs,”  Gumper  said.  □ 


Scalable  Fast  Packet: 


The  essence  of  truly  open 
networking  architecture. 

When  the  need  is  for 
an  integrated  network  archi¬ 
tecture  that  masters  evolving 
standards,  changing  com¬ 
puting  environments,  and 
migrating  transmission 
media,  Scalable  Fast  Packet 
is  clearly  the  only  graceful 
solution. 

Scalable  Fast  Packet, 
only  from  Doelz.  For  the 
first  time,  you  can  have 
both  demand  drive  and 
transparency.  Digital  and 
analog,  low  to  high  speed, 
our  architecture  accom¬ 
modates  the  widest  range 
of  transmission  media, 
protocols,  and  port  speeds. 

For  small  or  large 
networks,  we’ll  provide 
the  switching  tools  to 
minimize  the  cost  of 
network  ownership,  and 
maximize  the  flexibility  to 
meet  current  and  future 
business  requirements. 

Scalable  Fast  Packet. 
Call  today  for  the  elegant 
solution  to  networking. 


8  Mason,  Irvine,  CA  92718 

1-714-770-1221 

1-800-344-7276 

In  Europe  contact  BIM 
Kwikstraat  4,  B-3078 
Everberg,  Belgium 
Phone:  (32-2)  759.59.25 
Fax:  (32-2)  759.47.95 
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Scalable  Fast  Packet  is  a  trademark 
of  Doelz,  Incorporated. 


Industry  Briefs 
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“Telmex”  would  be  sold. 

Bids  from  both  Mexican  and  foreign 
firms  will  be  welcome,  Caso  Lombardo 
said.  Inquiries  have  already  been  made  by 
American,  European  and  Japanese  inter¬ 
ests,  he  added. 

The  Mexican  government  has  increas¬ 
ingly  been  besieged  with  complaints  from 
users  of  the  network  about  bad  service. 

Fibermux  Corp.  of  Chatsworth, 
Calif.,  last  week  joined  forces  with  Sumi¬ 
tomo  Electric  Industries  of  Yokohama, 
Japan,  in  an  agreement  to  cross-market  lo¬ 
cal  network  products. 

The  agreement  opens  the  Japanese 
market  to  Fibermux’s  Magnum  line  of  fi¬ 
ber-optic  network  equipment. 

Sumitomo  sells  a  variety  of  local  net¬ 
work  products  that  Magnum  multiplexers 
can  link  to  a  backbone  network,  according 
to  Fibermux  executives. 

Touche  Ross  &  Co.,  one  of  the  na¬ 
tion’s  largest  accounting  firms,  and  Un¬ 
isys  Corp.  have  teamed  up  to  provide 
large-scale  commercial  systems  integra¬ 
tion  services. 

The  strategic  alliance  combines  Touche 
Ross’  expertise  in  information  technology 
consulting  with  Unisys’  computer  and  net¬ 
work  products,  said  Bill  Atkins,  national 
director  of  information  technology  con¬ 
sulting  for  Touche  Ross. 

Under  the  agreement,  Touche  Ross  and 
Blue  Bell,  Pa. -based  Unisys  will  help  users 
plan  for  network  projects,  develop  and  im¬ 
plement  applications,  and  assess  the  man¬ 
agement  of  such  networks.  The  firms  will 
determine  which  will  serve  as  the  prime 
contractor  on  systems  integration  projects 
on  a  case-by-case  basis.  The  move  reflects 
the  growth  of  commercial  systems  integra¬ 
tion  opportunities. 

New  York  City-based  Booz,  Allen  & 
Hamilton,  Inc.,  another  big  accounting 
and  consulting  firm,  earlier  this  year  an¬ 
nounced  that  it  planned  to  step  up  its  com¬ 
mercial  systems  integration  offerings 
(“Consulting  firm  expands  systems  inte¬ 
gration  efforts,”  NW,  Feb.  6).  □ 


TELECOMMUNICATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Worth  Noting 


Wayne  Myers, 
corporate  accounts 
director  for  Cable  & 
Wireless 

Communications,  Inc., 
said  his  company  can 
provision  fractional 
T-1  service  in  three  to 
five  days.  By 
comparison,  AT&T 
quotes  1 1  days  and  US 
Sprint  Communications 
Co.  quotes  60  days  to 
install  the  service. 


Igarrier 

Watch 

Quality  Inns,  Inc.  recent¬ 
ly  awarded  AT&T  two  con¬ 
tracts,  worth  an  estimated  $45 
million,  for  System  75  private 
branch  exchanges  and  Mega- 
com  services  for  its  new  Sleep- 
Inn  hotel  chain. 

The  company  awarded 
AT&T  a  $33  million  contract 
for  Megacom  service,  which 
will  be  used  by  its  corporate 
staff  to  communicate  with  ho¬ 
tels,  and  Megacom  800  ser¬ 
vice,  which  will  be  used  by 
guests  to  reserve  rooms  at  the 
hotels. 

Under  the  second  contract, 
valued  at  $12  million,  AT&T 
will  install  wiring  and  a  Sys¬ 
tem  7 5  PBX  at  each  new  Sleep- 
Inn  hotel. 

AT&T  said  the  contract  is 
its  first  major  victory  in  the 
hotel/hospitality  PBX  mar¬ 
ket,  a  niche  market  that  is 
dominated  by  companies  such 
as  Mitel  Corp. 

Before  winning  the  Quality 
PBX  contract,  AT&T  hadn’t 
cracked  the  PBX  portion  of  the 
lodging  market  in  a  significant 
way,  according  to  William 
Poe,  AT&T  national  account 
manager. 

“We  had  made  numerous 
sales  [in  the  hospitality  indus¬ 
try]  but  none  where  we  gained 
an  exclusive.  In  this  sale,  ev¬ 
ery  time  a  Sleep-Inn  goes  up,  it 
will  have  a  System  75  in  it,” 
Poe  said. 

Quality  Inns  said  it  plans  to 
open  300  Sleep-Inns  across 
the  country  over  the  next 
three  years.  □ 


Feds  expect  smooth 
FTS  2000  cutover 


Network  managers  at  government  agencies 
say  that  end  users  will  not  be  inconvenienced. 


By  Gail  Runnoe 

Washington  Correspondent 

WASHINGTON,  D.C.  —  With 
inital  cutovers  to  the  Federal 
Telecommunications  System 
(FTS)  2000  network  only  two 
weeks  away,  government  net¬ 
work  managers  say  users  should 
see  little  change  as  a  result  of  the 
transition. 

Cutover  preparations  at  some 
agencies  have  entailed  taking  in¬ 
ventory  of  all  network  interface 
equipment  to  check  access  capa¬ 
bilities.  In  addition,  virtually  all 
agencies  have  sent  personnel  to 
carrier  and  General  Services  Ad¬ 
ministration  training  sessions  to 
learn  about  FTS  2000. 

In  total,  the  switched  voice 
traffic  of  more  than  1.3  million 
end  users  at  1,300  federal  sites 
will  be  migrated  to  the  network 
over  the  next  nine  months.  Cut¬ 
overs  have  been  divided  into  18 
phases  that  will  involve  multiple 
federal  agencies  located  in  gov¬ 
ernment  buildings  across  the 
country. 

Phase  1  locations  will  be  cut 
over  during  the  weekend  of  Oct. 
6.  Phase  2  is  scheduled  for  Nov. 
10,  followed  by  Phase  3  on  Dec. 


1 .  After  that,  the  network  will  be 
cut  over  every  other  weekend  un¬ 
til  all  phases  are  completed  in 
June  1990.  Agencies  with  loca¬ 
tions  across  the  country  will  be 
involved  in  numerous  phases. 

Earlier  this  month,  test  runs 
began  for  the  Phase  1  cutovers. 
With  most  of  the  work  behind 
them  now,  agency  telecommuni- 


T  irtually  all  agencies 
have  sent  personnel  to 
carrier  and  GSA  training 
sessions. 

▲  ▲▲ 


cations  managers  are  expecting  a 
smooth  and  virtually  seamless 
transition. 

The  Department  of  Justice, 
which  has  more  than  1 ,200  loca¬ 
tions,  has  been  assigned  to  the 
portion  of  the  FTS  2000  network 
that  will  be  operated  by  US  Sprint 
(continued  on  page  18) 


WASHINGTON  UPDATE 


BY  ANITA  TAFF 

AT&T  points  finger  at  MCI.  MCI  Communications 
Corp.  last  week  denied  AT&T  allegations  that  it  has  been 
illegally  offering  off-tariff  rates  and  conditions  to  win  large  user 
contracts. 

In  the  first  formal  complaint  it  has  ever  filed  against  a  rival 
carrier,  AT&T  claimed  MCI  won  the  business  of  Merrill  Lynch  & 
Co.,  Inc.,  Westin  Hotel  Co.,  United  Air  Lines,  Inc.,  the 
Department  of  Defense,  the  University  of  Colorado  at  Boulder 
and  Unigard  Security  Insurance  Co.  by  offering  special  deals 
with  terms  and  rates  not  outlined  in  its  tariffs. 

According  to  AT&T,  this  violates  provisions  of  the  Communi¬ 
cations  Act  of  1934  that  require  the  filing  of  tariffs  and  prohibit 
discrimination  among  users  for  the  same  service. 

MCI  admitted  that  each  of  the  six  customers  was  receiving 
service  under  a  contract  rather  than  a  tariff,  but  said  the 
companies  purchased  “nonstandard  service  offerings.”  MCI  said 
that,  under  Federal  Communications  Commission  rules,  it  has 
the  option  not  to  file  tariffs,  although  it  routinely  does  so  for 
“standard”  service  offerings. 

MCI  maintains  that  the  nondominant  carriers  were  given 
permission  to  offer  services  through  contract,  rather  than  tariff, 
in  the  FCC’s  1983  Competitive  Carrier  proceeding.  AT&T  never 
challenged  that  decision,  according  to  MCI,  but  is  now  acting 
either  to  reregulate  nondominant  carriers  or  deregulate  itself. 

Tom  Norris,  vice-president  of  federal  regulatory  affairs  at 
AT&T,  said  AT&T  is  not  questioning  MCI’s  compliance  with  the 
Competitive  Carrier  rules  allowing  nondominant  carriers  to 

(continued  on  page  19) 


Bell  Communications  Research  issues  CICs  to  interexchange  carriers 
with  trunk-side  connections  to  local  telephone  company  switches. 
Customers  of  carriers  that  do  not  have  trunk-side  ports  have  to  dial  a 
seven-digit  number  to  place  calls.  The  number  of  CiCs  issued  is  a 
rough  measure  of  how  long-haul  competitors  are  offering  services. 
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Davox  unveils  autodialing 
device  for  telemarketers 

‘Power  dialer’  supports  192  interface  cards. 


By  Tom  Smith 

New  Products  Editor 

BILLERICA,  Mass.  —  Davox 
Corp.  recently  rolled  out  an  auto¬ 
dialing  device  designed  to  in¬ 
crease  the  call-handling  capacity 
of  telemarketing  operations. 

Unlike  Davox’s  earlier  auto¬ 
dial  products,  the  sole  function  of 
the  Computerized  Autodial  Sys¬ 
tem  (CAS)  1500  is  to  dial  phone 
numbers,  route  answered  calls  to 
available  agents  and  keep  statis¬ 
tics  on  calls  that  are  not  complet¬ 
ed. 

Davox’s  existing  autodial  of¬ 
ferings  —  turnkey  systems  that 
have  data-handling  functions 
such  as  data  base  updating  — 
supported  a  maximum  of  64  lines 


and  32  agent  positions,  accord¬ 
ing  to  the  company. 

Davox  describes  the  CAS  1 500 
as  a  power  dialer  because  it  sup¬ 
ports  as  many  as  192  line  inter¬ 
face  cards  and  96  agent  interface 
cards. 

The  system  provides  on-line 
supervisory  control  through  a 
terminal  designated  as  the  sys¬ 
tem  console. 

Supervisory  functions  include 
the  ability  to  adapt  line/agent  ra¬ 
tios  to  accommodate  a  change  in 
the  number  of  telemarketing 
campaigns,  as  well  as  the  ability 
to  change  the  number  of  rings  re¬ 
quired  before  a  call  is  designated 
as  a  no  answer. 

( continued  on  page  19) 


University  net  managers 
briefed  on  AT&T  service 


By  Gail  Runnoe 

Washington  Correspondent 

WASHINGTON,  D.C.  —  Tele¬ 
communications  managers  from 
almost  100  Michigan  colleges 
and  universities  will  meet  this 
week  to  hear  details  about  a  new 
virtual  private  network  service 
offering  proposed  by  AT&T. 

.  Earlier  this  month,  AT&T  an¬ 
nounced  plans  to  provide  a  cus¬ 
tomized  virtual  private  network 
for  Michigan  schools  that  are 
members  of  the  Michigan  Colle¬ 
giate  Telecommunication  Associ¬ 
ation  (MCTA)  (“AT&T  to  offer 
virtual  net  for  Michigan  college 
group,”  NW,  Sept.  4).  Members 
who  join  the  network  will  be  able 
to  pool  their  voice  and  data  traffic 
to  achieve  lower  rates  based  on 
their  combined  volume. 


The  network  will  be  called  the 
Michigan  Academic  and  Govern¬ 
mental  Network  (MAGnet),  and 
the  service  will  be  provided  under 
a  new  tariff  AT&T  has  proposed 
to  the  Federal  Communications 
Commission  called  State  Out¬ 
bound  Calling  Sendee  (SOCS). 
SOCS  would  provide  outbound  in¬ 
terstate  and  international  sendee 
for  state-supported  colleges  and 
universities,  as  well  as  state  and 
local  governments  in  Michigan. 

Rates  for  the  offering  will  be 
kept  stable  for  the  first  three 
years  commencing  Oct.  23,  the 
scheduled  effective  date  of  the 
tariff,  AT&T  said.  Schools  signing 
on  will  be  able  to  discontinue  ser¬ 
vice  with  30  days’  notice. 

Prices  for  the  sendee  are 
(continued  on  page  19) 
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Feds  expect  smooth  FTS  2000  cutover 


continued  from  page  1 7 

Communications  Co.  According  to  Ste¬ 
phen  Colgate,  deputy  assistant  attorney 
general  at  the  Department  of  Justice,  the 
voice  cutover  will  be  fairly  smooth  for  end 
users. 

Colgate  said  most  of  the  7  5 ,000  Justice 
Department  personnel  use  GSA-managed 
Centrex  sendees,  so  they  were  not  in¬ 
volved  with  any  transition  work.  Other 
than  some  orientation  on  a  slightly  differ¬ 
ent  dialing  scheme  and  new  calling  card 
numbers,  very  minimal  end-user  prepara¬ 
tion  was  required. 

William  Cunnane,  assistant  commis¬ 
sioner  for  the  GSA’s  office  of  network  ser¬ 
vices,  said  GSA  personnel  at  Centrex  sites 
worked  with  their  local  vendors  to  prepare 


network  switches  for  the  transition. 

A  manager  at  a  federal  agency  with 
more  than  2,000  locations  said  that  while 
most  end  users  in  his  agency  will  see  little 
change  in  how  they  will  use  the  network, 
“to  the  communications  manager,  [transi¬ 
tion  to  FTS  2000]  is  a  radical  change.” 

Network  managers  have  had  to  do  in¬ 
ventory  on  existing  private  branch  ex¬ 
changes  and  other  switches,  he  said,  and 
reengineer  access  while  maintaining  ac¬ 
cess  to  the  old  system.  “Many  switch¬ 
boards  do  not  have  that  capacity,”  he  said. 

Cunnane  explained  that  his  agency  had 
to  purchase  some  new  digital  line  cards 
and  T-l  multiplexers  to  accommodate  the 
new  network.  Although  he  could  not  esti¬ 


mate  the  cost  of  the  new  equipment,  he 
said  “we  consider  it  a  modernization  of 
our  current  facilities.  We  would  have  had 
to  do  it  sometime.” 

Steve  Broadbent,  deputy  assistant  sec¬ 
retary  for  information  systems  at  the  De¬ 
partment  of  the  Treasury  —  an  agency  on 
the  US  Sprint  network  —  said  US  Sprint 
took  care  of  most  of  the  Treasury  Depart¬ 
ment’s  inventory  requirements.  The  Inter¬ 
nal  Revenue  Service  will  handle  oversight 
of  the  cutover  for  the  Department  of  the 
Treasury,  Broadbent  said,  because  it  has 
the  largest  telecommunications  staff  with¬ 
in  the  department. 

The  IRS  will  prepare  sites  for  cutover  by 
working  with  local  carriers,  PBX  providers 
and  the  US  Sprint  team,  he  said.  They  will 
also  check  to  make  sure  cutovers  occur  as 
scheduled  and  will  conduct  follow-up  visits 

FTS  2000 
contract  battle 
rages  on 

WASHINGTON,  D.C.  —  Even  as 
AT&T  and  US  Sprint  Communications 
Co.  are  readying  themselves  to  bring 
customers  onto  the  Federal  Telecom¬ 
munications  System  (FTS)  2000  net¬ 
work,  MCI  Communications  Corp.  is 
continuing  to  wage  a  legal  battle  over 
the  contract. 

Earlier  this  month,  MCI  filed  a  pro¬ 
test  with  the  General  Services  Adminis¬ 
tration  over  AT&T’s  first  FTS  2000  cus¬ 
tomer,  the  Health  Care  Financing 
Administration  (HCFA),  an  arm  of  the 
U.S.  Department  of  Health  and  Human 
Services.  MCI  was  protesting  an  HCFA 
proposal  to  support  an  on-line  pre¬ 
scription  billing  system  with  FTS  2000 
services. 

The  on-line  system  will  include 
point-of-sale  terminals  and  personal 
computers  at  about  60,000  pharma¬ 
cies,  allowing  them  to  determine  when 
Medicare  recipients  have  reached  their 
deductibles  and  are  no  longer  required 
to  pay  for  prescription  drugs. 

In  its  protest,  MCI  claimed  that  FTS 
2000  was  intended  to  be  used  only  to 
link  government  users.  It  argues  that, 
by  bringing  outside  users  onto  FTS 
2000,  the  GSA  and  HCFA  are  illegally 
expanding  the  network  contract  be¬ 
yond  its  original  intention. 

Modification  of  an  existing  contract 
for  purposes  not  originally  specified  is 
prohibited  by  federal  procurement  law, 
according  to  MCI.  Besides  the  possible 
legal  problems,  MCI  claimed  the  GSA 
would  also  prevent  government  users 
from  getting  the  best  prices  and  tech¬ 
nology. 

“Price  reductions  in  the  telecom¬ 
munications  industry  are  so  dynamic 
that  even  today,  before  the  FTS  2000 
has  become  operational,  FTS  2000 
prices  are  lagging  behind  competitive 
pricing,”  MCI  said  in  its  protest. 

In  April,  MCI  objected  to  the  use  of 
FTS  2000  to  provide  data  and  video  ser¬ 
vices. 

Jerry  Edgerton,  MCI’s  vice-president 
of  government  systems,  said  the  origi¬ 
nal  intent  of  Congress  was  to  require 
government  agencies  to  use  FTS  2000 
for  switched  voice  sendees  only. 

—  Anita  Taff 


to  ensure  that  field  offices  are  getting  the 
support  required. 

Bob  Cann,  director  of  AT&T’s  FTS  2000 
Office  of  Transition  Management  and  Im¬ 
plementation,  said,  “Our  goal  is  [to  make] 
the  cutover  a  nonevent.  All  the  work  [will 
be]  done  in  advance.  How  [users]  operate 
and  interface  with  the  new  network  will  be 
no  different  for  plain  vanilla  switched 
voice  service,”  Cann  said. 

US  Sprint  estimates  that,  since  the  FTS- 
2000  contract  was  awarded  last  Decem¬ 
ber,  its  83-person  transition  team  has 
logged  over  255,000  hours  in  preparation 
work.  That  work  involved  building  a  data 
base  of  network  equipment  and  visiting 
sites  to  verify  traffic  information,  deter¬ 
mining  signaling  protocols,  identifying 
customer  premises  equipment  require¬ 
ments  and  training  agency  personnel. 

Much  of  the  training  that  has  been  con¬ 
ducted  has  focused  on  informing  users 
about  new  features  and  how  to  use  them. 
For  voice,  these  capabilities  include  agen¬ 
cy-recorded  announcements,  conference 
calls,  authorization  codes,  call  forwarding 
and  inward  station  access  —  a  type  of  toll- 
free  access. 

Carriers  have  also  been  training  agency 
personnel  on  new  data  and  video  services. 
US  Sprint  said  installation  of  these  en¬ 
hanced  services  is  not  dependent  on  the 
schedules  for  cutovers  of  switched  voice 
service. 


u0 

\y  ur  goal  is  [to  make] 
the  cutover  a  nonevent,”  says 
AT&T’s  Bob  Cann. 

▲  ▲A 


According  to  Colgate,  most  of  the  train¬ 
ing  at  the  Justice  Department  has  per¬ 
tained  to  data  transmission.  In  addition  to 
switching  existing  AT&T  services  such  as 
T-l  to  the  US  Sprint  network,  he  said  the 
Department  of  Justice  will  add  new  capa¬ 
bilities  such  as  digital  packet-switched  ser¬ 
vice.  To  prepare  for  the  data  transition,  he 
said,  “we’ll  no  doubt  have  to  modernize 
modems  and  controllers  as  well  as  update 
T-l  multiplexers.” 

Colgate  expects  to  save  at  least  40%  on 
voice  services  and  20%  on  data  services.  □ 


To  get 
information 
on  products  or 
services 
advertised  in 
this  week's  issue 
of  Network  World, 
see  the 

FAXNeT  Form 
on  Page#79 
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“Source  is 
a  rainy  day 
.  kind  of 
Ik  Mend.” 

Ml  Elaine  Roberts 
^-Jacksonville  State 
|RijBP  University 


About  Jacksonville  State 
University:  “Our  NEAX  2400  switch 
operates  phones  in  59  separate 
campus  buildings.  With  miles  of  internal 
cabling,  power  lines,  and  trunk  lines 
spread  across  campus,  we’re  a  sitting 
duck  for  Alabama's  famous  electrical 
storms.  We  get  hit  about  three 
times  a  year.” 

The  “hang-up":  "Even  the  best  surge 
protection  can’t  help  us  much.  The  only 
solution  is  backup  parts  for  the  high-risk 
components.  But  those  parts  have  to  be 
utterly  reliable -and  supported  by  someone 
who  can  replace  overnight  anything  else 
that  gets  fried.  Until  we  found  Source  Tele¬ 
communications  we  struggled  with  week- 
long  delays  and  faulty  components.  Some 
warranties  had  even  expired  before  instal¬ 
lation!  And  we  had  paid  full  price.” 

About  Source:  "Then  Source  began  solving 
our  problems.  Their  large  inventory  and  over¬ 
night  delivery  cut  system  downtime  from  days 
to  hours.  They  even  designed  an  in-house 


“crash  kit”  of  critical  parts.  Today, 
we  know  that  a  Source  part  will  fit 
and  it  will  work.  We’re  crazy  about 
their  prices  and  their  one-year 
warranty.  And  we  can  call  on  our 
Source  rep  any  time  for  solutions.” 

Elaine  Roberts 
Manager  of  University  Telecommunications 

Source  opens  up  a  whole  new 
option  for  you.  Objective  know¬ 
how,  unrestricted  selection  of 
proven  equipment,  serious  cost 
savings,  guaranteed  quality. 

So  kick  the  old  hang-ups.  Get  on  the 
line  to  Source  today: 

1-800-624-6348. 

(214)  450-2700 

Ask  for  your  copy  of 
“Source  Solutions," 
and  your  free  subscrip¬ 
tion  to  SourceLine:  (A 
monthly  Selection  of 
New  and  Used  Tele¬ 
communications 
Equipment  from  the 
Largest  Inventory  in 
America.)  and. . . 

SourceLine  Executive: 

(Telecommunications  Insights  for  Management.) 

TM 


TELECOMMUNICATIONS 

Source,  Inc.,  14060  Proton  Road,  Dallas,  TX  75244 


When  ‘new”  equipment  just  isn't  good  enough. 


See  The  Faxnet  Form  On  Page  #79. 


NETWORK  WORLD  •  SEPTEMBER 

18 


TELECOMMUNICATIONS 


Davox  unveils 
autodialing  device 

continued  from  page  1 7 

The  CAS  1 500  houses  telephone  line  in¬ 
terface  cards,  disk  drives  supporting  20M 
to  150M  bytes  of  memory  and  a  digital 
switching  matrix. 

It  offers  both  synchronous  and  asyn¬ 
chronous  ports  for  connection  to  comput¬ 
ers  used  to  support  a  telemarketing  opera¬ 
tion,  such  as  a  Digital  Equipment  Corp. 
VAX  or  an  IBM  Application  System/400. 

“Most  customers  will  have  a  telemar¬ 
keting  system  but  are  dialing  manually. 
This  will  automate  that  process  to  give 
them  the  most  benefit,”  said  Mike  Giltner, 
director  of  product  marketing. 

CAS  1500  receives  batch  fdes  of  names 
and  telephone  numbers  from  the  host  fol¬ 
lowing  a  prompt  from  a  supervisory  termi¬ 
nal,  Giltner  said.  Autodialing  is  initiated 
through  the  supervisory  terminal. 

When  a  call  is  answered,  CAS  1500 
routes  the  call  to  an  available  agent  and  si¬ 
multaneously  sends  a  packet  of  data  about 
the  call  recipient  to  the  host,  which  then 
provides  any  further  data  on  the  agent’s 
screen. 

The  Davox  product  automatically  paces 
the  rate  of  call  placement  in  response  to 
several  variables:  agent  contact  rate,  num¬ 
ber  of  lines  and  agents  in  operation,  num¬ 
ber  of  busy  and  no  answer  signals,  average 
call  length  per  agent  and  status  of  the  hold 
queue,  where  called  parties  are  placed  if 
they  have  been  reached  and  there  is  no 
available  agent. 

Users  define  the  maximum  length  of 
time  a  call  recipient  can  be  in  the  hold 


Net  managers  briefed 
on  AT&T  service 

continued  from  page  1 7 
based  on  three  factors:  the  time  of  day, 
mileage  and  type  of  access  used  to  reach 
the  virtual  network. 

For  users  with  switched  access,  the  per- 
minute  rate  during  the  day  is  14  cents  for  a 
50-mile  call,  1 6  cents  for  a  1,000-mile  call 
and  17.5  cents  for  calls  over  4,250  miles. 

For  users  of  special  access  lines,  the 
same  three  one-minute  calls  would  cost 
7.8  cents,  11.7  cents  and  13.7  cents,  re¬ 
spectively.  AT&T  will  waive  installation 
fees  and  per-mile  charges  for  customers 
purchasing  T - 1  lines  to  access  the  network. 

Slightly  higher  prices  apply  for  calls 
made  to  the  U.S.  Virgin  Islands  and  Puerto 
Rico.  International  calls  are  priced  at  regu¬ 
lar  tariffed  rates,  minus  a  20%  discount  for 
calls  placed  during  business  hours  and  a 
5%  discount  for  calls  made  during  nights 
and  weekends. 

Savings  ahead 

Gary  Green,  president  of  MCTA  and  di¬ 
rector  of  physical  plant  and  technical  ser¬ 
vices  at  North  Central  Michigan  College  in 
Petoskey,  said  his  school  will  be  joining 
the  network  if  the  FCC  approves  the  plan. 
He  predicts  his  college  will  save  about  56% 
on  its  current  network  transmission  costs. 

While  Green  could  not  estimate  how 
many  other  MCTA  members  were  likely  to 
join  the  network,  he  said  the  potential 
statewide  savings  would  be  “many  mil¬ 
lions  of  dollars.” 

Roxanna  Block,  MCTA  vice-president 
and  director  of  telecommunications  at  the 
University  of  Michigan  at  Ann  Arbor,  said 
her  school  will  also  join  the  network. 
Though  she  declined  to  estimate .  how 
much  the  school  would  save,  she  said,  “It 
definitely  makes  sense  to  change.”  □ 


queue  or  can  program  the  system  so  call 
recipients  are  never  placed  on  hold.  CAS 
1 500  can  also  be  programmed  to  play  digi¬ 
tal  voice  messages  to  call  recipients. 

The  system  records  all  call  results  in  an 
event  log  and  records  busy,  no-answer  and 
answering  machine  calls  in  background 
mode  so  no  agent  intervention  is  required 
on  calls  that  are  not  completed.  The  event 
log  can  be  transmitted  to  the  host  comput¬ 
er  in  batch  mode  to  update  call  records. 

Supervisory  tasks  are  carried  out  on  a 
real-time  basis  and  are  nondisruptive  so 
they  can  be  performed  without  requiring 
users  to  suspend  operation. 

CAS  1 500  also  has  a  remote  diagnostic 
capability  that  enables  Davox  service  per¬ 
sonnel  to  test  a  user’s  equipment  by  dial¬ 
ing  in  from  a  remote  site. 

Davox  offers  two  options  on  the  CAS 


1500  —  answering  machine  detection 
software  and  a  data  manager  for  custom¬ 
ers  without  an  automated  telemarketing 
system. 

The  answering  machine  detection  soft¬ 
ware  offers  three  options  so  the  autodialer 
can  hang  up,  pass  the  call  to  an  agent  or 
leave  a  prerecorded  voice  message. 

The  data  manager  is  intended  for  the 
small  percentage  of  customers  that  might 
purchase  CAS  1500  but  do  not  already 
have  a  telemarketing  host  computer.  It  is 
an  Intel  Corp.  8028o-based  processor  that 
adds  telemarketing  data-handling  capabil¬ 
ities  to  the  CAS  1 500. 

CAS  1 500  will  be  available  in  the  fourth 
quarter;  per-agent  prices  range  from 
$4,500  to  $6,000.  The  data  manager  costs 
$10,000,  and  the  answering  machine  de¬ 
tection  software  costs  $4,500.  □ 


Washington  Update 

continued  from  page  1 7 

avoid  filing  tariffs.  Instead,  it  is  question¬ 
ing  whether  the  Communications  Act  per¬ 
mits  dissimilar  treatment  of  carriers. 

Giving  credit  where  it’s  due. 

AT&T  filed  a  proposal  with  the  Federal 
Communications  Commission  last  week  to 
expand  the  credits  it  offers  customers  for 
outages  on  T-l  circuits.  For  every  outage 
over  one  minute  and  up  to  one  hour,  users 
will  receive  a  5%  credit  on  their  next 
monthly  T-l  bill.  Credits  for  longer  out¬ 
ages  include:  1 0%  for  outages  lasting  up  to 
two  hours,  40%  for  outages  between  seven 
and  eight  hours,  and  90%  for  outages  over 
nine  hours.  Credits  may  not  exceed  100% 
of  a  customer’s  monthly  charge.  □ 
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A  candid  look 

at  the  future  of  PBX  technology. 


The  newly  enhanced  NEAX  2400  Information  Manage¬ 
ment  System  is  clearly  focused  on  both  the  present  and  future 
telecommunications  needs  of  your  company.  Because  it’s  de¬ 
signed  with  PBX  technology  that’s  expandable.  Not  expendable. 

To  start  with,  the  NEAX2400  IMS  delivers  exactly  what 
you  need  today.  It  offers  a  broad  array  of  voice,  data  and 
networking  services.  As  well  as  software  packages  designed  to 
provide  systems  solutions  for  every  type  of  business.  And 
NEC’s  Open  Applications  Interface  gives  you  a  virtually 
unlimited  range  of  customized  applications  through  the  power 
of  C&C  — NEC’s  unique  integration  of  Computers  and 
Communications. 

But  the  NEAX2400  is  built  for  more  than  just  the  here- 


and-now.  Its  enhanced  modular  architecture  and  processing 
capability  protect  your  investment  by  allowing  you  to  easily 
upgrade  your  existing  system  as  your  needs  change.  Its 
innovative  design  enables  you  to  harness  the  power  of  new 
technologies  as  they  are  developed.  And  the  NEAX2400 
is  fully  compatible  with  emerging  ISDN  standards. 

The  NEAX2400  IMS  is  backed  by  NEC’s  90-year 
reputation  for  excellence  in  computer  and  communications 
technology.  So  when  you’re  looking  for  a  PBX  system  that  will 
go  wherever  your  future  takes  you,  focus  on  the  advantages 
of  the  NEC  NEAX2400  Information  Management  System. 
And  then  picture  them  working  for  you.  For  more 
information,  call  1-800-626-4952. 


Computers  and  Communications 


See  the  Faxnet  Form  on  Page  #79 
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Isn’t  it  frustrating  when  your 
3270  software  eats  so  much  memory 
you  can’t  run  your  PC  programs? 

Meet  EXTRA!  Less  memory, 
more  smarts. 

EXTRA!  Connectivity  Soft¬ 
ware™  uses  less  than  half  the  memory 
of  other  3270  programs.  As  little  as 


77K  of  memory  for  LAN  connections. 
And  a  meager  44K  for  coax  links. 

You  may  find  it  surprising, 
therefore,  that  EXTRA!  includes  the 

EXTRA! 

CONNECTIVITY  SOFTWARE 


Attachmate 


1 '800-426-6283 


longest  list  of  standard  features  in  the 
industry.  And  the  highest-speed 
IBM®-compatible  file  transfer,  as 
measured  by  PC  Magazine  and 
PC  Week. 

Tired  of  losing  your  memory? 

Call  us  for  complete  informa¬ 
tion  about  EXTRA!  Before  you  forget. 


IN  WASHINGTON  STATE  206-644'4010. 


EXTRA!  Connectivity  Software  is  a  trademark  of  Attachmate  Corporation.  IBM  is  a  registered  trademark  of  International  Business  Machines  Corporation. 


See  The  Faxnet  Form  On  Page  #79. 


DATA  COMMUNICATIONS 

PRODUCTS,  SERVICES,  ARCHITECTURES,  STANDARDS  AND  NETWORK  MANAGEMENT 


Worth  Noting 


According  to  Visa 
International,  Inc.’s  1988 
Annual  Report,  Visa 
credit  card  holders 
used  the  Visa  ATM 
Network’s  31,711  ATMs 
in  33  countries  to 
obtain  9.6  million  cash 
advances  in  1988, 
more  than  double 
those  of  the  year 
before. 


ata 

Packets 


Sync  Research,  Inc.  is 

expected  to  announce  today 
that  it  has  bolstered  the  proto¬ 
col  support  of  its  Network  Ac¬ 
cess  Controller  (NAC),  a  mul¬ 
tiprotocol  X.25  packet  assem¬ 
bler/disassembler. 

The  software  enhance¬ 
ments  add  support  for  Bur¬ 
roughs  Poll  Select  (BPS),  IBM 
Systems  Network  Architec¬ 
ture/Synchronous  Data  Link 
Control,  IBM  Binary  Synchro¬ 
nous  Communications,  IBM 
2780/3780  Remote  Job  Entry 
(RJE)  and  Sperry/Univac 
Corp.  Universal  terminal  Sys¬ 
tem  (UTS)  to  the  array  of  pro¬ 
tocols  the  NAC  already  sup¬ 
ports.  Among  those  are 
various  asynchronous  proto¬ 
cols  plus  NCR  Corp.  270/ 
2270  and  796  protocols. 

With  NAC,  users  can  con¬ 
solidate  different  protocols 
onto  one  or  more  X.25  trunks. 
The  product  can  be  used  to 
consolidate  separate  net¬ 
works  onto  a  common  back¬ 
bone,  regardless  of  the  proto¬ 
cols  supported  on  those 
networks.  This  obviates  the 
need  for  separate  PADs  and 
access  lines  for  each  network. 

Available  now,  the  soft¬ 
ware  products  are  priced  at 
$500  for  SNA/SDLC,  BSC  or 
2780/3780  RJE,  and  $1,200 
for  Sperry/Univac  UTS  or 
BPS. 

For  more  information,  con¬ 
tact  Sync  Research  at  13891 
Newport  Ave.,  Tustin,  Calif. 
92680,  or  call  (714)  669- 
8020. 

Bain  &  Company,  Inc.,  a 

Boston  management  consult- 
( continued  on  page  23 ) 
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American  Pioneer  Savings  Bank  uses  NetLink  SNA-Gate  to  format 
downstream  BSC  data  into  SDLC  data  streams.  The  bank  wilt  soon 
use  the  device  to  format  asynchronous  data  into  SDLC. 


GRAPHIC  BY  SUSAN  J.  CHAMPENY 


SOURCE:  AMERICAN  PIONEER  SAVINGS  BANK,  ORLANDO,  FLA. 


Bank  rids  net  of  BSC 
to  fix  polling  glitch 

Frustrated  by  failing  terminals  and  scarcity  of 
BSC  experts,  bank  swaps  protocol  for  SDLC. 


By  Jim  Brown 

Senior  Editor 


Air  traffic  control  tangle 
costs  Europe  $5b  in  1988 

Multitude  of  systems  degrades  net  efficiency. 


By  Paul  Desmond 

Senior  VWiter 


ORLANDO,  Fla.  —  American 
Pioneer  Savings  Bank  purged 
IBM’s  Binary  Synchronous  Com¬ 
munications  protocol  from  its 
SNA  network  after  a  recent  at¬ 
tempt  to  find  programmers  capa¬ 
ble  of  fixing  a  BSC  polling  prob¬ 
lem  left  them  empty-handed. 

VTAM  software  on  American 
Pioneer’s  host,  which  supports 
BSC  protocols  as  well  as  IBM’s 
more  advanced  Synchronous 
Data  Link  Control,  kept  discon- 


r 

VJ  ustomers  were  even 
writing  letters 
complaining  about  the 
inconvenience. 

AAA 


necting  teller  terminals  when 
they  failed  to  respond  to  three 
consecutive  BSC  polls. 

Compounding  the  problem, 
the  network  was  not  notifying  the 
data  center  of  the  polling  fail¬ 
ures,  forcing  net  operators  to  rely 
on  tellers  at  the  37  branch  banks 
to  inform  them  when  their  termi¬ 
nals  lost  touch  with  the  host. 

“It  was  a  major  source  of  fric¬ 


tion  between  the  data  center  and 
the  branch  locations,”  said  Doug¬ 
las  Sappenfield,  senior  vice-pres¬ 
ident  and  chief  administrative  of¬ 
ficer  for  American  Pioneer,  a 
Savings  and  Loan  Association. 

The  problem  was  cropping  up 
in  “every  branch,  every  day,  ev¬ 
ery  hour,”  he  added.  “We  were 
going  nuts  trying  to  keep  teller 
terminals  up.”  Employees  were 
frustrated,  and  customers  were 
even  writing  letters  complaining 
about  the  inconvenience. 

Sappenfield  initially  tried  to 
get  IBM  to  fix  the  problem  but  dis¬ 
covered  IBM  no  longer  had  the 
expertise  to  help  fine-tune  BSC 
nets.  He  had  equally  bad  luck 
finding  independent  software 
consultants  who  could  provide 
assistance. 

“Contrary  to  what  was  hap¬ 
pening  15  years  ago,  there  are 
not  that  many  experts  out  there 
who  know  bisync  protocols,”  he 
said.  “There  might  be  people  in 
different  areas  of  the  country 
who  disagree  with  me,  but  I 
couldn’t  find  anybody.” 

BSC  connection 

American  Pioneer  has  been 
using  BSC  for  several  years  to 
link  microcomputer-based  teller 
terminals  in  bank  branches  to  its 
host  here.  The  microcomputers 
are  supported  by  a  local  net  and 
tied  to  the  host  through  a  commu- 
( continued  on  page  24 ) 


FRANKFURT,  West  Germany 
—  Delays  caused  by  inefficient 
air  traffic  control  systems  in  Eu¬ 
rope  last  year  cost  airlines  and 
travelers  $5  billion,  according  to 
a  recent  study  by  the  German  Air¬ 
space  Users  Association. 

At  the  root  of  the  problem  are 
44  control  centers  that  support 
22  distinct  air  control  networks. 
Tracking  flights  requires  an  inor¬ 
dinate  number  of  “handoffs,”  the 
passing  of  airplane  position  data 
from  one  center  to  another.  By 
contrast,  the  U.S.  has  only  20  air 
traffic  control  centers  that  collec¬ 
tively  cover  an  area  60%  larger 
than  that  of  Europe. 

Air  traffic  control  systems 
track  flights  by  taking  position 
data,  typically  supplied  by  radar, 
and  using  a  computer  to  compare 
that  data  with  flight  profiles  for 
planes  in  the  area.  Flight  profiles 
contain  information  about  desti¬ 
nations  as  well  as  takeoff  and  ar¬ 
rival  times.  The  computer  tracks 
planes  in  the  vicinity  and  helps 
controllers  ensure  proper  sepa¬ 
ration  between  the  planes. 

According  to  the  study,  “The 
Crisis  of  European  Air  Traffic 
Control:  Costs  and  Solutions,”  it 
is  often  necessary  to  verbally 
pass  on  air  traffic  data  from  one 
country  to  another  because  the 


WASHINGTON,  D.C.  —  Re¬ 
searchers,  scientists  and  industry 
leaders  met  with  senators  here 
recently  to  voice  support  for  leg¬ 
islation  that  would  appropriate 
funds  to  build  a  high-speed  Na¬ 
tional  Research  and  Education 
Network  (NREN). 

Sen.  Albert  Gore  (D-Tenn.) 
led  the  hearing  —  the  third  in  al¬ 
most  as  many  months  —  discuss¬ 
ing  his  bill,  which  calls  for  the  al¬ 
location  of  $  1 .75  billion  over  five 
years  to  develop  supercomputer 
products  and  build  a  national  net. 

Designed  to  operate  at  gigabit 
speeds,  the  network  would  allow 
researchers  at  university,  corpo¬ 
rate  and  government  laborato¬ 
ries  to  share  data  and  collaborate 
electronically  (“Supercomputer 
network  bill  introduced  in  Sen¬ 
ate,”  NW,  June  26). 

Gore’s  bill  picked  up  steam 
earlier  this  month  after  the  presi¬ 
dent’s  Office  of  Science  and  Tech- 


systems  used  by  the  various  coun¬ 
tries  are  largely  incompatible. 

Compounding  that  problem  is 
the  need  to  maintain  30-mile 
safety  cushions  between  aircraft 
because  radar  coordinates  often 
cannot  be  passed  from  one  con¬ 
trol  center  to  the  next,  according 
to  Ed  Plant,  senior  systems  engi¬ 
neer  at  Systems  Control  Technol¬ 
ogy,  Inc.,  an  Arlington,  Va.-based 
consulting  firm  that  participated 
in  the  study. 


At  the  root  of  the 

problem  are  44  control 
centers  that  support  22 
distinct  air  control  nets. 

AAA 


To.  remedy  the  problem,  the 
study  recommended  that  Europe 
switch  to  a  single,  integrated  air 
traffic  control  system  with  only 
12  centers  (see  graphic,  page 
23).  But  it  could  take  17  years  to 
build  such  a  system,  the  group 
concluded,  so  it  proposed  an  in¬ 
terim  solution  aimed  at  “harmo¬ 
nizing”  existing  systems,  possi- 
( continued  on  page  23 ) 


nology  Policy  (OSTP)  proposed 
similar  legislation.  The  OSTP’s 
bill  recommends  putting  aside 
$1.9  billion  in  federal  funds  for 
the  same  purpose  as  Gore’s  bill, 
$400  million  of  which  would  be 
earmarked  specifically  for  the  na¬ 
tional  network. 

While  the  president  has  not  re¬ 
quested  funding  for  either  plan, 
Gore  said  the  OSTP  proposal  rep¬ 
resents  an  important  sign  of  the 
administration’s  support. 

“I’m  excited  about  the  pros¬ 
pect  of  passing  legislation  this 
year  to  move  the  U.S.  forward  in 
the  information  age,”  Gore  said. 
While  some  observers  say  expec¬ 
tations  about  passage  of  the  bill 
this  session  may  be  optimistic, 
the  chances  of  appropriating 
funds  are  good. 

Ron  Stultz,  director  of  federal 
data  services  at  IDC  Washington, 
Inc.,  a  research  and  consulting 
firm,  said  the  perceived  threat  to 
economic  competitiveness,  com- 
( continued  on  page  96 ) 


Effort  to  build  national 
network  gains  momentum 

By  Gail  Runnoe 

Washington  Correspondent 


NETWORK  WORLD  •  SEPTEMBER  25,  1989 

21 


rP/6ft  0! 


d]  Universal  Data  Systems 

vM'f  wartxioi  o 


^  i  /-* 


CRQ 


TfVE« 


TM 


51  Universal  Data  Systems 


9 


g.i  systems 


S'V. 


W 


Universal  Data  Systems  is  ready  to  ease  your  transi¬ 
tion  into  DDS.  We  have  a  whole  family  of  DSU/CSU 
units  that  includes  something  suitable  for  any  class 
of  DDS  service.  Our  offerings  include: 

D9.6  —  Accepts  synchronous  or  asynchronous  data 
at  9600  bps;  responsive  to  both  local  and  telco  tests. 

D56  -  A  synchronous  56  kbps  unit,  it  also  responds 
to  externally  or  internally  generated  tests  and  can  be 
used  as  a  limited  distance  modem. 

DDS/MR  —  Allows  the  user  to  select  synchronous 
data  rates  of  56k,  9600,  4800  or  2400  bps.  Optional  DTE 
interfaces  include  EIA-232,  EIA-530  and  CGITT  V.35. 

SW56  —  A  combined  DSU/CSU  with  integral  auto 
dialer.  This  unit  is  approved  for  56  kbps  operation  over 
AT&T’s  ACCUNET  switched  network. 

DDS-2  96  —  Delivers  data  at  9600  bps,  synchronous 
or  asynchronous,  with  a  secondary  channel  which  runs 
asynchronous  full-duplex  at  300, 150, 110  or  75  bps. 


CSDC  -  A  full-duplex,  switched  56  kbps  DSU  only. 
Suitable  for  shelf  mounting  or  available  in  a  two-card 
mini  LCD  housing. 

No  matter  what  problems  you’re  having  -  or  antic¬ 
ipating  —  with  the  changeover  to  DDS,  we’ll  help  you 
cut  them  down  to  size.  For  detailed  specs,  prices  and 
technical  assistance,  contact  Universal  Data  Systems, 
5000  Bradford  Drive,  Huntsville,  AL  35807-7002. 
Telephone  205/721-8000;  FAX  205/721-8926. 


Universal  Data  Systems 


D 


MOTOROLA  INC. 

Information  Systems  Group 


Created  by  Dayner/Hall,  Inc.,  Winter  Park,  Florida  See  The  Faxnet  Form  On  Page  #79. 
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Air  traffic  tangle 
costs  Europe  $5b 

continued  from  page  21 
bly  by  using  Open  Systems  Interconnec¬ 
tion  protocols  to  link  incompatible  equip¬ 
ment. 

An  interim  measure  is  imperative;  cur¬ 
rent  systems  have  caused  $600  million 
worth  of  lost  productivity  among  air  traffic 
controllers  in  1988,  the  report  said. 

Also,  Europeans  waited  through 
330,000  hours  of  air  traffic  control-caused 
departure  delays,  according  to  the  report. 
That  figure  does  not  include  delays  that  oc¬ 
curred  after  takeoff. 

Each  hour  of  delay  increases  airline  op¬ 
erating  costs  in  areas  such  as  fuel,  salaries 
and  maintenance  by  at  least  $2,400  per 
hour,  the  report  said. 

In  addition,  delays  force  airlines  to  buy- 
more  planes  to  meet  the  same  demand, 
costing  airlines  another  $180  million  in 
excess  interest  charges  in  1988,  the  report 
found.  That  brings  the  total  airline  delay 
costs  to  $970  million. 

The  cost  of  330,000  hours  of  delays  to 
passengers  came  out  to  $540  million, 
based  on  an  average  value  of  passenger 
time  of  $21.50  per  hour. 

Airlines  and  passengers  also  paid  an  ex¬ 
tra  $1.78  billion  in  1988  because  planes 
flew  distances  that  were  7%  longer  than 
was  necessary  to  stay  within  certain  con¬ 
trol  center  boundaries,  it  said. 

Among  the  other  costs  blamed  on  the 
current  air  traffic  control  systems  were: 

■  $650  million  to  airlines  and  passengers 
because  the  air  traffic  control  systems 
force  planes  to  fly  less  fuel-efficient  routes 
upon  takeoff  and  landing. 

■  $400  million  in  secondary  effects  on  the 
European  economy  as  a  whole,  such  as 
forcing  passengers  to  take  trains  and  cars 
or  to  fly  at  inconvenient  times. 

The  long-term  solution  to  Europe's  air 
traffic  control  problem  is  a  single,  inte¬ 
grated  system,  the  report  said.  Such  a  sys¬ 
tem  could  be  modeled  after  the  U.S.  Feder¬ 
al  Aviation  Administration’s  air  traffic 
control  upgrade  effort,  which  promises  to 
use  OSI  protocols  to  communicate  be¬ 
tween  centers.  Or  it  could  be  modeled  after 
an  upgrade  based  on  the  advanced  systems 
recently  installed  in  Belgium  and  Den¬ 
mark. 

Meanwhile,  it  is  imperative  that  links  be 
established  that  would  allow  the  various 
air  traffic  control  systems  in  Europe  to 
communicate,  the  report  said.  The  sim¬ 
plest  way  to  accomplish  that  is  by  using 
OSI-based  protocols,  such  as  X.400  or  File 
Transfer,  Access  and  Management,  to  com¬ 
municate  between  disparate  systems.  □ 


Data  Packets 

continued  from  page  21 

ing  company,  announced  last  week  it  has 
linked  its  Boston  and  London  offices  with  a 
dial-up  videoconferencing  system. 

The  system  uses  AT&T  Accunet 
Switched  56  circuits  and  equipment  from 
PictureTel  Corp.  of  Peabody,  Mass.,  to 
let  Bain  &  Company  consultants  and  cli¬ 
ents  meet  face-to-face  without  incurring 
the  time  and  expense  of  travel. 

PictureTel  coder/decoders  (codec) 
compress  audio  and  video  signals  from 
about  90M  bit/sec  to  112K  bit/sec  and 
routes  them  over  dual  switched  56K  bit/ 
sec  circuits.  The  codecs  are  specialized 
computers  that  use  a  proprietary  compres¬ 
sion  algorithm  to  reduce  the  video  signal 
for  transmission  and  convert  it  back  at  the 
receiving  end.  □ 


To  reduce  delays  that  result  from  having  44  control  centers  involved  in  the  current  European  air  traffic  control  network,  The  German 
Airspace  Users  Association  has  recommended  a  regional  approach  with  only  12  centers. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  THE  GERMAN  AIRSPACE  USERS  ASSOCIATION.  FRANKFURT,  WEST  GERMANY 


Current  network 


44  control  centers 


Present  meets  future 


One  source.  One 
responsibility.  It’s^47<S-7’  SKYNET® 
Clearlink Service.  And  its  provided 
with  Tridom,  our  VSAT  subsidiary. 

AT&T  is  the  only  name  you 
need  to  know  for  VSATs.  From 
equipment  to  terrestrial 
connections.  Installations  to 
operations.  You’ll  be  doing 
business  with  one  company  that 


will  control  the  implementation  of 
your  VSAT  network.  AT&T  won’t 
risk  your  business  with  anyone 
else.  For  more  information,  call 
your  AT&T  account  executive,  or 
call  1-800-346-1174,  extension  610. 


Bringing  space-age 
communications  down  to  earth. 


Only  one 
VSAT company 
gives  you  a  single 
source  for  everything 
from  equipment 
to  terrestrial  circuits. 


AT&T 


The  right  choice. 


See  the  Faxnet  Form  on  Page  #79 
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Du  Pont  to  use  MCI  E-mail  service 
to  link  remote  trading  partners 


By  Paul  Desmond 

Senior  Waiter 

WILMINGTON,  Del.  —  E.I.  du  Pont  de 
Nemours  &  Co.  recently  announced  it  will 
purchase  X.400  electronic  mail  sendees 
from  MCI  Communications  Corp.  to  facili¬ 
tate  communications  with  trading  part¬ 
ners. 

Although  no  contract  has  been  signed, 
du  Pont  said  MCI  will  be  its  primary  E-mail 
carrier,  according  to  Charles  Spriggs,  who 
was  du  Pont’s  manager  of  corporate  E-mail 
when  the  agreement  was  developed  but 
has  since  assumed  other  duties  within  the 


company.  Spriggs  could  not  put  a  dollar 
value  on  the  agreement. 

Du  Pont,  based  here,  has  some  75,000 
E-mail  users,  and  the  agreement  to  use  MCI 
Mail  will  give  each  of  them  the  ability  to 
reach  du  Pont  trading  partners  worldwide. 

Communicating  with  trading  partners 
is  “where  we  see  X.400’s  value  right  now,” 
he  said.  “In  most  cases,  it’s  more  effective 
than  some  of  the  alternatives,  [such  as] 
telephone  and  paper  mail.” 

The  agreement  expands  on  an  existing 
relationship  du  Pont  has  with  MCI,  Spriggs 
said.  “We’ve  been  [using  MCI]  public  mail 


service  for  about  four  years,”  he  said. 
“This  [agreement]  will  allow  us  to  increase 
that  connectivity.” 

Although  du  Pont  occasionally  places 
purchase  orders  via  E-mail,  Spriggs 
stressed  MCI  Mail  will  not  be  used  as  a 
means  to  transmit  electronic  data  inter¬ 
change  messages  because  du  Pont  has  sep¬ 
arate  links  for  EDI. 

For  internal  E-mail,  du  Pont  will  contin¬ 
ue  to  send  messages  over  its  private  data 
network,  Spriggs  said.  That  network  sup¬ 
ports  Digital  Equipment  Corp.’s  All-In-1 
and  VMS  Mail,  Hewlett-Packard  Co.’s  HP 
Desk  and  IBM’s  Professional  Office  Sys¬ 
tem.  Besides  these  E-mail  packages,  MCI 
Mail  supports  links  to  IBM’s  DISOSS  and 
messaging  systems  for  Wang  Laboratories, 
Inc.’s  local  nets,  as  well  as  various  person¬ 
al  computer-based  packages.  □ 


We  Redefined 
The  Evolution 
Of 2400  bps 
Dial-Up  Modem 
Performance. 


Charles  Robert  Darwin,  English  naturalist,  1809-1882.  His  books  On  the  Origin 
of  Species  and  The  Descent  of  Man  established  the  principle  of  natural  selection, 
and  became  the  foundation  of  evolutionary  theory  for  the  next  100  years. 
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harles  Darwin  proposed  that 
species  evolve  continuously, 
and  that  the  best  adapted 
variations  survive.  Racal-Vadic’s 
award  winning  lineage  of 2400  bps 
modems  has  also  evolved— into  a 
whole  new  generation  of  advanced 
W.llbis  products. 

Racal-Vadic’s  2400VP  set  new 
standards  for  dial-up  performance 
and  reliability.  Standards  so  high 
that  PC  Magazine  naturally  selected 
the  2400 VP  as  Editor’s  Choice. 
InfoWorld  agreed:  “Considering  its 
reliability,  features,  and  performance, 
the  2400VP  is  our  2400  bps  modem 
of  choice!’ Byte  adds,  “The  Racal-Vadic 
2400VP  boasts  the  best  signal-to- 
noise  ratio!’ 

The  same  award  winning  traits 
are  found  throughout  Racal-Vadic’s 
family  of  \22bis  modems.  From 
the  standalone  2400PA  Model  2  to 
the  rackmount  VX4492E,  our 
modems  are  perfectly  adapted  to 
advanced  networking  applications 
like  remote  management,  sync 
dialing,  callback  security  and  high 
density  installations. 

Now  Racal-Vadic  introduces  the 
LC  line,  a  new  generation  of  quality 
2400  bps  modems.  The  LC  line  offers 
serious  2400  bps 
users  superior 
price  performance 
in  three  new 
models:  the  2400LC 
standalone,  and  the  LC2400PC  and 
2400/PS  internal  PC  and  PS/2® 
models. 

So  let  Racal-Vadic  help  insure  your 
survival  with  the  fittest  breed  of 
modems  in  any  environment.  Call 
1-800-482-3427  for  the  name  of  the 
nearest  Racal-Vadic  distributor. 

EEBOB 


The  Electronics  Group 


Racal-Vadic 

THE  DIAL-UP  AUTHORITY 


1525  McCarthy  Boulevard,  Milpitas,  CA  95035 
Tel:  (408)  432-8008  •  TWX:  556-409  RAVA  MLP 

PS/2  is  a  registered  trademark  of 
Internationa]  Business  Machines. 


See  the  Faxnet  Form  on  Page  #79 
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Bank  rids  net  of  BSC 
to  fix  polling  glitch 

continued  from  page  21 
nications  gateway  that  converts  the  asyn¬ 
chronous  teller  terminal  data  stream  to 
BSC.  Applications  on  the  microcomputers 
are  tailored  to  work  with  BSC,  so  the  poll¬ 
ing  problem  required  Sappenfield  to  find  a 
way  to  retain  the  BSC  gateways  while  iso¬ 
lating  the  protocols  from  the  SNA  network. 

To  rid  the  network  of  BSC  and  retain  ex¬ 
isting  equipment,  Sappenfield  installed  in 
each  branch  a  device  called  SNA-Gate, 
manufactured  by  NetLink,  Inc.  in  Raleigh, 
N.C.  The  product  polls  the  local  net  gate¬ 
way  using  BSC  and  then  converts  the  BSC 
protocols  into  SDLC  format,  thus  contain¬ 
ing  BSC  at  branch  offices. 

Using  SDLC  fixed  the  polling  problems 
on  the  wide-area  link  because  SDLC  pre¬ 
vents  VTAM  from  disconnecting  net  de¬ 
vices  that  do  not  immediately  respond  to 
SDLC  polls.  There  have  not  been  any  prob¬ 
lems  with  BSC  polling  within  the  branches. 

In  addition  to  rectifying  the  BSC  polling 
problem,  SNA-Gate  offered  another  in¬ 
ducement:  The  device  accepts  native  SDLC 
input,  meaning  the  bank  can  also  use  the 
gateways  to  support  IBM  3174  and  3274 
cluster  controllers  and  their  3270-type 
terminals  at  branch  offices. 

SNA-Gates  multiplex  BSC  gateway  traf¬ 
fic  and  controller  data  onto  a  9-6K  bit/sec 
analog  leased  line,  which  routes  traffic  to 


Using  SDLC  fixed  the  polling 
problems  on  the  wide-area  link. 
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an  IBM  3725  front-end  processor  attached 
to  the  bank’s  IBM  4381  mainframe. 

The  BSC  gateways  were  previously 
linked  to  the  host  via  leased  lines  at  either 
4.8K  bit/sec  or  9-6K  bit/sec,  while  the 
controllers  were  supported  with  separate 
dedicated  lines  operating  at  9-6K  bit/sec. 

Eliminating  the  need  to  use  separate 
leased  lines  reduced  American  Pioneer’s 
$26,000  total  monthly  line  charges  to 
$14,000  a  month,  a  savings  of  $12,000  a 
month,  Sappenfield  said. 

American  Pioneer  hopes  to  gain  further 
line  savings  by  attaching  asynchronous 
automated  teller  machines  to  SNA-Gate, 
which  will  convert  the  signals  to  SDLC  and 
multiplex  the  data  stream  onto  the  shared 
link.  To  do  this,  however,  the  bank  has  to 
revise  its  host  software  to  identify  incom¬ 
ing  ATM  transactions  and  route  them  to  a 
third-party  ATM  transaction  processor. 

The  ATMs  are  currently  linked  to  the 
transaction  processor  via  leased  lines  op¬ 
erating  at  2,400  bit/sec  or  4.8K  bit/sec. 
Adding  the  ATMs  to  SNA-Gate  will  further 
reduce  line  costs  by  about  $  2,000  a  month. 

Sappenfield  said  all  the  bank  has  to  do 
to  link  the  ATMs  to  the  gateway  is  install  an 
asynchronous  board  in  the  SNA-Gate  chas¬ 
sis.  That  chassis  can  support  up  to  1 6  local 
devices  and  a  single  SDLC  host  link  operat¬ 
ing  at  up  to  64K  bit/sec. 

Each  SNA-Gate  costs  between  $4,000 
and  $8,000,  depending  upon  configura¬ 
tion.  The  current  communications  cost 
savings  alone  covers  the  price  of  the  Net- 
Link  units,  Sappenfield  said. 

SNA-Gate  appears  to  the  host  as  an  IBM 
Physical  Unit  Type  2.0  device,  such  as  a 
3274  cluster  controller,  and  can  be  config¬ 
ured  via  a  mainframe  operator  console.  □ 
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Worth  Noting 


“A 

common 

Remote  Procedure  Call 
eliminates  arguments 
over  what  [application 
program  interfaces] 
and  protocols  to  write 
to,  and  lets  the 
developer  concentrate 
on  getting  applications 
to  end  users  a  lot 
faster.” 

David  Fowler 

Director  of  the  PC  Distributed 
Business  Unit 
Sun  Microsystems,  Inc. 

Billerica,  Mass. 


etnotes 


Atlantic  Microsystems, 
Inc.  (AMI)  of  Salem,  N.H., 
last  week  introduced  Server- 
Boss,  a  local  network  utility 
that  provides  system  fault  tol¬ 
erance  and  file  backup  for 
3Com  Corp.  3  +  local  nets. 

ServerBoss  is  a  combina¬ 
tion  hardware  and  software 
product  that  enables  users  to 
create  mirrored  backup  fdes 
of  all  file  server  transactions 
on  3  +  networks.  With  server 
mirroring,  data  on  one  file 
server  is  duplicated  by  a  sec¬ 
ond  standby  server,  according 
to  Karen  Aurnan,  AMI  market¬ 
ing  manager. 

ServerBoss  consists  of  an 
IBM  Personal  Computer  AT- 
compatible  adapter  board  that 
plugs  into  3Com  3S/400  and 
3S/500  file  servers.  Users 
simply  connect  two  3Com  file 
servers  via  AMI’s  AT  adapter 
and  cable.  All  disk  data  is  then 
duplicated  on  the  standby 
server. 

When  a  disk  fails,  Server- 
Boss  uses  the  standby  disk  to 
retrieve  the  data.  If  a  server 
fails,  ServerBoss  automatical¬ 
ly  brings  the  standby  server 
on-line. 

ServerBoss  for  3+  net¬ 
works  is  available  now  for 
$8,995.  A  version  of  Server- 
Boss  for  3  + Open  networks 
will  be  available  in  the  1990 
first  quarter,  Aurnan  said. 

For  more  information,  con¬ 
tact  Atlantic  Microsystems, 
Inc.,  84  Industrial  Way,  Sa¬ 
lem,  N.H.  03079;  (603)  898- 
2221.  □ 


AT&T  pack  offers  access 
to  DOS  applications  on  LAN 

Simul-Task  expands  WorkGroup  System  reach. 


By  Laura  DiDio 

_ Senior  Editor _ 

BASKING  RIDGE,  N.J.  — 
AT&T  recently  introduced  an  ad¬ 
dition  to  its  StarGroup  software 
line  that  enables  Unix  System  V- 
based  6386  WorkGroup  System 
(WGS)  users  to  access  MS-DOS 
applications  simultaneously  on 
other  systems  across  local  nets. 

The  StarGroup  Software  Si- 
mul-Task  Client  Interface  Pro¬ 
gram  is  software  that  runs  as  an 
application  under  Unix  System 
V/386  Release  3-2  and  3-2.1  on 
any  6386  WGS  workstation.  Si¬ 
mul-Task  Client  works  in  con¬ 
junction  with  AT&T’s  existing  Si¬ 
mul-Task  386  software. 

The  earlier  Simul-Task  386 
software  allowed  AT&T  6386 
WGS  computers  to  run  up  to  eight 
MS-DOS  single-user  applications 
concurrently  with  multiple  Unix 
System  V/386  and  Xenix  applica¬ 
tions,  according  to  Scott  Perry, 
AT&T  marketing  and  services 
vice-president. 


Now  Simul-Task  Client  Inter¬ 
face  lets  6386  WGS  users  access 
MS-DOS  applications  across  a  lo¬ 
cal  network,  said  Joe  McCormick, 
an  engineer  at  AT&T  Bell  Labora¬ 
tories  Computer  Networking  Lab 
in  Middletown,  N.J.  The  Simul- 
Task  Client  requests  DOS  applica¬ 
tions  residing  on  other  Unix- 
based  workstations  or  servers  on 
a  Starlan  network.  The  DOS  ap¬ 
plications  are  stored  as  Unix  fdes 
on  the  net  and  can  be  accessed 
like  any  other  Unix  fde. 

Once  it  picks  up  the  applica¬ 
tion,  StarGroup  Software  Simul- 
Task  Client  runs  the  program  in 
8086  mode,  a  much  slower  mi¬ 
croprocessor  mode  than  the 
workstation’s  own  80386  chip. 

“Before  this,  Simul-Task  users 
were  limited  to  using  MS-DOS  ap¬ 
plications  like  Lotus  1-2-3  or 
dBase  III  Plus  on  a  single  work¬ 
station.  The  only  way  they  could 
share  MS-DOS  applications  with 
other  users  on  the  network  was  to 
( continued  on  page  32 ) 


Madge  preps  switchable 
speed  token-ring  adapter 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

SAN  JOSE,  Calif.  —  Madge 
Networks,  Inc.  is  getting  ready 
to  roll  out  its  first  switch- 
able  16M/4M  bit/sec  token-ring 
adapter  early  next  year. 

Unveiled  at  NetWorld  ’89  in 
Dallas  earlier  this  month,  the 
Smart  16/4  Industry  Standard 
Architecture  (ISA)  Ringnode  is 
part  of  Madge  Network’s  Smart 
Ring  line  of  intelligent  token-ring 
adapters. 

Madge  Networks’  Smart  Ring 
boards  come  with  1 28K  bytes  of 
memory  to  handle  network  pro¬ 
tocol  processing,  which  is  off¬ 
loaded  from  the  host  worksta¬ 
tion,  thereby  freeing  all  but  3K 
bytes  of  the  workstation’s  memo¬ 
ry  from  handling  net  protocols. 

Designed  for  personal  com¬ 
puters  based  on  IBM’s  AT  bus  ar¬ 
chitecture,  the  Smart  16/4  ISA 
Ringnode  is  compatible  with 
IBM’s  switchable  16M/4M  bit- 
/sec  Token-Ring  adapter.  At  Net- 
World,  Madge  Networks  demon¬ 
strated  the  two  working  together 
on  a  token-ring  network  operat¬ 
ing  at  16M  bit/sec. 

IBM  announced  its  16M/4M 
bit/sec  adapter  last  November, 
and  other  token-ring  vendors  are 
racing  against  one  another  to  be 
the  first  to  market  with  a  compat¬ 
ible  product.  Texas  Instruments, 


Inc.  is  fabricating  compatible 
chipsets  for  Madge  Networks  and 
other  third  parties,  but  they  are 
not  yet  available  in  production 
quantities. 

Robert  Madge,  president  of 
Madge  Networks,  said  the  half¬ 
size  Smart  16/4  ISA  Ringnode 
card  “is  very  highly  engineered 
—  the  smallest  it  can  be.”  He  said 
he  expects  the  product  to  beat 


Madge  Networks’  Robert  Madge 


other  non-IBM  16M  bit/sec  to¬ 
ken-ring  boards  to  market,  partly 
because  of  Madge  Networks’  in- 
house  protocol  expertise. 

“We  do  our  own  [Logical  Link 
Control]  802.2  development,  so 
we  don’t  have  to  wait  for  third 
parties,”  Madge  said.  In  addition 
to  being  a  board  manufacturer, 
Madge  Networks  is  the  protocol 
( continued  on  page  32 ) 


User  perceptions  of  OS/2 


OS/2  is  critical  for 
integrating  PC  LANs  with 
IBM  mainframes. 

OfficeVision  products  will  be 
necessary  for  my  company. 

Integrating  PC  LANs  with 
non-IBM  minicomputers  is 
essential. 

Company  requires  PC  LAN 
connections  to  Unix. 

MS  LAN  Manager  is  only 
operating  system  to  support 
IBM  Systems  Application 
Architecture. 

A  nationwide  survey  of  100  MIS  managers  revealed  that  OS/2  is  still  in  the 
experimental  stage.  Only  16%  of  those  polled  said  OS/2  was  in  use  at  their 
company. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  BUSINESS  RESEARCH  GROUP,  NEWTON,  MASS. 


Wollongong  PC  local 
net  products  debut 

The  Pathway  packages  use  TCP/IP  to  give  users 
access  to  files  on  other  local  or  remote  systems. 


By  Laura  DiDio 

_ Senior  Editor _ 

PALO  ALTO,  Calif.  —  The 
Wollongong  Group,  Inc.  recently 
introduced  a  family  of  products 
that  give  personal  computer  us¬ 
ers  on  local  nets  access  to  a  vari¬ 
ety  of  computing  environments. 

The  new  Pathway  product 
family  includes  six  software  pack¬ 
ages  for  Macintosh,  MS-DOS, 
Unix  and  VMS  systems  that  sup¬ 
port  standard  network  protocols 
such  as  the  Transmission  Control 
Protocol/Internet  Protocol,  Net¬ 
work  Basic  I/O  System  and  Serv¬ 
er  Message  Block,  said  Herbert 
Martin,  Wollongong  president. 

All  of  the  Pathway  products 
use  TCP/IP  to  provide  access  to 
files  and  peripherals  on  other  lo¬ 
cal  or  remote  systems. 

The  seven  new  Pathway  prod¬ 
ucts  include: 

■  Pathway  Access  for  DOS  —  a 
software  package  that  runs  on 
any  DOS-compatible  personal 
computer  and  enables  it  to  access 
files  from  any  Macintosh,  Unix, 
VMS  or  DOS-based  processor  sup¬ 
porting  TCP/IP.  Pathway  Access 
capabilities  include  Telnet  re¬ 
mote  log-on,  File  Transfer  Proto¬ 
col  fde  transfer  and  IBM  3270 
emulation.  Pathway  Access  for 
DOS  costs  $395. 

■  Pathway  Server  for  DOS  — 
server  software  that  lets  DOS- 
based  personal  computers  act  as 
dedicated  file  servers  for  net¬ 
worked  personal  computers  run¬ 
ning  Pathway  Access  for  DOS.  It 
costs  $2,295. 

■  Pathway  Client  Plus  for  DOS 
—  software  that  resides  on  the 
personal  computer  and  allows  it 
to  function  both  as  a  file-sharing 
client  on  the  network  and  as  a 
background  file  server,  while  si¬ 


multaneously  running  DOS  appli¬ 
cations.  The  personal  computer, 
for  example,  can  request  and 
store  files  and  peripheral  services 
as  though  it  were  just  another 
node  on  the  local  net,  Martin  said. 
At  the  same  time,  it  can  act  as  a 
server  and  provide  file  and  print 
services  to  other  client  nodes  on 
the  network.  Pathway  Client  Plus 
for  DOS  sells  for  $  1 ,095  in  an  ini¬ 
tial  five-user  configuration;  each 
additional  five-user  software 
package  costs  $950. 

■  Pathway  Server  for  VMS  — 
server-based  software  that  lets 
Digital  Equipment  Corp.  VAX 
minicomputers  running  VMS  act 
as  nondedicated  file  servers  for 
networked  personal  computers. 
Pathway  Server  for  VMS  can  be 
installed  on  the  full  range  of 
VAXers  used  as  servers,  Martin 
said,  from  the  entry-level  VAX- 
Station  2100  through  the  high- 
end  VAX  6000  Series.  Pathway 
Server  for  VMS  ranges  from 
$2,000  for  the  VAXStation  2100 
to  $21,000  for  the  VAX  6000  Se¬ 
ries. 

■  Pathway  Server  for  Unix  Sys¬ 
tems  —  server  software  that 
gives  Unix  System  V  Release  3  and 
Berkeley  Unix  Version  4.3  BSD 
computers  the  capability  to  func¬ 
tion  as  nondedicated  file  servers 
for  networked  personal  comput¬ 
ers.  Pathway  Server  for  Unix  Sys¬ 
tems  ranges  from  $2,000  to 
$21 ,000,  depending  upon  config¬ 
uration. 

■  MacPathWay  Access  —  soft¬ 
ware  that  resides  on  Macintosh 
computers  enabling  them  to  con¬ 
nect  to  any  host  system  via 
TCP/IP.  MacPathWay  Access 
software  runs  on  all  Macintosh 
models  and  uses  the  standard 

( continued  on  page  32 ) 
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Standard  Microsystems  unveils 
smart  Arcnet  hub,  net  interfaces 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

HAUPPAUGE,  N.Y.  —  Standard  Micro¬ 
systems  Corp.  (SMC)  made  a  flurry  of  new 
product  announcements  at  NetWorld  ’89 
in  Dallas  earlier  this  month,  headed  by  an 
intelligent  Arcnet  hub  that  gives  Arcnet  lo¬ 
cal  nets  a  measure  of  fault  detection. 

The  SMC  Intelligent  Hub  constantly 
monitors  the  lines  to  each  network  node, 
using  light  indicators  to  alert  network  ad¬ 
ministrators  to  potential  problems.  If  the 
hub  senses  excessive  line  noise  or  contin¬ 
ual  reconfigurations,  it  will  automatically 


disconnect  the  associated  workstation. 

The  hub  samples  the  disconnected  line 
and  node  occasionally,  and  will  bring  the 
node  back  up  if  the  problem  goes  away. 

Geof  Karlin,  director  of  marketing  for 
SMC’s  systems  division,  called  the  product 
the  first  Arcnet  hub  to  have  such  built-in 
network  management  capabilities.  “A  net¬ 
work  of  Intelligent  Hubs  will  eliminate  the 
need  to  manually  disconnect  each  cable 
from  every  hub  to  isolate  network  prob¬ 
lems,”  he  said. 

Karlin  added  that  the  SMC  Intelligent 
Hub’s  price  —  $659  for  the  coaxial  version 


and  $895  for  the  twisted-pair  unit  —  rep¬ 
resents  a  significant  price/performance 
breakthrough,  positioning  the  product  not 
against  other  intelligent  hubs,  but  against 
nonintelligent  products  with  much  more 
limited  capabilities. 

A  picture  of  the  hub,  including  status  in¬ 
dicators,  is  displayed  on  the  monitor  of  the 
net  administrator’s  workstation.  The  ad¬ 
ministrator  can  interact  with  this  graphic 
interface  to  override  the  hub’s  automatic 
connection /disconnection  decisions. 

Available  in  November,  the  SMC  Intelli¬ 
gent  Hub  supports  coaxial  and  twisted-pair 
media,  and  is  compatible  with  SMC’s  exist¬ 
ing  coaxial,  twisted-pair  and  fiber-optic 
hubs.  The  unit  has  eight  ports  on  the  front 
for  connecting  to  workstations,  and  a  spe¬ 
cial  port  on  the  back  for  cascading  multiple 
Intelligent  Hubs.  This  cascade  port  elimi¬ 


nates  the  need  to  use  one  of  the  node  ports 
on  the  front  when  daisy-chaining  hubs  to¬ 
gether. 

SMC  also  used  NetWorld  to  introduce  a 
new  fiber-optic  adapter  and  hub,  two  new 
net  interfaces  for  laptop  computers  and  a 
new  line  of  Macintosh  Arcnet  adapters. 

The  new  half-size  fiber-optic  Arcnet 
board  for  industry-standard  personal  com¬ 
puters  has  a  rear  panel  with  two  diagnostic 
LEDs  that  show  the  activity  on  the  receiv¬ 
ing  and  transmitting  fibers. 

An  accompanying  optical  hub  has  four 
ports  on  the  front  and  a  fifth  connection  on 
the  rear  for  linking  multiple  fiber-optic 
hubs.  It  comes  in  120-volt  and  240-volt 
models,  and  can  be  mixed  on  a  single  Arc- 
net  network  with  SMC’s  coaxial  and  twist¬ 
ed-pair  hubs. 

The  fiber-optic  adapter  is  priced  at 
$495,  and  the  optical  hub  costs  $1,295. 
Both  are  available  now. 

SMC  is  moving  into  the  Macintosh  mar¬ 
ket  in  November  with  the  release  of  four 
products  that  will  let  users  attach  Macin¬ 
tosh  computers  to  Arcnet  local  nets. 

The  Macintosh  SE  is  being  supported  by 
a  two-board  combination:  an  Arcnet  con¬ 
troller  that  plugs  into  the  computer’s  in¬ 
ternal  expansion  slot  and  a  transceiver 
that  attaches  to  the  system’s  accessory 
port.  The  Macintosh  II  is  accommodated  by 
Arcnet  adapters  that  combine  the  control¬ 
ler  and  transceiver  in  a  single  NuBus  ex¬ 
pansion  board. 


I  f  the  hub  senses  excessive 
line  noise,  it  will  automatically 
disconnect  the  associated 
workstation. 
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The  two-board  Macintosh -SE  adapters 
are  the  Arcnet-SEIOO,  which  supports  co¬ 
axial  media  in  a  star  topology,  and  the  Arc- 
net-SE250,  which  supports  the  use  of  twist¬ 
ed-pair  cable  in  either  a  star  or  daisy-chain 
configuration.  Each  product  costs  $495. 

The  Arcnet-NB210  NuBus  adapter  can 
be  used  to  network  the  Macintosh  II  with 
coaxial  media  in  a  star  or  bus  topology, 
and  the  Arcnet-NB250  provides  a  twisted¬ 
pair  star  or  daisy-chain  option.  Either 
model  costs  $545. 

SMC  also  introduced  an  internal  Arcnet 
adapter  for  Toshiba  laptop  computers  and 
an  external  model  for  any  laptop  with  a 
parallel  port. 

The  internal  boards  come  in  two  mod¬ 
els:  the  Arcnet-T  1 00  for  coaxial  star  or  bus 
nets  and  the  Arcnet-T250  for  star  or  daisy- 
chained  twisted-pair  networks.  Laptop 
computers  equipped  from  them  can  be  at¬ 
tached  to  or  disconnected  from  an  Arcnet 
net  without  disturbing  network  activity. 

The  Toshiba  adapters  are  priced  at 
$595  each  and  are  available  now. 

The  external  unit,  called  the  LC100,  re¬ 
mains  permanently  attached  to  the  Arcnet 
network,  interfacing  between  the  network 
and  the  laptop  via  the  latter’s  parallel 
printer  port.  A  printer  port  on  the  unit  can 
be  used  to  attach  the  laptop  to  a  local  print¬ 
er  as  needed. 

Like  the  internal  boards,  the  LC100 
supports  both  coaxial  networks  in  star  or 
bus  topologies,  and  twisted-pair  networks 
in  star  or  daisy-chain  configurations.  The 
unit  is  priced  at  $695  and  will  be  available 
in  November.  □ 


What  started  as  the  Sears® 
private  SNA  data  network  is 
now  one  of  the  largest 
third-party  networks  in  North 
America.  We  work  for  compa¬ 
nies  of  all  sizes,  helping  improve 
the  flow  of  information  between 
their  data  centers  and  remote 
locations,  as  well  as  their  cus¬ 
tomers  and  suppliers. 

By  using  the  Sears 
Communications  Network®, 
you  avoid  capital  investment 
and  the  problems  of  mainte¬ 
nance,  operation  and  staffing 
for  network  management  of 
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your  remote  sites.  Many 
customers  use  our  network 
service  in  addition  to  private 
facilities  that  are  already  up 
and  running. 

Not  only  can  the  Sears 
Communications  Network 
reduce  your  communications 
costs,  but  you’ll  be  able  to  bud¬ 
get  more  accurately  because 
we  bill  on  a  fixed  monthly 
cost-per-site  basis. 

You’ll  also  be  able  to  use  ser¬ 
vices  like  EDI  (Electronic  Data 
Interchange)  to  provide  an 
instant  flow  of  business  infer- 

s  Communications  Network  and  Sears  Communications  Company 


mation  between  your  company 
and  its  trading  partners. 

A  Sears  Communications 
Company®  Account  Executive 
will  be  happy  to  explain  how 
our  SNA  value-added  data  net¬ 
work  can  work  for  you.  Call 
now  for  more  information: 
1-800-255-3443. 


Sears 


registered  trademarks  of  Sears,  Roebuck  and  Co. 
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IBM-interoperable  systems  featuring  integrated  support  for  UTP.  802.5  Comparative  Features 

Ever  wonder  why  one  version  of  an  industry  standard  outperforms  the  others? 

It’s  often  the  little  things.  Our  newest  802.5  interface  cards,  for  example,  feature 
integrated  support  for  unshielded  twisted  pair,  as  well  as  ongoing  support  for  STP 
and  fiber.  What’s  more,  our  bus  master  design  provides  33%  higher  throughput* 
than  the  competition. 

Compare  our  new  Series  70T“Intelligent  Wire  Center.  More  than  a  MAU,  the 
modular  Series  70  supports  IBM  and  telephone  cabling  systems  for  both  4  and  16  Mbps 
networks.  That  means  you  can  build  one  today  and  the  other  tomorrow  without  chang¬ 
ing  a  thing.  And  you  can  mix  any  media  within  a  single  wire  center,  so  configuration’s 
a  snap. 

Working  with  the  Series  70,  our  TokenVIEW™ network  management  soft¬ 
ware  can  communicate  over  an  out-band  channel  to  pinpoint  problems  when  your 
network  is  down.  That's  a  claim  the  competition  can’t  make. 

Here’s  another  thing-Proteon  was  there  when  802.5  technology  took  shape. 

And,  we’re  setting  the  pace  in  shaping  its  future  at  16  Mbps,  too.  With  the  best  bus 
master  performance.  With  completely  integrated  UTP.  With  the  industry’s  smartest 

wire  centers.  It’s  a  systems  approach  to  building  LANs  that  can  become  your  entire  enterprise  networking  strategy. 

And  that’s  a  big  thing. 

Here’s  something  you  can  stop  wondering  about :  Why  we’re  the  best  value  in  token  ring. 

For  complete  ProNET®-4/16  product  information,  call  TOLL  FREE  or  write :  Proteon,  Inc. ,  Box  M,  Two  Technology 
Drive,  Westborough,  MA  01581. 

'PC  Week,  Benchmark  Testing,  7/3/89. 
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Feature 

IBM 

3COM 

Proteon 

IBM  PC/XT,  AT  and 
MCA  platform 
support 

/ 

/ 

IBM,  Novell,  Banyan 
NOS  support 

/ 

/ 

Bus  master  network 
interface  cards 

/ 

/ 

Integrated  UTP  for 

4  and  16  Mbps 

/ 

Mixed-media  MAU: 
UTP,  STP  and  fiber 

/ 

High  availability 
out-band  network 
management 

/ 

1-800-545-RING 

In  MA,call  1-508-898-2800 

proteon 

The  Best  Value  In  Token  Ring. 

ProNET  and  Proteon  are  registered  trademarks  of  Proteon,  Inc.  Series  70  and  TokenVIEW 

are  trademarks  of  Proteon,  Inc.  IBM  is  a  registered  trademark  of  International  Business  Machines  Corporation. 


See  The  Faxnet  Form  On  Page  #79. 
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We  have  big  news  for  people  with 
LANs— and  for  people  with  big  plans.  The 
news  is  Hughes  LAN  Systems.  And  wed  like 
to  size  up  your  network  strategy. 

We  understand  the  big  picture.  As 
part  of  the  Hughes  Aircraft  Company 
electronics  and  communications  family 
we  stand  behind  you  with  abundant 
corporate  resources. 

We  understand  small  networks.  With 
ten  years  experience,  we  know  how  to 


Big  Plans 

For  LANs 

build  LANs  from  scratch,  or  connect  LANs 
you  already  have. 

We  understand  big-small  networks. 
The  large,  enterprise  networks  we  build  are 


the  sums  of  many  small  nets.  So  the  inter¬ 
network  connections  between  LANs  are  as 
critical  for  us  as  those  within  LANs. 

That’s  why  Hughes  LAN  Systems 
gives  you  unparalleled  freedom  of  choice. 
We  build  LANs  that  maximize  all  your 
resources— terminals,  PCs,  workstations,  file- 
servers,  minis,  and  mainframes.  We  sup¬ 
port  all  of  today’s  popular  networking 
options  and  we’ll  keep  future  choices  open 
with  a  smooth  migration  plan— whether  it’s 


wires  in  walls,  network  operating  systems, 
protocols,  or  wide  area  networking  options. 

And  we  represent  a  huge  opportunity: 
for  information  systems  managers  to  deliver 
communications  resources  to  all  levels  of 
the  corporate  structure,  without  losing  an 
ounce  of  control.  For  a  big  hand  with 
your  master 
plan,  call  Hughes 

LAN  Systems  at  LAN  SYSTEMS 
1-800-456-5430. 


HUGHES 


©1989  Hughes  LAN  Systems,  1225  Charleston  Road,  Mountain  View,  CA  94043, 
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“Editorial  coverage  in  Network  World 

gives  us  valuable  closure  in 

the  marketplace.” 

Chris  Carroll 
Media  Relations  Manager 
Codex  Coporation 


Based  in  Canton,  MA,  Codex  Corporation  is  a 
subsidiary  of  Motorola  with  4,000  employees  in 
50  countries.  It’s  the  largest  independent  supplier 
of  integrated  networking  equipment  and  systems. 
And,  according  to  Chris  Carroll,  Media  Relations 
Manager,  keeping  the  marketplace  up-to-date  on 
the  company’s  broad  range  of  voice  and  data 
communications  systems  is  no  easy  task.  Fortu¬ 
nately,  Codex  gets  lots  of  help  from  Network 
World  editorial. 

“Our  customers  and  prospects  readily  recognize  the 
Network  World  logo  and  have  great  respect  for  the 
publication.  They  depend  on  its  quality  editorial  week 
after  week.  So  when  Codex  gets  covered \  we  know  our 
products  and  strategies  are  getting  valuable  exposure 
in  the  marketplace. 

“That’s  why  editorial  reprints  are  an  important  part 
of  our  public  relations  program.  We  primarily  use 
Network  World  editorial  reprints  as  leave-behind 
pieces  for  our  sales  representatives  and  distributors. 
The  reprints  are  accurate,  credible,  and  quick  to 
obtain.  In  fact,  these  four-color  reprints  give  us  a 
current,  slick-looking  collateral  piece  for  the  f  ield  in 
just  a  few  weeks. 

“Take  for  example,  Codex’s  recent  introduction  of 
DualVIEW1'1,  the  industry’s  first  modems  that  can 
be  managed  by  a  Codex  network  management  system 
as  well  as  IBM’s  Net  View.  Network  World  pre¬ 
sented  an  excellent  analysis,  accurately  portraying  the 
real  signif  icance  of  this  complex  product  to  the 
marketplace.  We  knew  this  coverage  could  go  a  long 
way  in  augmenting  our  marketing  efforts. 

“Within  one  month,  we  had,  in  our  hands,  quality 
reprints  from  Network  World.  So  we  were  able  to 
quickly  build  on  the  positive  awareness  generated 
by  the  product  introduction  to  further  communicate 
the  strategic  positioning  of  DualVIEW1" .  No  other 
weekly  could  have  delivered  this  valuable  sales  tool 
as  quickly. 

“At  Codex,  timely  reprints  from  a  respected  publica¬ 
tion  are  a  credible  and  quick  way  of  getting  our 
message  out  to  users.” 

Network  World  quality  editorial.  It’s  accurate, 
up-to-date,  and  in-depth.  And  it’s  exclusively  fo¬ 
cused  on  networking.  That’s  why  corporations  like 
Codex  capitalize  on  coverage  in  Network  World  to 
enhance  their  positioning  in  the  marketplace.  To 
put  these  valuable  editorial  reprints  to  work  for 
your  company,  call  Donna  Kirkey  in  Network 
World’s  Reprints  Department  at  1-800-343-6474 
(in  MA,  508-820-2543). 


An  IDG  Publication 
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Madge  preps 
token-ring  adapter 

continued  from  page  25 
specialist  that  provided  the  Network  Basic 
I/O  System  Extended  User  Interface  trans¬ 
port  protocols  for  Microsoft  Corp.’s  OS/2 
LAN  Manager. 

The  Smart  1 6/4  ISA  Ringnode  will  op¬ 
erate  as  either  an  eight-bit  or  1 6-bit  board. 
It  is  designed  to  detect  whether  it  is  seated 
in  an  eight-bit  or  1 6-bit  slot,  and  adjust  it¬ 
self  accordingly. 

In  1 6-bit  mode,  the  board  can  act  as  a 
bus  master,  taking  control  of  the  host  com¬ 
puter’s  central  processor  to  increase  net¬ 
work  throughput.  In  eight-bit  mode,  the 
board  uses  the  more  traditional  memory- 
mapped  I/O  to  optimize  performance. 

The  intelligent  adapter  with  its  128K 


bytes  of  memory  can  download  such 
networking  protocols  as  NETBIOS  and 
Novell,  Inc.’s  Internetwork  Packet 
Exchange/Sequenced  Packet  Exchange 
(IPX/SPX)  from  the  host  workstation, 
freeing  up  as  much  as  5 OK  bytes  of  DOS 
memory  for  applications.  This  hardware 
and  software  design  enables  users  to 
download  new  versions  of  network  proto¬ 
cols  onto  the  adapter,  eliminating  the  need 
to  do  upgrades  by  replacing  read-only 
memory  firmware. 

The  Smart  1 6/4  ISA  Ringnode  costs 
$895,  which  includes  Madge  Networks’ 
802.2  LLC  and  NETBIOS  software,  net 
drivers,  installation  utilities  and  diagnos¬ 
tic  software.  The  adapter  will  be  available 
in  sample  quantities  during  the  first  quar¬ 
ter  of  1990,  with  volume  shipments  sched¬ 
uled  to  begin  during  the  second  quarter.  □ 


AT&T  pack  offers 
access  to  DOS  on  LAN 

continued  from  page  25 
physically  exchange  floppy  disks,”  McCor¬ 
mick  said. 

AT&T  is  targeting  the  product  at  three 
groups  of  users:  network  administrators, 
software  developers  and  end  users  who  are 
working  in  both  the  DOS  and  Unix  environ¬ 
ments  and  currently  use  separate  ma¬ 
chines  to  run  both  applications,  McCor¬ 
mick  said. 

One  beta-test  user  of  Simul-Task  Client 
is  Sidley  &  Austin,  a  Chicago-based  law 
firm  with  offices  across  the  U.S.  Timothy 
Harris,  the  network  manager,  administers 
dozens  of  AT&T  Starlan  nets  —  supporting 
a  total  of  800  nodes  —  from  Sidley  &  Har¬ 
ris’  Chicago  headquarters. 


Talk  to  the  company 
that’s  out  in  front 

With  each  passing  day,  more  and  more 
forward-looking  businesses  are  realizing 
the  promise  of  ISDN.  In  fact,  many 
Fortune  500  companies  are  turning  to 
Fujitsu  for  the  latest  in  ISDN  desktop 
products. 

With  a  comprehensive  line  of  network 
terminal  products,  Fujitsu  is  proud  to  be 
at  the  forefront  of  ISDN  technology.  From 
terminal  adapters  to  advanced  digital  tele¬ 
phone  sets,  Fujitsu  products  are  making 
it  possible  to  communicate  with  the  speed 
and  flexibility  only  ISDN  can  deliver. 

Our  achievements  with  this  new  tech¬ 
nology  are  the  result  of  almost  a  decade 
of  ISDN  experience.  And,  with  more 
than  $16  billion  in  revenues  and 
50  years  of  computer,  semiconductor 
and  telecommunications  expertise, 
Fujitsu  has  the  staying  power  to 
ensure  your  ISDN  needs  are  met 
today,  and  in  the  future. 

So  when  you’re  ready  to  put  the  power 
of  ISDN  on  your  desktop,  talk  to  the 
company  that’s  out  in  front.  Call  the  ISDN 
Systems  Division  at  (408)  432-1300. 

FUJITSU 

See  us  at  TCA  Booth  #’s  1104-1115. 


‘“With  just  a  few  keystrokes,”  Harris 
said,  “I  can  call  up  an  MS-DOS  application 
and  work  on  another  task.” 

Harris  also  said  he  was  pleased  with  Si¬ 
mul-Task  Client’s  Open  Look  Graphical 
User  interface  feature,  which  lets  him  run 
and  view  up  to  eight  concurrent  DOS  and 
Unix  sessions  in  their  own  separate  win¬ 
dows.  “I  can  work  in  and  monitor  a  single 
session,  or  up  to  eight  sessions  simulta¬ 
neously.  That  saves  me  a  lot  of  time  and 
headaches,”  Harris  said. 

Unlike  some  other  software  packages 
with  windowing  capabilities,  Simul-Task 
Client  ensures  that  users  can’t  log  off  their 
workstations  without  exiting  their  various 
applications,  Harris  said. 

The  danger  in  running  multiple  simul¬ 
taneous  applications,  Harris  noted,  is  that 
users  sometimes  forget  to  store  the  appli¬ 
cation  and  instead  just  log  off;  if  the  infor¬ 
mation  wasn’t  saved  it  can  end  up  perma¬ 
nently  lost.  “But  with  Simul-Task  Client,  if 
I  try  to  log  off  without  exiting  and  storing 
any  of  my  sessions,  it  will  tell  me  which 
sessions  are  still  active  and  ask  me  to  ei¬ 
ther  continue  or  log  off.  This  feature  en¬ 
sures  that  I  don’t  accidentally  lose  any 
work,”  Harris  said. 

The  StarGroup  Software  Simul-Task 
Client  Interface  Program  is  available  now. 
Simul-Task  Client  costs  $449  per  copy  and 
supports  an  unlimited  number  of  users  on 
a  local  net.  It  requires  Simul-Task  386  Re¬ 
lease  2.0,  which  costs  $695.  Included  in 
the  purchase  price  of  all  AT&T  software  is 
a  90-day  toll-free  hotline  service  for  cus¬ 
tomer  assistance  from  8  a.m.  to  5  p.m.  □ 


Wollongong  PC  local 
net  products  debut 

continued  from  page  25 
Macintosh  interface  to  access  TCP/IP  ser¬ 
vices.  MacPathWay  Access  costs  from  $  1 79 
to  $495,  depending  upon  configuration. 

Wollongong  also  introduced  its  first 
hardware  offering,  an  internetwork  router 
that  links  Macintosh  local  nets  to  backbone 
networks  that  use  TCP/IP  as  the  inter¬ 
network  transport  protocol. 

MacGateWay  AT  is  a  router  used  to  con¬ 
nect  local  networks  of  Macintosh  comput¬ 
ers  to  the  TCP/IP  backbone  network.  Mac¬ 
GateWay  AT  is  a  stand-alone  unit  that 
consists  of  a  Motorola  Corp.  10-MHz 
68000  microprocessor  with  5 1 2K  bytes  of 
dynamic  random-access  memory. 

The  software  portion  of  the  device  uses 
the  AppleTalk  Filing  Protocol  to  route  data 
over  thick-  or  thin-wire  Ethernet,  fiber-op¬ 
tic  or  broadband  media  to  the  TCP/IP 
backbone.  Exact  pricing  on  the  Mac¬ 
GateWay  AT  has  not  yet  been  set,  but  Mar¬ 
tin  said  it  will  cost  about  $2,000. 

Mary  Modahl,  an  analyst  at  Forrester 
Research,  Inc.,  a  market  research  firm  in 
Cambridge,  Mass.,  hailed  the  Pathway  an¬ 
nouncement,  saying  the  products  provide 
users  with  a  consistent  method  to  access 
files  and  peripherals  in  different  operating 
environments. 

“The  Pathway  products  address  PC  LAN 
users’  most  basic  needs:  a  file  and  periph¬ 
eral  sharing  system  that  virtually  elimi¬ 
nates  the  inconsistencies  in  various  oper¬ 
ating  systems,”  Modahl  said.  “With 
Pathway,  for  example,  a  user  can  incorpo¬ 
rate  data  from  a  Unix  system  into  a  Lotus 
spreadsheet.  And  users  are  increasingly 
mixing  and  matching  applications.” 

All  Pathway  software  products  are 
shipping  now.  Martin  said  Wollongong  will 
release  seven  more  Pathway  software  of¬ 
ferings  by  year  end,  including  client  and 
server  products  for  the  OS/2  market.  □ 


See  the  Faxnet  Form  on  Page  #79 
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Worth  Noting 
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elimination  of  trade 
barriers  in  1992  will 
stimulate  the  creation 
of  a  unified 
communications 
environment  in 
Europe,  but  there  is  a 
tremendous  amount  of 
work  to  be  done  and 
history  to  overcome.” 

John  Wishney 

Director  of  business  development 
Communications  Division 
Electronic  Data  Systems  Corp. 

London 


association 

Watch 

The  Network  Users 
Group  of  AT&T  (NUGATT) 

will  hold  its  fall  conference 
Oct.  23  to  25  in  Dallas. 

The  conference  will  spot¬ 
light  case  studies  of  network 
applications  presented  by  sev¬ 
eral  users. 

Network  managers  from 
the  University  of  Louisville  in 
Louisville,  Ky.,  will  discuss 
how  they  interconnected  mul¬ 
tiple  local  networks,  and  man¬ 
agers  from  the  Dallas  County 
Community  College  will  ex¬ 
plain  how  they  used  T-l  facili¬ 
ties  to  link  local  networks  at 
several  of  that  college’s  geo¬ 
graphically  dispersed  campus¬ 
es. 

In  addition,  an  AT&T  exec¬ 
utive  will  speak  about  the  car¬ 
rier’s  networking  strategy. 
The  first  half-day  of  the  con¬ 
ference  will  be  devoted  to 
AT&T  product  demonstra¬ 
tions. 

NUGATT  was  formed  last 
year  by  a  group  of  AT&T  cus¬ 
tomers  for  exchanging  infor¬ 
mation  about  AT&T  data  net¬ 
working  products,  such  as  the 
Information  Systems  Net¬ 
work,  Starlan  and  Datakit.  The 
independent  users  group  also 
provides  feedback  to  AT&T 
about  the  carrier’s  data 
networking  product  line  and 
strategy. 

For  more  information,  con¬ 
tact  Stephen  Patrick,  Bradley 
University  Computing  Ser¬ 
vices,  Morgan  205C,  Peoria, 
Ill.  61625,  or  call  (309)  677- 
2949-  □ 


EDS  sows  seeds  of  future 
profit  in  post- 1992  Europe 

Company  outlines  pan-European  net  initiatives. 


By  Wayne  Eckerson 

_ Staff  VWiter _ 

LONDON  —  A  top  official  of 
Electronic  Data  Systems  Corp. 
(EDS)  last  week  outlined  major 
initiatives  the  company  is  under¬ 
taking  to  capitalize  on  the  expect¬ 
ed  surge  of  business  activity  in 
post-1992  Europe,  when  trade 
barriers  among  countries  are  re¬ 
moved. 

John  Wishney,  director  of 
business  development  at  EDS 
here,  said  the  company  is  ex¬ 
panding  a  backbone  network  con¬ 
necting  its  major  European  data 
centers.  That  backbone  will  be 
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e’ve  been 
preparing  for  1 992  for 
the  past  five  years,” 
EDS’  Wishney  said. 
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used  to  provide  pan-European 
network  services  to  multination¬ 
al  corporations  eager  to  cash  in 
on  a  unified  continental  market¬ 
place. 

Also,  EDS  is  building  a  very 
small  aperture  terminal  network 
in  the  U.K.  for  its  corporate  cus¬ 
tomers  and  will  soon  link  General 
Motors  Corp.  and  its  European 
suppliers  in  a  massive  electronic 
data  interchange  network. 

“The  1992  trade  initiatives 


have  companies  interested  in 
networking  across  Europe,  espe¬ 
cially  for  EDI,”  Wishney  said. 
“We’ve  been  preparing  for  1992 
for  the  past  five  years.” 

New  backbone  net 

EDS  provides  computer  and 
communications  services  for  cus¬ 
tomers  in  26  countries.  The  com¬ 
pany’s  worldwide  network,  called 
EDS*NET,  supports  more  than 
730  million  transactions  a  month 
for  6,000  customers.  Purchased 
by  GM  five  years  ago  for  $2.5  bil¬ 
lion,  EDS  now  oversees  the  auto¬ 
maker’s  worldwide  computer  and 
communications  operations. 

In  1984,  EDS  began  building 
an  X.25  packet-switched  back¬ 
bone  to  connect  seven  centers  in 
the  U.K.,  France,  Belgium,  the 
Netherlands,  West  Germany  and 
Spain  (see  graphic,  this  page). 
The  hubs,  which  support  custom¬ 
er  processing  applications,  are 
connected  via  leased  lines.  The 
network  carries  voice,  data  and 
image  traffic. 

EDS’  European  network  is 
connected  to  itsU.S.  network  by  a 
1.5M  bit/sec  satellite  link  from 
London  to  Detroit.  EDS*NET,  one 
of  the  world’s  largest,  spans  26 
countries  and  handles  1 2  million 
long-distance  calls  a  month  and 
just  under  one  billion  data  trans¬ 
missions  a  month. 

EDS’  largest  European  cus¬ 
tomers  are  GM  and  Unilever  PLC, 
a  London-based  packaged  foods 
producer.  EDS’  network  provides 
these  and  other  customers  with 
( continued  on  page  38) 


Study:  Users  don’t 
use  EDI  to  the  fullest 

Survey  of  over  700  users  reports  majority  of 
electronic  data  interchange  nets  underutilized. 


By  Barton  Crockett 

_ Senior  Editor _ 

NEW  YORK  —  While  an  in¬ 
creasing  number  of  users  are  cut¬ 
ting  over  electronic  data  inter¬ 
change  networks,  the  majority  of 
the  systems  are  getting  only  mini¬ 
mal  use. 

That’s  the  conclusion  of  a  re¬ 
cently  released  report  titled  “EDI 
User  Implementation  Strate¬ 
gies,”  prepared  by  Frost  &  Sulli¬ 
van,  Inc.,  a  market  research  firm 
based  here. 

The  report  is  based  on  a  survey 
conducted  last  spring  of  nearly 
730  EDI  users  and  more  than  300 
non-EDI  users,  located  primarily 
in  North  America. 

In  addition  to  exploring  EDI 
usage,  the  survey  studied  reliance 
on  third-party,  value-added  net¬ 
works  and  use  of  EDI  standards. 

According  to  the  report,  near¬ 
ly  two-thirds  of  all  EDI  users  use 
EDI  to  transmit  less  than  10%  of 
the  business  documents  their  EDI 
systems  are  equipped  to  handle. 

Also,  the  report  said  EDI  users 
typically  employ  the  technology 
in  only  a  few  divisions  —  primar¬ 
ily  customer  service,  order  pro¬ 
cessing  and  purchasing.  EDI  has 
been  largely  ignored  in  other  de¬ 
partments  where  it  could  provide 
benefits,  such  as  in  finance,  mar¬ 
keting  and  manufacturing. 

“The  data  suggests  that  in¬ 


stalled  EDI  systems  are  underuti¬ 
lized  and  that  EDI  is  still  in  the  pi¬ 
lot  stages  for  many  companies,” 
the  report  concluded. 

The  companies  surveyed  were 
typically  large  organizations, 
with  more  than  40%  of  respon¬ 
dents  reporting  annual  revenue 
in  excess  of  $500  million,  accord¬ 
ing  to  Patricia  Cope,  president  of 
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JL  he  data  suggests 
that  EDI  systems  are 
underutilized,”  the 
report  concluded. 
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the  Seattle-based  M-R  Consulting 
Company,  Inc.,  which  conducted 
the  research  on  behalf  of  Frost  & 
Sullivan. 

According  to  Cope,  companies 
are  getting  “stalled  out”  in  im¬ 
plementing  EDI  for  several  rea¬ 
sons.  One  of  the  most  important, 
she  said,  is  that  many  companies 
are  finding  it  time-consuming 
and  difficult  to  write  new  EDI  ap¬ 
plications. 

“As  with  any  new  software,  it 
( continued  on  page  34 ) 


EXECUTIVE  BRIEFS 


BY  WAYNE  ECKERSON 

Merger  phobia.  What’s  the  greatest  anxiety  among 
corporate  executives  today?  Losing  their  jobs  due  to  mergers 
and  acquisitions. 

That’s  according  to  a  recent  survey  of  100  vice-presidents 
and  personnel  directors  at  Fortune  1,000  companies.  The 
survey  was  commissioned  by  Robert  Half  International,  Inc.,  a 
management  recruitment  firm  based  in  San  Francisco. 

More  than  half  of  the  executives  surveyed  (54%)  said  the 
loss  of  their  job  due  to  a  merger  or  acquisition  was  their 
greatest  fear.  More  than  twice  as  many  executives  said  the 
potential  fallout  from  a  merger  or  acquisition  worried  them 
more  than  anything  else.  Other  anxieties  mentioned  included: 
burnout  (26%),  failure  to  get  a  promotion  (8%),  being  fired 
(6%),  failure  to  get  a  raise  (5%),  insufficient  income  to  meet 
expenses  (3%)  and  illness  (2%). 

Max  Messmer,  chairman  of  Robert  Half  International,  specu¬ 
lated  that  anxiety  about  mergers  and  acquisitions  could  have  a 
direct  bearing  on  job  burnout  among  executives,  the  second 
greatest  executive  anxiety. 

Management  that  communicates  the  company’s  mission  and 
its  position  in  the  marketplace  and  fields  employee  questions 
can  minimize  executive  angst,  Messmer  said. 

( continued  on  page  34 ) 
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Study:  Users  don’t  use  EDI  to  the  fullest 


When  users 
installed  EDI 


Before  1981  1983  1985  1987  1989 

1980 


A  The  percentage  of  users  surveyed  that 
cut  over  EDI  systems  each  year. 

SOURCE:  FROST  S  SULLIVAN,  INC.,  NEW  YORK 
GRAPHIC  BY  SUSAN  J.  CHAMPENY 


continued  from  page  33 

always  takes  two,  three,  even  four  times 
longer  than  you  thought  it  would,”  she 
said. 

Cope  said  users  are  struggling  to  inte¬ 
grate  EDI  systems  with  existing  business 
applications  so  that,  for  example,  invoices 
received  via  EDI  automatically  update  an 
accounts  payable  system.  Until  this  inte¬ 
gration  work  is  completed,  users  are  hold¬ 
ing  off  on  aggressively  expanding  their 
EDI  operations,  Cope  said. 

In  addition,  many  companies  are  imple¬ 
menting  EDI  slowly  because  they  view  EDI 
only  as  a  way  to  cut  clerical  costs.  EDI  im¬ 
plementations  lag  in  such  organizations 
because  the  cost  savings  available  from  the 
technology  are  seldom  large  enough  to 


motivate  senior  management  to  move 
quickly. 

Cope  said  companies  that  view  EDI  as  a 
strategic  tool  —  one  that  can  increase  the 
timeliness  of  purchasing  data  and  improve 
inventory  management,  for  instance  — 
are  implementing  EDI  more  aggressively. 

She  added  that  concerns  about  the  secu¬ 
rity  of  EDI  transactions,  as  well  as  a  lack  of 
stable  EDI  standards,  are  keeping  some  us¬ 
ers  from  expanding  their  EDI  operations. 

Skyrocketing  use 

Despite  such  concerns,  the  survey 
showed  the  number  of  users  implementing 
the  technology  is  skyrocketing.  It  is  only 
very  recently  that  most  EDI  users  even  im- 
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companies  choose 
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telemanagement  software  systems 
over  all  others. 

After  all,  we  offer  the  industry's 
most  advanced  and  broadest  array 
of  micro,  mini  and  mainframe 
computer-based  telemanagement 
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Telco  Research  number  one  in  the 
telecommunications  industry  for 
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in  telecom  management,  we've 
created  solutions  for  practically 
every  telemanagement  need... for 
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plemented  the  technology,  the  report  said. 
Forty-five  percent  of  the  EDI  users  in  the 
survey  cut  over  their  EDI  networks  in  1987 
or  1988,  exceeding  the  number  of  users 
that  implemented  networks  before  then 
(see  graphic,  this  page).  About  10%  of  the 
EDI  users  in  the  survey  implemented  EDI 
in  1989. 

Future  plans 

In  addition,  nearly  two-thirds  (63%)  of 
all  non-EDI  users  surveyed  said  they  plan 
to  implement  EDI  within  the  next  three 
years. 

Other  survey  findings  include: 

■  SLxty-nine  percent  of  EDI  users  use  ANSI 
XI 2  EDI  standards.  Twenty  percent  use 
proprietary  formats,  while  35%  use  multi¬ 
ple  formats,  usually  a  mix  of  ANSI  XI 2,  in¬ 
dustry  and  proprietary  standards. 

■  Nearly  80%  of  EDI  users  rely  on  some 
kind  of  value-added  network  to  transmit 
their  EDI  messages.  Twenty-five  percent  of 
these  VAN  users  subscribe  to  multiple  VAN 
service  providers. 

More  than  two-thirds  of  the  VAN  users 
expect  to  increase  their  VAN  expenditures 
in  1989-  Nearly  half  of  these  expect  to  in¬ 
crease  expenditures  by  10%  to  29%. 

■  Mainframes  are  the  most  popular  EDI 
software  platform,  with  33%  of  the  users 
running  EDI  software  on  host  systems.  Mi¬ 
crocomputers  were  used  on  a  stand-alone 
basis  at  24%  of  the  user  companies.  Twen¬ 
ty-nine  percent  of  the  users  employed  mi¬ 
crocomputers  as  a  front-end  for  main¬ 
frames  or  minicomputers  running  EDI 
software. 

■  Sixty-seven  percent  of  EDI  users  pur¬ 
chased  or  leased  their  EDI  software  from  a 
vendor.  □ 


Executive  Briefs 
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Bleary-eyed  workers.  As  working 
hours  grow  longer,  it  seems  people  will  be 
sleeping  less. 

A  new  study  shows  that  for  every  extra 
hour  workers  spend  on  the  job,  they  sleep 
an  average  of  10  minutes  less  at  night. 

Working  women  lose  even  more  sleep 
than  working  men,  according  to  the  study. 
On  average,  working  women  sleep  25  min¬ 
utes  a  night  less  than  their  male  counter¬ 
parts. 

The  study,  based  on  research  on  about 
700  people  between  the  ages  of  23  and  65, 
was  conducted  by  two  Michigan  State  Uni¬ 
versity  economists,  Daniel  Hamermesh 
and  Jeff  Biddle.  Their  research  is  being  dis¬ 
tributed  by  the  National  Bureau  of  Eco¬ 
nomic  Research,  Inc.  in  Cambridge,  Mass. 

The  economists  speculated  that  work¬ 
ing  women  spend  more  leisure  time  on 
housework  than  men  and  compensate  by 
cutting  back  on  sleep.  In  contrast,  non¬ 
working  women  tend  to  sleep  a  bit  more 
than  working  men,  the  study  showed. 

The  economists  also  discovered  that  an 
increase  in  wages  reduces  the  amount  of 
sleep  for  men.  For  every  25%  increase  in 
wages,  men  sleep  1%  less.  In  contrast, 
wage  hikes  have  little  effect  on  the  amount 
of  sleep  working  women  get. 

According  to  Biddle,  an  assistant  pro¬ 
fessor  of  economics,  an  increase  in  wages 
usually  means  people  will  have  to  work 
longethpurs.  Men  react  to  this  by  cutting 
baclron  sleep,  whereas  women  prefer  cut¬ 
ting  back  on  leisure  time. 

“Economists  have  always  considered 
that  sleep  was  a  matter  of  personality  or 
genetics,”  Biddle  said.  “Our  study  shows 
that  sleep  responds  to  economic  incen¬ 
tives.”  □ 


34 


IMMM 

Hhhhm 

IHKil 

Though  we  have  an  installed  base  of  more  than  70,000  connectivity  devices  in 
more  than  38  countries,  a  worldwide  distribution  and  service  system,  and  are  the 
second-largest  manufacturer  of  3174  compatible  cluster  controllers,  McDATA  is 
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The  4174  11L  supports  64  coax  and  24 
ASCII  devices  plus  a  token  ring. 


not  a  familiar  name  in  the  industry.  Until  now,  our  controllers  and  other  products 

have  gone  by  many  names,  sold  under  private  label  to 
widely  known  vendors. 

Now  we  are  stepping  forward.  Twenty  new 
LinkMaster®  products,  sold  under  our  own  name,  will 
change  the  way  the  information  networking  industry 
thinks  and  acts  about  connectivity. 

McDATA  raises  network  communications  to  a 
new  plane  of  efficiency,  going  beyond  plug-compatibility  to  a  sophistication  in 
connectivity  which  represents  a  value  in  itself,  not  just  a 
workaday  necessity. 

For  example,  for  bulk  file  transfers  between  hosts, 
the  LinkMaster  6100C  network  processor  allows  files  on 
a  host  to  be  sent  quickly  and  effectively  to  not  just  one, 
but  multiple  hosts  in  multiple  locations. 


The  6100C  network  processor  utilizes 
existing  channel  connections  for  direct 
NetView  interface. 


Using  the  LinkMaster  5000  series  of  channel  extenders,  disaster  recovery 
backup  tapes  can  be  made  offsite  whenever  they  are  needed,  eliminating  the  time 
and  expense  of  manual  tape  transportation. 

LinkMaster  4174  controllers  inter¬ 
connect  3270  terminals,  ASCII  terminals  and 
PCs  to  multiple  hosts,  either  DEC  or  IBM. 
And  LinkMaster  products  enhance  network 
management  with  direct  NetView  interface. 

These  are  just  a  few  highlight  examples  of  McDATA’s  LinkMaster  network 
solutions  at  work. 

LinkMaster  goes  beyond  compatibility  to  the  next  stage  of  the  network  com¬ 
munications  evolution,  a  comprehensive  multivendor  connectivity  which,  in  high¬ 
speed,  long-distance  channel  communications,  represents  the  next  significant 
horizon  to  be  crossed. 

The  new  standard  in  managing  large  systems  involves  faster,  more  economi¬ 
cal,  more  rational  channeling  of  data  across  communications  barriers  which  previ¬ 
ously  could  not  be  spanned.  McDATA  is  establishing  that  standard. 


The  5000  series  of  channel  extenders  can  be  installed  in  less 
than  one  hour. 


We  span  the  gaps  in  network  communications.  MPOJXTA. 

McDATA  Corporation  310  Interlocken  Parkway  Broomfield,  Colorado  80021  (303)  460-9200  Boston/Chicago/Dallas/Atlanta/Los  Angeles/San  Francisco/Washington,  DC/London/Munich 
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EDS  sows  seeds  of  profit  in  1992  Europe 
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comprehensive  network  services  through¬ 
out  Europe. 

“In  Europe,  companies  would  rather 
have  us  manage  their  network  than  build 
one  themselves,”  Wishney  said.  “Compa¬ 
nies  don’t  want  the  hassle  of  dealing  with 
multiple  PTTs  and  vendors  to  build  a  Euro¬ 
pean  network.  They  are  looking  for  a  sin¬ 
gle  point  of  contact  that  will  take  care  of 
the  headaches  for  them.” 

Wishney  said  EDS  will  continue  to  drive 
the  network  into  other  countries  and  re¬ 
gions  as  businesses,  responding  to  1992 
trade  initiatives,  expand  their  operations 
throughout  Europe. 

VSAT  net 


proached  GM  last  September  with  a  pro¬ 
posal  to  provide  EDI  links  to  the  auto¬ 
maker’s  2,000  European  suppliers.  GM, 
which  has  direct  links  to  only  a  few  of  its 
suppliers  outside  the  U.S.,  accepted  the 
plan. 

To  build  this  extensive  EDI  net,  EDS  has 
negotiated  to  provide  links  from  its  net¬ 
work  to  several  otheer8third-party  net¬ 
works,  including  those  from  GE  Informa¬ 
tion  Services  and  British  Telecommunica¬ 
tions  PLC,  as  well  as  France’s  Transpac, 
Wishney  said.  Many  of  GM’s  suppliers  were 
already  linked  to  one  of  these  network 
providers. 

This  EDI  networking  effort  could  dou¬ 
ble  the  number  of  EDI  users  in  Europe  if  all 


of  GM’s  2,000  suppliers  ccovert  to  EDI, 
Wishney  said.  Currently,  there  are  1,800 
companies  using  EDI  in  Europe,  he  said. 
EDS  plans  to  finish  the  network  a  year 
from  now. 

“We  are  trying  to  stay  a  step  ahead  of 
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what  businesses  in  Europe  will  be  demand¬ 
ing  for  communications  services,”  Wish¬ 
ney  said.  □ 


EDS’  John  Wishney 


One  way  EDS  plans  to  expand  its  Euro¬ 
pean  presence  is  by  building  a  VSAT  net¬ 
work.  Besides  supporting  data  communi¬ 
cations,  the  network  will  allow  companies 
to  broadcast  such  things  as  training  videos 
and  electronic  messages  to  far-flung  oper¬ 
ations  at  once,  helping  users  cut  travel 
costs,  Wishney  said. 

Last  year,  the  U.K.  granted  EDS  and  five 
other  groups  licenses  to  operate  VSAT  net¬ 
works  in  the  U.K.,  marking  the  first  time 


EDS  packet-switched 
European  net 


1.54M  bit/sec 
satellite  link 
to  Detroit 


EDS  uses  a  packet-switched  backbone  to 
connect  its  seven  major  data  centers  in  Europe. 


SOURCE:  ELECTRONIC  DATA  SYSTEMS  CORP.,  LONDON 
GRAPHIC  BY  SUSAN  J.  CHAMPENY 


that  regulators  in  the  U.K.  have  allowed 
private  companies  to  provide  VSAT  ser¬ 
vices.  EDS  plans  to  install  between  300  and 
500  VSAT  terminals  by  the  beginning  of 
next  year. 

Wishney  said  EDS  was  granted  the  li¬ 
cense  because  of  its  extensive  VSAT  experi¬ 
ence  in  the  U.S.;  EDS  operates  280,000 
data  terminals  and  5,000  earth  stations. 

Currently,  the  licenses  limit  the  six 
groups  from  using  the  VSATS  to  transmit 
data  outside  of  the  U.K.  However,  Wishney 
said  it’s  only  a  matter  of  time  before  U.K. 
authorities  relax  that  constraint  as  the 
country  moves  toward  a  deregulated  tele¬ 
communications  environment. 

Wishney  said  other  countries  will  soon 
allow  third  party-network  providers  to  op¬ 
erate  more  freely  within  their  borders. 
Currently,  the  PTTs  in  all  European  coun¬ 
tries  except  the  U.K.  have  a  monopoly  on 
VSAT  services,  among  other  things.  But 
1992  and  European  Commission  direc¬ 
tives  are  forcing  countries  to  allow  greater 
competition  for  network  services,  Wish¬ 
ney  said. 

EDI  in  Europe 

In  an  effort  to  get  a  jump  on  the  compe- 
tiiton  for  network  services,  EDS  ap¬ 


As  networks  grow  larger  and  more  complex,  managing  network  faults  becomes  even  more 
critical.  You  want  to  be  sure  they  don 't  translate  into  downtime. 

The  best  insurance  against  downtime  is  a  system  in  place  to  identify,  diagnose  and  resolve 
faults  as  they  occur.  Fast. 


N.E.T/s  Expert  Fault 
Management  Service  (EFMS) 
assures  you  the  highest 
applications  availability. 

Our  new  service  is  a  complete 
fault-handling  system. 

Here' s  how  it  works:  Equipment 
on  your  premises  monitors  the 
network  and  communicates  with  our 
Technical  Assistance  Center  (TAC) — 
24  hours  a  day,  seven  days  a  week. 
Faults  never  have  a  chance  to  pile  up. 


Electronic  trouble  tickets  are  sent 
to  TAC  automatically,  where  the 
industry's  most  experienced  trou¬ 
bleshooting  team  takes  immediate 
action  to  resolve  faults.  Our  expert 
systems  draw  from  a  world-  class 
network  troubleshooting  database  to 
diagnose  problems  and  recommend 
resolutions. 

Another  new  service.  Expert  T- 
Span,  designates  N.E.T.  as  your  agent 
to  resolve  carrier  issues,  such  as 


catastrophic  T1  line  outages. 

We  relieve  you  of  multiple  calls  and 
frustrating  time  loss. 

What  does  it  mean  to  take  advantage 
of  N.E.T.'s  unique  service  options? 

You  get  faster  fault  resolution  and 
greater  network  cost  efficiency.  Your 
personnel  spend  less  time  on  network 
tactical  issues  and  more  time  on  com¬ 
petitive  strategic  issues,  such  as  plan¬ 
ning,  adding  new  users  and  applications 
to  the  network,  and  increasing  user 
productivity. 
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Small  banks  face  big  obstacle  in 
the  electronic  payments  market 

Variety  of  standards  puts  some  institutions  at  disadvantage. 


By  Wayne  Eckerson 

Staff  Writer 

Dealing  with  the  bewildering  array  of 
electronic  data  interchange  formats  for 
electronic  payments  may  keep  smaller 
banks  from  competing  in  the  emerging 
electronic  payments  market. 

Smaller  banks  usually  cannot  justify  the 
expense  of  developing  or  purchasing  the 
software  and  systems  needed  to  process 
high  volumes  of  EDI  payment  transactions 
in  a  variety  of  formats. 


That  puts  them  at  a  distinct  disadvan¬ 
tage  compared  to  the  many  large  banks 
that  have  already  developed  translation 
systems  for  reformatting  a  customer’s 
payment  information  and  transmitting  it 
to  a  multitude  of  receiving  banks  in  appro¬ 
priate  formats. 

The  big  time 

“[Electronic  payments]  is  a  game  for 
bigger  banks,”  said  Joe  Hollis,  vice-presi¬ 
dent  of  service  management  technology  at 


best  networks 
insurance 


Moreover,  applications  downtime 
is  reduced.  And  as  you  know,  down¬ 
time  can  cost  thousands  of  dollars  or 
more  an  hour  in  lost  productivity 
and  business. 

Making  it  all  work  together. 

That's  the  mission  of  the  Client/ 
N.E.T.M  team. 

And  no  one  offers  more  resources 
to  achieve  that  goal  than  N.E.T. 

You  have  the  broadest  selection  of 
transmission  management  tools — 
from  Fractional  T1  to  T3. 

Networking  products  extend  your 
network  to  more  and  more  users. 


while  providing  you  with  more  and 
more  control. 

You  can  internetwork  your  LANs 
over  the  wide  area  backbone. 

You  have  a  range  of  service 
offerings,  including  management  of 
the  entire  wide  area  network  (W AN). 

And,  of  course,  you  can  count  on 
dramatic  payback  from  cost  savings, 
and  from  building  a  network  tailored 
to  deliver  strategic,  productive 
advantages. 

In  making  it  all  work  together,  our 
clients  are  a  step  ahead. 


Continental  Bank  in  Chicago. 

Many  users  are  turning  to  electronic 
payment  systems  because  they  eliminate 
costly  and  time-consuming  paper-based 
payment  systems. 

A  company  can  pay  thousands  of  bills 
by  sending  a  single  EDI  message  to  its 
bank,  which  electronically  transfers  funds 
to  suppliers’  accounts  at  other  banks 
(“Banks  fight  for  the  lead  in  electronic 
payments  race,”  NW,  Sept.  18). 

These  EDI  payments  involve  transmis¬ 
sion  of  data  about  the  transactions  as  well 
as  funds. 

Hollis  said  banks  must  implement  ex¬ 
pensive  mainframe-based  systems  if  they 
want  to  compete  successfully  in  the  elec¬ 
tronic  payments  field.  But  small  banks 
won’t  be  able  to  attract  a  volume  of  trans¬ 
actions  large  enough  to  justify  such  expen¬ 


ditures  or  don’t  have  the  resources  to  be¬ 
gin  with,  he  said. 

Banks  that  currently  use  personal  com¬ 
puter-based  payment  services  will  have  to 
upgrade  to  a  minicomputer  or  mainframe 
to  handle  any  growth  in  transaction  vol¬ 
umes,  Hollis  said. 

Multiplicity  of  standards 

While  no  universal  standard  exists  for 
electronic  corporate  payments,  most  in¬ 
dustry  observers  said  they  believe  the  best 
candidate  is  ANSI  820  transaction  set.  The 
standard  was  developed  four  years  ago  by 
an  ANSI  XI 2  subcommittee.  ANSI  XI 2  su¬ 
pervises  the  development  of  all  domestic 
EDI  standards. 

ANSI  820  enables  a  company  to  ex¬ 
change  payment  orders  and  remittance  ad¬ 
vice  directly  with  trading  partners  through 
their  respective  banks.  ANSI  820  can  carry 
an  unlimited  number  of  addenda  records 
of  variable  length.  Those  records  allow  us¬ 
ers  to  document  payments  for  large  bills. 

In  addition  to  ANSI  820,  the  National 
Automated  Clearinghouse  Association  has 
developed  a  series  of  payment  formats 
that  banks  use  when  transmitting  pay¬ 
ments  across  the  association’s  Automated 
Clearinghouse  network. 

CTX  standard 

The  Corporate  Trade  Exchange  (CTX) 
standard  was  developed  last  year  to  be 
compatible  with  ANSI  820  transaction  set. 
CTX  acts  as  an  envelope  for  820  transac¬ 
tion  sets,  allowing  banks  to  transmit  820 
payment  and  remittance  information 
across  the  ACH  network.  CTX  can  support 
as  many  as  5,000  94-character  addenda  of 
remittance  information. 

“CTX  is  essentially  an  endorsement  of 
ANSI  820,”  said  Stuart  Levine,  EDI  product 
specialist  with  The  Chase  Manhattan  Bank, 
N.A.  in  New  York.  About  20  banks  can  re¬ 
ceive  CTX  payments  today,  but  that  num¬ 
ber  is  expected  to  grow  significantly,  he 
said. 

The  Corporate  Trade  Payment  (CTP) 
standard  lets  an  organization  attach  nearly 
5,000  94-character  addenda  records  —  or 
5,000  invoices  —  to  an  electronic  pay¬ 
ment  transmission.  But  unlike  CTX,  CTP  is 
not  compatible  with  ANSI  820  and,  as  a  re¬ 
sult,  is  fading  in  popularity. 

The  Cash  Concentration  and  Disburse¬ 
ment  with  Special  Addenda  (CCD  +  )  stan¬ 
dard  allows  users  to  attach  a  single  94- 
character  addendum  —  equal  to  roughly 
one  remittance  —  to  an  electronic  pay¬ 
ment  transmission.  Often  companies  put 
invoice  numbers  for  payments  in  the  ad¬ 
dendum  and  send  complete  paper  or  elec¬ 
tronic  invoices  for  each  payment  through 
the  U.S.  mail  or  a  value-added  network  re¬ 
spectively.  The  U.S.  Treasury  plans  to  send 
77  million  payments  per  year  using 
CCD  +  . 

The  regular  CCD  standard  doesn’t  have 
an  addendum  to  carry  remittance  informa¬ 
tion.  It  is  generally  used  for  intracompany 
cash  transfers  for  w  hich  remittance  infor¬ 
mation  is  not  needed.  Retail  and  food 
chains  that  need  to  transfer  money  from 
far-flung  stores  to  a  central  account  often 
use  this  standard. 

Bank  Administration  Institute  (BAI) 
standards  are  used  to  transmit  lockbox 
payment  information  electronically  to  a 
company’s  accounts  receivable  system. 
While  most  lockbox  payments  are  still 
made  with  checks,  some  companies  want 
banks  to  consolidate  all  their  accounts  re¬ 
ceivable  —  including  checks  and  electron¬ 
ic  corporate  trade  payments  —  and  trans¬ 
mit  the  information  to  them  in  BAI 
format.  □ 


Take  the  next  step. 

Call  for  our  product 
line  overview  package. 
Information  Hotline: 
1-800-952-6300 
Ask  for  Dept.  N 19 
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Heckuva  way  to  run  a  network. 

At  first,  most  networks  are  fast  and  efficient. 
But  as  more  people  crowd  aboard,  they  push 
their  networks  beyond  capacity  Eventually 
bottlenecks  develop  that  make  getting  down  to 
work  a  tough  commute. 

HYPERchannel-DX  takes  a  different  route. 

It  relieves  congestion  by  building  smooth 
connections  between  dissimilar  networks. 

It  easily  exchanges  data  across  different  proto¬ 
cols  and  media,  including  Ethernet, TCP/Ife 
and  HYPERchannel.  And  HYPERchannel- 
DX  leaves  the  door  open  for  evolving 
standards  such  as  FDDI  and  OSI.  So  your 
network  grows  according  to  your  needs 
instead  of  screeching  to  a  halt. 

Call  1-800-338-0122  for  information  on^S 
HYPERchannel-DX  products,  consulting,  and 
worldwide  support.  Why  take  a  local  when  you 

can  ride  the  express?  t  c  , 

y*y  Network  Systems* 
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Another  thing 
clear 

The  wonders  of  Sprint  go 
beyond  clear  phone  calls. 
Our  100%  digital  fiber  optic 
network  is  also  the  leading 
provider  of  advanced  fax 
transmission  technology. 

A  system  capable  of  sending 
the  world’s  sharpest  faxes 
in  only  six  seconds. 


VIDEOCONFERENCING 


Going  to  great 
lengths  so  you 
won’t  have  to. 


Longdistance  never 
looked  this  good.  Thanks 
to  Sprint’s  exclusive 
fiber  optic  network, 
business  people  can  now 
economically  meet  face- 
to-face  without  delay 
distortion  or  the  time 
and  expense  of  travel. 

It  is  called  The  Meeting 
Channel™  videocon- 
ferencing.The  largest, 
most  advanced  network 
of  its  type  in  the  world. 


DATA 

A  to  Z  in  two 
seconds. 

Information 
instantly.  That’s 
the  premise  behind 
Sprint’s  fiber  optic 
data  transmission. 
In  the  time  it  takes 
to  open  a  book, 
Sprint’s  everyday 
network  can  trans¬ 
mit  the  entire 
contents  of  the 
Encyclopedia 
Britannica.With 
99.9%  reliability. 
And  thanks  to  our 
56  kbps  technology, 
it  can  all  be  done 
with  the  ease  and 
cost  of  a  phone  call 


Tbday,  the 
business  arena 

crosses  more  and  more  national 
boundaries.  And  fortunately,  so  does 
Sprint.  Our  growing  network  is  now 
offering  fiber  optic  voice  transmis¬ 
sion  to  major  commerce  centers 
around  the  world.  Not'to  mention  fax 
and  data  capabilities  as  well  as 
electronic  mail  and  videoconfer¬ 
encing.  All  of  which  are  particularly 
important  in  today’s  ever  changing 
“global  village!’ After  all,  the  world 
isn’t  just  getting  smaller. 

It’s  getting  smarter. 


INTERNATIONAL 

SERVICE 

Above  and  beyond . 


There  was  a  time  when  people  were  content  to  stay  within  the 
boundaries  of  conventional  “wisdom!’  The  prevailing  perception  was 
that  the  existing  standard  of  technology  should  not  and  would  nof  be 
challenged.  Such  was  the  state  of  telecommunications. 

We  at  US  Sprint®  have  a  different  vision.  Perhaps  that  is  why 
we  were  the  first  to  chart  the  way  to  a  new  world  of  technology:  the  only 

tv  -  k  ^  ^  •  I  t 

100%  nationwide  digital  fiber  optic  network.  It  represents,  quite  simply, 
the  best  known  replication  of  signals  for  voice  and  data  communications. 

But  just  as  importantly,  our  network  also  possesses  seemingly 
unlimited  potential  to  adapt  to  all  future  advances  in  telecommunica¬ 
tions.  You  see,  at  US  Sprint  our  eyes  tend  to  wander  out  toward  the  next 
horizon.  But  then  that’s  how  we  got  to  where  we  are  today. 


Not  just  a  world  apart ...  but  a  world  ahead. 
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THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


Worth  Noting 


See  inside  for: 

■  Microtronix  Datacom’s 
new  PAD  that  acts  as  a 
front-end  processor  for  a 
DEC  VAX 

■  Two  latest  versions 

of  the  Priam  Network  Drive 
System 


irst  Look 


|RG  Software  unveils 
virus  diagnostic  pack 

RG  Software  Systems, 
Inc.  recently  released  a  virus 
diagnostic  utility,  called  Vi- 
Spy,  that  scans  network  serv¬ 
ers,  hard  drives  and  floppy 
disks  for  22  known  viruses. 

If  a  virus  is  found,  Vi-Spy 
identifies  the  virus  by  name 
and  points  to  the  infected  file. 
The  utility  eliminates  the  virus 
by  writing  over  the  entire  file 
with  zeros  before  erasing  it. 
This  ensures  that  the  virus 
cannot  be  resurrected  with  an 
“unerase”  program. 

Among  the  viruses  that  Vi- 
Spy  can  find  and  destroy  are 
the  Datacrime  virus  (rumored 
to  have  a  trigger  date  of  Oct. 
13),  a  different  virus  that 
erases  files  on  any  Friday  the 
1 3th  and  the  Fu  Manchu  virus, 
which  is  expected  to  strike  in 
December. 

RG  Software  Systems 
claims  that  Vi-Spy’s  22-virus 
hit  list  is  a  complete  catalog  of 
all  known  viruses.  The  utility 
runs  on  IBM  Personal  Com¬ 
puters  and  compatibles  under 
DOS  2.0  or  greater.  It  is  avail¬ 
able  on  both  3 ‘/2-in.  and  5 14- 
in.  floppies. 

Vi-Spy  is  priced  at  $250  for 
use  on  any  number  of  comput¬ 
ers  at  one  site.  A  subscription 
service  is  available  for  $150 
per  year  for  troubleshooting 
support  and  updates  on  newly 
identified  viruses. 

RG  Software  Systems, 
Inc.,  2300  Computer  Ave., 
Suite  E-28,  Willow  Grove, 
Pa.  19090;  (215)  659-5300. 


|  Hughes  LAN  Systems 
PC  adapter  card  out 

Hughes  LAN  Systems, 
Inc:  (HLS)  recently  unveiled  a 
( continued  on  page  44 ) 


Hitachi  arm 
set  to  unveil 
low-end  PBX 

By  Tom  Smith 

New  Products  Editor 

ATLANTA  —  The  Telecom¬ 
munications  Division  of  Hitachi 
America,  Ltd.  is  scheduled  to  un¬ 
veil  today  a  41 6-line  private 
branch  exchange  to  complement 
the  larger  switches  in  its 
HCX5000  line. 

The  HCX5300  fits  in  below  the 
HCX5400,  which  accommodates 
up  to  1,500  lines,  and  the 
HCX5500,  which  supports  up  to 
3,000  lines.. 

Hitachi  also  announced  an  at¬ 
tendant  console  for  the  high-end 
HCX5000s  and  a  remote-switch 
module  that  can  be  used  to  extend 
Integrated  Services  Digital  Net¬ 
work  capabilities  to  remote  build¬ 
ings  via  fiber-optic  links. 

The  HCX5300  has  34  univer¬ 
sal  card  slots,  which  accommo- 


date  16-line  analog  or  digital  in¬ 
terface  cards.  The  company  is 
targeting  the  product  at  users  re¬ 
quiring  between  50  and  350 
lines. 

ISDN  support 

Like  the  larger  HCX5000  mod¬ 
els,  the  HCX5300  supports  the 
company’s  implementation  of 
the  ISDN  Basic  Rate  Interface  for 
communications  with  its  SelecSet 
telephones  equipped  with  a  data 
adapter.  The  card  is  not,  howev¬ 
er,  compatible  with  AT&T’s  Basic 
Rate  Interface  specification. 

Hitachi’s  Primary  Rate  Inter¬ 
face  card,  by  contrast,  is  compati¬ 
ble  with  AT&T’s  implementation 
of  the  Primary  Rate  Interface  and 
supports  AT&T’s  Call-By-Call 
Service  Selection  and  INforma- 
tion  FOrwarding-2  service  op¬ 
tions,  according  to  Michael  Me- 
din,  director  of  systems  engineer¬ 
ing.  Built-in  functions  of  the  PBX 
include  an  automatic  call  distrib¬ 
utor  (ACD),  call  accounting  and 
integration  with  third-party 
voice-messaging  functions,  Me- 
din  said. 

( continued  on  page  42 ) 


VMX  introduces  low-end 
voice-processing  system 


SAN  JOSE,  Calif.  —  VMX,  Inc. 
recently  unveiled  a  low-end, 
small-office-type  voice-process¬ 
ing  system  that  can  be  networked 
with  other  VMX  systems  in  larger 
corporate  locations. 

The  company  claims  the  VMX 
100  is  the  first  full-featured 
voice-processing  system  for  or¬ 
ganizations  with  100  or  fewer 
employees.  VMX  estimates  that 
there  are  more  than  200,000  pri¬ 
vate  branch  exchange  and  Cen¬ 
trex  users  that  have  less  than  200 
lines  and  currently  do  not  use 
voice-processing  equipment. 

The  VMX  100  supports  25  to 
200  users  and  up  to  500  mail¬ 
boxes.  It  can  be  configured  to 
support  two  ports  and  2  V2  hours 
of  storage  on  a  40M-byte  drive  to 
eight  ports  and  six  hours  of  stor¬ 
age  on  an  80M-byte  drive.  Larger 
VMX  processors  offer  64  ports 
and  support  up  to  10,000  users. 

The  VMX  100  can  be  integrat¬ 
ed  with  PBXs  and  Centrex.  It  sup¬ 
ports  the  same  functions  as  larger 
VMX  systems,  including  automat¬ 
ed  attendant,  telephone  answer¬ 
ing,  voice  mail  and  audiotex. 

Automated  attendant 

Automated  attendant  features 
enable  the  customer  to  perform 
both  primary  and  secondary  an¬ 
swering,  according  to  Norm 
Chambers,  product  marketing 
manager.  During  primary  an¬ 
swering,  the  caller  is  instructed  to 
key  in  an  extension  number  or 
wait  for  assistance.  In  secondary 


answering,  the  caller  can  select 
more  options,  depending  on 
whether  the  intended  call  recipi¬ 
ent  is  available  to  take  the  call. 

The  VMX  100’s  audiotext  ca¬ 
pability  guides  a  caller  through 
the  automated  attendant  func¬ 
tion  and  can  be  used  to  provide 
information  about  the  company 
or  service.  “This  takes  care  of 
some  of  the  routine  stuff,”  Cham¬ 
bers  said.  “It  assures  that  every 
caller  gets  a  consistent  and  cour¬ 
teous  response  and  that  a  recep¬ 
tionist  handles  important  calls 
from  people  that  need  personal 
attention.” 

VMX’s  telephone-answering 
capability  is  a  final  step  in  the 
automated  attendant  process, 
during  which  an  individual’s 
voice  message  is  played  to  a  call¬ 
er,  Chambers  said. 

Internal  callers 

For  internal  callers  who  wish 
to  leave  a  voice  message,  the  sys¬ 
tem  offers  a  range  of  voice-mail 
capabilities.  A  user  calling  from 
elsewhere  within  the  company 
can  create  a  message  at  his  own 
phone,  revise  it  and  then  send  it 
to  the  receiver  by  keying  in  a 
mailbox  number  or  extension 
number,  Chambers  said. 

VMX  100  also  has  a  broadcast 
capability  that  enables  users  to 
send  messages  to  multiple  recipi¬ 
ents  without  having  to  generate 
each  one  individually. 

Users  sending  messages  to  re- 
( continued  on  page  44 ) 


AT&T  telemarketing 
software  packs  bow 

Products  feature  networking  capabilities  so  that 
departments  can  share  same  marketing  data  base. 


By  Tom  Smith 

New  Products  Editor 

MORRISTOWN,  N.J.  —  AT&T 
recently  introduced  two  Unix- 
based  telemarketing  software 
products  that  will  serve  as  the 
cornerstone  of  its  Integrated 
Telemarketing  Platform  (ITP). 

The  products  include  the 
Close  Marketing  and  Sales  Pro¬ 
ductivity  System  for  IBM  main¬ 
frames  and  the  Brock  Activity 
Manager,  which  runs  on  AT&T’s 
3B  Series  of  minicomputers  and 
6386  WorkGroup  Systems 
(WGS)  microcomputers. 

Both  products  have  network¬ 
ing  capabilities  that  enable  vari¬ 
ous  departments  to  access  and 
update  data  bases  used  to  support 
telemarketing. 

The  integration  of  telemarket¬ 
ing  with  other  marketing  and 
sales  functions  will  improve  the 
coordination  of  telemarketing 
campaigns  because  all  depart¬ 
ments  involved  will  have  access 
to  uniform,  updated  information, 
the  company  said. 

The  products,  called  Core  So¬ 
lutions,  are  stand-alone  products 
that  perform  key  telemarketing 
functions.  Later  ITP  products  will 
combine  functions  of  those  prod¬ 
ucts  with  several  existing  ITP 
products. 

Close  call 

Developed  byAdelie  Corp.,  an 
AT&T  subsidiary  in  Cambridge, 
Mass.,  the  Close  product  provides 
a  common  data  base  of  customer 
names  and  information  for  vari- 

(j  iving  everyone  in 
the  company  up-to-date 
information  improves 
sales,  AT&T  said. 

▲  ▲▲ 


ous  departments:  advertising, 
telemarketing,  direct  marketing 
and  sales.  Giving  everyone  in  the 
company  up-to-date  information 
improves  sales  and  service  func¬ 
tions,  AT&T  said. 

Close  was  first  offered  in  1 985 
for  IBM  mainframes  and  in  1988, 
it  was  enhanced  to  support  Ultrix, 
Digital  Equipment  Corp.'s  Unix 
implementation. 

The  Close  data  base  resides  in 
an  MVS-based  IBM  43XX,  30XX 
or  plug-compatible  mainframe 


that  supports  CICS  and  VSAM. 
The  data  base  transmits  and  re¬ 
ceives  updates  to  regional  or 
branch  telemarketing  offices, 
where  the  majority  of  changes 
are  generated  using  IBM  Systems 
Network  Architecture  protocols. 

Branch  offices  require  an 
AT&T  3B  Series  minicomputer 
with  Unix  System  V  3-2. 1 ,  as  well 
as  AT&T  6386  WGS  microcom¬ 
puters  for  individual  agents.  Both 
AT&T  machines  require  3270 


^\lT&T  said  the  Close 
software  will  be  useful  in 
integrating  three  key 
marketing  applications. 

▲  ▲A 


emulation  software  to  communi¬ 
cate  with  the  mainframe. 

The  product  is  designed  for 
telemarketing  firms  requiring  a 
large  data  base  of  customer 
names,  information  and  account 
histories,  according  to  William 
Feuss,  district  manager  of  plan¬ 
ning  in  AT&T  Computer  Systems' 
Telemarketing  Solutions  Organi¬ 
zation. 

The  Close  product  enables  the 
telemarketing  company  to  main¬ 
tain  comprehensive  data  about  a 
customer,  as  well  as  data  that  is 
tailored  to  the  marketing  needs 
of  a  given  office,  according  to 
Fuess. 

Batch  sessions  from  individual 
minicomputer  data  bases  in 
branch  offices,  where  regional 
telemarketing  campaigns  are  car¬ 
ried  out,  can  be  used  to  update 
customer  information  on  the  cen¬ 
tral  database. 

AT&T  said  the  Close  software 
will  be  useful  in  integrating  three 
key  marketing  applications:  lead 
management,  tele-account  man¬ 
agement  and  regional  marketing. 

For  example,  a  user  could  tap 
the  mainframe  data  base  for  a  list 
of  customers  to  include  in  a  mail 
promotion,  Feuss  said.  Any  leads 
generated  by  the  mailing  would 
be  sent  to  an  appropriate  region¬ 
al  office;  that  office  would  con¬ 
tact  the  potential  customer  and,  if 
necessary,  send  a  field  sales  rep¬ 
resentative. 

The  results  of  the  regional 
marketing  effort  would  be  en¬ 
tered  into  the  data  base,  which 
( continued  on  page  42 ) 
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Telemarketing 
software  bows 

continued  from  page  41 

would  be  accessed  for  periodic 

follow-up  calls  to  the  customer. 

“As  action  occurs,  updates  can 
be  communicated  to  the  main¬ 
frame  data  base  so  someone  with 
access  to  that  data  base  can  take  a 
look  at  the  marketing  program  to 
see  how  well  it  did,”  Feuss  said. 
“You  have  tracking  at  each  stage 
of  the  sales  cycle.” 

Financial  services  firms  have 
expressed  great  interest  in  the 
product,  Feuss  said.  The  main¬ 
frame  software  package  is  avail¬ 
able  now,  starting  at  $100,000. 

The  Brock  software,  which 
was  developed  by  Brock  Control 
Systems,  Inc.  of  Atlanta,  will  be 
marketed  by  Brock  and  AT&T. 
The  product  consists  of  four  mod¬ 
ules  that  work  with  an  Informix 
Software,  Inc.  data  base:  the  Sales 
Activity  Manager,  Customer  Sup¬ 
port  Activity  Manager,  Telemar¬ 
keting  Activity  Manager  and  Or¬ 
der  Entry  Activity  Manager. 
Customers  must  buy  either  the 
Sales  Activity  Manager  or  the  Cus¬ 
tomer  Support  Activity  Manager; 
the  Telemarketing  Activity  Man¬ 
ager  and  Order  Entry  Activity 
Manager  are  options. 


“Y 

X  ou  have  tracking 
at  each  stage  of  the 
sales  cycle,”  according 
to  Feuss. 

▲  ▲▲ 


Although  custom  versions  of 
the  Order  Entry  option  are  avail¬ 
able  now  from  Brock,  they  will 
not  be  available  from  AT&T  until 
the  first  quarter  of  1990. 

The  Sales  Activity  Manager  al¬ 
lows  telemarketing  agents  to  up¬ 
date  information  on  customers  or 
sales  prospects  listed  in  the  data 
base,  according  to  Sandy  Brown, 
product  manager. 

After  contacting  a  customer, 
agents  can  access  form  letters  to 
follow  up  with  customers  or  they 
can  utilize  the  software  to  pre¬ 
pare  a  sales  proposal.  Any  follow¬ 
up  activity  is  entered  in  the  cus¬ 
tomer’s  file,  giving  anyone  who 
accesses  the  customer  profile  a 
more  detailed  account  history. 

Designed  for  troubleshooting 
purposes,  the  Customer  Support 
Activity  Manager  contains  ac¬ 
count  service  histories  and  prob¬ 
lem/solution  scenarios  to  help 
agents  assist  customers,  Brown 
said.  Agents  would  be  able  to  ac¬ 
cess  information  about  any  past 
problems  a  customer  may  have 
had,  as  well  as  any  other  known 
scenarios  that  could  have  caused 
the  problem. 

The  Telemarketing  Activity 
Manager  automates  telemarket¬ 
ing  applications  by  providing  call 
guides,  which  contain  telemar¬ 
keting  scripts.  Users  can  update 


Hitachi  arm  set  to  unveil  PBX 


records  automatically  using  func¬ 
tion  keys  that  are  programmed 
with  possible  customer  respons¬ 
es. 

Brock  is  available  now.  A 
package  for  a  telemarketing  cen¬ 
ter  supporting  20  agents  costs  ap¬ 
proximately  $40,000;  the  Tele¬ 
marketing  Activity  Manager  costs 
$500  per  agent.  The  additional 
cost  of  the  Informix  data  base  is 
based  on  the  processor  and  the 
software  version.  □ 
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The  ACD  function  is  identical 
to  that  offered  with  other 
HCX5000  models.  In  a  maximum 
41 6-line  configuration,  the  ACD 
can  support  250  answering  posi¬ 
tions.  Each  of  eight  subgroups, 
which  can  support  a  maximum  of 
64  lines,  can  hold  50  calls  in 
queue. 

HCX5300’s  call-accounting 


software  can  store  up  to  100,000 
call  detail  records  and  allocate 
charges  to  departments  or  indi¬ 
viduals. 

When  integrated  with  third- 
party  voice  mail  products,  the 
switch  supports  message-waiting 
lamps  and  one-button  return 
messaging.  Messaging  through  a 
text  message  center,  which  is 


used  to  provide  text  messages  on 
the  SelecSet  display,  is  also  sup¬ 
ported. 

HCX5300  is  available  now.  It 
costs  from  $450  to  $600  per  line, 
depending  on  configuration. 

Along  with  the  HCX5300,  Hi¬ 
tachi  introduced  a  switch  module 
that  can  be  located  up  to  four 
miles  away  from  a  central  PBX 
and  tied  to  the  hub  via  fiber-optic 
cable. 

Hitachi’s  Remote  Switched 


Towers  of  babble. 


What  we  have  here;  communicator  is  a  failure  to 
communicate. 

An  electronic  cacophony  of  disparate  subnetworks— PBX;s; 
LAN;s;  TVs.  Ail  working.  Each  with  its  own  language  and  agenda. 

To  handle  this  information  management  nightmare, 
scientists  at  our  NYNEX®  Science  &  Technology  Center  are  developing 
the  software  system  of  the  future. 

Manager  of  Managers. 

From  one  powerful  workstation  the  system  provides  global 
management  using  artificial  intelligence  to  isolate  failures  and  reduce 
subnetwork  downtime. 

This  is  only  one  of  our  insights  into  emerging  information 
technologies.  For  now-minded  futurists;  a  state-of-the-art  NYNEX 
network  management  solution  can  answer  needs  like  call  accounting; 
bill  verification  and  configuration  management  as  well  as  network 
planning  and  design. 

©  1989  NYNEX  Corporation 
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New  Cryptall  bridge  links 
E-nets  over  T-2  facilities 


Port  Module  (RSPM)  has  20  uni¬ 
versal  card  slots  and  can  support 
as  many  as  320  ports. 

RSPM  costs  roughly  30%  to 
40%  more  than  a  comparably 
equipped  HCX5300  at  a  central- 
site  location  with  the  same  num¬ 
ber  of  ports  because  of  hardware, 
cabling  and  power  costs. 

Attendant  console 

Rounding  out  Hitachi's  PBX- 
related  announcements  is  the  Se- 


lecSet  500A  attendant  console, 
designed  for  HCX5000  users  with 
heavy  communications  traffic. 
The  console  offers  an  eight-line 
by  40-character  LCD  display,  24 
programmable  keys,  13  fixed 
keys  and  six  soft  keys,  which  are 
dynamically  configured. 

The  console  displays  informa¬ 
tion  about  call  status,  text  mes¬ 
sages,  date  and  time.  It  can  also 
be  used  to  program  call  forward¬ 
ing,  message  waiting  and  other 


functions.  Up  to  12  loop  keys, 
which  are  used  to  place  incoming 
calls  on  hold,  are  supported. 

SelecSet  500A  is  available 
now.  It  costs  $6,000,  including 
the  interface  card  required  for 
the  PBX. 

The  Telecommunications  Di¬ 
vision  of  Hitachi  America,  Ltd. 
can  be  reached  in  writing  at  2990 
Gateway  Drive,  Norcross,  Ga. 
30071,  or  by  calling  (404)  446- 
8820.  □ 
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By  Tom  Smith 

New  Products  Editor 

CRANSTON,  R.I.  —  Cryptall 
Communications  Corp.  recently 
unveiled  a  bridge  that  can  be  used 
to  link  remote  Ethernets  over 
6.31 2M  bit/sec  T-2  digital  wide- 


area  facilities. 

The  3000  Series  T-2  Bridge, 
which  can  be  used  with  T-2  chan¬ 
nels  within  a  45M  bit/sec  T-3  link 
or  with  private  microwave  sys¬ 
tems,  packages  Ethernet  traffic  in 
X.25  format  to  overcome  the  lim¬ 
itations  of  throughput. 

Extra  capacity 

When  connecting  the  bridge  to 
the  T-2  port  of  a  T-3  multiplexer, 
users  will  have  capacity  left  for 
six  more  T-2  channels  or  24  T- 1  s, 
said  Jeffrey  Weiss,  president  of 
Cryptall. 

Although  the  Ethernet  trans¬ 
mission  speed  is  10M  bit/sec,  its 
actual  throughput  is  lower  be¬ 
cause  of  contention,  which  makes 
T-2  speeds  sufficient  for  bridging, 
Weiss  said. 

The  Series  3000  bridge  opti¬ 
mizes  throughput  by  encapsulat¬ 
ing  traffic  in  X.25  format,  en¬ 
abling  the  bridges  to  bypass  the 
collision  and  contention  inherent 
in  Ethernet. 

Formatting  data  in  X.25  also 
enables  the  bridge  to  maintain 
full-duplex  links  so  the  band¬ 
width  of  the  box  can  be  utilized  in 
both  directions. 

By  using  dedicated  logic 
to  perform  data  transfer  in¬ 
stead  of  the  bridge’s  Motorola 
Corp.  680 1 0  microprocessor,  the 
bridge  can  transfer  7,300 
packet/sec  and  has  a  filtering 
rate  of  14,800  packet/sec. 

In  an  interactive  Ethernet  en¬ 
vironment,  contention  limits  the 
number  of  packets  an  Ethernet 
can  generate  to  approximately 
6,000  per  second,  Weiss  claimed. 

Less  CPU  decision  making 

The  bridge’s  CPU  only  decides 
whether  each  packet  should  be 
forwarded  over  the  wide-area 
link.  Using  the  CPU  for  decision¬ 
making  and  packet-transfer  func¬ 
tions  would  degrade  perfor¬ 
mance,  Weiss  said. 

The  3000  Series  T-2  Bridge, 
like  most  Ethernet  bridges,  uses 
the  Spanning  Tree  Algorithm  to 
learn  the  network  topology  and 
establish  a  single  path  for  packet 
traffic. 

The  algorithm  also  finds  alter¬ 
nate  paths  in  the  event  of  a  fail¬ 
ure. 

Custom  filtering 

A  custom-filtering  feature  en¬ 
ables  the  system  administrator  to 
restrict  source  and  destination 
routing  for  security  reasons.  Sup¬ 
port  of  the  Data  Encryption  Stan¬ 
dard  with  ANSI  X9-17  key  man¬ 
agement  is  offered  as  an  optional 
security  feature. 

Cryptall’s  3000  Series  T-2 
Bridge  is  available  now;  it  costs 
$11,995.  The  encryption  facility 
costs  $1,500. 

Cryptall  can  be  reached  in 
writing  at  1110  Wellington  Ave., 
Cranston,  R.I.  02910,  or  by  call¬ 
ing  (401)  941-7600.  □ 


Whether  its  wide  area  broadband;  speech  recognition  or  exciting 
new  probes  into  expert  system  computer  logic,  NYNEX  scientists  are 
bringing  technology  to  fruition. 

See  why  the  answer  is  NYNEX.  Visit  TCA; 

September  26-28  in  San  Diego.  Booths  2112;  2113. 

The  NYNEX  family  of  companies  and  the  Science  &  Technol¬ 
ogy  Center  are  working  together  to  provide  leading  edge  answers  to  our 
customers  in  the  areas  of  advanced  computer  networks;  software;  mobile 
communications,  local  area  networks  and  telecommunication  networks. 

Our  technology  will  help  you  tower  over  the  competition. 

Need  to  communicate?  Need  to  compute?  The  answer  is 
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VMX  introduces  voice¬ 
processing  system 

continued  from  page  41 

mote  VMX  systems  have  to  preface  the 

mailbox  number  with  a  location  code  and 

can  designate  whether  the  message  should 

be  delivered  immediately  or  overnight  to 

take  advantage  of  lower  transmission 

costs. 

The  system  typically  informs  users  of 
messages  received  by  calling  their  exten¬ 
sion.  It  can  also  light  message-waiting 
lights  if  integrated  with  a  PBX  or  Centrex 
system  supporting  that  function. 

The  capability  to  send  interoffice  mes¬ 
sages  over  networked  VMX  systems  will  be 
a  major  benefit  to  users,  according  to 
Chambers. 

VMX  customers  with  multiple  locations 
often  rely  on  telephone  calls  or  internal 
memos  to  communicate  with  branch  loca¬ 
tions,  Chambers  said. 

“Now,  with  one  message,  a  user  can 
reach  everybody  in  headquarters  and  the 
field,  and  all  departments  can  be  operating 
in  lockstep,”  he  said.  “This  means  better 
internal  communications  and  higher  man¬ 
agement  team  performance.” 

Continuous  monitoring 

A  continuous  monitoring  function  is 
built  into  the  VMX  100  to  measure  perfor¬ 
mance  in  real  time. 

It  also  has  a  hardware  error  table  to 
track  internal  functions. 

A  VMX  technician  can  dial  in  from  a  re¬ 
mote  site  and  access  this  table  to  deter¬ 
mine  the  severity  of  a  problem. 

The  system  is  also  capable  of  automati¬ 
cally  placing  a  call  to  the  hardware  distrib¬ 
utor  in  the  event  of  a  problem  that  requires 
on-site  service,  Chambers  said. 

VMX  100  is  available  now.  Prices  range 
from  $8,000  for  the  two-port  configura¬ 
tion  to  $25,000  for  eight  ports. 

VMX  can  be  reached  by  writing  to  1 1 0 
Rose  Orchard  Way,  San  Jose,  Calif.  95134, 
or  by  calling  (408)  943-0878.  □ 


First  Look 
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personal  computer  adapter  card  that  si¬ 
multaneously  supports  4M  or  16M  bit/sec 
token-ring  connectivity,  3270  emulation 
and  user  applications  on  DOS  worksta¬ 
tions. 

The  6150  RAManager  is  targeted  at 
personal  computer  users  that  have 
reached  or  anticipate  reaching  the  memo¬ 
ry  capacity  of  their  microcomputer  or  us¬ 
ers  who  need  both  token-ring  and  host 
connectivity  via  3270  emulation. 

The  card  fits  in  a  single  slot  of  an  IBM 
Personal  Computer,  Personal  Computer 
XT  or  Personal  Computer  AT,  as  well  as 
Personal  System/2  Models  25  and  30.  The 
card  supports  either  shielded  or  unshield¬ 
ed  twisted-pair  wiring  and  conforms  to 


IEEE  802.5  and  802.2  standards. 

HLS’  circuitry  enables  the  board  to  ac¬ 
commodate  up  to  8M  bytes  of  memory, 
which  can  support  execution  of  802.2  and 
Network  Basic  I/O  System  protocols,  obvi¬ 
ating  the  need  for  additional  memory 
cards. 

Scheduled  to  ship  in  the  first  quarter  of 
1990,  the  6150  RAManager  costs  $1,195 
per  card. 

Hughes  LAN  Systems,  1225  Charles¬ 
ton  Road,  Mountain  View,  Calif.  94043; 
(415)966-7300. 


Microtronix  Datacom  unveils 
PAD  that  acts  as  FEP  for  VAXes 

Microtronix  Datacom,  Ltd.  recently  in¬ 
troduced  a  packet  assembler/disassem¬ 


bler  that  acts  as  a  front-end  processor  for 
Digital  Equipment  Corp.’s  VAX  minicom¬ 
puters. 

The  LSI-X.25  Ethernet  FEP  links  up 
to  five  X.25  19-2K  bit/sec  trunks  support¬ 
ing  up  to  1 28  logical  ports  to  a  DEC  VAX  via 
a  standard  Ethernet  connection.  When 
only  one  X.  2  5  trunk  is  used,  the  device  can 
support  speeds  up  to  56K  bit/sec. 

Host-based  software  works  with  soft¬ 
ware  running  on  the  LSI-X.25  Ethernet 
front-end  processor  to  handle  data  rout¬ 
ing. 

Remote  terminals  appear  to  the  host  as 
dial-up  modem  connections  on  an  asyn¬ 
chronous  port. 

The  LSI-X.25  Ethernet  FEP  can  be  used 
in  conjunction  with  remote  PADs  acting  as 
local  terminal  servers,  including  the 
Microtronix  CSI-X.25  PAD,  which  supports 


up  to  1 6  terminals  and  two  X.25  trunks. 

Available  now,  the  LSI-X.25  Ethernet 
FEP  is  priced  at  $20,000  and  up,  depend¬ 
ing  on  configuration. 

Microtronix  Datacom,  Ltd.,  125  Bes¬ 
semer  Road,  London,  Ontario,  Canada 
N6E 1P9;  (519)  681-3430. 


Priam  unveils  two  new 
versions  of  its  Priam  ND  System 

At  the  recent  NetWorld  ’89  in  Dallas,  Pri¬ 
am  Corp.  introduced  two  versions  of  the 
Priam  Network  Drive  (ND)  System,  an 

external  hard  disk  subsystem  with  an  AT- 
bus  Small  Computer  System  Interface 
(SCSI)  host  adapter  and  a  Novell,  Inc.-cer¬ 
tified  Value  Added  Disk  Driver  (VADD). 

The  ND330  and  the  ND670  have  330M 
and  670M  bytes  of  memory,  respectively, 
and  can  be  integrated  into  Novell  NetWare 
networks  via  the  VADD,  which  is  pre¬ 
formatted  for  NetWare. 

The  ND  system,  which  has  an  average 
data  transfer  rate  of  10M  bit/sec,  will  be 
able  to  accommodate  demanding  applica¬ 
tions  such  as  computer-aided  design,  desk¬ 
top  publishing  and  data  base  management, 
the  company  said. 

Evaluation  units  are  available  now,  with 
volume  shipments  scheduled  to  begin  later 
this  year.  The  ND330  is  priced  at  $4,750, 
and  the  ND670  is  priced  at  $7,950. 

Priam  Corp.,  350  E.  Plumeria,  San 
Jose,  Calif.  95134 ;  (408)  434-9300.  U 
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Only  Tigon  unlocks  the  full 
potential  of  telephone  answering. 

The  Tigon  Network  provides  full- 
featured  voice  messaging  to  all  your 
offices,  using  the  long  distance  4 
carrier  of  your  choice  That 
includes  two-way  voice  messaging, 
integrated  telephone  answering, 
message  waiting  indication,  multi- 
vendor  PBX  integration,  and  more 

We  offer  more  services  for  less  cost. 
That  means  you  control  a  sophisti¬ 
cated  X.25  network  without  the  head¬ 
aches  of  maintaining  equipment.  And, 
it’s  dependable  24  hours  a  day. 


Join  the  world’s  largest  voice 
messaging  network  today.  Call  and 
find  out  why  equipment  owners  are 
switching  to  the  Tigon  Network. 
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OlIR  V32  MODEMS  WERE 
DESIGNED  TO  GO  THROUGH  HELL 
TO  KEEP  INFORMATION  MOVING. 


It's  not  unusual  for  temperatures  to  hit  110 
degrees  while  ash  rains  from  the  sky  at  a  typical 
fire  camp.  Lives  are  on  the  line.  Your  equipment 
better  be  up  and  running. 

When  the  U.S.  Forest  Service  decided  upon 
NEC  V32  modems  to  help  organize  and  transmit 
the  massive  amount  of  information  necessary  to 
move  people  and  equipment,  provide  situation 
reports,  coordinate  air  drops,  and  handle  logistics, 
it  was  no  fluke. 

A  major  reason  they  chose 
NEC  9630  modems  was  their 
ability  to  transmit  at  the 
highest  possible  speed, 
virtually  error-free,  even 
over  worst  case  lines. 

Aside  from  that, 
our  modems  were  care- 

fully  scrutinized  for  N9635 

functionality,  compatibility 
with  existing  equip¬ 
ment,  ease-of-use 
and  overall 
quality. 

Obviously  we 

passed  the  test.  *9630 

When  it  comes  time  for  you  to  decide  which 
V32  modem  best  fits  your  needs,  be  aware  that  no 
one  has  a  more  complete  line  than  we  do. 

From  the  economical  N9631  to  the  sophisti¬ 
cated  N9635,  you’ll  find  advanced  features  such  as 
remote  configuration  and  monitoring,  auto  dial 
back-up,  and  complete  diagnostics  to  name  a  few. 
To  find  out  more,  call  us  at  1-800-222-4NEC 
ext.  1277. 

We  realize  you  may  never  push  your  modems 
to  the  extremes  the  U.S.  Forest  Service  does,  but 
we’re  experts  at  putting  out  fires  in  business,  too. 

Photo  courtesy  of  United  States  Forestry  Services. 

©1989  NEC  America,  Inc. 
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See  us  at  TCA  booth  #706  in  the  annex,  Sept.  26-29. 
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BY  STUART  BROTMAN 

Proposed  law 
spells  relief  from 
unwanted  messages 

The  Telecommunications  Subcommittee  of  the  U.S.  House  of 
Representatives  has  finally  mobilized  to  combat  a  problem  as 
prevalent  as  ring-around-the-collar.  The  Telephone  Advertising 
Regulation  Act,  a  bipartisan  effort,  is  aimed  at  regulating  junk 
telephone  calls  and  their  younger  but  equally  nasty  sibling,  junk 
facsimile  transmission.  It’s  about  time. 

Who  hasn’t  experienced  the  annoyance  of  answering  the 
telephone  only  to  find  a  gremlin  of  technology  on  the  line?  A 
disembodied  voice,  generated  by  a  machine  programmed  to 
make  50  or  100  calls  an  hour,  bellows  on  about  the  dream 
vacation  you’ve  just  won  or  why  aluminum  siding  will  make  all 
your  troubles  go  away.  Unfortunately,  slamming  the  receiver 

down  won’t  get  rid  of  the  of¬ 
fender.  Lacking  mortality,  the 
voice  continues  until  it  chooses 
to  stop,  keeping  you  from  mak¬ 
ing  calls  and  preventing  others 
from  reaching  you. 

The  junk  fax  phenomenon  is 
equally  troubling.  The  fax  ma¬ 
chine  in  recent  years  has  blos¬ 
somed  as  a  useful  instrument 
for  virtually  instantaneous  writ¬ 
ten  communication  between 
parties  across  town  or  around 
the  world.  Leave  it  to  some 
clever  entrepreneurs  to  envision  the  population  of  those  with 
fax  machines  as,  of  all  things,  a  marketing  opportunity. 

Armed  with  more  sophisticated  fax  machines  that  can 
broadcast  dozens  of  messages  at  a  time,  another  group  of 
telephone  renegades  has  arrived.  Reams  of  fax  paper  now  must 
be  paid  for  by  the  reluctant  recipients,  who  wind  up  shredding 
the  unwanted  messages  as  soon  as  they’re  received.  And  in  the 
business  world,  where  time  is  money,  tying  up  a  fax  machine 
with  unsolicited  messages  prompts  real  bottom-line  concerns  as 
well. 

Valiant  state  legislators  have  been  trying  to  combat  these 
dual  menaces  but,  frankly,  it  is  often  a  matter  of  too  little,  too 
late.  Less  than  half  of  all  states  have  enacted  legislation  or 
regulatory  provisions  that  deal  with  telephone  solicitation;  none 
to  date  have  passed  laws  limiting  the  use  of  fax  machines. 

That’s  why  the  zapping  effect  of  The  Telephone  Advertising 
Regulation  Act  can  bring  relief  to  millions  of  Americans  w'hile 
still  respecting  the  aims  of  those  on  the  other  end  who  believe 
the  values  of  a  free  enterprise  system  should  prevail.  Currently 
being  reviewed  by  the  House  Energy  and  Commerce  Committee 
after  its  approval  by  the  Telecommunications  Subcommittee,  the 
act  would  empower  those  who  have  a  telephone  or  fax  machine 
to  “Just  say  no.” 

The  legislation  would  require  the  Federal  Communications 
Commission  to  create  a  national  clearinghouse  that  would 
compile  and  maintain  lists  of  individuals  who  do  not  want  to 
receive  junk  telephone  calls  and  fax  messages.  The  cost  for 
running  this  clearinghouse  would  not  come  from  tax  dollars, 
but  rather  from  telemarketers,  who  would  pay  to  get  access  to 
these  lists  in  order  to  weed  out  those  who  are  only  willing  to 
buy  when  hell  freezes  over.  In  other  words,  everyone  wins. 

The  bill  also  includes  some  additional  provisions,  such  as 
requiring  the  FCC  to  set  technical  standards  for  autodialing  and 
fax  machines.  These  standards,  for  example,  could  force 
telemarketers  to  identify  themselves  at  the  outset  and  ensure 
that  a  receiving  party’s  line  is  released  within  five  seconds  after 
the  calling  party  has  performed  the  proverbial  slam  dunk. 

Such  details,  however,  are  merely  icing  on  the  cake  —  or 
overkill,  depending  upon  which  side  of  the  line  you’re  on.  □ 

Brotman  is  a  Boston-based  communications  lawyer  and 
management  consultant. 


L  ess  than  half  of  all 
states  have  legislation 
that  deals  with 
telephone  solicitation. 
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Farewell  to 
a  respected  regulator 


In  this  deregulatory  era,  reg¬ 
ulators  are  often  unfairly  por¬ 
trayed  as  stodgy  bureaucrats  sit¬ 
ting  behind  gunmetal  gray  desks 
and  creating  new  rules,  each  one 
more  cumbersome  and  ineffi¬ 
cient  than  the  last. 

There  have  been  a  few  regu¬ 
lators  over  the  years  who  were 
not  particularly  adept  at  carry¬ 
ing  out  their  responsibilities. 
But  to  be  fair,  regulators  have  a 
largely  thankless  job.  They’re 
pushed  and  pulled  by  Congress, 
the  courts,  fellow  regulators  and 
corporations.  Their  skills  and 
knowledge  must  span  a  wide 
range  of  disciplines,  especially 
technology,  law  and  politics. 

Regulators  must  also  be  will¬ 
ing  to  accept  salaries  that  are 
about  half  of  what  their  col¬ 
leagues  in  the  private  sector  are 
paid.  It’s  a  wonder  that  any  regu¬ 
lator  keeps  sight  of  the  public  in¬ 
terest  in  this  atmosphere. 

Federal  Communications 
Commissioner  Patricia  Diaz 
Dennis  was  one  of  those  rare 
regulators  who  never  forgot  she 
was  there  to  serve  the  public. 
Her  term  expired  in  June,  and  at 
the  end  of  this  week,  she  will  re¬ 
turn  to  the  private  sector  as  head 
of  the  communications  section 
at  the  Washington,  D.C.  law  firm 
Jones,  Day,  Reavis  &  Pogue. 

Diaz  Dennis  was  a  member  of 
the  National  Labor  Relations 
Board  for  three  years  before 
joining  the  FCC  in  1986.  Al¬ 
though  she  was  most  vocal  on 
common  carrier  issues,  Diaz 
Dennis’  background  also  made 
her  thoroughly  familiar  with 


broadcast  issues.  From  1979  to 
1983,  she  was  an  assistant  gen¬ 
eral  attorney  for  the  American 
Broadcasting  Company. 

Diaz  Dennis  was  born  in 
New  Mexico  and  went  to  school 
in  California.  In  Washington, 
where  careers  are  often  made  by 
going  to  the  right  Ivy  League  col¬ 
lege  or  by  coming  from  the  right 
family,  this  made  her  something 
of  a  political  outsider. 


s 

he  was  often 
opposed  by  powerful 
companies,  but  almost 
everyone  who  met  with 
her  thought  they  got  a 
fair  hearing. 
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Maybe  that’s  why  she  was  al¬ 
ways  willing  to  speak  her  mind 
—  a  trait  that  frequently  put  her 
at  odds  with  FCC  Chairman  Den¬ 
nis  Patrick,  who  had  complete 
faith  in  the  marketplace  as  an  in¬ 
fallible  decision  maker  if  freed 
from  the  burden  of  regulation. 

Diaz  Dennis  was  so  disturbed 
by  some  decisions  issued  by  the 
FCC’s  majority  of  two  that  she  is¬ 
sued  statements  disassociating 
herself  from  them.  For  example, 
when,  the  FCC  allowed  AT&T  to 
offer  Tariff  12  arrangements, 
Diaz  Dennis  said  the  public  in¬ 


terest  is  not  served  by  an  FCC  de¬ 
cision  based  on  such  a  swampy 
foundation  that  it  might  well  be 
overturned  after  a  lengthy  court 
battle. 

She  also  questioned  how  the 
public  interest  would  be  served 
by  allowing  AT&T  to  proceed 
with  Tariff  15,  which  allows  the 
carrier  to  respond  to  competi¬ 
tors’  off-tariff  offers.  Such  ar¬ 
rangements  enable  AT&T  to 
charge  different  rates  for  the 
same  service,  even  though  this 
type  of  discrimination  seems  to 
be  clearly  prohibited  by  the 
Communications  Act  of  1934. 

Nearly  everyone  in  Washing¬ 
ton  who  ever  dealt  with  Diaz 
Dennis  confesses  respect  for 
her,  albeit  grudgingly  in  some 
cases.  She  was  often  opposed  by 
powerful  companies  on  major 
issues,  but  almost  everyone  who 
met  her  felt  they  got  a  fair  hear¬ 
ing.  This  quality  was  particularly 
admirable  since  she  served  at 
the  agency  during  one  of  its 
most  politicized,  ideologically 
driven  periods. 

Diaz  Dennis  was  also  respect¬ 
ed  because  she  did  her  home¬ 
work.  Immediately  after  joining 
the  commission,  she  studied 
hard  to  learn  the  complex  issues 
she  would  be  asked  to  vote  on. 
Any  time  she  held  a  meeting,  she 
was  prepared,  file  in  hand,  to 
discuss  the  issues. 

Maybe  regulation  wouldn’t 
have  such  a  bad  name  in  this 
country  if  there  were  more  regu¬ 
lators  like  Diaz  Dennis.  Whoever 
replaces  her  at  the  FCC  will  have 
very  big  shoes  to  fill.  □ 
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OPINIONS 


BY  ED  WARD 

Technology  pushers  may  be 
hazardous  to  corporate  health 


“Technology  push  and  mar¬ 
ket  pull”  is  the  latest  industry 
concept.  Oh,  it  still  ranks  some¬ 
where  below  “strategic,”  “inte¬ 
grated”  and  “enterprise”  in  the 
official  Consultants’  Book  of 
Magic  Incantations,  but  it’s 
clearly  gaining  ground.  It  is  be¬ 
ing  bandied  in  more  and  more 
conferences  and  seminars  to  ex¬ 
plain  why  some  pet  prediction 
or  forecast  will  come  to  pass, 
and  it  would  be  just  part  of  the 
general  conceptual  clutter  in  the 
industry  except  for  one  thing: 
It’s  a  lie. 

“Technology  push”  doesn’t 
exist.  There  is  only  market  pull. 
The  concept  of  balancing  forces 
—  push  and  pull  —  is  appealing; 
it  somehow  seems  more  com¬ 
plete  and  natural  than  either 
force  by  itself,  like  yin  and  yang. 
But  that  only  makes  it  an  appeal¬ 
ing,  well-balanced  lie. 

Not  that  there’s  anything  in¬ 
herently  wrong  with  lies;  sim¬ 
plistic  models  may  sometimes 
be  inaccurate  but  still  manage  to 
reduce  complex  concepts  to 
manageable  terms.  False  expla¬ 
nations  only  become  dangerous 
when  we  begin  basing  actions  on 
them:  A  child’s  belief  in  the 
tooth  fairy  is  normal  and  harm¬ 
less  —  unless  the  child  starts 
pulling  teeth  for  extra  spending 
money. 

The  concept  of  technology 
push  and  market  pull  is  now  be¬ 
ing  voiced  so  often  and  from 
such  respected  sources  that  a 
growing  danger  exists:  Someone 
may  actually  begin  to  believe  in 
it.  Worse,  someone  may  rely  on 
it  for  strategic  planning.  Tele¬ 
communications  planning  is  dif¬ 
ficult  enough  without  the  added 
confusion  of  a  false  premise. 
Now  is  the  time  to  exorcise  that 
myth. 

Economics,  for  example,  rec¬ 
ognizes  the  forces  of  supply  and 
demand,  not  push  and  demand. 
The  effect  of  supply  is  wholly  de¬ 
pendent  on  demand,  or  market 
pull.  If  there  is  no  demand  for 
the  product,  the  result  is  an  un¬ 
used  surplus,  not  pressure  on 
consumers  to  use  more.  So  the 
critical  factor  in  assessing  the  ef¬ 
fect  of  any  new  technology  is  the 
presence  of  an  identifiable  busi¬ 
ness  need,  a  market. 

One  source  of  confusion  over 
the  role  of  technology  is  that 

Ward  is  network  services 
manager  at  American  Man¬ 
agement  Systems  in  Arling¬ 
ton,  Va. 


many  people  in  the  industry  mis¬ 
take  invention  for  innovation. 
Innovation  changes  the  way 
people  do  things;  invention 
merely  presents  another  way 
that  things  could  be  done.  Inven¬ 
tion  creates  no  change  by  itself, 
but  if  it  meets  some  market 
need,  it  may  result  in  innova¬ 
tion.  On  the  other  hand,  some 
new  way  of  doing  things  that 
meets  a  market  need  can  be¬ 
come  a  true  innovation,  even  if 
there  is  no  new  technology  in¬ 
volved  —  no  invention. 

For  instance,  a  recently  in¬ 
vented  salon  hair  dryer  that 


V 

JL  alse  explanations 
only  become  dangerous 
when  we  begin  basing 
actions  on  them. 

AAA 


dries  hair  in  five  minutes  instead 
of  30  was  never  produced  be¬ 
cause  salons  count  on  having  30 
minutes  to  get  the  next  customer 
ready.  There  was  no  market,  no 
change  in  the  way  things  are 
done  —  no  innovation. 

Within  our  own  industry,  Sat¬ 
ellite  Business  Systems  em¬ 
braced  satellite  technology  at  a 
time  when  the  space  shuttle  had 
captured  America’s  imagina¬ 
tion.  Although  IBM  —  perhaps 
the  finest  marketing  organiza¬ 
tion  ever  developed  —  promot¬ 
ed  it,  it  failed.  New  technology, 
but  no  market:  push  without 
pull. 

On  the  other  hand,  American 
Airlines,  Inc.  completely  revolu¬ 
tionized  the  airline  industry  with 
the  introduction  of  SABRE.  Us¬ 
ing  SABRE  to  establish  ties  be¬ 
tween  the  airline  and  individual 
travel  agencies  is  the  foremost 
textbook  example  of  applying 
telecommunications  technology 
for  strategic  advantage,  one  that 
has  withstood  the  combined  ef¬ 
fects  of  time  and  the  deregula¬ 
tion  of  both  the  telecommunica¬ 
tions  and  the  airline  industries. 

Yet  SABRE  was  a  relatively 
simple  system  that  relied  on  ex¬ 
isting,  proven  telecommunica¬ 
tions  technology  —  modems 
and  analog  lines  -—  to  develop  a 
totally  new  way  of  doing  busi¬ 
ness.  A  case  of  innovation  with¬ 
out  invention,  market  pull  with¬ 


out  technology  push. 

Another  source  of  confusion 
about  the  role  of  technology 
push  in  shaping  the  future  of 
telecommunications  is  the  corps 
of  techno-crows  in  the  industry, 
who  are  irresistibly  drawn  to  the 
gleam  of  each  bright,  shining 
bauble  of  technology.  They  have 
found  that  new  technology  can 
be  fun  and  exciting  to  play  with, 
but  they  mistake  their  interest  in 
it  for  some  larger  imperative 
that  technology,  once  found, 
must  be  used.  These  are  general¬ 
ly  bright  and  well-meaning  folks 
who  have  simply  mistaken  good 
fun  for  good  business. 

But  good  business  cannot 
base  its  forecasting  on  the  push 
of  technology.  Technology  does 
not  push;  at  its  best,  it  enables.  It 
can  provide  a  wider  range  of  op¬ 
tions  to  address  business  prob¬ 
lems,  but  telecommunications 
managers  evaluating  the  future 
of  their  networks  must  base 
their  projections  on  the  pulls  of 
their  specific  markets,  not  the 
push  of  some  promised  technol¬ 
ogy- 

What  feels  like  the  push  of 
technology  is  too  often  nothing 
more  than  a  nudge  from  some 
industry  expert,  warning  that  if 
your  competitors  implement 
their  new  pet  technology  before 
you  do,  they  will  automatically 
seize  an  insurmountable  com¬ 
petitive  advantage. 

In  the  real  world,  planning 
based  on  this  kind  of  push  fre¬ 
quently  results  in  an  organiza¬ 
tion  investing  in  new  commu¬ 
nications  technologies  that 
merely  enhance  the  network  but 
do  not  improve  the  flow  of  infor¬ 
mation,  which  is  the  business  of 
the  network. 

Innovation  is  still  the  result 
of  the  skillful  application  of 
technology,  not  technology  it¬ 
self.  Success  still  requires  that 
managers  thoroughly  learn  the 
business  their  networks  support 
and  have  the  imagination  to  find 
better  ways  to  support  and  ex¬ 
pand  that  business  —  whether 
through  new  technology  or  old. 

So  the  next  time  someone 
paints  a  picture  of  the  future 
based  on  the  push  of  some  hot, 
new  technology,  sit  down,  have 
a  drink  and  try  a  little  experi¬ 
ment.  First,  put  a  straw  in  your 
drink  and  try  sipping  a  little  of  it. 
Next,  put  your  hand  in  the  glass 
and  try  pushing  the  drink  up 
through  the  straw.  Then  decide 
for  yourself  which  is  more  effec¬ 
tive:  push  or  pull.  □ 
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ETTERS 


Buy  that  man  a  Bud 

In  my  letter  to  the  editor 
(“A  simple  answer?”  NW, 
Sept.  11),  I  stated  that  a 
wealth  of  information  is  avail¬ 
able  that  explains  how  to 
solve  “the  puzzle  of  indepen¬ 
dent  logical  unit  support.” 

It  seems  Joe  Mohen,  who 
responded  to  the  letter,  did 
not  take  the  time  to  peruse 
the  reference  provided  in  that 
letter.  I  will,  therefore,  direct¬ 
ly  answer  his  question,  “What 
specifically  indicates  to  the 
Network  Control  Program 
(NCP)  and  VTAM  that  the 
node  it  is  communicating  with 
is  PU  2.1  or  PU  2.0?” 

The  NCP  gen  parameter 
XID = YES  indicates  to  the 
NCP  (and  indirectly  to  VTAM) 


that  a  physical  unit  may  be  PU 
2.1 -capable.  This  causes  the 
NCP  to  send  a  NULL  XID 
command  to  the  physical  unit 
at  physical  unit  activation 
time  to  determine  its  capa¬ 
bility. 

If  a  physical  unit  responds 
with  an  XID  Type  3,  then  the 
NCP  and  VTAM  will  assume 
the  physical  unit  is  a  2.1  node 
( continued  on  page  70 ) 

Network  World  welcomes 
letters  from  its  readers. 

Letters  should  be  typed, 
double-spaced  and  sent  to 
Editor,  Network  World,  375 
Cochituate  Road,  Box  9171, 
Framingham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 


“OPINION  IN  GOOD  MEN  IS  BUT  KNOWLEDGE  in  the 

making.”  Share  some  of  your  knowledge  with  your  fellow  men 
and  women  by  writing  a  guest  column  for  Network  World’s 
Opinions  pages. 

Columns  should  be  timely,  opinionated,  literate,  thoughtful 
and  accurate. 

Manuscripts  should  be  letter-quality,  double-spaced  and 
between  600  and  900  words  in  length.  Disk  or  modem 
submissions  are  preferred. 

If  you’d  like  to  write  a  column,  call  Steve  Moore,  features 
editor,  at  (508)  820-2543,  ext.  732,  or  fax  your  idea  to  us  at 
(508)  879-3167. 
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The  race 


is  on 


CONTINUED  FROM  PAGE  1  systems’  capability  to  service 

driving  CCS7  deployment  in  the  calls  between  the  various  central 
public  network  today.  First,  the  office  and  tandem  switches, 
in-band  trunk  signaling  systems  Modern  central  office  services 
widely  used  by  exchange  carriers  are  beginning  to  require  that 

for  central  office-to-central  of-  many  kinds  of  information  mes- 

fice  signaling  throughout  North  sages  pass  between  the  switching 

America  are  physically  too  slow.  nodes.  The  signaling  system’s 
The  complexity  of  the  carrier  role  in  transmitting  end-to-end 

sendees  today  requires  a  more  information  dictates  that  it  have 

robust  signaling  system.  A  CCS7  some  of  the  same  characteristics 

signaling  channel  runs  at  a  higher  as  a  reliable  data  protocol, 
speed  because  it  has  a  greater 
bandwidth  —  56K  or  64K  bit/  The  status  quo 
sec.  All  line,  supervision,  inter-  Most  U.S.  carriers  are  current- 
register  and  maintenance  signals  ly  deploying  CCS7  throughout 

are  binary  encoded  and  made  up  their  service  areas.  Last  fall,  US 

into  signal  units  optimized  for  Sprint  Communications  Co.  be- 

digital  links  at  56K  or  64K  bit/  came  the  first  interexchange  car- 

sec.  The  signal  information  field  rier  to  deploy  CCS7  fully  in  all  of 

maybe  up  to  279  octets  in  length,  its  switches.  US  Sprint’s  41  North- 

Second,  the  older  signaling  ern  Telecom,  Inc.  DMS-250s  pro¬ 
systems  do  not  have  a  very  so-  vide  more  than  1,000  trunks  for 

phisticated  interoffice  signaling  SS7  signaling  in  its  domestic  net- 

capability.  Carriers  fear  that  new  work.  The  carrier  is  now  equip- 

services  —  particularly  Integrat-  ping  its  international  gateways 

ed  Services  Digital  Network  —  —  two  Northern  Telecom  DMS- 

are  going  to  require  the  exchange  300s  —  with  both  the  ANSI  and 

of  information  elements,  thereby  CCITT  versions  of  SS7. 
exceeding  the  present  signaling  US  Sprint  is  using  the  new  sig¬ 
naling  system  to  access  feature 
Gawdun  is  a  free-lance  writ-  data  bases,  US  Sprint’s  term  for 

er  based  in  Nashua,  N.H.  ( continued  on  page  50 ) 


Carriers  are  eager  to  complete 
full  CCS7  deployment 
in  the  U.S. 
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THE  RACE  IS  ON 


(continued  from  page  48) 
service  control  points,  which  provide 
translations  for  800  services,  authoriza¬ 
tion  code  lookups  and  other  features.  The 
benefits  US  Sprint  derives  from  CCS7  de¬ 
ployment  include  greater  customer  satis¬ 
faction  among  virtual  private  network  us¬ 
ers  and  reduced  access  charges  by  the 
exchange  carriers. 

MCI  Communications  Corp.  has  fully 
deployed  CCS7  for  interoffice  trunk 
switching.  Installation  was  completed  for 
the  tandem  level  in  March  and  for  the  rest 
of  the  network  switches  in  April.  MCI’s  call 
setup  and  disconnect  time  was  also  re¬ 
duced  significantly  after  the  carrier  imple¬ 
mented  the  new  signaling  technology. 

AT&T  deployed  the  first  common  chan¬ 
nel  signaling  system  in  the  U.S.  when  it 
rolled  out  Common  Channel  Interoffice 
Signaling,  a  variant  of  CCITT  Signaling 
System  6.  The  carrier  has  had  common 
channel  signaling  in  one  form  or  another 
since  197o;  CCS7  only  represents  an  im¬ 
provement  to  the  existing  out-of-band  sig¬ 
naling  techniques  that  have  been  fully  de¬ 
ployed  for  over  1 2  years. 

AT&T  is  in  the  middle  of  a  transition  to 
CCS7,  with  the  objective  of  completing  de¬ 
ployment  by  the  end  of  1989-  Although 
AT&T’s  motivation  for  moving  to  CCS7 
may  not  seem  as  high  as  its  competitors, 
the  carrier  is  fully  capable  of  handling  all 
of  the  CCS7  services  available  today. 

“The  AT&T  carrier  network  is  more  ro¬ 
bust  than  either  carrier  networks  from  MCI 
or  US  Sprint,”  says  Thomas  Nolle,  presi¬ 
dent  of  CIMI,  a  consulting  company  in 
Haddonfield,  N.J.  “AT&T  has  more  switch¬ 
ing  devices,  more  trunk  density  and  is 
more  highly  interconnected.  It  is  possible 
that  AT&T  is  able  to  achieve  satisfactory 
call  setup  speeds  in  its  network  without  re¬ 
sorting  to  CCS7  technology.” 

Among  the  independent  telephone 
companies,  GTE  Communications  Corp. 
and  Cincinnati  Bell  Telephone  have  com¬ 
mitted  to  deploying  CCS7  to  end  offices. 
By  1992,  GTE  Communications  plans  to 
have  7  0%  of  its  access  lines  serviced  by  end 
offices  with  CCS7  and  more  than  90%  by 
1995.  Cincinnati  Bell  plans  to  have  CCS7 
at  its  end  offices  by  1990. 

CCS7  is  also  being  deployed  in  the  end 
offices  of  rural  America  by  the  Indepen¬ 
dent  Telecommunications  Network,  Inc. 
(ITN),  an  association  comprised  of  US  In- 
telco  Networks,  Inc.,  35  independent  tele¬ 
phone  companies  and  a  consortium  of  oth¬ 
er  independent  telephone  companies. 

US  Intelco  Networks  sponsored  the  cre¬ 
ation  of  ITN  as  a  separate  company  to  de¬ 
ploy  SIGNET  7,  a  CCS7  network  over  which 
US  Intelco  Networks  would  offer  services 
nationwide  to  independents  in  the  same 
manner  that  CCS7  is  provided  to  the  Bell 
operating  companies  by  their  parent  re¬ 
gional  Bell  holding  companies. 

Through  the  ITN  consortium,  many 
small  independent  telephone  companies 
will  be  able  provide  new  services  to  users 
that  they  could  not  economically  provide 
by  themselves.  Eventually,  ITN  hopes  to  be 
able  to  sign  up  900  independent  telephone 
companies  for  CCS7  services. 

Deployment  interest 

The  interest  in  end  office  deployment  is 
very  high,  especially  among  small  inde¬ 
pendent  telephone  companies  located  in 
the  suburbs  of  the  large  metropolitan  ar¬ 
eas  where  an  RBHC  is  going  to  roll  out 
CCS7  services.  Other  independents  out¬ 
side  the  metropolitan  areas  have  already 
formed  regional  associations  for  obtaining 
CCS7  services  from  ITN. 

According  to  Dennis  Byrne,  executive 


director  of  operations  and  engineering  for 
the  U.S.  Telephone  Association,  the  small¬ 
er  independent  telephone  companies  need 
only  install  their  own  service  switching 
point  functions  and  a  link  to  ITN  through 
an  interexchange  carrier.  The  service 
switching  point  allows  a  switch  to  commu¬ 
nicate  with  the  rest  of  the  CCS7  network 
through  a  signal  transfer  point. 

Participating  member  independent 
telephone  companies  will  be  able  to  use 
the  CCS7  network  to  provide  800  data  base 
service  and  other  intelligent  network  ser¬ 
vices. 

CCS7  deployment  varies  greatly  among 
the  larger  exchange  carriers.  Some  are  de¬ 
ploying  CCS7  very  aggressively  all  the  way 
to  their  end  offices  because  they  want  to 
offer  services  that  create  additional  reve¬ 
nue. 


“Bell  Atlantic  Corp.  has  been  the  most 
ambitious  among  the  RBHCs  and  claims 
that  over  80%  of  its  COs  will  be  equipped  to 
serve  54%  of  their  access  lines  by  the  end 
of  this  year,”  says  John  Celentano,  a  con¬ 
sultant  with  Northern  Business  Informa¬ 
tion  in  New  York.  Bell  Atlantic  will  jointly 
provide  CLASS  services  in  New  Jersey  with 
United  Telecommunications,  Inc.  of  Kan¬ 
sas  City,  Mo. 

BellSouth  Corp.  also  will  pursue  an  ag¬ 
gressive  deployment  schedule  and  intends 
to  have  CCS7  in  end  offices  to  serve  29%  of 
its  access  lines,  according  to  information 
contained  in  the  most  recent  Federal  Com¬ 
munications  Commission  ruling  on  Docket 
86-10. 

US  West,  Inc.  indicates  that  70%  of  its 
800  service  traffic  will  originate  from  end 
offices  with  CCS7  by  1995,  and  Ameritech 


expects  to  have  170  of  its  end  offices  run¬ 
ning  CCS7  by  1992.  Other  RBHCs  have  not 
yet  publicly  announced  an  established 
schedule  for  CCS7  end  office  deployment. 

For  the  most  part,  the  RBHCs  have 
CCS7  deployed  in  their  tandem  access 
switches.  US  West  has  CCS7  capabilities  at 
50  of  its  tandem  access  switches.  Like  most 
RBHCs,  US  West  will  deploy  CCS7  in  the 
end  offices  throughout  its  territory  after 
determining  the  economic  feasibility  of 
the  technology. 

CCS7  deployment  in  the  end  offices  will 
depend  heavily  on  cost  justification.  Not 
all  of  the  RBHCs  can  justify  the  cost  of  fully 
deploying  CCS7  in  their  end  offices  at  this 
time. 

In  the  first  phase,  many  RBHCs  will  be 
deploying  SS7  for  internal  use,  primarily 
for  intra-local  access  and  transport  area 


They  said  theie  was 
no  way  we  could 
get  a  reliable, 
state-of-the-art 
network  that  wouldn’t 
need  a  bk  staff  or 
beoome  obsolete-at  a 
price  we  could  affoid.” 


FULLY  INTEGRATED 
NETWORK  NODE 


NETWORK  WORLD  •  SEPTEMBER  25,  1989 

50 


THE  RACE  IS  ON 


traffic.  In  the  second  phase,  the  RBHCs  will 
be  able  to  interconnect  with  the  interex¬ 
change  carriers. 

“The  inability  to  interconnect  between 
the  RBHCs  and  the  interexchange  carriers 
is  the  biggest  obstacle  to  ubiquitous  end- 
to-end  CCS7  deployment,”  says  Nanci  Ad¬ 
ler,  a  consultant  with  Technologies  Man¬ 
agement,  Inc.  in  Winter  Park,  Fla. 

“Although  all  interexchange  carriers 
and  RBHCs  are  working  very  hard  to  im¬ 
plement  CCS7,  services  such  as  the  800 
data  base  access  will  not  work  or  be  com¬ 
pletely  functional  until  CCS7  is  fully  de¬ 
ployed  and  running  on  the  RBHCs’  access 
tandems  or  end  offices,”  she  says. 

The  first  interworking  trials  between  an 
RBHC  and  interexchange  carriers  will  be¬ 
gin  at  the  end  of  this  year  and  will  last  until 
June  1990.  “The  purpose  of  the  trial  is  to 


find  out  if  there  are  any  significant  inter¬ 
operability  issues  for  passing  CCS7  infor¬ 
mation  between  various  manufacturers, 
central  office  switches  and  an  interex¬ 
change  carrier’s  network,”  says  Eric  Cas¬ 
tillo,  staff  manager  of  network  planning 
for  BellSouth. 

The  initial  phase  of  the  trial  will  deter¬ 
mine  if  the  software  developed  by  North¬ 
ern  Telecom  for  its  DMS  family  of  network 
switches  will  operate  according  to  Bell- 
South’s  requirements.  In  the  second 
phase,  BellSouth  will  test  the  interworking 
among  the  Northern  Telecom  switches  in 
the  Southern  Bell  Telephone  and  Tele¬ 
graph  Co.,  South  Central  Bell  Telephone 
Co.  and  AT&T  networks. 

Interexchange  carriers  participating  in 
the  second  phase  include  AT&T,  MCI  and 
US  Sprint.  Bell  Communications  Research 


of  Livingston,  N.J.,  is  helpingto  administer 
the  trial,  and  the  appropriate  results  will 
be  released  to  the  rest  of  the  industry.  The 
interworking  interfaces  that  will  be  tested 
are  specified  in  BELLCORE  TR-TSY- 
000394,  a  technical  requirements  publica¬ 
tion. 

CCS7-based  services 

One  of  the  basic  services  available  to¬ 
day  on  CCS7  is  alternate  billing.  The  carri¬ 
ers  use  the  line  information  data  base  for 
calling  card  verification  as  well  as  for  col¬ 
lect  and  third-party  billing,  all  of  which  are 
referred  to  as  alternate  billing  services. 

Today,  the  RBHCs  lease  access  to  the 
calling  card  verification  system  owned  by 
AT&T.  A  CCS7-based  alternate  billing  ser¬ 
vice  allows  the  billing  data  to  be  moved  to 
the  RBHCs’  data  bases  so  that  they  can  ver- 


“  I  showed  them  how  we  could. 


Now,  organizations  of  virtually  any 
size  can  have  access  to  the  most 
modern  telecommunications 
technology  without  a  major  capital 
investment.  How?  With 
Westinghouse  Network  Services. 

All  the  benefits  of  a  custom- 
designed  network-without 
the  nsks. 

Westinghouse  Network  Services  let 
you  connect  directly  to  the  full 
capabilities  of  the  industry’s  only 
co-located,  fully-integrated  voice 
and  data  network. 
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Network  Services 

•  Switched  voice 

•  Packet  switching 

•  Bulk  data  transport 

•  SNA  Networking 

•  Electronic  Mail 

•  Electronic  Data 
Interchange 


This  makes  using  these  state-of- 
the-art  network  services 
exceptionally  cost-effective.  You 
can  pick  and  choose  from  sendees 
like  packet  switching,  SNA 
networking,  ISDN,  System  Signaling 
7,  EDI,  electronic  mail,  and  many 


more— -and  pay  only  for  the  ones 
you  use.  You’re  assured  of  the 
flexibility  to  grow  and  easily 
reconfigure  your  system,  at  will, 
with  virtually  no  capacity  limit.  So 
there’s  no  major  capital  expense  or 
risk  of  obsolescence.  With  the 
unique  Westinghouse  network 
management  approach,  you  get  the 
highest  quality'  and  reliability',  too. 


Westinghouse  Network 
Services  Benefits 

-  State-of-the-art  network 

•  Sophisticated  network 
management 

•  Network  redundancy  and 
back-up 

•  Flexibility  to  grow 

•  No  major  capital  investment 
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The  Uncommon  Canier. 

Among  communications 
companies,  only  Westinghouse 
looks  at  the  network  as  a  total  entity. 
We  combine  network  capabilities  at 
the  transport  level  and  co-locate  all 
switches  to  offer  you  very  economi¬ 
cal  solutions  to  all  vour  voice  and 


data  needs.  You  can  select  whatever 
capabilities  you  need  simply  by 
accessing  the  network.  This  gives 
you  instant  access  to  a  powerful 
strategic  weapon— information.  To 
help  you  gain  a  competitive 
advantage. 

Tell  us  exactly  what  you  need. 
1-800-553-1500. 

Westinghouse  Communications  can 
help  you  create  the  most  useful, 
reliable,  expandable  telecommuni¬ 
cations  system  possible  for  your 
business.  So  call  us,  toll-free,  and 
tell  us  exactly  what  you’re  looking 
for.  We'll  help  you  get  the  state-of- 
the-art  system  you  need  at  a  price 
you  can  afford. 

You  can  be  sure... 
if  its  Westinghouse 
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ify  their  own  calling  cards. 

Another  capability  available  with  CCS7 
is  the  800  data  base  service,  which  is  not  as 
restrictive  as  the  current  800  services.  The 
existing  800  services  are  an  interim  solu¬ 
tion  approved  by  U.S.  District  Court  Judge 
Harold  Greene  to  allow  interexchange  car¬ 
riers  to  compete  in  the  800  services  mar¬ 
ketplace.  The  800  services  are  based  on 
NXX  codes  that  are  assigned  by  BELL¬ 
CORE. 

The  NXX  codes  are  uniquely  assigned  to 
interexchange  carriers;  customers  cannot 
change  carriers  without  changing  their 
800  number.  Currently,  the  800  call  rout¬ 
ing  is  done  according  to  the  NXX  code.  For 
example,  if  a  business  user  today  has  an 
800  number,  the  company  cannot  take  ad¬ 
vantage  of  a  lower  time-of-day  tariff  offer¬ 
ing  from  another  interexchange  carrier  to 
transport  the  call. 

With  a  CCS7-based  800  data  base,  it  is 
conceivable  that  a  company  would  have  its 
800  calls  routed  through  AT&T  between 
the  hours  of  8  a.m.  and  5  p.m.,  through  US 
Sprint  between  the  hours  of  5  p.m.  and 
midnight,  and  through  MCI  or  another  car¬ 
rier  between  midnight  and  8  a.m. 

This  time-of-day  routing  capability  al¬ 
lows  a  business  user  to  lower  the  cost  of 
800  calls  by  having  them  transported  by 
the  least  expensive  carrier  chosen  by  the 
customer  for  a  particular  time  of  day.  Al¬ 
though  the  RBHCs  have  the  technical  capa¬ 
bilities  to  provide  such  features,  whether 
they  will  be  allowed  to  offer  them  is  still  an 
open  regulatory  issue. 

Originally,  US  West  and  the  other 
RBHCs  were  planning  to  offer  800  data 
base  exchange  access  service  to  the  inter¬ 
exchange  carriers  in  1988.  But  a  number 
of  companies  raised  their  concerns,  and 
the  FCC  has  not  mandated  that  the  service 
be  offered. 

One  of  the  issues  brought  up  by  the  user 
community  and  the  intervening  compa¬ 
nies  is  postdial  delay.  Because  CCS7  for 
800  service  is  deployed  only  at  the  tandem 
switch  level  and  CCS7-based  call  setup  to 
interexchange  carriers  is  not  yet  available, 
the  call  cannot  be  sent  to  the  interex¬ 
change  carrier  until  the  last  digit  is  dialed 
and  a  data  base  query  is  performed  to  iden¬ 
tify  the  interexchange  carrier. 

This  causes  a  slight  delay  in  the  call  set¬ 
up  of  about  five  to  seven  seconds.  By  1990 
or  1 99 1 ,  software  will  become  available  so 
that  exchange  carriers  can  use  CCS7  sig¬ 
naling  to  interconnect  with  the  interex¬ 
change  carriers.  As  more  exchange  carri¬ 
ers  implement  the  software,  the  access 
time  for  800  calls  will  be  reduced  by  ap¬ 
proximately  four  seconds.  When  CCS7  is 
deployed  to  the  end  offices,  access  time 
will  be  either  less  than  or  equal  to  what  it  is 
under  the  current  NXX  plan. 

CPN  and  ANI 

One  of  the  features  of  CLASS  is  the  indi¬ 
vidual  calling  line  identification,  which 
identifies  the  caller  to  the  called  party 
while  the  telephone  is  ringing.  A  special 
terminal  with  a  built-in  LCD  can  be  at¬ 
tached  to  older  telephones,  or  users  can 
purchase  a  new  telephone  with  an  LCD  and 
functions  already  built  into  the  set. 

The  calling  party’s  identity  can  be 
transmitted  by  the  service  provider  as  the 
directory  number,  which  is  known  as  the 
Calling  Party  Number  (CPN),  or  as  the  bill¬ 
ing  number,  which  is  knowm  as  automatic 
number  identification  (ANI). 

Today  there  are  several  different  ways 
of  providing  CPN  to  end  users.  Some  tech¬ 
niques  use  a  piece  of  terminal  equipment 
and  in-band,  multifrequency  signaling 
( continued  on  page  52) 
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( continued  from  page  51) 
technology  to  derive  the  calling  number. 
In  most  cases,  these  techniques  are  avail¬ 
able  on  an  intraswitch  basis;  only  the 
called  parties  attached  to  the  local  ex¬ 
change  are  able  to  know  who  is  calling. 

Where  CCS7  exists,  it  is  possible  to  de¬ 
liver  CPN  on  an  interswitch  basis  by  using 
the  out-of-band  signaling  channel  that  car¬ 
ries  the  control  and  address  information. 
CCS7  is  the  only  interswitch  technology 
capable  of  delivering  CPN.  The  CPN,  or  di¬ 
rectory  number,  in  an  SS7  message  is 
called  the  calling  party  number  parameter. 

The  growth  of  CPN,  however,  will  be 
limited  to  private  networks  unless  CCS7 
becomes  available  at  all  end  offices  and  the 
calling  number  privacy  issues  are  resolved. 

Many  private  branch  exchange  users  on 
private  networks  are  able  to  receive  the 


identity  of  the  station  or  extension  of  the 
calling  party  if  the  PBXs  in  the  network 
came  from  the  same  vendor.  In  an  SS7  en¬ 
vironment,  station  identification  will  also 
become  possible  on  calls  made  through  the 
public  network  between  PBXs  from  differ¬ 
ent  vendors. 

According  to  Walt  Roehr,  an  indepen¬ 
dent  consultant  with  Telecommunications 
Networks  Consulting  in  Reston,  Va.,  the 
32-bit  message  field  of  the  SS7  protocol  is 
fully  capable  of  delivering  the  calling  party 
number  to  the  called  party  via  the  Q.93 1 
protocol.  This  assumes  that  a  demand  ex¬ 
ists  to  receive  station  identification  from 
behind  PBXs,  that  manufacturers  agree  to 
implement  the  Q.93 1  interface  in  the  same 
way  and  that  users  will  subscribe  to  ISDN 
services. 

In  the  SS7  protocol,  the  charged  num¬ 


ber  parameter  (CNP)  is  the  functional 
equivalent  of  ANI,  which  is  used  by  tele¬ 
phone  companies  for  billing  purposes.  The 
CNP  allows  the  service  provider  to  render 
its  own  bills  by  providing  access  to  the 
charging  information. 

In  a  CCS7  interworking  scenario,  the 
ANI  received  from  an  end  office  through 
multifrequency  signaling  would  be  auto¬ 
matically  converted  to  the  CNP  for  trans¬ 
port  to  the  interexchange  carrier  in  an  SS7 
message.  When  all  end  offices  have  SS7, 
they  will  use  CNP  instead  of  ANI. 

Today,  both  AT&T  and  MCI  can  deliver 
ANI  by  packetizing  the  in-band  signaling 
information  and  transporting  it  through 
their  networks  on  the  out-of-band  signal¬ 
ing  channel.  For  example,  MCI  can  trans¬ 
port  ANI  over  its  net  as  an  out-of-band  sig¬ 
nal  but  can  deliver  ANI  to  the  user’s  call 


terminating  point  as  an  in-band  signal. 

Users  benefit  because  they  can  take  ad¬ 
vantage  of  ISDN  capabilities  without  hav¬ 
ing  to  buy  ISDN  terminal  equipment.  With 
CCS7,  there  is  no  requirement  to  translate 
or  convert  the  analog  in-band  signaling  in¬ 
formation. 

CCS7  also  supports  ISDN  services;  how¬ 
ever,  most  users  will  not  communicate  di¬ 
rectly  with  the  SS7  protocol  on  ISDN  ac¬ 
cess  links.  Instead,  they  will  use  a  Q.93 1 
protocol  between  their  premises  equip¬ 
ment  and  the  central  office.  This  ISDN  pro¬ 
tocol  relays  requests  to  other  switches  us¬ 
ing  the  SS7  formats  established  in  the 
Q.700  series  of  protocols.  An  ISDN  con¬ 
nection  cannot  be  made  unless  there  is  co¬ 
operation  between  the  two  different  com¬ 
mon  channel  signaling  systems. 

Currently,  ISDN  is  predominantly  an  is¬ 
land  technology;  its  availability  is  restrict¬ 
ed  to  areas  served  by  digital  switch  tech¬ 
nology.  Basically,  the  ISDN  features  and 
functions  remain  captives  of  those  islands. 
With  the  availability  of  CCS7  support  of 
ISDN,  the  various  ISDN  switches  will  be¬ 
come  interconnected. 

Deployment  hurdles 

The  full  benefit  of  CCS7  cannot  be  real¬ 
ized  soon  because  the  interexchange  carri¬ 
ers  and  exchange  carriers  have  not  yet 
connected  their  CCS7  networks.  All  of  the 
major  interexchange  carriers  are  actively 
negotiating  with  the  RBHCs  to  determine 
how  the  CCS7  networks  should  interwork. 

The  discussions  between  interexchange 
carriers  and  exchange  carriers  are  intend¬ 
ed  to  ensure  that  all  the  carriers  select  SS7 
protocol  service  options  in  the  same  way. 

“There  are  no  significant  technical  is¬ 
sues  that  would  prevent  interconnection  of 
various  carriers’  CCS7  networks,  assuming 
plant  equipment  availability,”  says  Terry 
Pleasant,  member  of  the  technical  staff  for 
Technical  Interconnection  Planning  at 
BELLCORE  and  moderator  for  the  SS7 
Workshop  of  the  Industry  Carriers’  Com¬ 
patibility  Forum  (ICCF). 

“The  time  required  to  upgrade  the 
[Public  Switched  Telephone  Network]  is 
the  major  factor  affecting  ubiquitous  CCS7 
deployment.  The  universe  of  switching 
nodes  is  so  large  in  all  of  the  carriers’  nets 
that  it  is  not  practical  to  deploy  SS7  func¬ 
tions  to  all  switching  devices  in  one  year.” 

The  majority  of  the  switches  in  carrier 
networks  do  not  have  to  be  replaced  at  the 
moment.  There  are  still  nearly  1,800 
1AESS  switches  in  the  exchange  carriers’ 
networks  that  will  not  be  replaced  in  the 
foreseeable  future.  It  is  possible  to  have 
CCS7  on  a  1 AESS,  but  it  is  very  expensive. 

Although  carriers  perceive  that  no  tech¬ 
nical  obstacles  exist  for  interworking 
CCS7,  a  few  issues  must  be  resolved  re¬ 
garding  ongoing  operations  of  intercon¬ 
nected  CCS7  networks. 

“There  are  numerous  operations  and 
maintenance  details  that  need  to  be 
worked  out  regarding  the  CCS7  interface,” 
says  Bill  Vest,  director  of  Network  Funda¬ 
mental  Planning  for  US  Sprint. 

“Carriers  still  need  to  determine  who  is 
going  to  be  responsible  for  provisioning 
the  links,  monitoring  the  grade  of  service, 
identifying  the  control  office  to  perform 
tests  on  joint  trunks  and  other  issues,”  he 
continues.  “Unfortunately,  the  operation, 
administration  and  maintenance  of  the 
CCS7  specifications  was  defined  very  late 
by  BELLCORE.  Today,  this  is  the  greatest 
area  of  interworking  activity.” 

There  is  a  perception  in  the  industry 
and  among  end  users  that  not  all  standards 
have  been  set  for  CCS7  between  interex- 
( continued  on  page  54 ) 


The  Racal-Quanta 
Fiber  Product  Guarantee 

Our  free  one-year  service  contract  backs  our  promise  of 
flawless  fiber  product  performance. 
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®ne-gear  &erbice  Contract 


Now  the  finest  fiber  tech¬ 
nology  is  combined  with 
the  worldwide  support 
of  Racal-Milgo.  The  result 
is  Racal-Quanta,  a  company 
born  of  commitment  to  the 
most  reliable  fiberoptic  pro¬ 
ducts  and  services  available. 

Because  we’re  so  confident  that  you  can  depend  on  Racal-Quanta  fiber  modems 
and  muxes,  we’re  guaranteeing  their  flawless  operation  for  one  year.  Should  you  have 
a  problem,  it’s  no  problem.  Because  at  no  cost  whatever,  you  can  depend  on  Racal- 
Milgo’s  nationwide  team  of  over  400  field  service  personnel  for  on-site  repair  or 
replacement.  All  service  technicians  are  prompt,  highly  trained  and  well-equipped.  See 
for  yourself  —  take  us  up  on  our  bonus  offer  of  free  installation  of  your  first  two  units. 

Racal-Quanta  fiber  products  bring  efficiency  and  economy  to  local  area 
communications.  Ideal  for  campus,  multi-story,  or  office  environments,  our  modems 
and  muxes  help  you  take  advantage  of  fiber’s  special  characteristics.  Cost-effective, 
compact,  and  easy  to  install,  the  lines  are  immune  to  all  types  of  electrical  interference 
and  extremely  secure  from  intrusion. 

For  additional  information,  just  call  us  toll-free  1-800-328-2668  (in  California 
1-714-970-2966). 

For  problem-free  fiberoptic  systems,  reach  for  Racal-Quanta,  the  company  that’s 
reaching  beyond  today’s  standards. 

„® 


A  Division  of  Racal  Data  Communications,  Inc. 

5415  East  La  Palma  Avenue,  Anaheim,  CA  92807-2022  (3U3BB 

See  The  Faxnet  Form  On  Page  #79. 

Offer  good  for  limited  time.  Valid  in  the  contiguous  United  States  and  Hawaii  only.  Free  installation  limited  to  two  units  per  customer. 
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Western  Union 
introduces 
Desktop  Faxing. 

11\AIX7  I7A11  tQV  The  most  efficient  fax  machine  is  sitting  right  on  your 

•  iiUW  jUl I  vUll  iuA  desk.With  Western  Union’s  OfficeAccessSMmessagingserv- 

from  the  desktop  computer  can  now  fax  directly  from  their  install- 

j  •  1  i  I  ed  desktop  computer  terminal  or  PC. 

terminals  you  already  own. 

water  cooler  of  the  80’s  office.  But  with  2.  Eliminate  waiting  in  line 

OfficeAccess,  your  people  can  avoid  those  long  trips  to  XL  n  ™  n  A*  A 

the  fax  machine.  Because  they  won’t  be  using  it.  ctl  tllv  IdX  Iluivlllllu# 


3.  Send  up  to  999 
copies  all  at  once. 


Another  way  we’ve  made  faxing  faster  is  “broadcast  fax¬ 
ing”  or  the  ability  to  fax  a  document  to  as  many  as  999  dif¬ 
ferent  locations  at  one  time.  Just  compose  the  message 
once,  and  one  keystroke  automatically  sends  it  to  everyone 
on  your  mailing  list. 


Because  Western  Union’s  transmission  is  all  digital,  you’ll  jCUy  fhn  ploQTIGcf 
send  consistently  higher  quality  faxes,  instead  of  sending  ii  JC  UA  tllv  vlvdllvS  t 

5£8r5C,",,"“"  most  readable  copies  ever. 


5.  Get  automatic 
confirmation 


Now,  you’ll  never  have  to  waste  time  calling  to  find  out  if 
your  fax  got  through  because  Western  Union  automatically 
confirms  delivery  right  on  your  terminal  screen  as  soon  as  the 
message  reaches  its  destination. 

M  l  •  Whether  you’re  currently  using  Wang,  DEC,  IBM,  Apple  or  just 

01  aelivery.  about  any  other  system,  call  Western  Union  at  1-800-779-1111,  Dept.  180. 


And  find  out  how  fast  and  easy  Desktop  Faxing  can  be. 


©  1989  Western  Union  Corporation . 
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THE  RACE  IS  ON 


( continued from  page  52 ) 
change  carriers  and  exchange  carriers. 

“An  ANSI  standard  exists  for  the  main 
parts  of  the  SS7  protocol,  for  the  Message 
Transfer  Part  as  well  as  the  ISDN  User  Part, 
which  handles  the  call  setup.  All  of  these 
standards  have  been  adopted  by  ANSI  and 
are  reflected  in  BELLCORE  Technical  Ref¬ 
erences  used  by  all  of  the  [exchange  carri¬ 
ers],”  says  Bob  Simms,  head  of  the  signal¬ 
ing  systems  engineering  department  at 
AT&T  Bell  Laboratories.  Simms  is  respon¬ 
sible  for  technical  planning  for  CCS7. 

The  Message  Transfer  Part  represents 
the  three  lower  layers  of  the  SS7  protocol 
and  interfaces  directly  with  the  call  han¬ 
dling  functions  of  the  ISDN  User  Part. 

Although  there  are  standards  that  form 
the  basis  for  interworking,  there  is  a  ques¬ 
tion  about  which  options  will  be  exercised 


by  each  carrier  from  among  the  many  op¬ 
tions  available  for  the  SS7  protocol. 

Not  all  manufacturers  will  implement 
SS7  the  same  way.  One  equipment  vendor 
may  choose  to  implement  a  subset  of  SS7 
features  that  may  be  slightly  different  from 
the  subset  of  SS7  features  available  from 
another  manufacturer. 

“The  testing  and  integration  processes 
under  way  are  going  to  resolve  these  types 
of  issues,”  says  John  Robertson,  head  of 
the  network  architecture  planning  depart¬ 
ment  at  AT&T  Bell  Labs.  Robertson  is  re¬ 
sponsible  for  coordinating  ISDN  direction 
across  all  of  the  various  business  units 
within  AT&T. 

Carriers  have  additional  requirements 
regarding  the  interconnection  of  their  net¬ 
works.  All  carriers  want  to  protect  them¬ 
selves  from  spurious  signals  coming  across 


their  networks  from  other  networks.  They 
also  want  to  make  it  easier  for  the  adminis¬ 
tration  of  signaling  across  networks. 

For  example,  when  a  carrier  makes  a 
change  in  its  network,  the  signaling  should 
be  able  to  be  handled  without  a  lot  of  de¬ 
tailed  knowledge  of  the  other  carriers’  net¬ 
works.  The  carriers  must  be  able  to  per¬ 
form  screening,  point  code  assignment, 
signaling  network  management  and  other 
functions  that  have  been  standardized  in 
the  T1S1  committee  and  are  found  in  the 
BELLCORE  Technical  References. 

End  user  concerns 

If  the  carriers  do  not  get  their  switches 
to  interoperate  soon,  business  users  will  be 
forced  to  bypass  the  exchange  carriers  to 
obtain  the  CCS7  functions  they  need  from 
the  interexchange  carriers. 


In  some  of  the  Fortune  100  companies 
that  have  enterprisewide  networks,  the 
telecommunications  departments  are  buy¬ 
ing  Northern  Telecom  SL-lOOs  or  AT&T 
5ESSs.  Although  these  switches  are  being 
used  like  PBXs,  they  have  the  advantage  of 
being  able  to  use  CCS7  for  communicating 
directly  with  the  long-distance  network. 

“Some  large  companies,  especially  the 
ones  with  customer  service  applications, 
are  very  seriously  looking  at  plans  to  build 
private  tandem  networks  on  these  switch¬ 
es  and  using  CCS7  to  create  their  own  pri¬ 
vate  800  networks,”  says  Mary  Johnston,  a 
consultant  with  Northeast  Consulting  Re¬ 
sources,  Inc.  in  Boston. 

“Large  users  who  are  concerned  about 
gaining  a  two-  or  three-year  competitive 
edge  have  an  incentive  for  building  CCS7- 
based  networks  without  waiting  for  all  the 
carriers  to  provide  CCS7,”  she  says. 

Private  network  users  are  not  the  only 
ones  who  are  interested  in  this  type  of  ca¬ 
pability.  “The  FTS-2000  network  is  anoth¬ 
er  good  example  of  a  network  that  could 
become  a  large  private  CCS7-based  net¬ 
work,”  Johnston  says. 

Notwithstanding  the  current  logistical 
hurdles,  the  enormous  complexity  of  the 
public  network  and  unforeseen  regulatory 
impediments,  the  full-scale  deployment  of 
CCS7  will  occur  throughout  most  of  the  ex- 

“S 

Lyome  large 
companies  are  looking  at 
using  CCS7  to  create  their 
own  private  800  nets.” 
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changes  in  the  U.S.  by  the  mid-1990s,  ac¬ 
cording  to  industry  observers. 

CCS7  is  necessary  for  high-volume  in¬ 
telligent  network  services.  These  services 
represent  the  next  generation  of  network 
services,  such  as  800  data  base  services, 
900  services,  virtual  networks,  calling  card 
verification,  LATA-wide  Centrex  and 
CLASS.  Other  potential  services  are  net¬ 
work  automatic  call  distribution,  remote 
call  forwarding,  personal  communications 
services,  multimedia  conferencing  and 
network  access  to  messaging  services. 

The  services  are  called  intelligent  be¬ 
cause  the  call-processing  information 
does  not  reside  in  the  network  switches. 
Instead,  it  resides  in  other  components 
such  as  Service  Control  Point  data  bases, 
which  can  communicate  with  other  vital 
network  components  through  CCS7. 

The  signaling  system  allows  switches  to 
perform  look-ahead  routing  and  other 
functions  based  on  knowing  the  real-time 
status  of  the  entire  network. 

If  CCS7  is  not  deployed,  carriers  won't 
be  able  to  offer  ISDN  and  intelligent  net¬ 
work  services  when  users  begin  to  demand 
them.  Not  having  a  robust  signaling  system 
will  become  a  barrier  to  the  provision  of 
new  services. 

Because  carriers  believe  that  advanced 
services  are  the  key  to  revenue-generating 
opportunities,  they  want  to  ensure  that  no 
obstacles  exist  to  making  the  services 
available  if  public  interest  justifies  their 
implementation.  It  would  be  economically 
unwise  today  for  a  carrier  to  purchase  new 
equipment  for  its  network  without 
CCS7.  □ 


On  the  surface, 

all  earth  stations  are  not  alike. 


Some  companies  would  like  you 
to  believe  there’s  really  no  differ¬ 
ence  between  one  earth  station 
and  another. 

Don’t  buy  it.  Because  there’s  a 
huge  void  between  ComStream’s 
StarLink  earth  station  and  all 
others. 

For  one  thing,  ComStream’s 
earth  station  costs  a  lot  less.  How¬ 
ever,  there’s  more  to  StarLink  than 
impressive  economics. 

It’s  also  the  highest  performing, 
fully-integrated  earth  station  out 
there.  By  far. 

Centered  around  the  industry’s  leading 
satellite  modem,  ComStream’s  StarLink 
earth  station  delivers  superior  performance, 
reliability  and  flexibility. 

Its  compact,  high-powered  radio  is  inte¬ 
grated  with  an  elegant  antenna  that’s  availa¬ 
ble  in  a  variety  of  sizes.  This  design  affords 


ComStream 


higher  transmission  rates  and  simpli¬ 
fied  installation. 

In  addition,  the  StarLink  earth 
station  offers  extensive  network 
management  including  local  and 
remote  monitor  and 
control  capability. 

And  no  other  earth  station  pro¬ 
vides  as  wide  a  range  of  data  rates  to 
precisely  fit  your  individual  require¬ 
ments.  Both  now,  and  into  the  future. 

Every  day,  ComStream  is  striving  to 
serve  your  data  transmission  needs 
better  by  developing  products  for  both 
point-to-point,  and  point-to-multipoint 
applications. 

If  you  want  to  know  more  about  the 
StarLink  series  of  earth  stations,  call 
ComStream  at  (619)  458-1800. 

We’ll  show  you  a  way  to  lower  your  data 
transmission  costs  that’s  truly  out  of 
this  world. 


ComStream 


10180  Barnes  Canyon  Road 
San  Diego,  CA  92121 
(619)  458-1800 


See  The  Faxnet  Form  On  Page  #79. 
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By  word 
of  mouth 


Voice-messaging  systems  have 
changed  somewhat  over  the  past 
few  years.  They  now  offer  capa¬ 
bilities  that  will  help  many  com¬ 
panies  increase  overall  operating 
efficiency.  With  transaction  pro¬ 
cessing,  for  example,  customers 
can  determine  the  status  of  or¬ 
ders  or  place  new  ones  without 
talking  directly  to  the  vendor. 

Work  is  also  under  way  to  pro¬ 
vide  a  common  user  interface 
standard  that  will  permit  experi¬ 
enced  voice-messaging  users  to 
bypass  the  sometimes  annoy¬ 
ing  and  always  time-consuming 
prompts  that  most  systems  re¬ 
quire  for  leaving  and  retrieving 
messages  (see  “Press  ?  for  more 
options,  page  73). 

Of  considerable  interest  is  the 
progress  being  made  to  enable 


CHART • GUIDE 

A  chart  comparing  voice  mail 
products  from  a  variety  of  ven¬ 
dors  starts  on  page  58. 


disparate  voice-messaging  sys¬ 
tems  to  be  networked.  Last  year, 
many  industry  experts  doubted 
that  vendors  and  users  would 
ever  agree  on  that  matter,  but 

Hunter  is  president  of  TMS 
Corp.,  a  telecommunications 
consulting  firm  in  Wayne,  Pa. 


there’s  a  chance  that  recommen¬ 
dations  might  be  released  by  the 
end  of  this  year.  Those  recom¬ 
mendations,  however,  will  per¬ 
mit  only  very  elementary  net¬ 
working;  many 
problems  still  re¬ 
main. 

The  regional 
Bell  holding  com¬ 
panies  are  al¬ 
so  showing  more 
than  a  passing  in¬ 
terest  in  offer¬ 
ing  voice-messag¬ 
ing  services  to 
commercial  and 
residential  users. 

Pacific  Bell,  for 
example,  is  test¬ 
ing  services  aimed 
at  both  markets  and  has  indicated 
that  it  will  aggressively  pursue 
commercial  accounts.  South¬ 
western  Bell  Corp.  is  going  after 
the  same  market  segments,  draw¬ 
ing  on  the  experience  gained 
from  tests  it  conducted  last  year 
in  Missouri  and  Kansas. 

The  financial  growth  of  the 
voice-messaging  market  also 
looks  sunny.  Vanguard  Commu¬ 
nications  Corp.,  a  Morristown, 
N.J. -based  consulting  firm,  esti¬ 
mates  that  by  1993,  the  value 
of  voice-messaging  equipment 
shipped  will  be  $1.2  billion, 
which  represents  a  compound  an¬ 
nual  growth  rate  of  20%. 

( continued  on  page  56 ) 


The  voice  mail 
mart  is  poised 
for  continued 
growth. 


By  JOHN  HUNTER 
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( continued  from  page  55 ) 

According  to  Liz  Johnson,  director  of 
the  voice  processing  institute  for  Vanguard 
Communications  in  Palo  Alto,  Calif.,  the 
number  of  systems  shipped  over  the  next 
three  years  will  grow  by  50%  per  year.  In 
1988,  1 1,000  systems  were  shipped;  that 
number  is  projected  to  increase  to  49,000 
by  1993-  “The  reason  the  dollarvalue  isn’t 
growing  at  a  higher  rate  is  that  lower 
priced  low-end  systems  will  experience  in¬ 
creased  shipment,”  Johnson  says. 

Probe  Research,  Inc.  of  Cedar  Knolls, 
N.J.,  estimates  that  the  value  of  1988  ship¬ 
ments  was  $428  million  but  declines  to  re¬ 
lease  growth  projections.  (For  informa¬ 
tion  on  the  percentage  of  market  share 
held  by  industry  leaders,  see  the  figure  on 
page  57.) 

Despite  advanced  features  such  as 


transaction  processing,  voice  messaging  is 
still  used  primarily  to  send,  receive  and 
copy  messages,  append  answers  or  com¬ 
ments  to  them  and  then  forward  every¬ 
thing  to  other  mailbox  holders.  Using  an 
automatic  call  attendant  to  supplement 
the  human  operator  is  also  popular.  Voice¬ 
messaging  systems  integrated  with  PBXs 
can  relieve  the  human  operator  from  hav¬ 
ing  to  handle  routine  calls  and  waste  time 
taking  messages  for  unavailable  parties. 

The  automated  attendant  answers  the 
phone  with  either  a  company  greeting  or 
personal  greeting.  The  caller  then  receives 
instructions  on  how  to  leave  a  message 
and,  in  some  cases,  is  given  options  such  as 
reviewing  the  message,  altering  it  and 
marking  it  for  immediate  or  deferred  deliv¬ 
ery.  Most  will  also  allow  callers  to  transfer 
to  another  extension  or  have  a  live  opera¬ 


tor  assist  them. 

Another  popular  use  of  voice-messag¬ 
ing  systems  is  to  dispense  general  infor¬ 
mation  to  callers.  The  bulletin  board  appli¬ 
cation,  for  example,  allows  customers  to 
call  in  and  hear  recorded  information. 
Some  companies  have  also  implemented 
audiotex  services,  where  customers  call 
and  are  given  options  for  accessing  infor¬ 
mation  about  a  product  or  service. 

Four  levels  of  transaction  processing 

One  growing  application  is  transaction 
processing.  Some  vendors  have  different 
ideas  as  to  what  constitutes  a  transaction, 
however.  To  some,  transaction  processing 
allows  a  caller  to  give  directions  for  a  mes¬ 
sage  to  be  broadcast  to  several  mailbox 
holders. 

Vanguard’s  Johnson  says  there  are  four 


levels  of  transaction  processing.  The  first 
is  forms  fill-in,  where  the  user  receives 
voice  prompts  and  speaks  the  answers. 
When  mailbox  holders  play  back  their  mes¬ 
sages,  they  hear  the  voice  response  as  one 
continuous  conversation  without  the 
prompts.  “All  the  major  voice-messaging 
systems  have  forms  fill-in,”  she  states. 

The  next  level  of  transaction  processing 
is  digit  collection,  which  can  be  used  to  in¬ 
form  the  mailbox  holder  that  certain  class¬ 
es  of  employees  have  tried  to  get  in  touch. 
For  example,  salespeople  can  key  in  iden¬ 
tification  codes. 

With  the  third  level,  account  verifica¬ 
tion,  the  customer  enters  an  account  num¬ 
ber  and  the  purchase  order  or  shipping  or¬ 
der  information,  which,  in  turn,  is  passed 
to  a  data  base  stored  on  a  host  processor.  A 
voice  response  then  indicates  the  status  of 
the  order. 

The  fourth  level,  host  accessing,  per¬ 
mits  customers  to  enter  orders  directly 
into  the  vendor’s  host  computer.  For  ex¬ 
ample,  the  caller  would  enter  an  account 
number,  the  stock-item  number  and  quan¬ 
tity  desired  and  the  voice-messaging  sys¬ 
tem  would  send  it  directly  to  the  host  pro¬ 
cessor.  This  would  eliminate  any  chance 
that  an  employee  in  the  company  would 
make  a  mistake  entering  the  information. 

However,  keying  in  long  strings  of  num¬ 
bers  on  a  push-button  phone  could  be  a 
rather  tedious,  frustrating  process,  espe¬ 
cially  if  in  entering  several  numbers,  the 
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user  accidentally  hits  the  wrong  key.  Users 
would  have  to  reinitiate  the  call  and  start 
all  over.  A  solution  would  be  to  give  the 
user  the  option  of  reviewing  the  input  be¬ 
fore  actually  sending  it. 

Some  other  features 

A  few  companies  are  also  offering  fac¬ 
simile  processing.  This  allows  users  to  be 
notified  that  a  CCITT  Group  IH-compliant 
message  has  been  received  or  allows  a 
message  to  be  sent.  It  does  not,  however, 
convert  the  message  to  audio. 

Some  voice-messaging  products  have 
also  instituted  a  busy-extension  queuing 
facility,  whereby  a  caller  has  the  option  of 
camping  on  rather  than  leaving  a  message 
in  the  mailbox.  A  few  systems  will  also  pe¬ 
riodically  inform  users  where  they  stand  in 
the  queue.  Both  facilities  are  much  like  the 
camp-on  features  available  with  most  ad¬ 
vanced  PBXs. 

All  systems  listed  in  the  chart  beginning 
on  page  58  support  public  and  private  dis¬ 
tribution  lists,  which  allow  messages  to  be 
sent  automatically  to  other  mailboxes 
without  the  sender  entering  every  address. 
Public  distribution  lists  are  established  by 
the  system  administrator  and  generally 
contain  mailbox  addresses  of  those  who 


When  you  need  a 
networking  solution 


Telari  ...  the  latest  addition  to  our  line  of 
advanced  telecommunications  systems.  A  new 
cost  effective,  compact  integrated  switch 
designed  to  fit  in  mid-sized  facilities  and 
improve  productivity.  As  a  superior  solution  to 
networking,  Telari’ s  innovative  technology 
provides  IBX  benefits  as  well  as  enhanced 


your  plan 

installation,  operation,  and  maintenance 
features. 

By  design,  Telari  is  the  simple  inside  connec¬ 
tion  to  the  outside  world.  Make  the  switch  now. 

Come  by  Booth  #  1806  at  TCA  and  let  us  show 
you  how  we  fit  into  your  plans. 


mT€@m  me 


See  The  Faxnet  Form  On  Page  #79. 
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Genesis  Electronics 
Corp. 


Centigram  Corp. 


Digital  Sound 
Corp. 

Applied  Voice 
Technology,  Inc. 
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routinely  receive  messages  from 
a  variety  of  users,  for  example, 
regional  sales  managers.  Private 
distribution  lists  are  established 
and  used  only  by  the  owner. 

Interfacing 

Voice-messaging  systems  usu¬ 
ally  sit  behind  the  PBX  or  Centrex 
and  interface  with  the  trunks  and 
lines.  The  number  of  ports  sup¬ 
ported  by  the  system  indicate  the 
simultaneous  inputs  that  can  be 
accommodated.  Coder/decoders 
convert  analog  voice  to  digital 
signals  and  store  the  quantized 
voice  on  disks.  For  that  reason, 
voice-messaging  vendors  quote 
their  message-handling  capacity 
in  hours  of  storage,  not  bytes  of 
storage. 

The  amount  of  storage  needed 
to  hold  words  depends  on  the 
quantization  and  data  compres¬ 
sion  schemes  used.  Pulse  code 
modulation,  for  example,  uses 
64  K  bit/sec  for  word  conver¬ 
sion,  while  adaptive  differential 
pulse  code  modulation  (ADPCM) 
needs  only  32K  bit/sec. 

Many  vendors  use  proprietary 
schemes  that  digitize  at  9-6K, 


16K,  20K  and  25K  bit/sec  to  get 
even  greater  storage  density. 
Digitizing  at  20K  bit/sec,  for  ex¬ 
ample,  allows  a  lOM-byte  disk  to 
accommodate  about  one  hour  of 
voice  messages. 

A  bone  of  contention  among 
those  attempting  to  establish  dis¬ 
parate  system  networking  is 
which  quantization  scheme  to 
use.  As  will  be  discussed  later,  a 
temporary  compromise  has  been 
established,  but  the  matter  is  by 
no  means  closed. 

Most  voice-messaging  systems 
are  stand-alone  units  with  their 
own  hardware,  software  and 
disks.  Firms  such  as  Active  Voice 
Corp.,  Applied  Voice  Technology, 
Inc.,  Boston  Technology,  Inc., 
Brooktrout  Technology,  Inc., 
Glenayre  Electronics,  Granite  Te¬ 
lecom  Corp.,  Innovative  Technol¬ 
ogy,  Inc.,  Harris  Corp.’s  Lanier 
Voice  Products  Division,  Microlog 
Corp.,  Natural  Microsystems 
Corp.,  Talking  Technology,  Inc., 
Voicetek  Corp.  and  Votan  offer 
products  that  work  with  IBM  Per¬ 
sonal  Computer  ATs,  XTs  and 
compatibles  and  use  their  disks 
—  but  not  the  hardware  and  soft¬ 


ware  —  for  message  processing. 

Like  the  stand-alone  products, 
the  personal  computer-based 
units’  storage  capacity  is  deter¬ 
mined  by  the  disk  space  available 
and  data  compression  scheme 
used. 

Mailbox  services 

Aside  from  receiving  mes¬ 
sages,  most  systems  allow  users 
to  respond  to  them  by  appending 
messages  and  directing  the  sys¬ 
tem  to  place  the  message  in  desig¬ 
nated  mailboxes.  After  leaving  a 
message,  some  systems  let  the 
user  specify  immediate  or  de¬ 
ferred  delivery  and  mark  the 
message  as  private,  thus  prevent¬ 
ing  the  recipient  from  sending  it 
to  other  boxholders. 

Some  systems  also  support 
outcalling  to  remote  locations 
such  as  home  telephones.  While 
the  level  of  outcalling  services 
varies  somewhat  among  vendors, 
most  support  delivery  based  on 
date,  time  of  day  and  urgency, 
and  many  support  beeper  ser¬ 
vices. 

Many  voice-messaging  sys¬ 
tems  in  the  chart  are  integrated 


with  the  PBX.  Therefore,  they  can 
use  the  PBX’s  facilities  to  invoke 
services  such  as  activating  the 
call-waiting  indicator  and  trans¬ 
ferring  callers  to  the  PBX  opera¬ 
tor.  Sometimes,  it’s  also  possible 
to  forward  unanswered  calls  to  a 
personal  greeting  that  invites  the 
caller  to  leave  a  message  or  trans¬ 
fer  to  another  extension  or  voice¬ 
messaging  service. 


Voice-messaging  systems  can 
be  networked  only  by  linking  sim¬ 
ilar  systems.  Tigon  Corp.  says  it 
can  communicate  with  disparate 
systems  but  does  so  by  emulating 
services  or  through  data  conver¬ 
sion.  Fed  up  with  such  restric¬ 
tions,  heavyweight  voice-mes¬ 
saging  users  Eastman  Kodak  Co., 
The  Coca-Cola  Co.,  General  Elec¬ 
tric  Co.  and  Johnson  &  Johnson 
used  last  year’s  International 
Communications  Association 
conference  to  call  for  the  estab¬ 
lishment  of  a  standard  that  will 
permit  disparate  systems  to  inter¬ 
operate. 

Goal:  AMIS 

The  Information  Industry  As¬ 
sociation  is  now  sponsoring  a 
study  group  made  up,  thus  far,  of 
about  40  of  the  most  influential 
users,  RBHCs  and  voice-messag¬ 
ing  equipment  vendors,  all  work¬ 
ing  to  hammer  out  an  intercon¬ 
nectivity  recommendation.  Hat¬ 
field  Associates,  Inc.,  a  Boulder, 
Colo.,  telecommunications  con¬ 
sulting  firm,  is  managing  the 
study  group’s  efforts. 

The  end  product  will  be  the 
Audio  Messaging  Interchange 
Specification  (AMIS).  Jamshead 
Daroga,  a  communications  ana¬ 
lyst  with  Hatfield  Associates,  says 
the  AMIS  specification  will  con¬ 
sist  of  a  protocol  based  on  X.400 
that  uses  a  digital  scheme  for  sig¬ 
naling  between  systems;  record¬ 
ed  messages  will  be  transmitted 
in  encoded  form. 

That’s  fine,  but  what  about  an¬ 
alog  systems?  “The  [study]  group 
is  also  trying  to  come  up  with  an 
analog  scheme  based  on  a  very 
general  call  setup,  and  we’ll  dis¬ 
cuss  it  along  with  the  digital  pro¬ 
posal  at  our  mid-September 
meeting- in  San  Diego,”  Daroga 
says. 

According  to  Daroga,  the 
AMIS  recommendation  will  ini¬ 
tially  be  concerned  with  message 
send,  receive,  reply  and  redirect 
attributes.  Additionally,  schemes 
for  communications  line  testing 
and  voice  quantization  are  also 
going  to  be  recommended. 
“AMIS  will  address  line  testing  in 
the  analog  proposal,  and  the 
[study]  group  is  recommend¬ 
ing  ADPCM  as  the  digitizing 
scheme,”  Daroga  says. 

He  emphasizes,  however,  that 
( continued  on  page  62 ) 


Service  providers  offer  another  alternative 


Voice-messaging  systems  are 
not  for  every  company.  They’re 
expensive,  and  the  costs  of  main¬ 
tenance  and  network  manage¬ 
ment  typically  run  into  the  tens 
of  thousands  of  dollars  per  year. 
For  those  users  not  wanting  to 
commit  the  bucks  and  personnel 
resources  required  for  private 
networks,  voice-messaging  ser¬ 
vices  are  available  that  handle 
everything  from  establishing  in¬ 
dividual  mailboxes  to  creating  a 
network. 

Public  voice-messaging  ser¬ 
vices  are  nothing  new.  Amvox 
Corp.  of  Los  Gatos,  Calif.,  Async 
Corp.  of  Atlanta,  and  Tigon 
Corp.  and  GTE  TeleMessager, 
Inc.,  both  of  Dallas,  have  service 
centers  in  place  today  (“Not  just 
answering  machines,”  NW,  Aug. 
15,  1988).  The  Bell  companies 
recognize  the  dollar  potential  of 
voice-messaging  services  and 
some  —  notably  Pacific  Bell  and 
Southwestern  Bell  Corp.  —  are 
conducting  tests  now. 

PacBell’s  plans 

Pacific  Bell  is  hotly  pursuing 
commercial  and  residential  ac¬ 
counts.  According  to  Heidi  Har¬ 
ris,  director  of  voice-messaging 
products  at  Pacific  Bell  in  San 
Ramon,  Calif.,  commercial  ser¬ 
vice  tests  are  now  going  on  in 
Los  Angeles,  San  Diego,  the  San 
Francisco  Bay  area  and  Sacra¬ 
mento,  Calif.,  and  residential 
voice  messaging  is  being  tried  in 
Milpitas  and  San  Pedro,  Calif. 

Pacific  Bell,  Harris  says,  is 
hoping  to  bring  large  businesses 
into  its  fold.  “We’re  pursuing 
large  companies  that  no  longer 
want  the  expense  or  bother  asso¬ 


ciated  with  private  networks,” 
she  says. 

Currently,  Pacific  Bell’s 
voice-messaging  service  offer¬ 
ings  are  available  to  Centrex,  di¬ 
rect-inward  dial  (DID)  and  Sim¬ 
plified  Message  Desk  Interface 
(SMDI)  private  branch  exchange 
users.  The  company  is  also  work¬ 
ing  on  fully  integrated  PBX  ser¬ 
vices,  which  it  hopes  to  offer  in  a 
year  or  so. 

Harris  says  that  Pacific  Bell 
can  furnish  private  voice-mes¬ 
saging  services  such  as  personal 
greeting,  distribution  lists,  mes¬ 
sage  broadcast,  message  replay, 
message  redirect  and  call  for¬ 
warding.  A  stutter  dial  tone  in¬ 
forms  mailbox  holders  that  mes¬ 
sages  are  waiting  and  a  message¬ 
waiting  indicator  light  can  be  lit 
on  some  sets.  Pagers  can  also  be 
activated  on  DID  systems. 

Southwestern  Bell  is  also 
making  moves  in  the  residential 
and  commercial  markets.  “We 
see  commercial  as  a  big  market 
and  are  looking  at  Centrex  and 
DID  as  a  means  of  providing  ser¬ 
vices,”  says  Phyllis  Hoffman, 
Southwestern  Bell’s  product 
manager  for  voice-messaging 
services.  Last  year,  Southwest¬ 
ern  Bell  performed  extensive 
residential  voice-messaging  ser¬ 
vice  testing  in  Kirkwood  City, 
Mo.,  and  Kansas  City,  Kan.,  so 
they’re  not  newcomers  in  the 
market. 

Battle  lines 

Despite  the  Bell  companies’ 
aggressive  plans  to  tackle  the 
commercial  market,  they’ll  have 
to  overcome  the  desire  of  many 
companies  to  have  everything 


under  in-house  control.  “It’s  go¬ 
ing  to  be  something  like  the  Cen¬ 
trex  vs.  PBX  battle,”  says  Dave 
Torrey,  vice-president  of  busi¬ 
ness  development  for  Octel 
Communications  Corp.  “It  de¬ 
pends  on  how  much  control  [the 
Bell  companies]  want  and  what’s 
going  to  be  cheaper.” 

Mireille  Dinant,  a  research 
analyst  with  Probe  Research, 
Inc.  in  Morristown,  N.J.,  agrees. 
“It’s  very  expensive  in  dollars 
and  time  to  maintain  and  admin¬ 
ister  [voice-messaging]  systems, 
and  companies  may  want  an  out¬ 
sider  like  an  RBHC  to  do  it,”  she 
says. 

There’s  no  question  that 
some  companies,  even  large 
ones,  will  be  more  than  happy  to 
off-load  voice-messaging  re¬ 
sponsibility  to  someone  else,  as 
is  evidenced  by  Eastman  Kodak 
Co.,  Ford  Motor  Co.  and  Intel 
Corp.,  all  of  which  have  signed 
up  with  Tigon. 

“Those  companies  didn’t 
want  to  be  bothered  with  manag¬ 
ing  a  large  network,  especially 
maintaining  it,”  states  David 
Keenan,  Tigon’s  vice-president 
of  marketing.  Besides  Tigon, 
Async,  GTE  TeleMessager  and 
Amvox  furnish  turnkey  services. 

Price  will  tell 

Price  will  be  one  of  the  ulti¬ 
mate  factors  determining  wheth¬ 
er  a  company  will  stay  with  pri¬ 
vate  equipment  or  go  with  public 
offerings.  Pacific  Bell  offers  two 
plans  for  commercial  customers. 
For  SMDI  interfacing,  companies 
can  choose  fixed-capacity  ser¬ 
vice,  which  is  billed  at  $8  to  $  1 5 
a  month  per  user,  or  $10  a 


month  per  mailbox  plus  a  mes¬ 
sage  storage  space  charge  of  10 
cents  per  minute.  For  DID  cus¬ 
tomers,  the  price  is  $19-95  a 
month  per  mailbox. 

Those  prices,  of  course,  are 
subject  to  heavy  discounting. 
“What  companies  are  charged 
ultimately  depends  on  usage;  the 
higher  volume  users  get  the  best 
price  break,”  Harris  states. 

Roadblocks 

While  the  local  operating 
companies  may  be  dead  serious 
about  capturing  commercial  ac¬ 
counts,  they  hit  a  dead  end  when 
it  comes  to  inter-local  access  and 
transport  area  networking  since 
the  law  prohibits  carrier  ex¬ 
change  interconnection.  Even  if 
it’s  permitted,  there  are  ques¬ 
tions  as  to  whether  or  not  the 
RBHCs  will  cooperate. 

“If  they  all  do,  then  a  nation¬ 
wide  network  could  be  estab¬ 
lished.  But  the  questions  are, 
will  they  cooperate  and  how  will 
the  network  be  controlled,”  says 
Chris  Seelbach,  a  senior  analyst 
with  Probe  Research. 

Tigon’s  Keenan  doesn’t  think 
RBHC  cooperation  is  really  that 
critical  to  success.  “When  the 
law  permits  it,  an  RBHC  could  set 
up  a  national  network  by  estab¬ 
lishing  regional  network  centers 
in  major  U.S.  cities  and  get  a 
long-distance  partner  like  Cable 
&  Wireless  [Communications, 
Inc.].  That’s  what  we  did,  and 
our  acquisition  by  Ameritech 
gave  them  an  instant  nationwide 
network.” 

Could  Async  and  Amvox  also 
be  targets  for  aggressive  RBHCs? 

—  John  Hunter 
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Vendor 

Product 

Port  range 

Hours  of 
storage 

Telephone 

interface 

Automated 

attendant 

Transaction 

processing 

support 

Busy  extension 
camp-on/queue 
position 

Facsimile 

integration 

Station  message 
detail  information 
supported 

PBX 

integration 

E-mail 

integration 

Price  range 

Active  Voice  Corp. 
Seattle,  Wash. 
(206)441-4700 

Repartee 

2  to  16 

1 .5  to  30 

Loop  start 

Standard 

Forms  fill-in 

Both 

Yes 

Yes 

1  through  21 

No 

$40,000  for  1 6  ports,  30 

hours;  $8,000  for  2  ports, 

1 .5  hours 

American 

Telesystems,  Inc. 

Atlanta,  Ga. 

(404)  266-2500 

Express  Manager 

2  to  48 

2  to  220 

Loop  start,  DID, 
E&M 

Optional 

Voice  forms 

Both 

Fax 

received 

notification 

only 

Yes 

12, 13,21, 

22,  23,  24 

Proprietary 

internal 

$10,000  for  2  ports,  2 
hours;  $1 26,000  for  20 
ports,  84  hours 

Applied  Voice 
Technology,  Inc. 
Bellevue,  Wash. 

(206)  820-6000 

CalIXpress  200 

2  to  16 

1 .5  to  60 

Loop  start,  DID 

Optional 

Forms  fill-in 

Both 

No 

Yes 

2,4,8,9,11, 

12,13,16, 

17,20,21,28 

None 

$7,000  for  2  ports,  1 .5 
hours;  $90,000  for  1 6 
ports,  60  hours 

AT&T 

Bridgewater,  N.J. 
(201)221-0936 

Audix 

2  to  256 

Up  to  3,200 
hours 

Loop  start 

Standard 

Digit  collection, 
account 
verification, 
host  processor 
interface 

Neither 

No 

Yes 

1,12,22 

IBM 

Professional 

Office 

System  and 
most  other  E- 
Mail  systems 

$38,000  for  4  ports,  1 3 
hours;  $229,000  for  32 
ports,  1 04  hours 

Voice  Power 

1  to  12 

Up  to  35 
hours 

Loop  start 

Standard 

Digit  collection, 
account 
verification, 
host  processor 
interface 

Neither 

No 

No 

System  25 

No  E-Mail 

$16,000  for  1  port,  8 
hours;  $27,000  for  12 
ports,  35  hours 

Boston  Technology,  Inc. 
Cambridge,  Mass. 

(617)  225-0500 

Compact 

4  to  16 

2  to  20 

Loop  start; 

E&M  and  DID 
optional 

Optional 

None 

Camp-on 

No 

Yes 

12,13,25 

None 

$17,000  for  4  ports,  12 
hours 

Access 

4  to  32 

5  to  1 1 0 

Loop  start; 

E&M  and  DID 
optional 

Optional 

None 

Camp-on 

No 

Yes 

12,13,25 

None 

$73,000  for  20  ports,  28 
hours 

Brooktrout 

Technology,  Inc. 
Wellesley  Hills,  Mass. 
(617)  235-1106 

Operator  Plus 

2  to  6 

2  to  24 

Loop  start, 
E&M,  DID 

Standard 

None 

Neither 

Yes 

No 

2,7, 11, 12, 

13,16,20, 

21,27 

None 

$6,000  for  2  ports,  2 
hours;  $30,000  for  6 
ports,  24  hours 

Comverse 

Technology,  Inc. 
Woodbury,  N.Y. 

(516)  921-0470 

Trilogue  Message 

Management 

System 

4  to  32 

8  to  180 

Loop  start, 
E&M,  loop  feed, 
earth  recall 

Optional 

None 

Neither 

Yes 

Yes 

: 

2,12,13,16, 

17,22 

NA 

$35,000  for  4  ports,  8 
hours;  $1 85,000  for  32 
ports,  70  hours 

Digital  Sound  Corp. 

Santa  Barbara,  Calif. 
(805) 569-0700 

Voice  Server  21 1 0 

4  to  48 

Up  to  551 

Loop  start, 
ground  start, 
DID,  T-1 ,  E&M 

Optional 

Forms  fill-in, 
digit  collection, 
account 
verification, 
host  processor 
interface 

Neither 

No 

Yes 

2,7,11,12, 
13,17,26,  27 

No 

$375,000  for  48  ports, 
540  hours 

Voice  Server  1 000 

2-8 

Up  to  127 

Loop  start, 
ground  start, 
DID,  E&M 

Optional 

Forms  fill-in, 
digit  collection, 
account 
verification, 
host  processor 
interface 

Neither 

No 

Yes 

2,7,11,12, 

13,17,22, 

25,26,27 

No 

$1 6,000  for  2  ports,  1 6 
hours;  $35,000  for  8 
ports,  24  hours 

Dytei  Corp. 

Schaumburg,  III. 
(312)519-9850 

Dytei  Call 

Processing  System 

4  to  96 

3.5  to  1,000 

Loop  start, 
ground  start, 
DID,  T-1 

Standard 

Forms  fill-in, 
digit  collection, 
account 
verification, 
host  processor 
interface 

Both 

No 

Yes 

1  through  29 

None 

$1 5,000  for  4  ports,  3.5 
hours;  $38,600  for  1 6 
ports,  21  hours 

Fujitsu  Business 
Communications 
Systems 

Tempe,  Aril. 

(714)  630-7721 

Voice  Manager 

2  or  4 

2  or  5 

Single  line,  loop 
start 

Standard 

None 

Neither 

No 

No 

7 

No 

$6,000  for  2  ports,  2 
hours;  $9,500  for  4  ports, 
5  hours 

Genesis 

Electronics  Corp. 

Rancho  Cordova,  Calif. 
(916)  985-4050 

Cindi  II 

2  to  8 

2  to  21 

Loop  start, 
ground  start, 
DID,  E&M 

Optional 

Forms  fill-in 

Neither 

No 

Yes 

2,6,7,11,12, 
13,16,  20,  23 

No 

$1 0,850  for  2  ports,  2 
hours;  $33,200  for  8 
ports,  21  hours 

Cindi  III 

4  to  24 

1 0  to  80 

Loop  start, 
ground  start, 
E&M,  DID 

Optional 

Forms  fill-in 

Both  optional 

No 

Yes 

2,7,11,12, 

13,21,23 

No 

$30,250  for  4  ports,  1 0 
hours;  $109,1 50  for  24 
ports,  80  hours 

Glenayre  Electronics 

Atlanta,  Ga. 

(404)  662-1840 

Modular  Voice 
Processor 

4  to  1 28 

22  to  528 

DID,  E&M 

Standard 

No 

Neither 

No 

Yes 

No 

No 

$90,000  for  8  ports,  22 
hours;  $193,200  for  32 
ports,  88  hours 

Granite  Telecom  Corp. 

Manchester,  N.H. 

(603)  644-5500 

Laverne 

4  to  16 

3.5  to  30 

Loop  start, 
ground  start 

Standard 

Digit  collection, 
account 
verification, 
host  processor 
interface 

Camp-on 

No 

Yes 

2,11,12,27 

No 

$7,600  for  4  ports,  3.5 
hours;  $22,600  for  16 
ports,  10.5  hours 

GTE  TeleMessager,  Inc. 

Irving,  Texas 
(214)929-7817 

TMS  5000 

8  to  64 

30  to  258 

Loop  start, 
ground  start, 
E&M,  T-1 

Optional 

Forms  fill-in 

Neither 

No 

Yes 

1  through  29 

IBM  PROFS, 
Digital 
Equipment 
Corp.  AII-ln-1 , 
audio  text 

$95,000  for  8  ports,  30 
hours;  $420,000  for  64 
ports,  258  hours 

TeleMessager 

Interactive  Voice 
Response 

2  to  64 

14  to  100 

Loop  start, 
ground  start, 
DID,  E&M 

No 

Forms  fill-in, 
digit  collection, 
account 
verification, 
host  processor 
interface 

Both 

Yes 

Yes 

None 

NA 

$35,000  for  2  ports,  1 4 
hours;  $150,000  for  64 
ports,  1 00  hours 

This  chart  includes  a  representative  selection  of  vendors  in  the  voice  mail  market.  Many  vendors  not  included  offer  competitive  products. 

SOURCE:  TMS  CORP..  DEVON,  PA. 
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Voice  mail  products  (continued) 


Vendor 

Product 

Port  range 

Hours  of 
storage 

Telephone 

interface 

Automated 

attendant 

Transaction 

processing 

support 

Busy  extension 
camp-on/queue 
position 

Facsimile 

integration 

Station  message 
detail  information 
supported 

PBX 

integration 

E-mail 

integration 

Price  range 

Innovative 

Technology,  Inc. 

Roswell,  Ga. 

(404)  998-9970 

nitaReceptionist 

4  to  24 

1  to  20 

Loop  start 

No 

No 

Neither 

No 

Yes 

2,7,10, 11, 
12, 13, 14, 

15, 16, 17, 
18,20,21,29 

DEC  VAX  E- 
Mail 

$12,000  for  4  ports,  1 
hour;  $30,000  for  24 
ports,  20  hours 

InteCom,  Inc. 

Allen,  Texas 
(214)  727-9141 

InteMail 

4  to  44 

6  to  270 

Loop  start 

Optional 

Forms  fill-in 

Neither 

No 

No 

25 

No 

$24,945  for  4  ports,  6 
hours;  $51 ,024  for  8 
ports,  33  hours 

Lanier  Voice  Products 
Atlanta,  Ga. 

(404)  329-8000 

Voice  Relay 

4  to  16 

4  to  24 

Loop  start 

Optional 

Forms  fill-in 

Camp-on 

No 

Yes 

2,11,21 

No 

$21 ,500  for  4  ports,  4 
hours;  $58,600  for  1 6 
ports,  24  hours 

L.I.V.E. 

2  to  4 

Up  to  4 

Loop  start 

No 

No 

Neither 

No 

Yes 

2, 11,21 

No 

$10,250  for  2  ports,  4 
hours;  $12,250  for  4 
ports,  4  hours 

Microlog  Corp. 
Germantown,  Md. 
(301)428-3227 

VCS  3500 

2  to  48 

3.5  to  31 .8 

Loop  start, 
ground  start, 
E&M,  T-1 

Standard 

Forms  fill-in, 
digit  collection 

Both 

No 

No 

None 

None 

$15,000  for  2  ports,  3.5 
hours;  $1 50,000  for  48 
ports,  31.8  hours 

Natural 

Microsystems  Corp. 
Natick,  Mass. 
(508)655-0700 

Watson 

1 

User- 
selectable 
based  on 

PC  disk 
storage 
capacity 

Loop  start, 
ground  start, 
DID,  E&M 

Optional 

Forms  fill-in 

Both  optional 

Yes 

(optional) 

Yes 

2,11,12,17, 

27 

No 

$1 99  to  $299  for  1  port 

Northern  Telecom,  Inc. 
Santa  Clara,  Calif. 

(408)  988-5550 

Meridian  Mail 

4  to  48 

5  to  240 

Meridian  SL-1 
network  loop 

Optional 

Forms  fill-in, 
digit  collection, 
account 
verification, 
host  processor 
interface 

Camp-on 

No 

Yes 

13 

No 

$1 9,000  for  4  ports, 5 
hours;  $247,000  for  48 
ports,  240  hours 

Octet 

Communications  Corp. 
Milpitas,  Calif. 
(408)942-6500 

Aspen 

4  to  24 

Up  to  63 

Loop  start, 
ground  start, 
DID,  E&M 

Standard 

No 

No 

No 

Yes 

2,7,8,11,12, 

13,16,17, 

20,21,22, 

23, 26,  27,  28 

No 

$53,000  for  4  ports,  5.5 
hours;  $259,000  for  24 
ports,  145  hours 

Aspen  Maxum 

16  to  72 

Up  to  304 

Loop  start, 
ground  start, 
DID,  E&M 

Standard 

No 

No 

No 

Yes 

2,7,8,11,12, 

13,16,17, 

20,21,22, 

23,26,27,28 

No 

$163,000  for  16  ports, 
17.5  hours;  $583,000  for 
72  ports,  304  hours 

Talking  Technology,  Inc. 
Oakland,  Calif. 

(415)  652-9600 

Poweriine 

1  to  16 

User- 
selectable 
based  on 
PC  disk 
capacity 

Loop  start, 
ground  start 

No 

NA 

Neither 

No 

No 

NA 

No 

$300  per  port;  hours 
depends  on  PC  used 

TelPlus 

Communications,  Inc. 
Boca  Raton,  Fla. 

(407)  997-3666 

VOX  50 

2  to  4 

2  to  5 

Loop  start, 
ground  start, 
DID,  E&M 

Standard 

No 

No 

No 

No 

17 

No 

$9,600  for  2  ports,  2 
hours;  $14,000  for  4 
ports,  5  hours 

VOX  500 

4  to  8 

5  to  21 

Loop  start, 
ground  start, 
DID,  E&M 

Standard 

No 

No 

No 

No 

17 

No 

$18,000  for  4  ports,  5 
hours;  $35,000  for  8 
ports,  21  hours 

TIE/Communications, 

Inc. 

Shelton,  Conn. 

(203)  926-2000 

1002 

1  to  6 

5  or  10 

Loop  start  or 
ground  start 

Standard 

Digit  collection 

Neither 

No 

Yes 

No 

No 

$5,61 0  for  2  ports,  5 
hours;  $14,280  for  6 
ports,  10  hours 

VMX,  Inc. 

San  Jose,  Calif. 
(408)943-0878 

VMX  5000 

8  to  64 

30  to  258 

Loop  start, 
ground  start, 
DID,  E&M 

Optional 

None 

Neither 

No 

Yes 

1  through  29 

DEC  AII-ln-1 

$1 50,000  for  8  ports,  30 
hours;  $500,000  for  64 
ports,  258  hours 

D.I.A.L. 

2  to  16 

2.5  to  33 

Loop  start, 
ground  start, 
DID,  E&M 

Standard 

Forms  fill-in, 
digit  collection 
for  calculation, 
account 
verification, 
host  processor 
interface 

Both 

No 

Yes 

1  through  29 

No 

$25,000  for  2  ports,  2.5 
hours;  $80,000  for  1 6 
ports,  33  hours 

Voice  Systems  & 
Services,  Inc. 

Mannford,  Okla. 

(918)  865-1000 

Communicator 

4  to  1 ,024 

5  to  1,600 

Loop  start, 
ground  start, 
DID,  T-1 

Standard 

Optional 

No 

Yes 

Yes 

2,11,13 

Novell,  Inc. 

$1 1 ,995  for  4  ports,  5 
hours 

Voicetek  Corp. 
Chelmsford,  Mass. 
(508)250-9393 

LTTK-300 

4  to  64 

25  to  100 

Loop  start, 
ground  start, 
DID,  E&M,  T-1 

Optional 

Forms  fill-in, 
digit  collection, 
account 
verification, 
host  processor 
interface 

Neither 

Yes 

Yes 

13,22 

No 

$62,1 75  for  4  ports,  25 
hours;  $1 80,350  for  64 
ports,  1 00  hours 

Votan 

Fremont,  Calif. 

(415)  490-7600 

TeleCenter 

2  to  8 

4  to  15 

Loop  start 

Standard 

Optional 

Camp-on 

No 

NA 

NA 

No 

$7,990  for  2  ports,  4 
hours;  $31 ,650  for  8 
ports ,  1 5  hours 

Wang 

Laboratories,  Inc. 

Lowell,  Mass. 

(508)  459-5000 

Wang  Office/Voice 
Mail 

4  to  140 

Depends 
on  size  of 
host 

processor 

storage 

facilities 

Loop  start, 
ground  start, 
E&M 

Optional 

No 

Neither 

No 

No 

Wang 
Business 
Exchange 
Central  Office 

Wang  Office 

$9,000  per  4-port 
increments;  storage 
depends  on  disk  space 
available 

Xerox  Corp. 

Rochester,  N.Y. 

(716)  423-5579 

Xerox  Voice 
Message  Exchange 

2  to  64 

16  to  258 

Loop  start, 
ground  start 

Optional 

No 

Neither 

No 

Yes 

1  through  29 

IBM  PROFS, 
DEC  All-in-1 

$30,000  for  2  ports,  1 6 
hours;  $400,000  for  64 
ports,  258  hours 

DID  =  Direct  inward  dialing 
NA  =  Information  not  available 


1  =  Alcatel  Network  Systems  Corp. 

2  =  AT&T  System/75 

3  =  AT&T  Horizon 

4  =  AT&T  Dimension 

5  =  ComdialCorp. 

6  =  Executone  Business  Systems 

7  =  Fujitsu  Business  Communications,  Inc. 

8  =  GTE  Communication  Systems  Corp. 

9  =  Intertel 

10  =  IWATSU  America,  Inc. 


11  =  Mitel  Corp. 

12  =  NEC  America,  Inc. 

13  =  Northern  Telecom,  Inc. 

14  =  Panasonic  Industrial  Co. 

15  =  Premier 

16  =  IBM/Rolm  Systems  Division 

17  =  Siemens  Communication  Systems,  Inc. 

18  =  Telrad 

19  =  TeltoneCorp. 

20  =  TIE/Communications,  Inc. 


21  =  Toshiba  America,  Inc. 

22  =  Centrex 

23  =  Harris  Corp. 

24  =  Telcom  Technologies 

25  =  InteCom,  Inc. 

26  =  Hitachi  America,  Ltd. 

27  =  Ericsson 

28  =  ISOETEC  Communications,  Inc. 

29  -  ITT  Corp. 


This  chart  includes  a  representative  selection  of  vendors  in  the  voice  mail  market.  Many  vendors  not  included  offer  competitive  products.  Centigram  Corp.  is  not  listed  in  this  chart  because  it  did  not  provide 
complete  information  about  its  products  by  press  time. 

SOURCE:  TMS CORP..  DEVON,  PA. 
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How  your 

mainframe  can 

hop  from 
Iew\brk  toTbky 
in  two  seconds 


AT&T  Pa  rally  ne's  channel  extension  systems  give  you 
capabilities  you  never  thought  possible. 

For  example, |our  Tokyo  office  can  access  applications 
on  your  New \ork  mainframe  with  virtually  the  same  performance 
as  if  vour  New  York  mainframe  were  inTokvo. 

Only  AT&T  Paradyne  can  give  you  this  capability  because  only 
AT&T  Paradyne’s  PIXNET-XL™can  extend  your  mainframe’s  multi¬ 
plexer  channel  to  any  where  in  the  world. 

PIXNET-XL  is  perfect  for  consolidating  data  centers  or  creating 
disaster  recovery  plans. That’s  because  there  is  virtually  no  loss  in  per¬ 
formance.  Even  when  your  data  transmission  requires  satellite  hops. 

AT&T  Paradyne’s  PIXNET-XL.Technologv  so  innovative  there’s 
no  limit  to  how  far  it  can  take  you. 

For  more  informat  ion,  contact  your  AT&T  Paradyne  Account 
Executive  or  call  1 800  482-3333,  Ext.  216. 

Europe  (44)  923-55550  Fax:  (44)  923-55638:  Japan  (81)  3-245-0431  Fax:  (81)  3-245-0433; 

Hong  Kong  (85)  25-430083  Fax:  (85)  25-413767;  Latin  America  (1)  813-530-2873  Fax:  (1)  813-530-2575; 

Canada  (416)  494-0453  Fax:  (416)  494-5723 


AT&T  Paradyne 


©  1989  AT&T  Paradyne 

PIXNET-XL  is  a  trademark  of  AT&T  Paradyne. 


Transmit 

into 

the  next 

century 

AT&T  Paradyne’s  quality  manufacturing  and  unique  archi¬ 
tecture  allow  us  to  offer  products  today  that  will  be  transmitting 
data  well  into  the  21st  century 

That’s  because  we  design  our  technology  with  the  future  in 
mind.  Our  3400  Series  modems,  for  instance,  let  you  change  speeds 
and  applications  by  changing  our  unique  “personality  module.”  And 
they’re  the  only  modems  that  are  upgradable  from  analog  to  digital. 
AT&T  Paradyne.  Quality  is  our  commitment  to  the  future. 

For  more  information,  contact  your  AT&T  Paradyne  Account 
Executive  or  call  1 800  482-3333,  Ext.  214. 

Europe  (44)  923-55550  Fax:  (44)  923-55638,  Japan  (81)  3-245-0431  Fax:  (81)  3-245-0433, 

Hong  Kong  (85)  25-430083  Fax:  (85)  25-413767  Latin  America  (1)  813-530-2873  Fax:  (1)  813-530-2575 


mm  AT&T  Paradyne 

See  The  Faxnet  Form  On  Page  #79. 
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BY  WORD  OF  MOUTH 


(continued from  page  57) 
the  quantization  technique  was  not  a 
closed  issue  and  in  the  future,  AMIS  will 
consider  the  use  of  proprietary  schemes. 
The  group  planned  to  address  that  topic  at 
its  September  meeting  in  Toronto. 

If  everything  goes  well,  the  initial  AMIS 
recommendation  providing  the  basics  for 
disparate  voice-messaging  connectivity 
will  be  released,  at  the  earliest,  by  the  end 
of  this  year  or  early  next  year.  As  for  so¬ 
phisticated  features  such  as  network  man¬ 
agement,  Daroga  says,  “network  manage¬ 
ment  has  come  up  in  discussions,  but  AMIS 
will  not  attempt  to  define  that  until  some¬ 
time  in  the  future.” 

Something  else  AMIS  won’t  define  is  the 
basic  interface  users  will  employ  to  access 
voice-messaging  systems  to  leave,  receive 
and  save  messages.  As  noted  earlier,  those 


procedures  consist  of  prompts  that  experi¬ 
enced  voice-messaging  users  would  like  to 
bypass  to  expedite  the  transaction. 


The  Voice  Messaging  User  Interface  Fo¬ 
rum  (VMUIF),  a  group  of  RBHC  and  voice¬ 
messaging  vendors,  is  working  to  establish 
a  common  interface.  VMUIF  has  just  passed 
the  steering  committee  phase  and  will 


soon  begin  tackling  user-interface  stan¬ 
dards,  so  don’t  expect  anything  from  it 
soon. 


Phyllis  Hoffman,  Southwestern  Bell’s 
product  manager  for  voice-messaging  ser¬ 
vices  and  a  VMUIF  member,  states,  “We’re 
trying  to  define  features  that  are  core  [as 
well  as]  design  principles  for  other  func- 
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1  1  et  management  has  come  up  in  discussions,  but 
AMIS  won’t  define  that  until  sometime  in  the  future.” 
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Meet  Colleen  Auchter.  Student  bal¬ 
loon  pilot  and  Telecommunications 
Manager  for  Wang  Financial  Infor¬ 
mation  Services. 

If  there’s  one  thing  Colleen  has 
learned  from  her  ballooning  experi¬ 
ence  it’s  this:  Be  prepared  for 
anything.  Anticipate  the  unexpected. 
Because  when  you’re  thousands  of 
feet  in  the  air,  you  simply  can’t  afford 
any  surprises.  You  have  to  be  able  to 
rely  on  your  decision-making  skills 
.  . .  and  your  equipment. 

The  same  holds  true  in  Colleen’s 
job  at  Wang  Financial.  The  decisions 
she  makes  in  selecting  a  private-line 
vendor  are  absolutely  critical.  Espe¬ 
cially  when  you  consider  that  Wang 
Financial  uses  private  lines  to  supply 
money  managers,  banks  and  brokers 
with  real-time  stock  market  informa¬ 
tion.  At  any  given  moment,  vital 
information  that  translates  into  multi- 
million-dollar  transactions  is  crossing 
the  lines  through  Wang  Financial’s 


SHARK®  service.  And  if  there’s  an 
interruption  in  transmission  . . .  well, 
that’s  serious  trouble. 

Obviously  Wang  Financial’s  cus¬ 
tomers  demand  consistently  reliable 
service.  Wang  Financial,  in  turn, 
demands  the  same  from  Williams 
Telecommunications  Group  (WTG). 
And  gets  it. 

‘  ‘These  circuits  are  our  lifeline.  Our 
business  depends  on  accurate,  real¬ 
time  information,”  Colleen  explains. 
“We  have  to  go  with  reliable  vendors. 
And  WTG  has  proven  reliability.’  ’ 

The  fact  is,  no  other  company  sets 
higher  standards  for  availability  than 
WTG.  But  in  Wang  Financial’s  busi¬ 
ness,  where  data  transmission  is 
critical,  they  must  take  every  pre¬ 
caution.  And  that  means  back-up 
systems.  Just  in  case.  So  Colleen 
counts  on  WTG  to  provide  Wang 
Financial  with  route  diversity  as  well. 


‘  ‘Buying  multiple  circuits  from  WTG 
is  efficient  and  economical,’  ’  Colleen 
says.  ‘  ‘WTG  has  the  route  diversity 
Wang  Financial  needs.’  ’ 

So  if  you’re  still  up  in  the  air  about 
which  telecommunications  vendor  to 
choose,  call  WTG  at  1-800-642-2299, 
or  your  local  WTG  sales  office,  and 
ask  about  our  new  route  diversity 
offering  for  your  voice,  data,  or  video 
private-line  services.  No  other 
company  gives  you  a  higher  level 
of  service. 

Visit  the  WTG  booth  #201  at  TCA. 


WILLIAMS 

TELECOMMUNICATIONS 

GROUP 

OttfOfWt  WtUMttt  COWUMIS,  JVC.  JJPf 

Post  Office  Box  21348 
One  Williams  Center 
Ttalsa,  Oklahoma  74121 
1-800-642-2289 


See  The  Faxnet  Form  On  Page  #79. 


tions.  We  want  to  come  up  with  a  generic 
interface  for  all  users,  but  I  want  to  empha¬ 
size  that  everything’s  still  under  discus¬ 
sion.” 

Integrating  voice-messaging  and  elec¬ 
tronic  mail  services  is  a  facility  many  ven¬ 
dors  say  they’re  looking  at,  but  few  have 
actually  accomplished.  Most  of  the  prod¬ 
ucts  in  the  accompanying  chart  that  imple¬ 
ment  such  integration  do  it  by  setting  a  flag 
to  notify  voice  mail  and  E-mail  boxholders 
that  messages  are  waiting. 

Voice-messaging  systems  represent 
some  of  the  best  bargains  available  for  in¬ 
creasing  employee  productivity.  Instead  of 
playing  telephone  tag,  callers  can  leave  a 
detailed  message  relating  to  the  nature  of 
the  call,  the  type  of  information  or  action 
desired  and  the  time  and  place  where  they 
can  be  reached.  Of  course,  the  same  could 
be  accomplished  by  someone  taking  a  mes¬ 
sage,  but  frequently  such  messages  are  in¬ 
complete,  confused  or  not  passed  along  at 
all. 

Using  voice  messaging  for  transaction 
processing  is  a  notable  development.  The 
ability  to  get  the  status  of  an  order  or  enter 
a  new  one  without  user  interaction  speeds 
the  overall  operation  and  eliminates  the 
chances  of  an  employee  making  a  mistake. 
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The  automated  operator  is  another  key 
feature.  Aside  from  off-loading  routine 
calls  from  the  live  operator,  the  prompts 
permit  callers  to  reach  the  desired  party  in 
a  fairly  efficient  manner. 

The  big  complaint  with  prompts,  as  was 
pointed  out,  is  that  they  differ  among  sys¬ 
tems;  therefore,  callers  have  to  wait  for  in¬ 
structions  before  taking  action.  For  exam¬ 
ple,  to  reach  an  operator  on  some  systems, 
callers  press  the  zero  key  on  their  phones 
at  any  time  during  the  announcement. 
Other  systems  require  that  they  press  the 
star  or  pound  keys,  or  wait  for  the  an¬ 
nouncement  and  other  instructions  to  end 
before  the  operator  comes  on.  This  can 
lead  to  a  high  frustration  level. 

The  VMUIF  is  working  to  remedy  that  by 
furnishing  a  common  user  interface,  but  its 
success  depends  on  the  level  of  coopera¬ 
tion  the  forum  receives  from  equipment 
vendors.  It  will  probably  be  easy  to  get 
standards  for  primary  functions  like  press¬ 
ing  zero  for  the  operator,  but  it’s  another 
matter  to  standardize  on  all  functions 
available  to  boxholders. 

Hoffman  knows  that  standards  won’t  be 
easy  but  she’s  optimistic.  “I  believe  func¬ 
tional  standards  can  be  agreed  upon,  but  it 
won’t  happen  overnight,”  she  says. 

Another  source  of  frustration  is  the  in¬ 
ability  to  network  disparate  voice-messag¬ 
ing  systems.  Those  involved  with  AMIS 
have  vowed  to  find  a  solution,  and  some 
elementary  connectivity  recommenda¬ 
tions  are  forthcoming.  However,  there  are 
a  lot  of  tough  problems  yet  to  be  resolved. 

For  example,  many  voice-messaging 
systems  are  written  to  interface  with  a  spe¬ 
cific  PBX.  The  signaling  required  to  per¬ 
form  functions  such  as  playing  a  personal 
greeting  if  the  called  party  is  unavailable 
( continued  on  page  80 ) 
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By  RAY  HORAK  and  LILLIAN  GOLENIEWSKI 


Establishing  a  good  re¬ 
lationship  with  the 
vendor  of  your  tele¬ 
management  or  net 
management  software 
can  be  crucial  to  the 
smooth  operation  of  your  net¬ 
work.  The  right  software  systems 
can  provide  communications 
managers  with  information  that 
has  been  filtered,  sorted,  orga¬ 
nized  and  analyzed  without  over¬ 
whelming  them  with  data  on  the 
range  of  intelligent  network  com¬ 
ponents. 

But  software  is  not  without  its 
pitfalls.  Even  software  provided 
by  the  most  creative  and  commit¬ 
ted  vendor  will  have  its  weak¬ 
nesses.  Further,  the  user’s  rela¬ 
tionship  with  a  software  vendor 
involves  a  long-term  commit¬ 
ment  of  substantial  cost  —  for  ex¬ 
ample,  software  licensing,  data 
gathering  and  entry,  mainte¬ 
nance  and  training.  The  develop¬ 
ment  of  a  constructive  relation¬ 
ship  with  providers  of  such 
intangible  products  in  dynamic 
environments  places  a  substan¬ 
tial  responsibility  on  the  buyer  — 
it  pays  to  do  your  homework. 

Start  with  the  contract 

To  ensure  a  harmonious  rela¬ 
tionship  with  software  vendors, 
users  should  set  the  tone  for  con¬ 
tract  negotiations  by  clearly  iden¬ 
tifying  all  major  requirements 
and  contractual  issues  as  soon  as 

Horak  is  executive  vice- 
president  and  Goleniewski  is 
president  of  The  Lido  Organi¬ 
zation,  Inc.,  a  Mill  Valley, 
Calif.-based  independent  con¬ 
sulting  and  training  firm  spe¬ 
cializing  in  telecommunica¬ 
tions  network  management. 


possible  —  in  the  request  for  pro¬ 
posal.  Well-designed  RFPs  not 
only  weed  out  the  weaker  ven¬ 
dors  and  provide  essential  infor¬ 
mation,  but  also  define  the  level 
of  expectations  for  both  parties. 

Test  and  acceptance  periods 
should  be  long  enough  to  ensure 
that  all  software  elements,  and 
the  system  as  a  whole,  perform  as 
defined.  Test  and  acceptance 
time  periods  should  apply  to  indi¬ 
vidual  software  modules,  the  en¬ 
tire  integrated  system,  the  oper¬ 
ating  platform  —  if  the  system  is 
provided  on  a  turnkey  basis  — 
and  any  customized  system  ele¬ 
ments. 

Further,  the  process  of  setting 
up  test  and  acceptance  proce¬ 
dures  should  be  the  same  for  the 
initial  installation,  program  trou¬ 
ble  fixes  or  corrections  of  bugs, 
enhanced  releases  or  versions, 
rate  and  tariff  updates,  vertical 
and  horizontal  (V&H)  coordinate 
updates  and  so  forth. 

Users  should  emphasize  that 
they  expect  to  license  a  system, 
not  a  set  of  unrelated  software 
and  hardware  components.  The 
test  and  acceptance  periods 
should  then  be  long  enough  to  al¬ 
low  proper  evaluation  of  the  ef¬ 
fect  new  releases  and  program 
trouble  fixes  will  have  on  the  en¬ 
tire  system. 

Additionally,  the  performance 
of  system  modules,  such  as  trou¬ 
ble  management  and  inventory 
management,  should  then  be 
tested.  Users  should  tell  the  ven¬ 
dor  immediately  about  any  deg¬ 
radation  in  the  performance  of 
those  modules,  any  related  mod¬ 
ules  or  the  interaction  among 
them.  They  should  hold  the  ven¬ 
dor  responsible  for  the  rapid  res- 
( continued  on  page  64 ) 
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Building  a  harmonious  and  productive 
long-term  relationship  with  your  software  vendor 

begins  in  the  RFP  stage. 
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COMING  TO  TERMS 


( continued  from  page  63 ) 
olution  of  such  problems,  which  should  be 
handled  according  to  contractually  de¬ 
fined  performance  criteria,  formal  notifi¬ 
cation  procedures  and  resolution  times. 

One  additional  important  point:  System 
warranties  are  typically  for  90  days  to  one 
year  but  can  be  negotiated.  That  warranty 
period  should  not  begin  until  the  system 
has  been  fully  tested  and  accepted. 

Add-ons 

Users  should  keep  in  mind  that  func¬ 
tional  enhancements  may  be  added  or  li¬ 
censed  after  the  software  system  is  de¬ 
ployed.  The  user  should  take  care  to 
provide  in  the  RFP  and  contract  for  the  test 
and  acceptance  of  such  subsequently  li¬ 
censed  software.  Again,  the  entire  system 
should  be  subjected  to  compatibility  and 


performance  testing.  Unfortunately,  users 
often  find  that  subsequently  installed  sys¬ 
tem  modules  are  of  a  different  —  and  in¬ 
compatible  —  release  than  the  installed 
system. 

The  pricing  policies  of  many  software 
vendors  are  much  the  same  as  those  of 
hardware  vendors  —  postcutover  soft¬ 
ware  additions  are  priced  at  a  substantial 
premium.  Careful  contract  negotiation  can 
reduce  or  eliminate  this  price  distinction. 
Users  must  remember  that  they  are  virtual¬ 
ly  wed  to  the  vendor;  no  one  else  can  pro¬ 
vide  them  with  fully  compatible  software 
or  support. 

Carrying  on 

Portability  means  the  software  can  be 
transported  to  another  host  computing 
system.  Some  vendors  support,  on  a  stan¬ 


dard  basis,  the  same  source  code  across 
multiple  hosts.  Telco  Research  Corp., 
Telecommunications  Software,  Inc.  and 
Comsoft  Management  Systems,  Inc.  are 
notable  in  this  regard.  Portability  is  a  func¬ 
tion  of  the  software  programming  lan¬ 
guage  used;  COBOL  has  limited  portability 
characteristics,  while  many  fourth-genera¬ 
tion  languages  such  as  Informix  are  highly 
flexible. 

It  pays  to  anticipate  the  requirement 
for,  and  to  negotiate  the  cost  of,  transport¬ 
ing  software.  For  instance,  within  just  a 
few  years,  relatively  simple  telemanage¬ 
ment  software  designed  to  price  calls  for 
one  company  site  and  operating  on  a  per¬ 
sonal  computer  may  increase  considerably 
in  functionality  and  be  used  to  manage 
many  sites  and  network  components  that 
currently  require  the  processing  speed  and 


Then . . . 

WorldCom  installed  a 
very  important  Washington- 
Moscow  private  line. 

Now . . . 

We're  still  installing  some  of 
the  world's  most  important 
communications  networks. 


Al  Prekeris  in  our  Calibration  Lab 
is  one  in  a  series  of  ads  featuring 
some  of  the  WorldCom  people  who 
help  us  carry  on  our  century-long 
tradition  of  service  and  excellence. 


Back  in  1 974,  when  WorldCom 
was  part  of  ITT,  Al  Prekeris  took 
charge  of  improving  quality  for 
the  Washington-Moscow  hot¬ 
line.  First,  he  set  up  a  new  earth 
station  control  center.  Later,  he 
arrived  in  Red  Square  to  work 
with  the  Soviets  at  their  end  of 
the  circuit. 

Today,  keeping  the  hotline 
in  top  form  is  still  Al's  job.  As 
WorldCom's  Vice  President  of 
Engineering,  Al  and  his  team 
insure  the  quality  of  all  our 
international  private  lines  .  .  . 
building  quality  and  reliability 
into  customer  circuits,  design¬ 
ing  around  line  or  political 
problems,  maintaining  circuit 
availability,  planning  for 
growth.  In  fact,  they  make  sure 


every  line,  and  every  customer, 
gets  the  same  care  and  atten¬ 
tion  we  give  the  superpowers. 

And  because  Al  Prekeris  is  a 
fanatic  for  making  things  work 
right,  we  think  he  personifies 
the  commitment  we  make  to  all 
our  customers,  large  and  small 
.  .  .  to  be  nothing  less  than  the 
best  in  quality  and  service. 


WorldCom 

A  TELE  COLUMBUS  COMPANY 


World  Communications,  Inc. 

67  Broad  Street,  New  York,  NY  1 0004 
Telephone:  212-607-2000 


memory  of  a  minicomputer.  Special  con¬ 
sideration  should  be  given  to  vendors  that 
can  accommodate  such  requirements. 

Pricing  can  be  an  issue  here,  as  well. 
Vendors  typically  price  software  in  direct 
relationship  to  the  complexity  and  pro¬ 
cessing  capability  of  the  host  computer  — 
mainframe  software  is  more  expensive 
than  minicomputer  software,  which  is 
more  expensive  than  microcomputer  soft¬ 
ware.  A  little  forethought  here  can  pay  big 
dividends  later. 

Don’t  neglect  training 

Training  and  documentation  are  criti¬ 
cal  to  the  successful  implementation  and 
operation  of  an  interactive  software  sys¬ 
tem.  Unfortunately,  they  are  often  under¬ 
valued  and,  therefore,  neglected  elements 
of  contract  negotiation.  Computer  opera¬ 
tors  and  system  administrators  are  key  to 
the  performance  of  mainframe,  minicom¬ 
puter  and  local  network  software  and  re¬ 
quire  intensive  training  by  the  vendor.  The 
cost  should  be  included  in  the  software  li¬ 
cense  and  installation. 

Users  should  be  categorized  by  the  na¬ 
ture,  frequency  and  intensity  of  system  in¬ 
teraction,  and  their  training  should,  simi¬ 
larly,  be  included.  Criteria  should  be 
established  for  the  completion  of  success¬ 
ful  training.  Costs  should  be  established 
for  subsequent  training  due  to  turnover 
and  new  hires;  training  on  new  software 
releases  and  program  trouble  fixes  should 
be  included  in  annual  maintenance 
charges. 


TJsers  must  remember 
that  they  are  virtually  wed 
to  the  vendor. 

▲  ▲  ▲ 


Since  it  is  absolutely  vital  to  successful 
system  use,  documentation  should  be 
carefully  reviewed  during  the  vendor  se¬ 
lection  process.  Current  standard  docu¬ 
mentation  should  be  established  as  the 
benchmark  against  which  future  releases, 
additional  modules  and  program  trouble 
fixes  are  measured. 

Similar  standards  should  be  established 
for  both  standard  and  customized  software 
and  interfaces  to  network  components 
such  as  private  branch  exchanges,  mo¬ 
dems,  T-l  multiplexers  and  controllers.  In 
the  same  vein,  standards  should  be  estab¬ 
lished  for  interfaces  to  other  information 
systems  such  as  voice  mail,  E-mail  and  cor¬ 
porate  financial  and  personnel  systems. 

In  other  words,  training  and  documen¬ 
tation  standards  should  be  established  for 
the  system  as  proposed  and  configured. 

Carrier  coverage 

Rate  and  tariff  support  can  vary  widely. 
At  a  minimum,  the  selected  vendor  should 
support  the  published  tariffs  of  the  local 
exchange  carriers  and  the  top  three  com¬ 
mon  carriers  —  AT&T,  MCI  Communica¬ 
tions  Corp.  and  US  Sprint  Communications 
Co.  The  vendor  should  also  provide  the  ca¬ 
pability  to  surcharge  and  discount  tariffed 
call  costs  to  support  nontariffed  offerings, 
offerings  of  other  carriers  using  one  of  the 
three  as  a  benchmark  and  various  resale 
scenarios.  Software  also  varies  widely  in 
its  ability  to  accommodate  private  network 
( continued  on  page  80 ) 
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Telecommuting  on 
the  ISDN  highway 

By  BILL  BLIFFAM 


u 


Tf  elecommuting”  is 
f  the  term  coined  to 
describe  working  at 
home  while  being 
linked  electronically 
to  the  office.  Much 
has  been  written  about  its  socio¬ 
economic  benefits,  risks  and 
costs. 

Despite  its  broad  and  seduc¬ 
tive  appeal,  telecommuting  has 
yet  to  find  more  than  niche  ac¬ 
ceptance.  Why  is  this?  After  all, 
the  technology  needed  to  make  it 
happen  has  already  been  devel¬ 
oped. 

The  kinds  of  jobs  in  which  tele¬ 
commuting  has  been  most  suc¬ 
cessful  involve  tasks  that  can  eas¬ 
ily  be  carried  out  remotely,  using 
technology  that  is  already  widely 
deployed.  The  customer  service 
representative  and  catalog  order 
taker  are  paradigms.  These  jobs 
require  only  a  terminal  and  a 
telephone  at  the  employee’s 
home,  and  a  mainframe  comput¬ 
er  and  automatic  call  distributor 
(ACD)  at  the  employer’s  loca¬ 
tion.  The  employer  must  physi¬ 
cally  move  the  terminal  to  the 
employee’s  home,  connect  it  to 
the  mainframe  with  a  voice-grade 
line  and  teach  the  company’s 
ACD  to  call  the  employee’s  home 
phone. 

Most  professionals  and  man¬ 
agers  need  access  to  a  more  com¬ 
plex  array  of  resources;  conse¬ 
quently,  telecommuting  is  less 
attractive  to  them.  Typically, 
their  jobs  involve  five  key  ele¬ 
ments: 

■  Talking  on  the  telephone. 

■  Using  a  terminal  —  or  a 


Buff  am  is  a  networking  con¬ 
sultant  with  the  Complex  Sys¬ 
tems  Integration  Division  of 
Unisys  Corp.  in  Malvern,  Pa. 


personal  computer  masquerad¬ 
ing  as  a  terminal  —  to  interact 
with  a  mainframe  computer. 

■  Producing,  processing  or  refer¬ 
ring  to  printed  material. 

■  Using  a  personal  computer  or 
workstation,  either  stand-alone 
or,  increasingly,  on  a  local  net. 


■  Talking  with  one  or  more  peo¬ 
ple  face-to-face. 

Telecommuting  obstacles 

The  last  three  elements  repre¬ 
sent  barriers  to  telecommuting, 
not  because  appropriate  technol¬ 
ogies  have  not  been  developed  — 


they  have,  in  every  case  —  but  be¬ 
cause  these  technologies  have 
not  yet  been  deployed  at  the  nec¬ 
essary  critical  mass.  Achieving 
critical  mass  is  vital;  think  how- 
useless  phones  would  be  if  only  a 
handful  of  people  had  them. 

( continued  on  page  66 ) 


ISDN  can  be  instrumental 
in  shaping  the  “virtual  office”  of  the  future. 
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( continued from  page  65 ) 

The  first  telecommuting  obstacle,  deal¬ 
ing  with  printed  material,  is  a  formidable 
one.  Most  professionals  and  managers 
who  have  ever  tried  to  work  at  home  have 
quickly  found  their  progress  hampered  by 
the  need  to  look  at  thismemo  or  ^/man¬ 
ual  —  both  of  which  are  back  at  the  office. 

This  problem  cannot  be  solved  over¬ 
night.  What’s  needed  is  an  enterprisewide 
commitment  to  get  all  internal  memos  and 
documents  into  a  common  machine-read- 
able  format  so  employees  can  call  up  docu¬ 
ments  on  their  personal  computers  re¬ 
gardless  of  geographic  location.  Electron¬ 
ic  mail  is  already  pushing  us  down  this 
path,  albeit  in  a  rather  ad  hoc  way.  Facsimi¬ 
le  technology  and  the  availability  of  per¬ 
sonal  computer  fax  boards  and  scanners 
are  also  taking  us  in  this  direction. 

Electronic  documents 

Achieving  uniform  electronic  docu¬ 
mentation  involves  two  separate  efforts: 
establishing  document  standards  and  im¬ 
plementing  procedural  measures  to  en¬ 
sure  conformance,  and  converting  old 
hard-copy  documents  into  electronic 
ones. 

Although  old  documents  could  simply 
be  allowed  to  die  of  old  age  during  the  mi¬ 
gration  period,  the  hard  copy  conversion 
problem  has  to  be  solved  anyway  to  deal 
with  externally  produced  documents. 

Many  publications  originating  outside 
the  company  —  for  example,  brochures, 
catalogs,  manuals,  periodicals,  reference 
material  and  textbooks  —  will  not  be  avail- 


F 

-L  requently  referenced 
documents  can  be 
scanned  into  the  system. 
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able  in  machine-readable  form.  How  an  or¬ 
ganization  treats  these  documents  will  de¬ 
pend  on  their  level  of  use  within  the 
enterprise. 

Frequently  referenced  documents  can 
be  scanned  into  the  system  using  imaging 
technology.  Documents  that  will  be  used 
extensively  can  be  converted  to  text  using 
optical  character  recognition.  Documents 
of  narrow  interest  can  be  scanned  into  a 
personal  computer  on  an  as-needed  basis 
by  whomever  needs  them. 

Clearly,  all  of  this  has  interesting  copy¬ 
right  implications  for  lawyers  and  accoun¬ 
tants  to  solve.  Equally  interesting  are  the 
security  implications.  Internal  security 
measures  are  needed  to  ensure  that  only 
authorized  personnel  have  access  to  data. 
More  importantly,  competitors  must  be 
kept  from  penetrating  the  system. 

Investing  in  the  future 

On  the  face  of  it,  dealing  with  printed 
documents  electronically  appears  expen¬ 
sive.  However,  it  represents  an  up-front  in¬ 
vestment  to  reduce  the  cost  of  all  future 
document  handling.  Once  scanned  and 
safely  stored,  the  paper  original  may  be 
discarded.  A  document  stored  on  magnetic 
or  optical  disk  takes  up  minimal  physical 
storage  space  and  only  one  copy  need  be 
maintained,  since  the  system  provides 
concurrent  read  access  to  any  number  of 
users. 

Having  the  document,  with  its  associat¬ 


ed  indexes,  in  machine-readable  form 
makes  retrieval  much  easier  and  faster, 
and  reduces  the  likelihood  that  it  will  be 
misfiled  and  lost.  Computer-based  text¬ 


searching  operations  make  life  easier 
when  you’re  trying  to  find  some  subject  but 
don’t  know  where  to  look.  When  you  add 
up  all  of  the  benefits,  investment  in  the  ini¬ 


tial  scanning  and  storage  of  a  document 
pays  off  handsomely  over  its  life  span. 

What’s  so  fascinating  about  this  whole 
scenario  is  that  each  enterprise  that  in¬ 


vests  in  such  a  document-handling  system 
becomes  part  of  a  growing  mass  of  partici¬ 
pants. 

As  soon  as  critical  mass  is  achieved, 


companies  will  be  forced  to  produce  their 
documents  in  machine-readable  form,  just 
as  companies  today  are  being  forced  by 
competitive  pressures  to  implement  elec¬ 
tronic  data  interchange  for  purchasing  and 
invoicing. 

Furthermore,  the  attainment  of  critical 
mass  will  trigger  the  formation  of  services 
to  convert  the  world’s  vast  bulk  of  existing 
printed  matter  into  machine-readable 
form  accessible  by  anyone  willing  to  pay 
the  price. 

Achieving  critical  mass 

A  situation  will  exist  in  which  many  en¬ 
terprises  will  have  implemented  automat¬ 
ed  documentation  repositories  and  han¬ 
dling  systems.  Their  employees  will  use 
the  personal  computers  and  workstations 
on  their  desks  to  perform  many  of  the 


Internal  security  measures  are  needed  to  ensure  that 
only  authorized  personnel  have  access  to  data. 
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tasks  that  today  require  hard  copy. 
Equipped  with  a  personal  printer  and  a 
small  number  of  frequently  referenced, 
hard-copy  documents,  professional  work¬ 
ers  will  use  personal  computers  for  the 
bulk  of  document  processing. 

With  the  personal  computer  as  the  pri¬ 
mary  window  on  documents  of  all  kinds, 
all  we  need  to  make  telecommuting  viable 
is  to  move  the  personal  computer  to  the 
home  and  connect  it  electronically  to  the 
office. 

The  overriding  problem,  however,  is 
one  of  available  transmission  speed.  Docu¬ 
ment  transmission,  particularly  involving 
image  and  graphics,  is  very  bandwidth-in¬ 
tensive.  Even  without  considering  docu¬ 
ments,  a  local  networked  personal  com¬ 
puter  using  server-based  files  or  data  bases 
presents  a  much  heavier  communications 


load  than  traditional  terminal-to-main- 
frame  applications. 

To  solve  the  long-haul  high-speed  com¬ 
munications  problem,  we  have  Integrated 


Services  Digital  Networks,  a  handy  tech¬ 
nology  already  waiting  in  the  wings.  Long 
in  gestation,  ISDN  has  received  at  least  as 
much  negative  publicity  as  positive. 


Opinions  often  expressed  are,  “ISDN  is 
a  solution  in  search  of  a  problem,”  “We  al¬ 
ready  have  T-l,  thank  you,”  and  “Who 
needs  this  already  obsolescent  gimmick 


being  foisted  on  us  by  the  carriers  any¬ 
way?”  While  the  relative  merits  of  T-l  vs. 
ISDN  for  business  communications  are  in¬ 
deed  arguable,  ISDN  wins  by  a  knockout 


when  considered  for  telecommuting. 

In  technology  terms,  ISDN  is  nothing 
more  than  value-added  T-l.  The  raw  data 
rate  of  1.544M  bit/sec  is  the  same.  What 
differentiates  ISDN  is  that  the  bandwidth  is 
structured  in  a  way  that  the  carrier  under¬ 
stands.  Part  of  this  bandwidth  is  used  to  ex¬ 
change  control  messages  between  the  sub¬ 
scribers  and  the  carrier  —  called  signaling 
in  telephony  parlance  —  and  herein  lies 
the  added  value.  One  of  the  uses  of  the  sig¬ 
naling  channel  is  to  perform  switching 
(otherwise  known  as  dialing)  on  the  bear¬ 
er  (data  or  voice)  channels. 

BRI  and  PRI 

ISDN  provides  two  important  inter¬ 
faces:  the  Basic  Rate  Interface  and  the  Pri¬ 
mary  Rate  Interface.  The  Basic  Rate  Inter¬ 
face  is  intended  for  homes  and  small 
businesses,  and  provides  two  digital  bearer 
(or  B)  channels  running  at  64K  bit/sec,  to¬ 
gether  with  a  1 6K  bit/sec  signaling  (or  D) 
channel.  With  this  2B  +  D  makeup,  the  Ba¬ 
sic  Rate  Interface  is  used  to  support  tele¬ 
phones  and  data  terminals. 

The  Primary  Rate  Interface  is  intended 
for  larger  customers  and  terminates  in  a 
private  branch  exchange,  a  multiplexer  or 
a  data  communications  processor.  The  Pri¬ 
mary  Rate  Interface  provides  23B  +  D  (in 
the  U.S.,  Canada  and  Japan)  or  30B  +  D 
(elsewhere),  with  the  D  channel  running 
at  64K  bit/sec. 

The  ability  to  switch  sets  ISDN  apart 
from  T-l  and  fractional  T-l,  and  makes  it 
viable  for  home  use,  which  T-l  is  not.  The 
difference  between  T-l  and  ISDN  is  analo¬ 
gous  to  the  difference  between  trains  and 
cars.  Trains  go  wrhere  the  carrier  decides, 
or  where  whoever  has  the  resources  to 
charter  a  train  decides.  Cars,  like  ISDN,  are 
economical  enough  for  ordinary  people  to 
buy  and  can  be  made  to  go  anywhere  their 
owners  desire. 

Potential  problems 

At  first  sight,  ISDN,  with  its  two  data 
channels  of  6tK  bit/sec,  still  seems  an  or¬ 
der  of  magnitude  too  slow'  for  successful 
telecommuting,  compared  with  an  office 
local  network  running  at  several  megabits 
per  second.  But  consider  a  group  of  20  to 
50  personal  computers  on  an  Ethernet  lo¬ 
cal  net  running  at  10M  bit/sec  and  keep  in 
mind  that  Ethernet  is  inherently  half-du¬ 
plex. 

Following  the  conventional  wisdom 
that  local  nets  that  have  carrier-sense  mul¬ 
tiple  access  with  collision  detection  should 
be  kept  below  30%  utilization  —  especial¬ 
ly  with  more  than  a  fewr  stations  —  the 
bandwidth  available  to  each  station  is  com¬ 
parable  to  that  provided  by  an  inherently 
full-duplex,  point-to-point  ISDN  connec¬ 
tion.  Throughput,  therefore,  does  not  ap¬ 
pear  to  be  a  problem. 

Response  time,  however,  is  another 
matter.  The  most  bandwidth-intensive 
data  traveling  to  the  personal  computer 
will  be  high-resolution  graphics.  At  64K 
bit/sec,  a  screenful  of  high-resolution 
graphics  can  be  shipped  in  under  10  sec¬ 
onds  using  Group  IV  fax  compression  tech¬ 
niques. 

For  most  applications,  high-resolution 
graphics  will  be  unnecessary,  and  re¬ 
sponse  time  will  be  correspondingly  bet¬ 
ter.  Users  will  probably  find  a  response 
time  of  10  seconds  acceptable,  but  only  if 
they  understand  that  it’s  necessary  be¬ 
cause  of  the  complexity  of  the  data.  Other¬ 
wise,  the  Open  Systems  Interconnection 
network  layer  can  use  ISDN  Basic  Rate  In¬ 
terface  connections  to  attain  speeds  in  ex¬ 
cess  of  64K  bit/sec  by  using  both  B  chan- 
( continued  on  page  70 ) 
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Our  microwave  radio  and  fiber  optic  transmission 
systems  have  the  longest  warranty  in  the  business. 
Five  full  years.  A  comforting  thought  when  you’re 
depending  on  them  to  transmit  voice  and  data 
across  the  hills  and  valleys  of  Yemen  or  Manhattan. 

We  can  guarantee  them  for  that  long  because 
we  build  them  to  last.  With  more  than  9,000  radios 
in  use,  the  field  MTBF  of  our  best-selling  23  GHz 
microwave  unit  is  more  than  75  years. 

So  while  that  baby  may  be  in  school  before 
your  warranty  runs  out,  chances  are  she’ll  be 
retired  before  your  DMC  radio  wears  out. 

We  use  the  most  advanced  methods  to  design 
and  build  our  systems. 

Thin-film  and  GaAs  FET  technology  to  help 
reduce  power  consumption  and  keep  heat  levels 
low.  VLSI  and  surface-mount  designs  to  reduce 
the  number  of  components. 

It  all  combines  to  make  DMC  systems  the 
most  reliable,  most  economical  you  can  buy. 

And  the  most  versatile.  We  have  a  complete 
line  of  radios  in  the  8, 10.5, 13, 18  and  23  GHz 
frequency  bands  that  support  North  American 
and  CCITT  transmission  rates.  Plus  fiber  optic 
systems  at  a  wide  range  of  bit  rates.  Both  systems 
are  modular  to  give  you  the  flexibility  to  meet  the 
demands  of  any  job. 

Telcos,  cellular  companies,  common  carriers, 
private  networks  and  government  agencies  around 
the  world  depend  on  the  reliability  of  our  equip¬ 
ment.  You  can  too. 

Call  1-800-255-4DMC. 

Because  the  last  thing  you  want  is  a  short-haul 
system  you  have  to  baby. 
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Digital  microwave  Corporation 

170  Rose  Orchard  Way,  San  Jose,  CA  95134 
(408)  943-0777 

FAX  (408)  432-8001  Telex:  759597  DIGMIC 
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V y  hile  the  relative  merits  of  T-1  vs.  ISDN  are  indeed 
arguable,  ISDN  wins  by  a  knockout  for  telecommuting. 
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See  The  Faxnet  Form  On  Page  #79. 
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WE’RE  the  ti  vendor  with  total  network  solutions. 

It  may  not  be  common  knowledge,  but  Codex  has  been  con¬ 
nected  with  Tl  and  other  digital  technologies  almost  as  long  as  Tl  has 
been  connecting  information  centers. 

In  fact,  Codex  was  one  of  the  first  to  see  the  cost  and  availability 
advantages  of  fast  packet  technology  for  Tl  networks. 

But  no  Tl  network  can  stand  alone.  It  has  to  be  part  of  a 
complete  network  solution.  And  there’s  no  Tl  vendor  better  at  total 
network  solutions  than  Codex. 

We  have  27  years’  experience  designing,  installing  and  supporting 
multi-technology  networks  in  44  countries  worldwide.  Including  more 
Tl  fast  packet  networks  than  anyone  else. 

Which  explains  why  we  can  offer  the  best  solution  for  integrating 
Tl  into  your  current  information  systems  environment. 

If  you’d  like  to  learn  more  about  our  Tl  capabilities,  call  us  at 
1-800-426-1212  ext.  7232.  We’ll  send  you  a  free  copy  of  our 
“Applications  Booklet  of  Tl  Fast  Packet  Technology”  It’s  the  first  step 
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TELECOMMUTING  ON  THE  ISDN  HIGHWAY 


( continued  from  page  67) 
nels  in  tandem  for  an  effective 
rate  of  128K  bit/sec. 

In  the  extreme,  two  phone 
lines  can  be  used  to  provide  an  ef¬ 
fective  full-duplex  bandwidth  of 
256K  bit/sec.  (It  is  standard  tele¬ 
phone  company  and  building 
practice  to  install  at  least  two 
wire  pairs  in  all  homes,  while 
only  one  pair  is  needed  for  each 
phone  or  ISDN  line.) 

A  capacity  of  256K  bit/sec 
should  be  sufficient  until  ISDN  is 
upgraded  —  a  process  for  which 
there  is  developed  technology 
and  increasing  political  pressure. 

Reverse  telecommuting 

What  this  effectively  means  is 
that  a  personal  computer  or 
workstation  located  at  home  can, 
courtesy  of  ISDN,  become  a  mem¬ 
ber  of  a  local  network.  If  all  mem¬ 
bers  of  this  work  group  become 
telecommuters,  the  office  local 
net  almost  disappears,  leaving 
only  a  small  number  of  pooled 
personal  computers  for  occasion¬ 
al  visits  to  the  office. 

Essentially,  the  office  local 
network  mutates  to  a  telecom¬ 
muting  wide-area  network.  The 
home  becomes  the  principal 


A 

1  \.  personal 
computer  located  at 
home  can,  courtesy 
of  ISDN,  become  a 
member  of  a  local 
network. 
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workplace,  with  visits  to  the  of¬ 
fice  only  occasional  events.  On 
such  an  occasional  visit,  the  tele¬ 
commuter  can  use  one  of  the 
pooled  office  personal  comput¬ 
ers  to  access  files  residing  on  the 
home  personal  computer. 

Whether  we  look  at  straight¬ 
forward  telecommuting  or  re¬ 
verse  telecommuting,  an  inter¬ 
esting  shift  has  occurred:  The 
personal  computers  and  their 
servers  are  now  running  wide- 
area  network  protocols  as  well 
as,  or  instead  of,  local  network 
protocols. 

Another  key  difference  is  that 
personal  computers  on  the  net¬ 
work  now  need  access  to  the  files 
of  other  networked  personal 
computers,  not  just  to  those  of 
the  server.  This  implies  a  capabil¬ 
ity  not  ordinarily  present  in  to¬ 
day's  local  net  software. 

Face-to-face 

Putting  all  these  pieces  to¬ 
gether,  we  can  see  that  the  tele¬ 
commuter  working  at  home 
needs  a  telephone,  -a  personal 
computer,  a  graphics  printer,  a 
fax  board  and  scanner,  and  ISDN 
access  to  the  office  system  hold¬ 


ing  or  affording  access  to  on-line 
document  repositories.  With  such 
an  arrangement,  the  first  four  of 
the  five  key  elements  of  the  pro¬ 
fessional  or  managerial  job  can 
easily  be  performed  at  home. 

The  third  and  final  remaining 
obstacle  to  telecommuting, 
face-to-face  interaction,  is  the 
most  problematic.  Brainstorming 
around  a  white  board  is  difficult 
to  do  without  having  all  partici¬ 
pants  physically  in  the  same 


room.  Ad  hoc  meetings  to  resolve 
unclear  situations  are  not  well 
suited  to  audio  teleconferencing, 
and  neither  is  any  kind  of  person¬ 
al  interaction  where  reading  of 
body  language  is  important. 

Videoconferencing  technol¬ 
ogy  will  take  some  time  to  reach 
the  price  and  feature  levels  at 
which  home  installation  becomes 
attractive.  A  high-bandwidth 
ISDN  will  almost  certainly  be 
needed  for  home  videoconfer¬ 


encing,  advances  in  video  com¬ 
pression  techniques  notwith¬ 
standing.  For  the  time  being, 
some  amount  of  travel  to  the  of¬ 
fice  seems  inevitable,  purely  be¬ 
cause  of  these  technological  con¬ 
siderations. 

ISDN  can  become  the  telecom¬ 
muting  highway,  with  personal 
computers,  workstations,  serv¬ 
ers,  mainframes,  faxes  and  tele¬ 
phones  the  telecommuting  vehi¬ 
cles.  □ 


DESIGN  YOUR  OWN 

PHONE  SYSTEM. 


Letters 

continued  from  page  47 

(that  is,  it  supports  independent 
logical  units  and  possibly  depen¬ 
dent  logical  units). 

For  the  readers’  benefit,  let’s 
further  examine  some  of  the  in¬ 
formation  carried  in  the  XID 
Type  3  that  is  critical  to  under¬ 
standing  the  interaction  between 
the  physical  unit  and  the  NCP. 
When  a  PU  2.1-capable  physi- 


cal  unit  is  being  activated,  it  is  the 
presence  of  the  ACTPU  suppres¬ 
sion  indicator  (byte  9,  bit  0,  set  to 
0),  along  with  the  presence  of  the 
Network  Name  Control  Vector  — 
Control  Point  Name  (Control 
Vector  ‘OE’  Type  ‘F4’),  that  in¬ 
forms  the  NCP  how  the  PU  2.1 
node  will  assign  independent  log¬ 
ical  unit  and  dependent  logical 
unit  addresses.  Of  course,  the  ad¬ 
dress  space  managers  of  the  2.1 
nodes  must  abide  by  the  address¬ 


ing  rules  negotiated  at  activation 
time. 

My  point  is  this:  The  informa¬ 
tion  required  to  understand  how 
PU  2.1  nodes  work  is  available 
from  IBM  and  is  written  clearly 
and  concisely.  High-level  over¬ 
view  information  on  IBM’s  PU  2. 1 
support  can  be  found  in  the  IBM 
publications  “VTAM  V3R2  and 
NCP  V4R3/V5R2  Installation 
Considerations”  and  ‘‘A  Techni¬ 
cal  Overview:  VTAM  Version  3  Re¬ 


lease  2,  NCP  Version  4  Release  3, 
NCP  Version  5  Release  2.” 

For  more  detailed  informa¬ 
tion,  the  reader  is  directed  to 
IBM’s  “SNA  Type  2.1  Node  Refer¬ 
ence”  manual. 

Mr.  Mohen  can  contact  me  re¬ 
garding  the  transfer  of  the  beer. 

Joseph  Rumolo 
SNA  consultant 
Computer  Networking 
Resources,  Inc. 
Highlands,  N.J. 


Author’s  response:  While 
Mr.  Rumolo’ s  research  is  admi¬ 
rable,  his  answers  are  wrong. 
First  of  all,  the  receipt  of  an 
XID-3  does  not  necessarily 
mean  that  the  Network  Control 
Program  will  treat  the  node  as 
Type  2.1. 

For  example,  Eicon  Technol¬ 
ogy  Corp.  ’s  Sun  386i  Advanced 
Program- to-Program  Commu¬ 
nications  product  sends  XID-3 
when  operating  as  a  PU  2.0 


Some  people  think  the  only  way  to  get  a 
made-to-order  telephone  system  is  to  buy 
their  own. 

There’s  another  way  Working  with  your 
telephone  company,  you  can  custom  design  your 
own  system  and  pay  only  for  the  services  you 
need.  Just  specify  Meridian  Digital  Centrex 
from  Northern  Telecom. 

Meridian  Digital  Centrex  gives  you  a 
powerful  portfolio  of  features  and  phones.  You 
can  mix  and  match  them,  add  and  subtract  them. 
Fbr  example: 


■  Calling  Name  on  a  Centrex  Display  Set, 
to  know  who’s  calling  before  you  answer. 

■  ISDN,  when  you  want  integrated  voice 
and  data. 

■  Meridian  ACD,  for  flexible  automatic 
call  distribution. 

No  other  system,  no  matter  how  custom¬ 
ized,  is  more  flexible  than  that. 

Call  your  telephone  company  and  say 
you  want  to  design  your  own  system.  Ask  for 
Meridian  Digital  Centrex  m+  ^  northern 
from  Northern  Ifelecom.  I  irw  tc,ccom 
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node,  as  do  several  IBM  prod¬ 
ucts. 

Second,  the  ACTPU  suppres¬ 
sion  bit  is  not  what  tells  NCP 
that  the  node  is  Type  2. 1;  there 
are  Type  2. 1  nodes  that  set  this 
bit  either  way  (such  as  the  Ap¬ 
plication  System/400),  and  its 
principal  use  in  this  context  is 
to  define  how  alerts  will  be  sent 
to  NetView,  not  to  indicate  the 
physical  unit  type. 

Third,  the  presence  of  the 
Control  Point  Name  vector 
does  not  indicate  whether  the 
node  is  Type  2. 1  or  not;  some 
2.1  node  implementations 
(such  asAPPC/PC)  do  not  send 
that  vector  at  all. 

It  would  be  nice  to  take  all 
IBM  documentation  at  face 
value  and  blissfully  go  through 
life.  We  might  even  get  away 
with  this  if  all  computers  were 
blue. 

Yet  it  does  become  neces¬ 
sary  to  delve  into  the  finer 
points  of  PU  2.1  when  comput¬ 
ing  environments  are  hetero¬ 
geneous  (as  most  are  today), 
and  we  should  occasionally 
take  what  we  read  in  a  manual 
with  a  healthy  dose  of  skepti¬ 
cism. 

Sorry,  but  as  far  as  I’m  con¬ 
cerned,  Mr.  Rumolo  hasn’t 
earned  his  beer. 

Joe Mohen 
SNA  consultant 
New  York 

Consultant  gives  kudos 

I  am  unable  to  enter  your  Fifth 
Annual  User  Excellence  Awards 
contest  because  the  questions  on 
the  entry  are  not  applicable, 
based  on  the  type  of  work  I’m  in¬ 
volved  in  —  voice/data  consult¬ 
ing  and  project  implementation. 

I  do  find  your  publication  ex¬ 
tremely  informative  and  think 
your  staff  does  a  superb  job  of 
keeping  us  informed  of  the  go¬ 
ings-on  in  the  telecommunica¬ 
tions  industry. 

Richard  Gemmell 
Consultant 
RJG  Associates 
Seattle 


Good  intentions 

The  letter  concerning  the  gen¬ 
der/humor  gap  (NW,  Aug.  28) 
struck  a  responsive  chord  in  me.  I 
have  a  responsible  position  with 
du  Pont  but  often  feel  the  effects 
of  the  culture  concerning  my  job 
responsibilities. 

The  most  recent  disappoint¬ 
ment  was  the  most  devastating 
for  me.  My  daughter  graduated  in 
the  top  of  her  class  as  a  dentist, 
passed  the  board,  and  yet  the  two 
dentists  for  whom  she  has  been 
working  have  her  cleaning  teeth 
—  a  job  usually  done  by  the  hy¬ 
gienist. 

While  your  cartoon  did  not 
condone  inequality,  I’m  afraid 
that  many  people  will  read  it  that 
way.  Nevertheless,  I  appreciate 
your  intentions. 

Marlys  Denison 
Senior  systems  specialist 
E.I.  du  Pont  de  Nemours 
&  Co.,  Inc. 

Orange,  Texas 
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Our  new  TS2  diskless  worksta- 
tion  is  made  to  deliver  customer 
satisfaction. 

Users  will  like  the  smart 
looks.  The  fan-free  quiet  opera¬ 
tion.  And  how  its  small  foot¬ 
print  frees  up  desk  space. 

They’ll  enjoy  using  the 
TS2.  Its  easily-adjustable  tilt  14" 
monitor.  And  the  easy-on-the- 
eyes  sharp  text  and  Hercules® 
graphics. 

And  users  will  make  more 
productive  use  of  it,  because  the 
TS2  delivers  80286  speed,  power 
and  performance,  with  MS 
DOS  3  and  4.0  compatibility. 


Network  administrators 
will  like  the  quick  set-up,  faster 
on-line  service.  TheTS2  comes 
complete  with  Ethernet®  LAN 
interface  board  and  Novell® 
NetWare®  2. lx  compatible  boot 
ROM.  Or  it  can  support  other 
popular  LAN  interface  boards. 
And  the  elimination  of  the  local 
disk  satisfies  the  need  for  more 
complete  security. 

Everyone  will  be  pleased 
to  know  that  the  TS2  is  the 
lowest-cost-per-user  high 
performance  network  station 
available.  Novell-certified. 

Built  on  10  years  of  network 


experience  with  over  two 
million  system  and  terminal 
installations.  And  backed  by  a 
one-year  limited  warranty. 

Lor  more  information 
fast,  call  toll-free  or  write  today. 
TeleVideo  Systems,  Inc. ,  550  E. 
BrokawRd.,  RO.  Box  49048, 
San  Jose,  CA  95161-9048. 

We  want  to  make  every 
customer  happier  about  how 
their  network  works. 

TeleVideo' 

American  Ingenuity.  TeleVideo  Know-How. 

Call  1-800-835-3228 


1  1989  TeleVideo  Systems,  Inc.  TeleVideo  is  a  registered  trademark  of  TeleVideo  Systems,  Inc.  All  other  product  and  brand  names  are  trademarks  and  registered  trademarks  of  their  respective  holders. 


‘  ‘  Press 
more 

By  TOM  FERMAZIN 


/  tandards  are  not  a 

L  |  new  concept  to  the 

voice-messaging  in- 
^  dustry.  For  more 

j  than  a  year,  a  dedi- 

^**mm*^  cated  group  of  users 

and  vendors  has  been  actively  de¬ 
veloping  the  Audio  Messaging  In¬ 
terchange  Specifications  (AMIS) 
standard,  which  will  allow  one 
manufacturer’s  voice-messaging 
system  to  network  with  or  send 
messages  to  another  manufactur¬ 
er’s  system. 

In  June,  a  new  group,  the 
Voice-Messaging  User  Interface 
Forum  (VMUIF),  met  for  the  first 
time  to  begin  developing  stan¬ 
dards  for  the  user  interface  —  the 
set  of  user  inputs  for  accessing  or 
activating  various  features  and 
functions  of  voice-messaging  sys¬ 
tems. 

The  group,  which  includes 
representatives  from  regional 
Bell  holding  companies,  voice¬ 
messaging  manufacturers,  inde¬ 
pendent  telephone  companies 
and  voice-messaging  service  bu¬ 
reaus,  has  agreed  to  meet  month¬ 
ly  to  expedite  the  standards  de¬ 
velopment  process.  A  standard 
could  be  ready  as  early  as  the  end 
of  the  year. 

Phyllis  Hoffman,  project  man¬ 
ager  for  voice-messaging  services 
with  Southwestern  Bell  Tele¬ 
phone  Co.  in  St.  Louis,  who  is  in¬ 
volved  with  both  AMIS  and 
VMUIF,  says  she  feels  strongly 
about  the  timeliness  of  the  user 
interface  effort. 

“Most  of  the  regional  Bells 
have  voice-messaging  trials  go¬ 
ing  on,”  she  notes.  “It’s  impor¬ 
tant  to  define  standards  as  soon 
as  possible  so  new  users  can  be¬ 
gin  with  a  common  set  of  user  in¬ 
terfaces.  We  need  to  get  the  stan- 

Fermazin  is  a  senior  tele¬ 
communications  analyst  with 
Amoco  Corp.  in  Chicago. 


dards  process  under  way  —  to 
put  a  stake  in  the  ground,  so  to 
speak.” 

Is  another  standard  needed? 

Bob  Nacon,  senior  vice-presi¬ 
dent  for  engineering  and  re¬ 
search  with  Atlanta-based  Async 
Corp.,  one  of  the  largest  voice¬ 
messaging  service  bureaus  in  the 
country,  agrees  with  Hoffman’s 
concern  about  the  user  interface. 
“I  think  it’s  time  to  start  working 
toward  a  standard.  There  is  defi¬ 
nitely  a  need  for  some  con¬ 
sistency  among  voice¬ 
messaging  system 
manufacturers.” 

Greg  Carr 
president  of 
Boston 
Tech¬ 


nology,  Inc.,  a  Boston-based 
voice-messaging  manufacturer 
actively  pursuing  the  telephone 
company  and  service  provider 
market,  sees  the  obvious  user  ad¬ 
vantages  a  standard  would  bring. 
“Users  may  have  voice  messaging 
at  their  place  of  business,  at  home 
and  on  their  cellular  car 
phone.  They  would 
prefer  not 
hav¬ 


ing  to  learn  three  different  sets  of 
operating  instructions,”  he  saay. 

This  scenario  is  not  unrealis¬ 
tic.  Acceptance  of  voice  messag- 
( continued  on  page  74 ) 


The 
voice¬ 
messaging 
industry 
addresses 
the  user  interface 
standards  issue. 
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( continued  from  page  73 ) 
ing  in  the  business  world  is  widespread. 
Voice  messaging  for  cellular  service  is  no 
longer  unusual,  and  most  Bell  operating 
companies  are  gearing  up  for  general  in¬ 
troduction  of  residential  voice-messaging 
services. 


A 

£  Attempting  to  define  a  broad  range  of  commands 
would  significantly  delay  standards  development. 
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Where’s  the  beep? 

VMUIF  members  agree  on  the  need  for  a 
standard.  But  the  big  question  may  be  what 
to  include  in  the  standard.  Greg  Hawkins, 
director  of  marketing  for  voice-messaging 
manufacturer  Digital  Sound  Corp.  in  Santa 
Barbara,  Calif.,  sees  a  two-tier  standard  be¬ 
ing  adopted. 

“There  will  be  a  core  of  basic  interface 
commands,”  Hawkins  says. 

“In  addition,  there  would  be  standards 
covering  prompts,  such  as  a  beep  to  indi¬ 


cate  when  the  caller  should  begin  leaving  a 
message.  But  there  will  always  be  features 
not  offered  by  all  manufacturers,  or  per¬ 
haps  only  offered  to  businesses  but  not  res¬ 
idential  subscribers.  It  would  not  be  practi¬ 
cal  to  include  all  of  these  in  a  standard.” 

Hoffman  says  three  or  four  interface 
commands  would  be  a  workable  initial 
core  that  vendors  could  expand  as  the 


needs  of  users  evolve.  “Attempting  to  de¬ 
fine  a  broad  range  of  commands  would  sig¬ 
nificantly  delay  the  standards  develop¬ 
ment  process  and  reduce  the  likelihood  of 
acceptance  by  manufacturers  and  service 
providers,”  she  says. 

What  about  users? 

While  manufacturers  and  service  pro- 


Is  something  creeping  into  your  network? 

Is  something  slipping  right  past  your  best 
equipment  to  cause  transmission  errors?  Are  lines 
missing  in  Fax  documents?  Does  the  video  jump 
mysteriously?  Does  data  take  longer  to  transmit? 
The  gremlin  is  called  a  “frame  slip.” 

Frame  slips  occur  when  T1  lines  are  not 
synchronized  to  your  network  PBX’s,  multiplex¬ 
ers,  digital  cross-connects  and  so  forth.  Now  you 
can  solve  the  problem  by  synchronizing  all  the 
network  elements  to  a  single  traceable  clock  from 
Telecom  Solutions. 

Telecom  Solutions’  Digital  Clock  Distributors 
and  Synchronous  Clock  Insertion  Units  can  make  a 
private  network  virtually  slip-free.  They’ll  remove 
jitter  and  wander  forever.  They  can  inject  timing 
on  any  DS1  facility  or  into  any  equipment  without 


sacrificing  trunk  capacity  or  network  productivity. 

Telecom  Solutions  units  even  monitor  the 
integrity  of  the  sync  network,  so'  you  can  forget 
about  the  embarrassment  of  frame  slips. 

Telecom  Solutions’  DCD  family  has  been 
chosen  by  every  one  of  the  Regional  Bell  Holding 
Companies  to  synchronize  their  digital  networks. 
In  fact,  over  2  million  T1  lines  and  nearly  1,000 
switches  throughout  the  nation  have  been 
synchronized  by  Telecom  Solutions. 

If  your  network  requires  the  same  high  level 
of  reliability,  and  it  should,  find  out  about  the 
unique  Telecom  Solutions  DCD  family. 

Contact  Telecom  Solutions,  85  W.  Tasman  Dr., 
San  Jose,  CA  95134T703. 

Telephone  (408)  433-0910.  iTrnr^  ic; 

FAX  (408)  432-0966.  ^dLJLLJ  1  ILJINJb3 

a  division  of  Silicon  General,  Inc. 

On  Page  #79. 


See  The  Faxnet  Form 


viders  are  well-represented  among  the 
VMUIF  membership,  user  organizations 
are  conspicuously  absent.  Has  user  in¬ 
volvement  been  discouraged  or  are  users 
just  not  interested  in  developing  a  user  in¬ 
terface?  Are  the  benefits  of  a  user  interface 
apparent  only  to  manufacturers  and  ser¬ 
vice  providers? 

Dave  Weinstein,  director  of  marketing 
for  Centigram  Corp.  of  San  Jose,  Calif., 
says  he  believes  user  noninvolvement  is 
only  temporary.  “The  group  has  only  re¬ 
cently  gotten  together,”  he  points  out. 
“Users  will  become  involved  in  time.” 

When  AMIS  participants  representing 
large  voice-messaging  user  organizations 
such  as  Eastman  Kodak  Co.,  General  Elec¬ 
tric  Co. ,  Johnson  &  Johnson  and  The  Coca- 
Cola  Co.  were  contacted  recently,  it  was 
apparent  that  the  user  interface  standard 
was  lower  on  the  list  of  priorities  than  the 
voice-messaging  system  networking  stan¬ 
dard. 

When  asked  if  adherence  to  a  user  inter¬ 
face  standard  was  likely  to  become  a  pre¬ 
requisite  for  future  purchases  of  voice¬ 
messaging  systems  and  services  by  their 
firms,  all  responded  no  or  probably  not. 

When  asked  if  they  would  consider  ret¬ 
rofitting  their  existing  voice-messaging 


UT? 

lVetraining  for  the 
sake  of  complying  with  a 
new  user  interface 
standard  would  be  hard  to 
sell  to  our  subscribers.” 

AAA 


systems  to  meet  a  user  interface  standard 
if  the  vendor  provided  necessary  software 
or  hardware  at  little  or  no  cost,  all  emphat¬ 
ically  said  no. 

Finally,  when  asked  if  they  would  be 
willing  to  pay  a  premium  for  a  user  inter¬ 
face  standard-compatible  system,  all  but 
one  answered  not  likely. 

All,  however,  said  they  sincerely  be¬ 
lieve  that  a  voice-messaging  user  interface 
standard  is  not  only  a  good  idea,  but  a  nat¬ 
ural  and  inevitable  occurrence. 

According  to  AMIS  group  participant 
Jerry  King,  manager  of  telecommunica¬ 
tions  applications  at  General  Electric  Co. 
in  Bridgeport,  Conn.,  “I’m  more  con¬ 
cerned  with  getting  [GE’s]  voice-messag¬ 
ing  systems  networked  together.  AMIS  is 
important  to  us.  The  user  standards,  on  the 
other  hand,  don’t  easily  translate  into  hard 
dollar  savings.  If  we  adopt  the  user  inter¬ 
face  standards,  we  would  be  faced  with  re¬ 
training  all  our  users.” 

Most  of  the  AMIS  members  queried 
mentioned  the  prospects  of  having  to  re¬ 
train  users  as  one  of  the  biggest  reasons  for 
not  converting  to  any  new  standard  that 
may  be  devised. 

Async’s  Nacon  hints  that  there  might  be 
a  more  acceptable  way  for  service  provid¬ 
ers  and  user  organizations  to  adopt  new 
standards.  “Retraining  for  the  sake  of 
complying  with  a  new  user  interface  stan¬ 
dard  would  be  expensive  and  hard  to  sell  to 
many  of  our  subscribers,”  he  says.  “How¬ 
ever,  if  manufacturers  made  the  new  stan¬ 
dards  available  on  a  class-of-service  basis, 
there  would  be  more  interest.” 

( continued  on  page  78) 
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crossnet; 

High-Performance  Partner. 


T1  networking  systems  are  high- 
performance  animals,  bred  to 
run  fast  and  hard.  When  we 
created  CROSSNET,  we  built 
in  the  performance  and  features 
you  wanted— automatic  alternate 
routing,  integral  CSUs,  and  a 
modular  architecture  that 
makes  growth  easy. 

At  the  same  time,  you  asked  for 
a  gateway  to  the  public  network. 
So  we  built  in  compatibility  with 
digital  cross-connects  and  DDS 
subrates,  along  with  full  ESF 
support.  And  to  tie  your  public, 
private,  or  hybrid  network  to¬ 
gether,  we  designed  Telemark™, 
a  comprehensive  network 
management  system. 

Call  us  about  CROSSNET.  Be¬ 
cause  no  matter  how  well  you 
run  alone,  you  can  always  run 
better  with  a  high-performance 
partner.  It's  only  natural. 


YOUR  NETWORKING  PARTNER 

See  The  Faxnet  Form  On  Page  #79. 


4951  Indiana  Avenue,  Lisle,  Illinois  60532  (312)  969-8800,  ext.  445  telex  4330911 
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Denver,  Colorado 
May  2, 1989 


The  Burlington  Northern  National  TrackSmart®  Center  is  getting 
rave  reviews  from  its  customers.  And  AT&T’s  distributed  net¬ 
worked  computer  solution  behind  it  is  getting  rave  reviews  from 
Burlington  Northern.  Burlington  Northern’s  Lonnie  Jarrell  tells 
AT&T’s  Chris  Turnquist  why  AT&T  Computers  provide  a  better 
way  to  serve  customers  of  the  longest  railroad  in  the  country 

Lonnie:  We  want  to  be  known  for 
superior  customer  service.  So  we 
planned  proactive  shipment  monitor¬ 
ing  through  a  new  customer  service 
concept— the  National  TrackSmart 
Center. 

Chris:  And  better  customer  service 
means  getting  information  to  your  cus¬ 
tomers,  in  their  reporting  format,  as 
soon  as  your  reps  have  it. 

Lonnie:  Exactly  All  we  had  to  do 
was  listen  to  our  customers  to  under¬ 
stand  their  transportation  information 
needs.  That  was  plenty  of  inspiration. 

We  knew  then  that  we  needed  a  system 
that  would  let  our  reps  instantly  locate 
cars  and  report  shipment  status  to  cus¬ 
tomers  immediately 

Chris:  I  remember  when  your  reps 
could  only  handle  one  customer  at  a 
time.  They  had  to  query  the  mainframe 
database  car  by  car.  And  then  manually 
record  their  findings  and  send  them 
out.  Now  each  rep  can  handle  up  to  ten 
customers,  right? 

Lonnie:  Absolutely  plus  the  rep 
has  more  time  to  serve  his  customers 
better.  Now  they  save  time  by  tracking 
every  car  from  one  CRT.  The  AT&T 
6500  Multifunction  Communications 
System  gives  them  multi-window 

TrackSmart  is  a  registered  trademark  of  Burlington  Northern  Railroad. 

UNIX  is  a  registered  trademark  of  AT&T  in  the 


access  to  two  synchronous  sessions  on 
our  host,  as  well  as  async  access  to  the 
TrackSmart  application  and  AT&T  Mail. 
Both  TrackSmart  and  AT&T  Mail  run 
concurrently  on  the  AT&T  3B2/1000 
Computer.  So  the  reps  get  information 
the  second  they  need  it. 

Chris:  And  you’re  able  to  tap  infor¬ 
mation  easily 

Lonnie:  Right.  Because  you 
molded  AT&T  distributed  networked 
computing  to  fit  the 
Burlington  North¬ 
ern,  rather  than  the 
other  way  around. 

You  provide  it  all- 
computer  network¬ 
ing  systems  and 
communications 
expertise.  Plus  you 
blend  it  all  together 
with  other  systems 
better  than  any 
company  I’ve  ever 
seen. 

Chris:  I  under¬ 
stand  one  customer 
wrote  a  BN  rep 
promising  him  an 
official  company  ID 
naming  him  their 
Assistant  Transpor¬ 
tation  Manager. 

Lonnie:  That’s 
true.  But  you  kno\y 
ifwe’regoingtobea 
partner  to  our  cus¬ 
tomers,  we  have  to 
be  a  partner  with  vendors  who  can  take 
us  in  that  direction. 
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The  Burlington  Northern 
Computer  Solution 


THE  CHALLENGE 


Differentiate  Burlington  Northern  as  a  superior 
provider  of  customer  service. 


THE  SOLUTION: 


A  distributed  networked  computer  solution  inte¬ 
grating  Burlington  Northern's  applications  with 
a  UNIX”  System  Y- based  Informix®  4GL  data¬ 
base  management  package.  An  AT&T  3B2/1000 
Computer  is  the  gateway  to  the  host  for  Track- 
Smart  information.  The  AT&T  6500  Multifunc¬ 
tion  Communications  System  provides  host 
access  with  four  window  functions  appearing 
on  AT&T  6539  displays.  AT&T  Mail  sets  up  an  E- 
mail  link  between  reps  and  customers;  AT&T 
Mail  with  Private  Message  Exchange/TERM  is  a 
private  E-mail  link  between  Burlington  North¬ 
ern  reps  and  TrackSmart. 


THE  RESULTS: 


The  system  increases  the  number  of  customers  a 
representative  services  tenfold.  Some  customers 
have  indicated  TrackSmart  saves  them  at  least 
four  hours  daily. 

Call  your  AT&T  Account  Executive,  AT&T  Autho¬ 
rized  Value  Added  Reseller  or  1  800  2-T-1212. 
Ext.  52“ 

Your  Computing  Systems 
and  Networking 
Solutions  Company 


Informix  is  a  registered  trademark  of  Informix  Software,  Inc. 
U.S.  and  other  countries.  ©1989  AT&T 


AT&T 

Computer  Systems 
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“I 

Xt’s  our  objective  to  see  that  communications  is 
made  available  to  the  entire  population,”  Klass  says. 
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( continued from  page  74) 

Nacon  is  referring  to  the  ability  of 
voice-messaging  systems  to  support  multi¬ 
ple  sets  of  user  interfaces.  Existing  sub¬ 
scribers  could  retain  their  current  set  of  in¬ 
terface  commands  and  prompts,  while  new 
subscribers  added  to  the  same  voice-mes¬ 
saging  system  could  use  the  VMUIF  stan¬ 
dard-compatible  user  interface.  No  re¬ 
training  would  be  required,  unless  some 
current  subscribers  chose  to  convert  to  the 
new  standards.  This  could  be  handled  on  a 
subscriber-by-subscriber  basis. 

Is  there  a  user  in  the  house? 

Despite  the  obvious  absence  of  users  at 
VMUIF  meetings  to  date,  they  are  being 
represented  in  a  somewhat  unique  way.  In¬ 
vited  to  attend  the  July  meeting  was  the  Al¬ 
liance  for  Public  Techbology  (APT),  a 


nonprofit  organization  based  in  Washing¬ 
ton,  D.C.  The  APT  is  a  coalition  of  38  orga¬ 
nizations  and  interested  individuals  who 
share  a  common  goal  of  consumer  advoca¬ 
cy  in  communications,  information  tech¬ 
nology  and  services. 

APT’s  executive  director,  Kathie  Klass, 
enumerates  some  of  the  group’s  goals. 
“Our  membership  includes  organizations 


representing  the  disabled,  minorities  such 
as  Hispanics  and  Chinese,  and  several  col¬ 
leges.  It’s  our  objective  to  see  that  commu¬ 
nications  technology  is  made  available  to 
the  entire  population,  not  just  part  of  it,” 
she  explains. 

“There  is  a  risk  that  products  and  ser¬ 
vices  will  be  designed  and  priced  only  for 
the  business  or  upper-income  professional 


Times  change. 

>ur  LAN  connections 
owing  your  budget? 


or  replace  them  individually  with¬ 
out  disabling  the  entire  network. 


You've  started  tying  company 
LANs  into  an  integrated  network 
only  to  face  the  overwhelming 
demands  of  other  departments 
that  want  to  connect.  While  you 
could  inflate  your  budget  buying 
more  hardware  each  time  you  add 
another  LAN,  with  the  ACS  4400 
there’s  no  need.  With  up  to  eight 
serial  ports,  a  single  ACS  4400 
grows  with  your  network. 

Eliminate  extra  hardware  with¬ 
out  compromising  reliability. 

Cutting  down  on  hardware 
doesn’t  mean  reducing  your 
network  to  a  single  point  of 
failure.  ACS  4400  modules  func¬ 
tion  independently,  so  you  can  add 


ation  of  ACC’s  Series  4000  soft¬ 
ware  packages.  Each  ACS  4400 
comes  bundled  with  your  choice 
of  software.  A  single  ACS  4400 
supports  bridging,  routing,  or 
combination  bridge/routing  all  at 
the  same  time! 


Invest  in  the  future  by  buying 
only  what  you  need  today. 

While  the  ACS  4400  supports 
up  to  eight  ports,  you  don’t  have 
to  purchase  them  all  at  once.  You 
can  start  with  two  or  four  and  add 
more  when  new  requirements 
arise.  So  while  you  spend  only  as 
much  as  your  needs  require,  you 
also  protect  your  investment  by 
keeping  expansion  options  open. 


For  additional  information  on  the 
ACS  4400  and  the  entire  ACS 
Series  4000  line  of  adaptable  inter¬ 
networking  products,  call  ACC 
today  at  1-800-444-7854. 


Tailor  the  ACS  4400  to  fit  your 
needs.  As  for  functionality,  die 
ACS  4400  supports  any  combin-  -n 
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Advanced  Computer  Commupicatfot 

720  Santa  Barbara  Street 


Santa  Barbara,  CA  93101 


The  product  names  mentioned  are  trademarks 
.or  registered  trademarks  oi  flat  respective  owners. 


1  -800-444-7854 


The  Interconnectivity  Source 


See  The  Faxnet  Form  On  Page  #79. 


market,”  Klass  continues.  “We  would  like 
to  see  audiotex  gateways  used  for  dispens¬ 
ing  public  information  —  perhaps  disas¬ 
ter-related  messages  after  a  flood  or  fire. 
We  are  concerned  about  barriers  due  to 
language  or  physical  disabilities  that  pre¬ 
vent  some  individuals  from  accessing  en¬ 
hanced  services  provided  by  telephone 
companies.” 

Southwestern  Bell’s  Hoffman  echoes 
this  theme.  “The  RBHCs  have  a  resspnsi- 
bility  to  meet  the  needs  of  all  our  potential 
subscribers.  We  also  need  to  make  sure 
that  everyone  has  access  to  our  services,” 
she  says. 

Hoffman  is  referring  to  statistics  re¬ 
ported  in  the  October  1986  issue  of  the 
Journal  of  Quality  Progress.  The  article 
stated  that  more  than  27  million  adults  in 
this  country  are  considered  functionally 
literate  and  another  35  million  are  mar¬ 
ginally  literate.  “When  we  develop  en¬ 
hanced  calling  services,”  Hoffman  says, 
“we  need  to  ensure  that  the  user  interface 
doesn’t  become  too  complicated  or  too 
technical  for  a  large  part  of  the  public  to 
use.” 

Digital  Sound’s  Hawkins  has  also  ad¬ 
dressed  this  problem.  “We  have  worked 
very  closely  with  Pacific  Telesis  [Group]  to 


We 


e  have  worked 
closely  with  Pacific  Telesis 
to  develop  a  user  interface 
for  the  residential  market.” 

▲  ▲▲ 


develop  a  user  interface  for  the  residential 
market  —  particularly  in  Southern  Cali¬ 
fornia,  where  there  is  a  large  population  of 
Spanish-speaking  subscribers,”  he  says. 
“Any  system  that  PacTel  installs  must  cope 
with  this  potential  language  problem.  We 
now  have  bilingual  voice-messaging  capa¬ 
bilities.” 

One  of  the  decisions  tth  VMUIF  will 
have  to  make  is  whether  to  use  mnemonic 
commands  —  for  example,  press  D  to  de¬ 
lete  —  or  numeric  commands.  Differences 
in  language  may  eliminate  the  viability  of 
the  mnemonic  codes. 

How  long  must  we  wait? 

When  will  the  VMUIF  standard  be  uni¬ 
versally  adopted  by  RBHCs,  independent 
telephone  companies,  service  bureaus  and 
customer  premisesgquipment  voice-mes¬ 
saging  manufacturers?  The  bandwagon 
may  start  to  roll  as  soon  as  the  end  of  the 
year  or  the  first  quarter  of  next  year,  when 
the  VMUIF  group  hopes  to  release  the  draft 
standards  to  vendors  for  comments. 

But  when  everyone  will  climb  aboard 
depends  on  who  you  talk  to.  Most  of  the 
industry  and  user  representatives  inter¬ 
viewed  Nfr  this  article  say  that  three  or  four 
years  for  general  acceptance  is  too  long. 
None  thought  that  compliance  would 
reach  critical  mass  by  the  end  of  next  year. 

As  with  any  standards-setting  body  run 
by  committee,  there  is  no  way  to  accurate¬ 
ly  predict  the  eventual  outcome.  But  one 
thing  is  certain:  A  voice-messaging  user  in¬ 
terface  standard  will  be  developed  soon. 
Telephone  companies,  service  bureaus, 
voice-messaging  manufacturers  and,  yes, 
even  users  are  betting  that  one  day  one 
standard  will  be  adopted  by  all.  □ 
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continued  from  page  62 
and  activating  the  message-wait¬ 
ing  indicator  vary  with  PBXs,  and 
many  PBX  vendors  have  not 
opened  those  interfaces  to  third 
parties. 

This  might  change  since 
Northern  Telecom  and  AT&T 
have  moved  to  open  their  inter¬ 
faces  to  third-party  systems.  But 
don’t  expect  to  get  the  same  func¬ 
tionality  level  when  using  third- 
party  voice-messaging  units. 

According  to  Lisa  French,  se¬ 
nior  associate  at  Vanguard  Com¬ 
munications,  “It’s  likely  that  the 


PBX  vendors  will  maintain  a 
higher  level  of  functionality  with 
their  voice  messaging  than  they’ll 
permit  third-party  products  to  in¬ 
voke.”  In  the  future,  PBX  vendors 
may  be  pressured  by  users  to 
open  their  interfaces  entirely, 
however.  “Customers  are  seeing 
voice  messaging  as  more  impor¬ 
tant,  and  PBX  vendors  may  be  re¬ 
quired  to  fully  interface  with 
third-party  voice  messagers  if 
they  wish  to  get  the  business  from 
many  companies,”  French  says. 

It’s  too  early  to  say  if  all  PBX 
vendors  will  comply  with  that 
need,  but  Harry  Schwedock,  vice- 
president  of  business  develop¬ 
ment  for  AMVOX,  a  Los  Gatos, 


Calif.,  voice-messaging  service 
provider,  says  that  problem  can 
be  overcome.  “If  the  PBX  uses 
[dual-tone  multifrequency]  sig¬ 
naling,  it’s  no  problem;  propri¬ 
etary  signaling  will  require  the 
[PBX]  vendor  to  modify  [the  in¬ 
terfaces]  or  the  voice-messaging 
vendor  will  have  to  do  reverse¬ 
engineering.” 

That  leads  to  a  big  question 
concerning  voice  messaging  and 
PBX  integration.  When  compiling 
the  data  for  this  Buyer’s  Guide, 
Network  World  asked  vendors  to 
list  the  PBXs  with  which  their 
voice-messaging  systems  inte¬ 
grate.  Many  listed  10  or  more, 
which  is  highly  suspect  since  sev¬ 


eral  PBX  vendors  —  especially 
those  selling  voice  messaging  — 
have  not  opened  their  interfaces. 

It  could  be  that  some  voice¬ 
messaging  vendors  correlate 
PBX  integration  with  interfacing, 
but  they’re  not  the  same.  Inter¬ 
facing  does  not  allow  the  use  of 
PBX  facilities,  such  as  activating 
the  message-waiting  light  or  for¬ 
warding  unanswered  calls  to  a 
personal  greeting  that  invites  the 
caller  to  leave  a  message  or  trans¬ 
fer  to  another  extension. 

Attempts  have  been  made  to 
develop  standards  to  permit  dis¬ 
parate  system  interoperability, 
such  as  Open  Systems  Intercon¬ 
nection,  and  vendors  go  along  to 


a  point  where  they  want  to  retain 
exclusivity  to  differentiate  their 
product  from  those  of  other  ven¬ 
dors.  Will  AMIS  be  more  success¬ 
ful? 

“I  believe  most  of  the  vendors 
really  want  it  for  the  market  to 
grow,”  says  Chris  Seelbach,  a  se¬ 
nior  analyst  with  Probe  Research. 

Of  course,  if  the  carrot  doesn’t 
work,  there’s  always  the  stick. 
“We  won’t  buy  from  anyone  not 
conforming  [to  AMIS],  and  I 
know  the  other  RBHCs  and  many 
users  feel  the  same  way,”  warns 
Heidi  Harris,  director  of  voice 
mail  products  at  Pacific  Bell  in 
San  Ramo,  Calif.  That  sounds  like 
a  pretty  good  incentive.  □ 
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pricing  scenarios  and  banded  and 
virtual  WATS. 

Most  vendors  update  full  V&H 
and  rate  tables  quarterly,  which  is 
usually  adequate.  Users  that  find 
accurate  call  rating  critical  to 
their  company  should  negotiate 
for  more  frequent  updating  to 
changes  in  published  tariffs. 

Also,  they  should  determine 
the  source  of  the  rate  and  tariff 
information  and  secure  uncondi¬ 
tional  rights  of  usage.  While 
some  vendors,  such  as  XTEND 
Communications  Corp.  of  New 
York,  maintain  their  own  rate  and 
tariff  departments,  many  others 
rely  on  rating  services  such  as 
CCMI/McGraw-Hill  and  NMI/ 
Network  Analysis  Center,  Inc. 
Such  rating  services  often  fall  be¬ 
hind  in  updating  local  rate  tables 
and  they  may  not  have  licensed 
the  vendor  to  use  such  informa¬ 
tion  for  resale  purposes. 

Additionally,  users  may  wish 
to  negotiate  directly  with  the  rat¬ 
ing  service  —  at  substantial  sav¬ 
ings. 

License  fee  structure 

Software  license  fees  are  two- 
tiered.  Tier  1  is  the  initial  license 
fee,  or  first  cost.  The  initial  fee  is 
essentially  the  purchase  price,  al¬ 
though  the  software  is  typically 
not  for  users  to  keep  unless  they 
purchase  the  source  code  to  the 
software,  as  proposed  and  config¬ 
ured,  and  the  rights  to  modify  it. 

More  commonly,  software  is 


rented,  requiring  mandatory  an¬ 
nual  license,  or  right-to-use,  fees. 
Such  Tier  2  fees  are  typically  8% 
to  1 5%  of  the  first  cost,  although 
price  escalators  based  on  the 
Consumer  Price  Index  or  Whole¬ 
sale  Price  Index  may  affect  the 
annual  fee  in  subsequent  years. 
Once  again,  a  little  homework 
can  pay  off. 

Although  they  can  be  negotiat¬ 
ed,  annual  license  fees  are  pay¬ 
able  in  advance  and  are  triggered 
by  the  warranty  expiration. 

Annual  maintenance 

Besides  the  right  to  usage,  the 
benefits  of  annual  maintenance 
generally  include  access  to  new 
software  releases  and  current 
documentation,  V&H  and  rate  up¬ 
dates  and  a  reasonable  level  of 
on-line  telephone  support. 

Although  annual  fees  are  typi¬ 
cally  mandatory,  they  are  expen¬ 
sive,  and  users  should  be  sure  to 
get  their  money’s  worth.  They 
should  get  contractual  assur¬ 
ances  about  the  size  of  the  sup¬ 
port  staff  dedicated  to  the  soft¬ 
ware  product,  the  level  of  staff 
experience  and  competence  they 
can  expect,  and  the  hours  during 
which  on-line  support  is  avail¬ 
able.  Especially  in  a  mainframe 
environment,  much  of  the  batch 
data  processing  is  done  after  reg¬ 
ular  business  hours  and  24-hour 
support  may  be  required. 

Also  worth  formalizing  are  re¬ 
sponse  times  and  escalation  pro¬ 
cedures  if  the  vendor’s  first  sup¬ 
port  level  doesn’t  resolve  a 
failure. 

The  term  of  the  maintenance 


agreement  is  critical  but  unfortu¬ 
nately  often  overlooked.  For  in¬ 
stance,  several  years  ago,  the 
Federal  Communications  Com¬ 
mission  mandated  that,  to  gain 
FCC  certification,  PBX  vendors 
must  commit  to  supporting  their 
systems  for  10  years. 

While  the  FCC  is  not  likely  to 
similarly  protect  software  pur¬ 
chases,  vendors  should  be  willing 


to  commit  to  supporting  the  soft¬ 
ware  for  some  reasonable  time 
period  —  with  associated  penal¬ 
ties  for  failure  to  do  so.  Undoubt¬ 
edly,  many  users  of  Digital  Equip¬ 
ment  Corp.’s  PBX  Facilities 
Manager,  notorious  for  its  main¬ 
tenance  problems,  wish  they  had 
negotiated  such  protection. 

Software  jointly  developed  by 
the  user  and  vendor  may  result 
from  either  unique  applications 
requirements  or  a  more  universal 
requirement  not  previously  iden¬ 
tified  by  the  vendor. 

The  standard  systems  of  most 
software  vendors  were  originally 
developed  as  custom  software, 


often  with  heavy  involvement  of 
the  client.  Subsequently,  that 
software  was  modified  and  pack¬ 
aged  in  a  more  generic  form  and 
remarketed. 

Users  may  be  able  to  retain 
some  level  of  ownership  in  joint¬ 
ly  developed  products  and  there¬ 
by  recover  the  cost  of  develop¬ 
ment  through  future  royalties. 
However,  this  would  depend  on 


the  level  of  the  user  company’s 
involvement  in  custom  software 
development  and  the  level  of  the 
software’s  potential  for  more 
universal  application.  Comsoft 
Management  Systems  routinely 
offers  such  arrangements. 

On  the  other  hand,  custom 
software  may  be  difficult  to  sup¬ 
port.  Users  should  seek  contrac¬ 
tual  assurances  about  the  level  of 
training,  documentation  and  on¬ 
line  support  they  can  expect. 

Standard  software  may  not 
have  been  developed,  in  total,  by 
the  vendor;  substantial  elements 
of  it  may  be  the  result  of  an  OEM 
relationship.  Many  vendors  have 


incorporated  traffic  optimization 
software  developed  by  either  HTL 
Telecommunications,  Ltd.  or  Vec¬ 
tor  Software,  Inc. 

Users  should  make  sure  they 
have  a  clearly  stated  right  to  use 
the  software,  regardless  of  any 
subsequent  breakdown  in  the  re¬ 
lationship  between  the  vendor 
and  its  OEM. 

Further,  users  should  recog¬ 
nize  the  possibility  of  a  major 
business  setback  or  complete  fail¬ 
ure  for  the  vendor.  The  software 
developer  should  place  a  copy  of 
the  source  code  in  escrow  with 
the  understanding  that  the  user 
has  full  rights  to  claim  it  in  the 
event  that  the  vendor  becomes 
unable  to  support  the  system. 

System  interfaces  are  devel¬ 
oped  to  either  accept  data  from 
or  transfer  data  to  another  infor¬ 
mation  system,  or  both.  Tele¬ 
management  and  network  man¬ 
agement  systems  accept  call 
detail  and  system  configuration 
information  from  PBXs,  alarms 
from  intelligent  network  compo¬ 
nents  such  as  T-l  multiplexers 
and  controllers,  and  data  base  in¬ 
formation  from  corporate  per¬ 
sonnel  and  budget  systems. 

The  systems  upload  configu¬ 
ration  and  fault  correction  com¬ 
mands  to  intelligent  network 
components  and  files  to  financial 
systems;  they  also  communicate 
purchase  orders,  work  orders  and 
trouble  reports  to  vendors  on  an 
electronic  basis. 

All  such  standard  interfaces 
should  be  supported  by  the  con¬ 
tract  over  time,  regardless  of 
( continued  on  page  82 ) 
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II  Ithough  they  can  be  negotiated,  annual 
license  fees  are  payable  in  advance  and  are 
triggered  by  the  expiration  of 
the  warranty  period. 
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MOW  CAM  VOICE 
PROCESSING  HELP  YOU  ? 

Learn  how  you  can  help  your  customers  by  designing  systems  for 
call  processing,  voice  response,  audiotex,  telemarketing,  operator 
services  or  other  enhanced  service  applications. 

Attend  a  Dialogic  voice  processing  seminar  and  learn  about  the 
technology  and  its  applications.  You'll  see  why  Dialogic  is  the 
leader  in  voice  processing  solutions: 

Boston  Sept.  14  Dallas  Oct.  13 

Santa  Clara  Oct.  19  Atlanta  Oct.  23 

For  more  information,  call  our  Sales  Department  at  (201)  334-8450. 

Discover  what  a  Dialogic  solution  can  do  for  you. 


DIALOGIC  CORPORATION 

300  Littleton  Road,  Parsippany,  NJ  07054 
Regional  Offices: 

Atlanta  •  Austin  •  Santa  Clara  •  Brussels 


See  The  Faxnet  Form  On  Page  #79. 


MCI  PORTFOLIO 


Now  there’s  a  way  to  avoid  the  time-consuming  task  of  digging  through  all  your  phone 
bills  for  valuable  details. 

Introducing  MCI  PORTFOLIO: 

It  integrates  all  the  information  for  a  wide  range  of  MCI®  services,  from  any  number  of 
locations,  into  a  single  report— a  report  you  can  tailor  to  meet  your  company’s  specific  informa¬ 
tion  needs. 

MCI  PORTFOLIO  provides  more  concise,  useful  details  than  any  other  document  in  long 
distance  history.  So  you  can  manage  your  long  distance— and  your 

ater  ease.  And  greater  efficiency 


business— with 

\bu’ll  wonder  how  you  ever  managed  without  it. 

For  more  information  about  MCI  PORTFOLIO,  contact 
your  MCI  representative  or  call  1-800-888-0800. 
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changes  made  in  the  system  or  compo¬ 
nents  at  the  other  end  of  the  interface.  A 
call-accounting  system  module  is  of  little 
use  if  the  PBX  manufacturer  makes 
changes  to  the  call  record  format  and  the 
telemanagement  software  vendor  is  un¬ 
able  or  unwilling  to  support  such  a  change. 
Network  management  systems  are  similar¬ 
ly  affected  if  a  T-l  multiplexer  or  modem 
manufacturer  changes  the  format  of  alarm 
information. 

Special  risks  are  involved  where  recon¬ 
figuration  or  fault  correction  commands 
are  uploaded  to  a  network  component.  Un¬ 
less  the  hardware  and  software  manufac¬ 
turers  have  established  a  special  relation¬ 
ship,  such  capabilities  are  usually 


developed  through  reverse-engineering  or 
“code  busting,  ’  ’  a  bootleg  method  of  deter¬ 
mining  the  required  access  protocols  and 
command  formats. 

Hardware  manufacturers  clearly  frown 
on  such  practices  and  actively  discourage 
them  by  voiding  warranties,  changing  ac¬ 
cess  protocols  and  command  formats  and 
generally  refusing  to  support  devices  in¬ 
terfered  with  in  such  a  manner.  At  the  very 
least,  users  should  negotiate  with  their 
software  vendor  for  contractual  assur¬ 
ances  that  the  system  will  maintain  curren¬ 
cy  with  the  network  component  software. 

Distributor  danger 

Buying  through  distributors  can  be  es¬ 
pecially  risky.  Distributors  and  agents  are 
by  no  means  wed  to  software  developers 
any  more  than  they  are  to  equipment  man¬ 


ufacturers:  Witness  the  changes  in  owner¬ 
ship  and  product  lines  of  Compath,  which 
became  Compath  National,  which  became 
TelPlus,  Inc.,  which  was  acquired  by  Sie¬ 
mens  AG,  which  now  owns  50%  of  Rolm. 

It  is  worth  noting  that  Math  Corp.  of  San 
Francisco  recently  ended  its  1 6-year  rela¬ 
tionship  with  Account- A-Call  Corp.  of  Bur¬ 
bank,  Calif.,  in  favor  of  a  similar  relation¬ 
ship  with  Communications  Group,  Inc. 
(CGI)  of  King  of  Prussia,  Pa.  Also  still  at 
issue  is  just  who  owns  the  Account-A-Call 
customer  base  sold  through  Math  and, 
therefore,  whether  that  base  can  be  mi¬ 
grated  to  CGI.  (In  the  meantime,  the  base 
has  been  largely  migrated  by  Math.) 

Determine  the  extent  to  which  the  dis¬ 
tributor,  as  opposed  to  the  developer,  will 
support  such  things  as  the  system,  tariff 
files  and  so  forth. 


And  get  all  the  details  on  America’s  premier  communications  conference  just  by  entering. 


Next  February,  a  major  event  in  voice  and  data  com¬ 
munications  will  take  place  in  Washington,  D.C.  In  just  four 
days,  you  will  be  able  to  gather  the  latest,  most  up-to-date 
information  on  the  fast-changing  world  of  communications  at 
the  12th  annual  Communication  Networks  ’90. 

Fifteen  in-depth  tutorials  will  cover  everything  from 
“Integration  and  Connectivity”  to  “Regulatory  Issues  in  Tele¬ 
communications.”  More  than  80  conference  sessions  will  bring 
you  up-to-date  on  subjects  like  LANs,  Network  Management, 
High  Band-Width  Transmission,  ISDN,  Standards,  Security 
and  Inter-enterprise  Networking.  And  400  industry-leading 
exhibitors  will  give  you  information  about  their  newest  com¬ 
munications  products  and  services. 

Selected  by  the  Department  of  Commerce  for  the  second 
year  in  a  row  to  participate  in  its  elite  Foreign  Buyer  pro¬ 
gram,  Communication  Networks  ’90  will  give  you  access  to 
the  entire  world  of  voice  and  data  communications  technol¬ 
ogy.  As  one  of  the  winners  of  our  contest,  you  could  win  a  free 
trip  to  this  unique  event. 

Just  send  in  the  form  to  enter. 

When  you  complete  and  return  the  form  below,  we’ll 
make  sure  you  get  complete  details  on  Communication  Net¬ 
works  ’90  as  they  become  available.  AND,  we’ll  automatically 
enter  you  in  our  contest  for  one  of  these  three  prizes: 

1.  Free  air  fare,  hotel  and  conference  admission.  As  First 
Prize  winner  you  will  get  round-trip  airfare  from  your 
nearest  major  airport,  three  nights  at  the  luxurious 
Grand  Hyatt  Hotel,  free  admission  to  three  days  of  con¬ 
ferences  and  the  exposition,  plus  your  choice  of  one  day¬ 
long,  in-depth  tutorial.  Approximate  total  value:  $1,875. 

2.  Free  accommodations  and  conference  admission. 
Second  Prize  winner  will  receive  three  nights  accommo¬ 
dations  at  the  Grand  Hyatt,  plus  one  in-depth  tutorial 
and  free  admission  to  the  full  conference  and  exposition. 
Approximate  total  value:  $1,375. 


3.  Free  conference  admission.  Third  prize,  valued  at 
$895,  includes  your  choice  of  one  day-long,  in-depth 
tutorial  and  full  conference  and  exposition  admission. 

There’s  no  way  you  can  lose! 

Whether  you  win  a  prize  or  not,  you  win.  You  will  get 
information  on  a  conference  and  exposition  that  can  give  you 
the  expertise  you  need  to  stay  ahead  of  your  competitors. 
Send  in  the  form  today,  or  FAX  it  to  508-872-8237. 

Summary  of  Contest  Rules 

Entry  Form  must  be  filled  out  with  all  information 
requested  and  received  at  the  address  shown  NO  LATER  THAN 
November  30th,  1989.  One  entry  per  person;  one  prize  per  person. 
No  registration  is  required  to  enter,  but  if  you  win  after  you  have 
registered,  you  will  receive  a  full  refund.  Winners  will  be  chosen  at 
random  and  announced  on  December  15th,  1989.  Decision  of  the 
judges  is  final.  All  residents  of  the  continental  U.S.  and  Canada  18 
years  or  older  are  eligible,  except  employees  of  International  Data 
Group,  its  agencies,  affiliates  or  subsidiaries.  Winners  must  con¬ 
sent  to  the  use  of  their  names  and  photographs  in  contest 
publicity. 

For  a  copy  of  the  complete  contest  rules,  or  a  list  of  winners, 
send  a  self-addressed  stamped  envelope  to  Communication  Net¬ 
works  ’90,  P.O.  Box  9171,  Framingham,  MA  01701. 


COMMUNICATION 

NETWORKS 

CONFERENCE  &  EXPOSITION 

Taking  Networking  into  the  90’ s 

Washington,  D.C.  •  February  5-8, 1990 


CONTEST*ENTRY*FORM 


Please  enter  my  name  in  your  Communication  Networks  ’90  con¬ 
test  and  send  me  full  details  about  the  conference  and  exposi¬ 
tion.  I  understand  I  must  fill  in  this  form  completely  in  order  to 
be  eligible. 


List  the  five  communications/networking  topics  in  which  you  are 
most  interested: 

1.  _ 


Name _ 

Title _ 

Company _ 

Address  _ 

City _ 

Telephone  ( _ 

FAX  (if  available)  (. 


(please  print  or  type) 


State _ ZIP 


2. 

3. 

4. 


When  filled  in  completely,  mail  to: 
Communication  Networks  Contest 
P.O.  Box  9171,  Framingham,  MA  01701-9171 


Users  can  protect  themselves  by  gain¬ 
ing  contractual  assurances  from  the  devel¬ 
oper  that  it  will  support  the  system  directly 
—  or  provide  alternative  support  of  simi¬ 
lar  quality  —  in  the  event  the  distributor 
fails  or  becomes  either  incapable  or  un¬ 
willing  to  support  the  system  according  to 
the  criteria  established  in  the  contract. 
PBX  manufacturers  have  issued  such  com¬ 
fort  letters  for  years,  albeit  reluctantly. 

Disaster  preparation 

A  little  planning  and  forethought  can 
pay  big  dividends  in  the  event  of  computer 
failure,  fires,  floods  and  other  acts  of  God, 
man  and  technology.  Data  files  should  be 
backed  up  on  a  regular  basis  and  stored  off¬ 
site.  Programs  should  also  be  backed  up 
regularly,  and  vendors  should  maintain  a 
duplicate  set  of  software,  as  proposed  and 
configured  —  and  updated. 

Just  in  case  you  are  not  able  to  recover 
quickly  and  completely  from  a  system  fail¬ 
ure,  you  may  wish  to  negotiate  with  your 
vendor  to  assume  control  of  your  system 
as  a  backup  measure.  With  backup  copies 
of  your  programs  and  files,  the  vendor 
should  be  able  to  poll  and  process  your 
data  until  you  can  recover  and  resume  reg¬ 
ular  operations.  There  will  likely  be  a  pre¬ 
mium  associated  with  such  peace  of  mind, 
but  it  is  well  worth  it  if  your  data  is  critical. 


tiers  should  negotiate 
for  assurances  that  the 
system  will  maintain 
currency  with  the  network 
component  software. 

▲  ▲A 


Penalties  and  liquidated  damages  are 
things  that  neither  you  nor  your  vendor 
ever  wish  to  calculate,  but  such  provisions 
will  certainly  get  and  maintain  your  ven¬ 
dor’s  attention  —  and  make  your  life  a  lot 
easier.  Critical  areas  of  measurement  in¬ 
clude  system  downtime,  vendor  response 
time  and  the  frequency  and  timing  of  rate 
and  tariff  updates.  The  timing  and  frequen¬ 
cy  of  vendor  performance  evaluation 
should  be  carefully  considered,  and  the 
levels  of  penalties  and  damages  should  be 
established. 

To  sum  up 

Building  solid,  long-term  relationships 
with  telemanagement  and  network  man¬ 
agement  software  vendors  is  much  like 
building  any  other  relationship:  It  is  criti¬ 
cal  that  both  parties  develop  a  common 
and  reasonable  level  of  expectation.  The 
tone  for  a  truly  harmonious  relationship 
should  be  set  by  the  buyer  in  the  RFP, 
which  should  be  the  basis  for  final  contract 
negotiations.  The  burden  for  establishing 
the  terms  of  a  satisfactory  relationship 
rests  with  buyers.  To  do  so  effectively,  they 
must  study  the  application  environment, 
carefully  analyze  their  needs,  ask  lots  of 
questions  of  prospective  vendors  and  ap¬ 
ply  liberal  doses  of  common  sense. 

One  final  note  of  caution:  Don’t  strike 
too  hard  a  bargain.  A  good  contract  is  fair 
to  both  parties.  An  unprofitable  sale  may 
eventually  result  in  less-than-enthusiastic 
system  support  and,  therefore,  unhappi¬ 
ness  for  the  buyer  as  well.  □ 
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The 

Amdahl 

Difference 


There  are  many  networking  companies  today  with  claims  of  superior  solutions  and 
products.  And  many  products  are  here  and  gone  before  anyone  realizes  their  existence. 

The  telecommunications  environment  is  a  rapid,  constantly  advancing  challenge.  No 
one  knows  this  better  than  Amdahl.  We  have  been  meeting  these  challenges  for  over 
20  years  with  installations  in  the  most  demanding  environments.  And  we  continue  to 
meet  the  challenge  with  products  such  as  our  4745  Communications  Processors  and 
our  Network  Processor  Series  2700.  A  product  line  designed  to  meet  today's 
challenges  with  a  platform  to  meet  tomorrow's  goals. 

Amdahl  communications  products:  network  management  systems,  X.25  network 
processors,  T-l  multiplexers,  and  IBM  compatible  front-end  processors. 

Make  a  difference  in  your  network.... call  Amdahl. 

Amdahl  Communications  Products,  1250  East  Arques  Avenue,  M/S  276, 

Sunnyvale,  CA  94088-3470 

1-800-544-5376  (within  California,  408-492-1077)  Department  274 


Come  see  us  at  TCA  booth  #107 


amdahl 


See  The  Faxnet  Form  On  Page  #79. 


IBM  is  a  registered  trademark  of  the  International  Business  Machine  Corporation. 
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DIVISION  OF  TELENEX 
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X  he  upgrade  is  necessary 
because  the  net  is  near  capacity. 

AAA 


The  data  network  deal  is  an  extension 
of  the  FBI’s  participation  in  the  Federal 
Telecommunications  System  (FTS)  2000 
contract.  Under  terms  of  that  contract,  the 
FBI  was  assigned  to  the  US  Sprint  portion 
of  the  FTS  2000  network  for  switched 
voice  services.  The  agency  was  also  re¬ 
quired  to  procure  any  future  network  ser¬ 
vices  from  the  carrier. 

According  to  Wade,  the  upgrade  is  nec¬ 
essary  because  the  data  network  is  nearing 
its  capacity  limit.  Traffic  volume  has 
reached  a  point  where  T-l  service  has  be¬ 
come  more  economical  than  adding  new 
56K  bit/sec  lines. 

Wade  estimated  that  the  agency  will 
save  $120,000  in  the  first  year  of  the  US 
Sprint  contract  by  switching  to  T-l  service. 

The  FBI’s  Computer  Applications  Com¬ 
munications  Network  supports  about 
6,000  agents  and  support  personnel  at 
more  than  500  locations  nationwide.  It 
carries  administrative,  financial  and  inves¬ 
tigative  data.  US  Sprint  will  begin  upgrad¬ 
ing  the  network  in  November  and  expects 
to  complete  the  project  in  January.  G 


mance  they  need,  he  said. 

Boyce  noted  that  existing  applications 
written  for  DCP  will  work  with  the  Basic 
Rate  Interface  implementation  because 
the  products  use  the  same  application  pro¬ 
gram  interface  (API). 

A  spokeswoman  for  Aristacom  Interna¬ 
tional,  Inc.  of  Alameda,  Calif.,  another  ear¬ 
ly  user  of  the  product,  said  the  applications 
it  developed  for  DCP  were  easily  ported  to 
the  new  BRI  card.  Aristacom  sells  applica¬ 
tion  hardware  and  software,  based  in  part 
on  AT&T  DCP  products,  that  enable  users 
to  support  voice  and  data  over  a  single 
link. 

Besides  DCP,  the  next  release  of  the 
software  will  support  other  APIs,  including 
IBM’s  High  Level  Language  API  and  the 
Server  Requester  Programming  Interface, 
Boyce  said. 


AT&T  will  demonstrate  the  products 
with  the  Basic  Rate  Interface  and  DCP  this 
week  at  the  Tele-Communications  Associ¬ 
ation,  Inc.  show  in  San  Diego,  he  said.  Per¬ 
sonal  computers  will  be  outfitted  with  the 
E78  Plus/ISDN  software  and  attached  to  a 
System /85  PBX  located  on  the  show  floor. 
The  PBX  will  be  linked  via  a  T-l  line  to  a 
mainframe  in  Denver. 

Dzubeck,  who  said  he  has  seen  bench¬ 
mark  tests  of  the  product,  gave  it  high 
marks  for  performance.  He  said  it  provides 
the  same  speed  as  a  personal  computer  di¬ 
rectly  connected  to  a  mainframe. 

Scheduled  to  ship  in  March  1990,  the 
BRI  card  costs  $  1 ,395.  The  E78  Plus/ISDN 
software,  which  will  be  sold  and  supported 
by  AT&T  but  will  carry  the  DCA  name,  is 
scheduled  for  availability  in  December  and 
costs  $395.  □ 


ever  we're  able  to  pres  ide  you 
with  the  industry’s  most  eompre- 
hensive  offering  of  diagnostic  and 
network  eontrol  produets  to  help 
you  operate  and  maintain  your 
network  more  effectively . 

Talk  to  us  about  performance 
monitoring,  troubleshooting,  line 
testing  or  fault  isolation,  and  we 
can  tell  vou  about  the 
INTERVII  W  from  A.R. 


PC  ISDN  interface  supports  64K  links 

continued  from  page  4 


personal  computer  to  the  mainframe, 
Boyce  said. 

One  early  customer  of  the  product 
plans  to  use  it  to  give  selected  users  high¬ 
speed  access  to  a  host  for  large  file  trans¬ 
fers  and  to  back  up  users  that  require  guar¬ 
anteed  mainframe  access. 

David  Isherwood,  assistant  vice-presi¬ 
dent  at  Shearson  Lehman  Hutton,  Inc.’s  In¬ 
formation  Services  Division  in  New  York, 
said  he  has  finished  testing  the  product  and 
is  ready  to  put  it  into  use  supporting  a  lim¬ 
ited  number  of  employees. 

According  to  Boyce,  some  users  may 
want  to  use  the  products  to  obviate  the 
need  for  remote  cluster  controllers.  Cus¬ 
tomers  can  move  controllers  back  into 


data  centers,  making  it  easier  to  manage 
them,  and  use  the  BRI  card  and  software  to 
establish  64K  bit/sec  links  with  remote  mi¬ 
crocomputers. 

Due  to  the  cost  of  products  necessary  to 
accomplish  that  —  a  total  of  $1,790  —  it 
would  only  be  cost-effective  for  sites  with  a 
small  number  of  personal  computers,  said 
Frank  Dzubeck,  president  of  the  Washing¬ 
ton,  D.C.  consultancy  Communications 
Network  Architects,  Inc. 

Boyce  agreed  that  the  BRI  card  and  ac¬ 
companying  software  is  not  intended  to  re¬ 
place  existing  personal  computer-to-main- 
frame  products.  The  products  are  targeted 
at  users  that  do  not  have  the  mainframe  ac¬ 
cess  they  want  or  do  not  get  the  perfor- 


US  Sprint  lands 
$23m  pact  to 
upgrade  FBI  net 

By  Gail  Runnoe 

Washington  Correspondent 

WASHINGTON,  D.C.  —  The  Federal  Bu¬ 
reau  of  Investigation  last  week  awarded  US 
Sprint  Communications  Co.  a  10-year,  $23 
million  contract  to  upgrade  and  expand 
the  agency’s  nationwide  data  network. 

US  Sprint  will  replace  the  existing  9-6K 
bit/sec  and  56K  bit/sec  lines  that  make  up 
the  backbone  of  the  agency’s  computer 
communications  network  with  18  T-l  and 
seven  56K  bit/sec  circuits,  said  David 
Wade,  chief  of  telecommunications  ser¬ 
vices  at  the  FBI. 

Through  the  contract,  US  Sprint  will 
provide  the  bulk  of  the  agency’s  data  trans¬ 
mission  service.  Tail  circuits  provided  by 
other  carriers,  including  AT&T  and  MCI 
Communications  Corp.,  will  remain. 
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The  leading  designer,  manufac¬ 
turer  and  distributor  of  protocol 
analyzers,  switch/patch  equipment 
and  matrix  switching  systems. 

That's  a  claim  only  Telencx  can 
make. 

Thanks  to  our  recent  acquisition 
of  the  Teleproducts  Division  of 
Atlantic  Research  Corporation 
known  as  the  AR  Division  of 
Tclenex  (AR)— .now  more  than 


Or  the  Telencx  Uitoscope .  " 

Or  the  Spectron  DatascdpeJ" 
Protocol  analyzers  which  during 
the  last  tw  o  decades  have  established 
performance  standards  for  diagnostic 
and  analysis  equipment. 

Falk  to  us  about  circuit  access 
and  service  restoration,  and  we 
can  tell  you  about  the  speed  and 
capacity  advantages  of  the  Telencx 
Matrix  Switch. 


A 


Firm  speeds  delivery 
of  ads  via  satellite 

continued  from  page  6 

digital  signals  that  are  transmitted  via  sat¬ 
ellite  to  newspaper  printing  houses.  An 
earth  station,  owned  by  Teleport  Commu- 
nications-New  York  on  Staten  Island,  N.Y., 
uploads  fax  signals  to  a  C-band  satellite 
that  broadcasts  the  information  to  news¬ 
papers  in  32  states. 

The  company’s  Chicago  and  Los  Ange¬ 
les  offices  transmit  fax  signals  to  the  New 
York  Teleport  via  a  Ku-band  satellite;  the 
New  York  office  uses  terrestrial  lines  to  get 
to  the  Teleport. 

Newspapers  receive  the  transmissions 
over  a  3. 2-meter  satellite  dish,  which  most 
of  them  already  use  to  receive  Associated 
Press,  Inc.  wire  stories.  The  signals  are 


sent  to  a  multiplexer,  which  separates  text 
and  image  data.  The  text  data,  containing 
information  about  the  ad  order,  is  sent  to  a 
printer.  The  image  data  is  sent  to  a  high- 
resolution  fax  machine  controlled  by  a 
personal  computer. 

Hayden  said  AD/SAT  has  installed 
about  $100,000  worth  of  equipment  in 
each  newspaper  plant. 

Whether  snow  or  sleet . . . 

Hayden  claimed  advertisers  can  reduce 
their  costs  by  as  much  as  70%  when  using 
AD/SAT.  Moreover,  AD/SAT  delivers  ads 
to  newspapers  in  three  minutes  instead  of 
the  12  to  20  hours  it  takes  for  a  courier  to 
deliver  materials. 

AD/SAT  saves  advertisers  the  cost  of 
producing  multiple  copies  of  an  ad  that 
must  be  distributed  to  dozens  of  newspa¬ 


pers.  Advertisers  deliver  a  single  ad  to 
AD/SAT,  which  then  broadcasts  the  ad  to 
multiple  locations  simultaneously  over  its 
satellite  network. 

Since  the  cost  of  reproducing  a  single  ad 
averages  $20,  production  costs  can  quick¬ 
ly  skyrocket  when  using  other  delivery 
methods,  said  Donald  Demarest,  senior 
vice-president  and  manager  of  print  pro¬ 
duction  at  Young  and  Rubicam,  Inc.,  a  New 
York  advertising  agency. 

“We  use  AD/SAT  when  we  want  to  send 
multiple  copies  of  an  ad,”  Demarest  said. 
“It’s  also  useful  when  we  need  a  rush  deliv¬ 
ery,  which  often  is  the  case  in  advertising.” 

AD/SAT  charges  advertisers  $60  to  dis¬ 
tribute  an  ad  to  just  one  location.  The 
charges  drop  to  $24  per  transmission 
when  an  ad  is  distributed  to  10  or  more 
newspapers,  Hayden  said. 


AD/SAT  must  transmit  four  copies  of 
each  color  ad  —  each  copy  corresponding 
to  a  different  piece  of  film  in  a  four-color 
separation.  Printers  use  the  fax  copies  to 
produce  the  film,  which  is  then  used  to 
make  the  metal  plates  that  are  used  in  a 
printing  press  to  create  a  color  ad. 

More  reliable 

Along  with  speed  and  cost  savings, 
AD/SAT  provides  a  more  reliable  way  to 
distribute  ads,  according  to  Hayden.  Couri¬ 
ers  can  be  delayed  by  weather  conditions, 
traffic  jams  or  human  error. 

Many  advertisers  are  submitting  time- 
sensitive  ads  that  can  cost  $25,000  or 
more,  and  they  run  the  risk  of  losing  busi¬ 
ness  when  ads  don’t  arrive  on  time.  News¬ 
papers  can  lose  significant  revenues  if  ads 
are  lost  or  don’t  arrive  on  time. 

“Before  AD/SAT,  we  spent  many 
stormy  Saturdays  waiting  to  see  if  our  re¬ 
tail  ads  from  New  York  would  arrive  in  time 
for  the  Sunday  paper,”  said  Rich  Masotta, 
division  sales  manager  for  The  Boston 
Globe.  □ 

POS  net  paying 
off  for  Amoco 
and  its  dealers 

By  Jim  Brown 

Senior  Editor 

CHICAGO  —  Amoco  Oil  Co.  last  week 
said  the  installation  of  a  nationwide  point- 
of-sale  network  is  already  helping  the 
company  improve  gasoline  deliveries  to 
dealers,  collect  payments  faster  and  re¬ 
duce  credit  card  fraud. 

Roughly  2,400  of  the  3,700  Amoco- 
owned  stations  around  the  country  have 
been  linked  to  the  Electronic  Sales  Proces¬ 
sor  network  since  1986.  The  remaining 
stations  will  be  brought  onto  the  network 
over  the  next  year. 

Amoco  leases  these  stations  to  dealers. 
Another  7,700  independently  owned  sta- 


T 

A  he  network  supports 
Amoco’ s  strategy  of  charging 
dealers  for  gasoline  after  it  is 
sold  to  customers. 

AAA 


tions  that  sell  Amoco  gas  will  be  given  the 
option  of  installing  Electronic  Sales  Pro¬ 
cessing  at  their  own  cost  in  the  future. 

The  network  supports  Amoco’s  strategy 
of  charging  dealers  for  gasoline  after  it  is 
sold  to  customers.  Other  gas  companies 
force  dealers  to  buy  gas  before  it  is  loaded 
into  underground  tanks,  thus  forcing  them 
to  carry  debt  on  their  books  until  the  gas  is 
sold.  Amoco  hopes  the  strategy  will  en¬ 
courage  dealers  to  sell  its  products. 

Rick  Hinojosa,  Electronic  Sales  Pro¬ 
cessing  technical  support  specialist,  said 
the  POS  network  helps  Amoco  collect  in¬ 
ventory  and  sales  data  from  each  of  its  ser¬ 
vice  stations  every  24  hours.  This  informa¬ 
tion  helps  Amoco  bill  dealers  for  gas  the 
next  day,  about  a  full  day  earlier  than  was 
previously  possible. 

( continued  on  page  101) 


Offer  You 
Solutions ! 


ELENEX 


[CORPORATION 

Spectron 


Or  the  lleld-proven  reliability  ol  designer  and  distributor  of  protocol 
Speetron’s  Switch  /Pauli  equipment  analyzers,  switch/patch  equipment 
and  Networkcr'"  management  and  matrix  switching  systems, 

systems.  As  well  as  AR's  DA  TA-  That's  a  claim  only  Telcnex  can 

PATCH'  products.  make. 

Of  course,  you  may  still  want  to  Tclenex  Corporation.  13000 

discuss  your  diagnostic  and  network  Midiantic  Drive.  Mount  Laurel, 

control  needs  with  an  assortment  N.l  08054. 

of  other  vendors.  At  that  point.  Telephone:  600-234-7000. 

simply  keep  in  mind  that  you  are  Telex:  7IO  897- 1648. 

no  longer  talking  to  the  leading  Lax:  609  778-8700. 

See  the  Faxnet  Form  on  Page  #79 


A  UNIT  OF  GENERAL  SIGNAL 


Tclenex.  Spectron.  And  now  AR. 

Together  we  offer  total  networking 
solutions. 
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ActionCenter 


DATA  COMMUNICATIONS 


NEW  GDC  INVENTORY 


MODEL  # 

DESCRIPTION 

LIST 

SALE 

PRICE 

PRICE 

1261/4 

4  Channel  Stat  Mux 

$1,175 

$750 

801  A/C 

Auto  Call  Unit 

595 

380 

DATX  2000 

Data  Over  Voice  Unit 

305 

195 

DBU-3 

Digital  Dial  Back-Up 

895 

690 

DBU-3R/M 

Digital  Dial  Back-Up  Card 

795 

613 

DC 14433 

14.4  Sync,  PL,  P-P  Modem 

2,895 

1,847 

DC201CR/M 

2400  Sync  Modem  Card 

795 

595 

DC 2030 

56kbs  Local  Data  Set 

850 

550 

DC208B/A 

4800bps  Sync,  PL,  DDD  Mdm 

1,345 

860 

DC208B/A  R/M  4800bps  Rack  Mount  Modem 

1,255 

850 

DC  224  R/M 

2400bps  Rack  Mount  Modem 

495 

316 

DC296  R/M 

V.32  Rack  Mount  Modem 

1,725 

1,101 

DC4800 

4800bps  Sync,  PL  Modem 

1,145 

730 

DC500/56K-A 

56kbps  DSU/CSU  W/RS-422 

795 

507 

DC 500 A  R/M 

9600bps  DSU  card 

695 

445 

DIGI-DIAL/56K  Switched  Network  56k  DSU 

2,350 

1,499 

DT201 

Desktop  20 1C  Modem 

645 

418 

DT202 

Desktop  202  Modem 

400 

242 

DT208 

Desktop  208  Modem 

1,095 

730 

DT9600 

Desktop  9600  Modem 

1,095 

795 

GSU500A 

Data/Channel  Service  Unit 

695 

459 

LCM1020 

19.2kbps  Async  Data  Set 

295 

225 

Multlport9600 

9600bps  Modem  w/4Ch  TDM 

2,495 

1,608 

QCC-21 

1 262  Quad  Channel  Card 

800 

540 

QCC-31 

1264  Quad  Channel  Card 

840 

625 

PLUS  WE  RENT,  LEASE,  OR  SELL 
77,  3  COM,  UDS,  NEC  &  TELLABS 
NEW  &  USED  EQUIPMENT. 

CALL  TODAY  FOR  IMMEDIATE  DELIVERY 


IS  Electro  Rent 
Uk  Corporation 

6060  Sepulveda  Blvd. 
Van  Nuys,  CA  9141 1 


CALL  TODAY 
(800)  444-4964 
NATIONWIDE 


Circle  Reader  Service  No.  1 


100%  ETHERNET  RELIABILITY 


Want  to  eliminate  100% 

of  accidental  Ethernet  Transceiver 
cable  disconnect  problems? 


L  1  tAkthnaeli  ■  ) 

The  ET-LOCK™  People 


✓  Eliminate  downtime  and 
intermittent  errors  due  to 
loose  cabling  and  accidental 
disconnects  FOREVER! 

✓  The  easiest  and  most 
inexpensive  solution  to  one  of 
the  most  expensive  problems 
facing  network  administrators. 


Call  (41S)  672-3005  for  your  FREE  sample 
ET-LOCK ™  today  and  prove  it  to  yourself! 


Satisfaction  guaranteed.  Distributor  inquiries  invited. 


A'nD  Cable  Products.  Inc.,  5524  Sepulveda  Court,  Concord,  CA  94521  (415)  672-3005 

Circle  Reader  Service  No.  2 


802.3  REMOTE  DIAGNOSTIC  MONITOR 


■  ■  ■  Watch  That  Network!  ■ 


The  CaSaT  ERT-4308  Attaches  to  ANY  AUI  Network  Cable 

The  ERT-4308  is  the  easiest  lowest  cost 
approach  to  monitoring  or  running 
diagnostics  on  any  Ethernet/IEEE 
802.3  network.  It  takes  only  seconds  to 
install  and  its  small  size  permits  it  to  be 
used  anywhere. 

The  ERT-4308  monitors: 

■  Power 

■  Transmitted  Data 

■  Received  Data 

■  Collision 

It  s  bright  LEDs  allow  for  easy  viewing  over  long  distances  and 
requires  no  batteries. 

Circle  Reader  Service  No.  4 


Call  NOW  for  applications  or  product  information 
Yankee  Electronics:  (603)  625-9746  •  FAX:  (603)  625-4915 
•  Outside  New  Hampshire  (800)  365-9720 


ANALYZE  DATA  LINE  PERFORMANCE 


Analyze 
Data  Line 


Performance 


•  Reveal  utilization  trends. 

•  Measure  response  time. 

•  Plan  network  evolution. 

•  Troubleshoot  contention 
problems. 

•  Evaluate  transaction 
impact. 

•  Analyze  network  changes. 

•  Choose  SNA,  Bisync,  X.25, 
or  Burroughs  poll/select. 


The  PC-based  PA1  Performance 
Analyzer  lets  you  analyze  over  35 
network  parameters  using  easy-to- 
read  color  graphics  and  printed 
reports.  Response  time,  excep¬ 
tion  and  over-threshold  reports  help 
you  quickly  find  problem  areas.  Line 
utilization  data  reveals  overloaded 
equipment  and  underused  capacity. 

Know  what’s  happening  on  your 
data  lines.  Call  us  for  our  PA1  demo  or 
a  15-day  free  product  trial. 


Progressive  Computing,  Inc. 

814  Commerce  Drive,  Suite  101 
Oak  Brook,  IL  60521-1919  USA 
(312)574-3399  FAX  (31 2)  574-3703 


Circle  Reader  Service  No.  3 


Get  the  hottest  prospects 
for  your  mailing.  And 
the  right  attendees  for  your  seminar. 


Our  database  of  over  70,000  communications/networking  profession¬ 
als  use  —  and  purchase  —  many  types  of  networking  products  and 
services.  With  the  most  extensive  selectivity  available  anywhere,  you 
can  target  only  those  professionals  you  want  to  reach.  No  more,  no 
less.  It’s  that  easy. 

So  when  planning  your  next  seminar,  check  Network  World’s  sub¬ 
scriber  list  first  Call  Deb  Goldstein,  or  Kevin  Normandeau  today  at 
1-800-343-6474  (in  MA,  508-879-0700).  And  discover  why  Network 
World’s  database  is  a  list  worth  renting  again  and  again. 


NETWORK  \pRl.I) 


An  IDG  Publication 
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ActionCenter 


AT&T  TELECOM  &  DATACOM 


Saving  money  on 
AT&T  parts  shouldn't  be 
hazardous  to  your  career . 

Now  there  is  a  safe  way  to  save  big  on  AT&T  telecom, 
PBX,  and  datacom  parts.  Just  call  Atlantic  Telecom, 
the  new  company  formed  by  Cincinnati  Bell.  Whether 
you  need  T-l  hardware  (channel  banks,  CSU's,  DSU's, 
muxes,  etc.)  or  any  AT&T  PBX  part  (System  75  and  85, 
Dimension®  Merlin®,  etc.),  your  order  will  be  handled 
promptly  and  professionally.  And  AT&T  will  even 
install  and  maintain  the  equipmentyou  buy  from  us. 
Take  the  safe  step  to  big  savings:  call  Atlantic  Telecom 
today  to  set  up  your  account. 


The  Atlantic  Telecom  Companies 

25  Hanover  Road,  Suite  202 
Florham  Park,  NJ  07932 

(201)  377-2111 


The 

Atlantic 

Telecom 

Companies 


Call  for  your  FREE  AT&T  System  75/85  Price  Comparator. 


Circle  Reader  Service  No.  5 


BALUN  PRODUCTS 


lytoyE  dAtA  oyer 


Suttle  Baiun 
Products  Fill 
The  Gap 

Baiun  products 
from  Suttle  make  the 
necessary  transition 
from  the  wide 
variety  of 

terminations  on  data 
terminals  (coax,  IBM. 

Wang,  etc.,)  to 
inexpensive  twisted 
pair  wiring  and  back  again  at  the 
data  terminal. 

And  Suttle's  balun  products 
are  designed  to  match  the  telco 
environment.  We’ve  got  the 
same  shapes,  sizes  and  colors 
you’re  used  to  working  with. 

©Copyright  1989  Suttle  Apparatus 
A  CSI  Company 


Faster,  Cheaper 
Moves  &  Changes 

Balun  products,  including 
patch  panels,  ease  wire 
administration  and  speed  up 
moves  and  changes.  And 
faster  moves  reduce  cost  and 
minimize  downtime. 


Call  Today  for  Details. 


Call  Suttle  today  for 
specifications  and  pricing. 
Suttle  balun  products  are 
available  nationwide  through 
telecommunication 
distributors. 

Phone  612-848-6711 

Suttle  Apparatus 
213  South  Main  St. 

Hector,  MN  55342 
Fax  6 1 2-848-62 18 
In  Canada  call:  204-467-2888 


Circle  Reader  Service  No.  6 


COMPUTER  CABLE 


800-727-2449 
CABLE  ASSEMBLIES 

PLUS... 


Make  Your  Cabling 
Problems  Ours!  Call  Now! 


(Ask  About  FREE  Shipping!) 

We  have  a  facility  near  you! 

Colorado  •  Connecticut  •  Florida  •  Illinois  •  Minnesota 


New  York  •  Northern  California  •  Pennsylvania 
Southern  California  •  Texas  •  Virginia 


frimnniti 


CABLE  ASSEMBLIES  PLUS 

800-727-2449  •  Sales,  Quotes,  Sourcing 
The  Only  Connection  You'll  Ever  Need! 

Circle  Reader  Service  No.  8 


DATA  COMMUNICATIONS 


CEtrcfi  of  KBaitltng 
your  Network? 


dataAids  INC. 

Houston -Dallas -Austin "San  Antonio-Oklahoma  City-Little  Rock 


HOUSTON 

1544  Sawdust  Road.  Suite  III 
PO.  Box  4600 
The  Woodlands.  Texas 
77383-4600 
713/363-3838 
FAX  713/292-7126 


Banyan 

Novell 

DataAids  Cabling  Systems 
Racal  Interlan 
SynOptics 
Datability 
Micom 


Circle  Reader  Service  No.  9 


Send  For  Free  Info 


For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 


Name  _ 

Title  _ 

Company 
Phone  ( 

Street  _ 

City _ 

State  _ 

NW  9/25 


Zip. 


(Expires  11/30/89) 

123456789 
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ActionCenter 


DS/1  TESTING 


=y\ 


-9a 


3 Get  Dual-Line  T1/DSI  Monitoring 
and  Signaling  Analysis 

The  Model  5110 


'N 


1  C X 
2ZZ3 


•  Dual  Line  Performance  Monitoring 

•  Signaling  Bit  and  Traffic  Displays 

•  Controlled  Slip  Estimation 

•  Channel  Access  Features 

•  Wink  Measurement 

•  Dialed  Digit  Display 

10  Lyberty  Way 
Westford,  MA01886 
(508)  692-5100  •  1-800-828-8766 
Fax  (508)  692-1938  •  Telex  750245 

Stau-tron 


The 

Quality 
Tester 


Circle  Reader  Service  No.  1 6 


ETHERNET  NETWORK  SOFTWARE  DOS,  PC 


NFS?  XT?  TCP/IP?  AT? 
NetWare™?  PS/2™? 


CMC’s  OpenWare  Is  Your  Single  Ethernet  Solution 


Available  NOW  from  Yankee 

CMC’s  family  of  Ethernet  adapter 
boards  provide  the  broadest  range 
of  solutions  to  PC  networking. 
Our  complete  range  of  solutions 
for  XT,  AT  and  PS/2  products  are 
easy  to  install  and  configure. 
Choose  from  a  variety  of  protocols 
and  options  including  TCP/IP, 
NetWare  and  NFS.  CMC’s 
OpenWare  is  the  solution  for  your 
networking  needs. 


Call  NOW  for  applications  or  product  information 
Yankee  Electronics:  (603)  625-9746  •  FAX:  (603)  625-4915 
•  Outside  New  Hampshire  (800)  365-9720 


Circle  Reader  Service  No.  1 8 


ELIMINATE  JUNK  FAX/MODEM  CALLS 


LAN  AND  WAN  CONNECTIVITY 


UNWANTED  FAX  & 
MODEM  CALLS 

with 

Password  Checker 

Automatically  answers  incoming  calls 
and  screens  for  a  security  code.  A 
valid  security  code  causes  the  unit 
to  re-ring  the  line. 

■•f  "Plug  in"  installation  and  is  compatible 
with  all  fax  machines  and  modems. 

-►  No  change  to  outgoing  call  operation. 

Easily  programmable  from  fax/modem 
or  optional  telephone  if  desired. 

Security  code  can  be  disabled  in  sec¬ 
onds  to  allow  normal  line  usage. 


Also  available  through 

Call  Authorization  Products  Co.  1  -303-534-71 00 


Retail  $299 

(Quantity  pricing  available) 


Call  Management  Products  Inc. 
Broomfield,  CO  80020 

1  -800-245-9933 


We  also  produce  Fax  LineShare,  the 
most  cost  effective  automatic  fax/voice 
line  sharing  device  sold,  with  thou¬ 
sands  of  satisfied  customers.  Call  for 
details. 


STOP 


LAN 


and 


WAN 


Internetworking 


Industry's  only  modular  Bridge  that 
provides  bridging  of  local  and 
remote  LANs 
This  means: 

•  low  cost 

•  flexible 

♦  easy  expansion 

*  integrated  network  management 

♦  easy  network  maintenance 

*  supports  multiple  networks 

Ethernet  T1 

Token  Ring  T1  MUX 

StarLAN  56kb 

Fiber  Optics 


Token  Ring 


Ethernet 


Token  Ring 


CrossComm  Corp 

133  E.  Main  St.  Marlboro,  MA  01  752  (508)481-4060 


Token  Ring  •  Ethernet  •  Fiber  Optic 


Circle  Reader  Service  No.  17 


Circle  Reader  Service  No.  20 


Profits  €0111©  from  sales... 

Sales  ceane  from  leads... 

Leads  come  from  an  ad  in  ActionCenter!! 


Network  World  is  the  only  publication  that  gives  you  weekly  exposure  for  a  month,  directory-type  pages,  and  bingo  card 
response  -  all  for  one  cost-effective  price! 

Caii  today  and  generate  leads  and  profits  from  your  300,000  impressions  in  Network  World’s  ActionCenter. 

Joan  Bayon  Pinsky  Susan  Egan  (Pacific  &  Mountain  Time) 

50S-820-2543  71 4-250-3006 
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LIGHTNING  PROTECTION 


S' 


►WORRIED  ABOUT  LIGHTNING 


TELEBYTE  WILL  C\  />  PROTECT  YOUR 

MODEMS,  MULTIPLEXERS,  TERMINALS 

BUY  OUR  MODEL  22! 

MADE  IN  USA 


$89 


PROTECTION 

TIMP 
i  trv?c 

dCfRCUfTS 

LUGS  OR  MODULAR 


TECHNOLOGY,  INC.  CALL  1  -800-835  -  3298 

270  E.  PULASKI  ROAD,  GREENLAWN,  N.Y.  11740,  FAX  516-385-8184,  TEL  516-423-3232 

Circle  Reader  Service  No.  1 0 


NETWORK  MONITORING  &  CONTROL 


NETWORK  WINDOWS 


Wed  Not  1707  1309  1967 


DATE 
1117/67 
I ' 17/67 
1/17/67 
1/17/67 
1/17/67 
1/17/87 
1/17/67 
1/17/67 


TIME  GROUP  I  DENT  Modem*  PROBLEM  Dvr.tion 

06  23  17  1  1026  S  Ring  No  Aotwei 

0623  17  1  1026  5  Modem  Blued  Ovt 

06  45  21  2  NY  3 _ 23  Carrier  Lon _ 14 

06  51 


0921 
10  35 
10  47 


network  WINDOWS 


Wed  Not  17  071309  1967 


|  1024  1025  1026  1027  1026  1029  1030  1031  1032  1033  2059  2060 

2061  2062  2063  2064  2065  2066  2067  2066  [I  NY  1  NY  2  NY  3  NY  4 


NYS  NY-6  NY  7  PHLl 


FIRE 


H2  O  §2424  2425 


2434  2435  2436  2437 
2446  2447  2446  2449 

2456  2459  2460  2461 


2470  2471  117706  7707 


Activity 

<E5C> 

Commuoicitino  Device*  Inc 

XY2  Co  Inc  D.t.B.ce  NETWORK  WINDOWS 


DIAL  UP  MODEM 
MANAGEMENT 


Any  Vendors  Modem 
Any  Speed 

Any  Type,  Including  V.32 

Operating  in  10  Countries 
Field  Proven  since  1983 

NETWORK  WINDOWS  ,,m) 
PC  Based  System 


DAILY  USAGE  &  ERROR  REPORTS 
AUTOMATIC  BUSY  OF  “RING  NO  ANSWERS” 
MODEM  VENDOR  INDEPENDENT 

Call  or  write  for  information  &  DEMO  Disk 

Communication  Devices  Inc. 

1  Forstmann  Ct. 

Clifton,  NJ  07011 

Phone  (201)  772  6997  FAX  (201)  772  0747 

Circle  Reader  Service  No.  1 1 


NETWORK  PLANNING  SOFTWARE 


Network  Access  Design  Engineering  NAD/Eng  1.0 


TM 


PC-based  engineering  tool  designed  for  use  by  both  technical  and  non-technical  telecom¬ 
munications  professionals: 

°  Telecom  Sales  Representatives,  Sales  and  Design  Support,  Telemarketing  Sales  Reps 
0  Telecom  Consultants,  Telecom  Managers,  Telecom  Analysts 

Produce  proposal  or  report -ready  out¬ 
put  to  laser  printer,  8-1/2"  X  11"  page 
format  with  options  to  customize  title, 
header,  and  footer  information. 

Produce  design  calulations  in  seconds 
with  single  and  multiple  iterations  to 
support: 

0  Full  Group  Routing  Designs 
°  Multi-Trunk  Group  Designs 
°  Inter-machine  Trunking 
°  T1  &  T3  Access  Conversions 

Project  accurate  requirements  with 
built-in  "What-if  capabilities  through 
modifying  nine  design  parameters. 


Input 

Output 

Run 

Save 

Load  Exit 

Traffic  Loot 

12.  *7 

Units 

Hours 

Tim  Period  Busy  Hour 

Weekdays 

1.00 

Saturdays 

0.00 

Sundays  0.00 

Proportion  of  Ueefcday 

Saturday 

0.0000 

Sunday  0.0000 

Busy  Hour 

0.1710 

Calls 

0 

to.  Cali  Length  0.0000 

Grade  o f  Service  I.UM 
Force  Hocking  0.0000 


Itetrial  Rate 
Force  Lines 


0. 7598 
0 


Grouth 
Traffic  is 


1.0600 

Offered 


Busy  Hour  0.17V0 

Printer 

is  0ff 

toereye  Ueek  Day  Load: 
Engineering  Hour  Load/ 

71.00  Hours 
12.07  Hours 

4200.00  Minutes 
724.20  Minutes 

2556.00  CCS 
434.52  CCS 

Hunker  of  Lines:  21 

lloekinc 

:  0.0059 

Offered  Load:  { 

First  Offered  Land: 
Carried  Load: 

12.07  Hours 
12.02 

12.00 

724.20  Minutes 
721.01 

715.85 

434.52  CCS 

432.61 

431.57 

Designed  for  use  on  IBM/Compatible  PCs,  Mono  or  Color  Displays,  DOS  2.1  + 
Comes  complete  with  Installation,  Tutorial,  and  User  Reference  Guide 

TO  ORDER  -  CALL  800  962-0174  or  send  check/money  order  to: 

(Include  $Z50  tor  shipping  and  handling) 

Gwise  &  Company  - 13206  Queensgate  Road  -  Suite  200 
Midlothian,  Virginia  23113  Circle  Reader  Service  No.  12 


$64.95 

Introductory  New 
Product  Offering 

REGULAR  PRICE 
$99.00 


NETWORK  POWER  PROTECTION 


N»E*T*W»0»R*K*I*N*G 


OFF-LINE 
UNINTERRUPTIBLE 
POWER  SUPPLY 

NEW.  Fastest  AC  Transfer  Time  Available 

Our  NEW  Turbo  2+  is  the  most  feature  rich  Off-Line  Uninterruptible 
Power  Supply  in  the  business.  Choose  from  5  models,  covering  the 

power  range  from  200  VA  to  675  VA.  They're  built 
with  Bullet  Proof  Reliability,  network  compatibility, 
and  a  contemporary  design  to  fit  modem  office  decor. 
Call  today  for  our  special  dealer  offer. 

(408)  439-6600. 


Circle  Reader  Service  No.  1 3 


SCLOSWE  CONTROLS  INC 

DataShield 

269  Mt.  Hermon  Road 
Scotts  Valley,  CA  95066 

I'll 

MARMON 

III.  A  member  of  The  Marmon  Group  of  companies 


NETWORK  SCANNING  AND  MONITORING 


Cable  Scanner 

Pinpoint  Network  Cable  Faults  Fast! 

The  Scanner  is  a  monitor,  fault  finder,  cable  locator  and  much  more.  Helps  you  pinpoint  the  loca¬ 
tion  of  shorts,  opens  or  breaks.  Its  32  character  display  reports  the  fault  in  plain  English  "short  at 
306  ft”.  With  an  oscilloscope,  Scanner's  high  speed,  pulse  generating  circuitry  gives  a  detailed 
view  of  the  entire  LAN  including  transceiver,  terminator  and  multiple  faults. 


*  Cable  length  measurements 

*  Locate  breaks,  shorts,  opens,  bad  crimps,  etc. 

*  LAN  activity  monitoring 

*  Find  cables  in  ceilings,  walls,  floors 

*  Cable  TV  troubleshooting 

*  Generate  as-built  drawings  and  specifications 

*  Isolate  faulty  network  interface  cards 

*  Very  simple  to  operate 

M-Test  Equipment 

P.O.  Box  460008 

San  Francisco,  CA  94146-0008 


Included  is  Tracer  for  locating  exactly  where 
in  the  floor,  ceiling,  wall  or  patch  panel  the  ca¬ 
ble  lies.  Cable  Scanner,  Tracer  and  Opera¬ 
tors’  Manual  are  only  $1495. 


Call  for  Info 

Outside  CA:  (800)  334-4293 
Inside  CA:  (415)  861-2382 
FAX:  (415)  864-1076 


Circle  Reader  Service  No.  14 


PHONE  LINE  SWITCH 


REDUCE  DIAL  LINE  COSTS 

ONE  LINE  DATA  QUALITY  PBX 


MICRO  CALL  DIRECTOR 

Share  One  Line  with  4  Dial-up  Data  Communication 
Devices.  Control  Line  Switching  by  Modem  or  DTMF 
Tones. 

DIRECT  DIAL  LINE  TO  YOUR  APPLICATION 

High  or  Low  Speed  Modems,  Voice  Line,  Data  Logging, 
System  Configuration. 

LOCAL  OR  REMOTE  CALL  TRANSFER 

Ring  Desired  Device  at  Any  Time.  Generates  Busy 
and  Ringback  Signals.  Intercom  Calling. 

POWER  AND  A/B  SWITCH  CONTROL 

Turn  Equipment  On  or  Off  as  Needed.  Remote  Power 
Reset.  Control  Remote  Data  A/B  Switches  with  Tone 
Commands.  Save  Power,  Extend  Equipment  Life. 


CK 


INC 


Circle  Reader  Service  No.  1 5 


170  COOLIDGE  AVENUE 
ENGLEWOOD,  NEW  JERSEY  07631 
(201 )  569-6464  FAX  (201 )  894-0939 
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TIMING  SIGNAL  GENERATOR 


ActionCenter — g 


PROTOCOL  ANALYZER 


Turn  your  IBM  PC  into 
a  3270  Coax  Protocol 
Analyzer  and  Controller. 


■  Passive  Monitor  ■  3299  MPX,  DFT,  SNA,  Host  Response  Time  Analyzer 
Transmits  Recorded  Files  ■  Certification  Library  ■  TwinaxScope  Also  Available 

Azure 
CoaxScope 

Priced  From 

$2,995.00 

14  Day  FREE  Trial 
Evaluation 

(508) 520-3800 


Azlre 


TECHNOLOGIES 

38  Pond  Street,  Franklin,  Massachusetts  02038 

FAX:  (508)  528-4518 

Circle  Reader  Service  No.  21 


NETWORK 

SYNCHRONIZATION 

INTERFACE 

■  Isolates  From  Reference 
Faults 

■  Clean,  Accurate  Output 

■  Monitors  Network 
Performance 


ACCU-SYNC  3800 
Timing  Signal  Generator 


The  ACCU-SYNC  3800  ideally  meets  synchronization  requirements  of  private 
networks.  Captures  average  frequency  and  isolates  from  interruptions,  jitter  and 
wander  of  DS1  or  56  kh/s  reference.  Gracefully  accepts  Cesium,  Loran,  GPS  or  WWVB 
as  primary  or  secondary  Stratum  1  source.  ACCU-SYNC  3800  —  it’s  the  answer. 

For  more  information  call : 


UIIIIIIFTS  @  AUSTRON  inc 

TELECOM  PRODUCTS  GROUP 


AUSTRON,  INC 

P.O.  Box  14766 
Austin,  TX  78761-4766 
(512)  251-2313 
FAX  (512)  251-9685 


AUSTRON,  INC 

1930  Isaac  Newton  Sq.  Suite  1 1 1 
Reston,  VA  22090 
(703)  471-7963 
FAX  (703)  689-4684 

Circle  Reader  Service  No.  24 


FTS,  INC. 

34  Tozer  Road 
Beverly,  MA  01915-5510 
Toll  Free  1-800-544-0233 
FAX  (508)  927-4099 


PROTOCOL  ANALYZER 


Omni  I/O 

PC  Based  Protocol  Analyzer 


$495 

•  Fast,  friendly  user  interface 
Excellent  data  visibility 


•  Integrated  data  capture,  analysis,  DOS  file  storage. 

Named  configurations 

•  Async,  Sync,  BOP’s  (SDLC,  X.25,  etc.),  Transparent,  ASCII, 
EBCDIC,  IPARS,  user  defined 


•  Fits  PC,  AT  compatible,  386  and  Laptop  with  standard  bus 


and  CGA,  EGA  or  VGA 

304-822-3086  -  8  am  -  7  pm  EST 


P.O.  Box  2040 
Romney,  WV  26757 


Circle  Reader  Service  No.  22 


SEMINARS 


1 - 1 

T-CARRIER 

From  the  Basics  - 
To  the  Advanced. 

Our  seminars  are  conducted  na¬ 

How  it  Works  • 
Where  it's  Headed. 

tionwide  to  facilitate  understand¬ 
ing  of  the  fundamental  issues  and 
common  stumbling  blocks  arising 
from  the  application  of  this  voice- 
oriented,  pair-gain  technology  to 

the  transmission  of  purely  digital 

1(800)638-2049 

information. 

In  MD  Call  (3011  353-1550 

■■ 

Those  responsible  for  the  MAIN¬ 
TENANCE,  IMPLEMENTATION, 
OPERATION,  or  PLANNING  of 

b1?  Te|ecommunications 

T-CARRIER  facilities  such  as 

|Rg  Techniques 

craftspersons,  technicians,  engi¬ 

153  Corporation 

neers,  and  network  managers  will 
benefit  from  this  seminar. 

...  Expect  Excellence 

Seminar  Locations: 

20410  Observation  Drive 

OCT-  Orlando,  Puerto  Rico. 

MOV-  Boston. 

Germantown,  Maryland  20874 

V 

Circle  Reader  Service  No 

.23 

/  / 1  ///  *  / ////V  /  />  /  $  i  $ 

TOKEN  RING 


1841  Broadway,  Suite  609  •  N.Y.,  New  York  10023 

Fax:(212)956  8104  •  Tel:  (212)  956  8100 

—  Circle  Reader  Service  No.  1 9 


Ga° 


Ga^ 


[  RadCom") 


X.32  (DIAL  X.25) 


NOW  YOU  CAN  HAVE  DIAL  X.25  INSTEAD  OF  DIAL  ASYNC 


EMUCOM  PRODUCTS  BRING  THE  SECURITY  AND  END-TO-END 
RELIABILITY  OF  X.32  TO  YOUR  ASYNCRONOUS  AND  X.25  DEVICES 


EMUCOM’S  FULL  LINE  OF  X.25  NETWORK  ACCESS  PRODUCTS: 

*  X.25/X.32  MonoPADS:  starting  at  $345 

*  X.25/X.32  MonoPAD  with  Integrated  Modem:  starting  at  $795 

*  X.25  In  Dial/Out  Dial  Products:  starting  at  $445 
Emucom  Product  FEATURES  include: 

*  Dial  Security  (XID)  *  Speeds  up  to  64k 

*  Local/Remote  Menu  Driven  *  DES  Encryption 

Supervisory  Interface  *  Multi-Session  Support 

CALL  OR  FAX  TODAY  FOR  MORE  DETAILS 
508-970-1 189  FAX:  508-970-1295 


m 


mucom 


225  STEDMAN  STREET,  BLD.  27,  LOWELL,  MA  01851 

PRICES  QUOTED  US  LIST  Circle  Reader  Service  No.  25 
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NETWORKING  MARKETPLACE 


PRICE.  QUALITY.  DELIVERY. 
INSTALLATION.  SERVICE. 

Everything  you  need  from  a  single  source. 


800-726-0278  or  FAX  404-664-3610 


*  MODEMS 

*  MULTIPLEXERS 

*  EQUIPMENT  CABINETS 

*  PATCH  PANELS 

*  TEST  EQUIPMENT 

*  PROTOCOL  CONVERTERS 

*  CSU/DSU’s 


PRODUCTS 

*  CABLES 

*  MODULAR  ACCESSORIES 

*  T-1  EQUIPMENT 

*  SECURITY 

*  DIAL  LINE 

MANAGEMENT  SYSTEM 

*  BALUNS 

*  X.25  PADS 

*  SWITCHES 


ICODARAM  I 

Ihhhhh  corporation  i 


MANUFACTURERS 

*  ELECTRONIC 
ENCLOSURES 

*  EAZY 


*  ADC 

‘ ANDREWS 
(LOCAL  DATA) 

*  AT&T  PARADYNE 

*  CDI 

*  CTS/DATATREK 

*  CXR 

(ANDERSON  JACOBSON,  COMMUNICATIONS 
HALCYON,  CALIFORNIA 
MICROWAVE)  *  PARA  SYSTEMS 

*  DATACOM 
TECHNOLOGY 


GDC 

LEEMAH  DATA 
MEMOTEC/DATAGRAM 
NETWORK 


DATA  PROBE 
VIR 


BROOKS  POWER 
SYSTEMS 


*  CASE/DATATEL 


*  STAR  TEK 

*  TELEBYTE 


AT&T  Paradyne 


corporation 

"The  Data  Communications  Specialists”  See  The  Faxl’el  Form  0n 

K  Page  #79. 


Factory  Authorized  Distributor 


VSAT  BUYER’S  KIT 


BE  SAFE,  BE  SURE,  PLUS  SAVE  TIME  AND  THOUSANDS  OF  $$$ 

EVERYTHING  YOU  NEED  TO  MAKE  AND  IMPLEMENT  A  SAFE  AND  WORRY-FREE  VSAT  DATA  OR  VIDEO  NETWORK 
PURCHASE  DECISION.  KIT  INCLUDES  COMPLETE  SET  OF  EQUIPMENT  AND  NETWORK  SPECIFICATIONS,  COMPLETE 
RFQ,  BIDDER’S  LIST  WITH  QUALIFICATIONS,  CURRENT  VSAT  USER'S  LIST  WITH  CONTACTS,  ADVANTAGE/DISAD¬ 
VANTAGES  OF  VSATS,  REGULATORY  ISSUES,  AND  MUCH  MORE. 

A  THOROUGH  INTRODUCTION  TO  VSATS  AND  A  COMPLETE  PROCUREMENT  PACKAGE  IN  BOTH  HARD  COPY  AND  ON 
DISKETTE  IN  WORDPERFECT,  WORDSTAR,  OR  LEADING  EDGE.  WRITTEN  BY  EXPERTS  IN  VSAT  NETWORKING. 

LET  THE  VSAT  BUYER'S  KIT  PROVIDE  THE  TIME  CONSUMING  BASIC  DOCUMENTS.  USE  YOUR  CONSULTANT  IN  THE 
PROPER  ROLE  -  AN  ADVISOR,  NOT  A  PAPERMILL. 


FOR  DETAILED  BROCHURE,  CALL  407-259-5880  OR  WRITE: 


ICOM  STRATEGIES 

478  Ballard  Drive 

x\  \  Melbourne,  Florida  32935 


COMING  SOON: 

BUYER’S  KH STM  FOR 
LOCAL  AREA  NETWORKS, 
DISASTER  RECOVERY, 
NETWORK  MANAGEMENT, 
VIDEO  CONFERENCING, 
AND  ISDN. 


INFOTRON 

EQUIPMENT 
WHOLE  UNITS/SPARES 


990,790,632,616,680 
480,380,10  NEST'S,  ETC. 
chassis,  cabinets  &  more 
MODULES 
1000  boards  in  stock 
all  items  50%  off  or  more ! 
if  we  don't  have  it, 
we  can  find  it. 


M.A.R.C. 

615-822-7990 
FAX  615-822-7986 


The  following  advertisers 

[isr*  3270  VALUE 

appear  on  the  Faxnet  form 

Internal  4800  bps  PC  sync  modem  with  complete  3270  emulation.  Includes 

on  page  #79: 

3274,  3278/9  and  3287  emulation.  Featuring... 

*  Extended  Data  Stream  (EDS)  support 

*  User  definable  keyboard 

Caribsat,  CODARAM 

*  Bell  208A/B  compatible/RJII  interface 

*  8  mainframe  sessions 

Teletutor,  ICA 

*  F/T  (IND$FILE) 

Warwick  Data  Systems 

•  DSC  &  SCS  print  options 

Full  warranty  *  Immediate  delivery  *  Limited  Supply 

Xtend  Communications  Corp. 

$595 

Call  (800)  767-4844  today! 

SELL  OR 
TRADE 
YOUR 
SURPLUS 

modems ,  mux's , 
data  pbx,  etc . 


REPAIRS  •  UPGRADES  •  INSTALLATION  •  CABLING 

m/cnm  code*; 

paradyne  jl  AT&T 

IBM  Racal-Milgo 


®ARK  C4SE 


Oatatel 


Ui 


Universal 
Data  Systems 


NEW  AND  USED  EQUIPMENT  BACKED  BY  WARRANTY 
NATIONWIDE  SERVICE.  MAINTENANCE  AND  INST  All  AT1QN 


we  need  to  buy 

•  TIMEPLEX  MULTIPLEXORS 

•  UDS  20B  AB  MODEMS. 

•  CODEX  208  AB  MODEMS 

•  MICOM  BOX  2  MUX  S 

•  GDC  MEGA  SWITCH 

call  US... 


(201 )  586-3070  FAX  586-3080 

#  Warwick 

DATA  SYSTEMS.  INC. 

66  FORD  ROAD.  DENVILLE,  NEW  JERSEY  07834 
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TELECOMMUNICATIONS 


CARIBSAT 


"YOUR  BRIDGE  TO  THE  CARIBBEAN" 

CARIBSAT  FULL  DIGITAL  COMMUNICATIONS 

SERVICE  BETWEEN  PUERTO  RICO 

THE  US  MAINLAND  AND  THE  WORLD 

NEW  YORK 

SAN  JUAN 

AVAILABLE  SERVICES: 


FOR  INFORMATION: 

CALL:  703/591-8126 


*  END  TO  END  T-1 

*  FRACTIONAL  T-1 

*  PRIVATE  LINE 

*  DATA  PACKAGES 

*  TOC.  NY  &  SAN  JUAN 

*  SWITCHING  FACILITY 

*  MULTIPLEXING 

*  NETWORKING 

*  CONSULTING 

FAX:  703/754-0528 


See  The  Faxnet  Form  On  Page  #79. 

CARIBSAT  A  DIVISION  OF  CARIBBEAN  SATELLITE  CORP.,  6612  JAMES  MADISON  HWY.  HAYMARKET,  VA.  22069 


DATA  COMMI  CONSULTANT  I  TRAINING 


SOCAL  DATACOM 


MODEMS/MUX’S 

BUY/SELL 


AT&T  *  Codex 
Hayes  *  IBM  *  Micom 
Milgo  *  Paradyne 
UDS  *  Vadic 


22  years 

Datacom  experience 

All  equipment 
warranteed  for  30  days 

714-677-1885 
FAX  714-677-9368 


RAINIER  EDI 
Consulting  Services 

Innovative  EDI  Solutions 

To  meet  the  challenges  of  doing  business  electronically, 
it  only  makes  good  business  sense  to  hire  the  experts, 

EDI  and  COMM  Services  Include:  Call  or  write 

■  EDI  Implementation  Plans 

■  EDI  Education  and  Training 

■  EDI  Comm  Solutions  for  IBM  Hardware 
•  EDI  Translation  Software  Solutions 

■  International  EDI  Solutions 

■  Retail/Wholesale  Point  of  Sale  Solutions 

■  Inter/Intra  Company  File  Transfer  Solutions 


Rainier  EDI  Consulting 
2315-10  N.  Pearl  #138 
Tacoma,  WA  98406 
\(206)  759-5373  ^ 


Reminder: 

The  October  9th  Issue 

Closes  September  27 

For  More  Information  On  Classified  Advertising  Please  Call  Or  write: 
Network  World,  Classified  Adv.  Dept. 

Joan  Bayon  Pinsky,  375  Cochituate  Rd.,  PO  Box  9171, 
Framingham,  MA  01701;  1-800-343-6474  (In  MA  508-820-2543) 

Pacific  &  Mountain;  Susan  Egan,  18008  Sky  Park  Circle, 

Suite  145,  Irvine,  CA  92714;  714-250-3006 


TELETUTOR 

TELEPHONE 

NETWORK 

Course 

The  best  computer-based 
training  in  the  business 


lELEtUtOC 


TELECOMMUNICATIONS  TRAINING  SERIES 

For  FREE 

catalogue  of  all  our 
courses  call 

800-542-2242 

(603)  433-2242 


MICROWAVE 

COMMUNICATIONS 

COURSE 

Computer  Based  Training 
Illustrated  Tutorial 
Requires  HyperCard 

Send  $50  Check  or  Money  Order  to: 
Supor  Tutor 
P.0.  Box  6715 
Concord,  CA  94524 
Taxes  and  Shipping  are  included 

HyperCard  is  a  registered  trademark  of 
Apple  Computer,  Inc. 


CITY  OF  BOSTON 

PUBLIC  IMPROVEMENT 
COMMISSION 

INSTALLATION  OF 
NEW  CONDUIT  NETWORK 
PROVIDING  FOR 
COMMERCIAL 
TELECOMMUNICATIONS 
SERVICES 

The  City  of  Boston,  Public  Improve¬ 
ment  Commission,  acting  under  its 
statutory  authority  and  its  policy  adopt¬ 
ed  August  4, 1988,  relating  to  grants  of 
location  for  new  conduit  networks  for 
the  provision  of  commercial  telecom¬ 
munications  services,  gives  notice  to  in¬ 
terested  parties  who  intend  to  install 
conduit,  handholes,  manholes,  and  wire 
or  fiber  optic  cable  within  the  public 
ways  of  the  City  of  Boston. 

All  such  interested  parties  should 
contact  the  Telecommunications  Coor¬ 
dinator,  Public  Improvement  Commis¬ 
sion,  Room  714  City  Hall,  Boston,  Mas¬ 
sachusetts,  for  further  details  prior  to 
an  application  for  a  license  or  grant  of 
location  for  use  of  the  City  streets. 

JOSEPH  F.  CASAZZA 
Chairman 

Public  Improvement 
Commission 


Your  Ad  Could  Be 
Here  For  $92.40 

Call  Or  Write: 

Joan  Bayon  Pinsky 
at  1-800-343-6474  xtn  755 
(or  in  MA  508-820-2543); 
375  Cochituate  Road, 

PO  Box  91 71, 

Framingham,  MA  01701-9171 
Pacific  &  Mountain: 
Susan  Egan  at  714-250-3006; 

1 8008  Sky  Park  Circle, 
Suite  145,  Irvine,  CA  92714 
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Now  the  world’s  most  advanced  PC-based 
telemanagement  software  is  also  the  easiest  to  use. 

We’ve  added  new  report-generating  simplici¬ 
ty  to  our  powerful  call  accounting  package  that 
can  process  as  many  as  50,000  call  records  per 
hour  in  real  time  (5.4  million  calls  per  month). 
Just  one  function  keypress  accesses  automated 
reports  that  give  you  instant  management  infor¬ 
mation,  or  you  can  pre-schedule  reports  up  to  30 
days  in  advance. 

We’ve  added  one-key  record  duplication  to  our 
powerful  PBX  administration  system,  whose 
functions  include  Cable  Management,  Service 
Order,  Equipment  Inventory,  ComCad  and 
Directory.  It’s  the  comprehensive  management 
software  that  easily  handles  over  10,000  lines. 
Plus,  one  keypress  lets  you  monitor  PBX  traffic 
usage.  No  complex  screens  or  protocols. 

With  XTEND,  the  most  powerful  ideas  are  the 
simplest.  That’s  the  idea  behind  our  teleman¬ 
agement  software.  CaU  1-800-DIAL-XI0  for 
more  information  or  to  arrange  for  a  free  software 
demonstration. 


Los  Angeles.  CA;  New  York  City,  NY;  Philadelphia,  PA;  Washington,  D  C. 

TOLL  FREE  #  1-800-DIAL-X10 
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SEMINARS 


INTERNATIONAL 
COMMUNICATIONS 
ASSOCIATION 

LOCAL  AREA  NETWORK  DECISIONS  —  Hands-On 

November  1-3  in  Dallas  •  Tuition:  ICA  Member  $895,  Non-Member  $995 

Why  Attend? 

Novell  NetWare,  IBM  LAN  Server,  Banyan  VINES,  3Com  3+Open  LAN  Manager,  Sun  Tops,  Ethernet,  ARCnet  and  Token  Ring — this  unique 
course  presents  them  all. 

Live  demonstrations  of  the  major  LAN  products  on  the  market  today  help  you  decide  which  LAN  is  right  for  you.  For  PC  managers  facing  the 
support  of  multi-LAN  environments  or  those  making  network  decisions  today,  no  other  source  provides  such  in-depth,  unbiased  LAN  product  analysis. 

This  course  gives  a  broad  technical  and  managerial  perspective  on  networking.  The  coverage  of  products  is  integrated  with  thorough  considera¬ 
tion  of  business  management  issues  and  practices. 

INTRODUCTION  TO  NETWORK  MANAGEMENT 

November  29-December  1  in  Dallas  •  Tuition:  ICA  Member  $795,  Non-Member  $895 

Why  Attend? 

This  course  introduces  management  to  integrated  voice  and  data  networks,  and  the  technology  involved  with  the  complex,  dynamic  and  competi¬ 
tive  multi-vendor  environment.  It  emphasizes  the  trend  toward  integration,  and  discusses  issues  relating  to  capacity  planning,  network  database  manage¬ 
ment,  and  performance  measurement. 

You  will  learn  how  integration  and  standardization  of  different  architectural  platforms  can  assist  in  planning  a  state-of-the-art  digital  network. 

The  development  of  management  skills  will  be  examined  along  with  the  thought  process  required  to  minimize  the  overall  network  cost  through 
use  of  design  optimizing  techniques  and  artificial  intelligence  through  expert  systems. 

For  a  free  catalog  that  further  describes  these  and  other 
International  Communications  Association  short  courses,  simply  call... 

1-800-ICA-INFO 

See  The  Faxnet  Form  On  Page  #79. 


FACSIMILE 


FAX  FREE  WITH 
FAXSWITCH™ 

Connect  tax  or  modem,  and  answering 
machine  to  your  existing  phone  line.  Avoid 
installation  and  monthly  charges  for  extra 
line.  Modular  Automatic.  Privacy  feature 


(800  )  999-8232 
FAX  (714)  687-2513 

(Dealers/Distributors  Wanted) 


NETWORKING 

CAREERS 

Senior 

Data  Communications 
Technician 

To  design,  implement,  manage,  operate 
and  maintain  a  data  communications  net¬ 
work  located  in  Boston,  Mass.  Candidate 
should  have  three  or  more  years  of  pro¬ 
fessional  data  communications  experi¬ 
ence.  Bachelors  Degree  in  a  related  field 
may  be  substituted  for  one  year  experi¬ 
ence.  X25  experience  Is  a  plus.  Salary 
commensurate  with  experience.  Deadline 
October  6, 1989. 

Send  cover  letter  and  resume  to: 
Network  World,  Box  NWW-B5202, 

375  Cochituate  Road,  Box  9171, 
Framingham,  MA  01701-9171 

An  Affirmative  Action 
And  Equal  Opportunity  Employer 


prevents  interruption.  Now  two  models  for 
all  size  phone  systems  Call,  write  or  fax: 

VSI 

9329  Douglas  Dr 
Riverside.  CA 
92503 


Buy,  Sell  Or  Announce  Through 
Network  World’s  Classified  Section 

Buying  or  selling  communications-related  products  or  services? 

Or  do  you  want  to  announce  an  upcoming  event  or  business  opportunity? 

If  so,  Network  World’s  classified  section  is  the  right  choice  for  you. 

You’ll  reach  more  than  70,000  communications/networking  professionals 

all  of  whom  are  buying  decision  makers. 

And  you’ll  reach  them  every  week. 

Find  out  just  how  effective  and  cost  efficient 
Network  World  classified  advertising  can  be. 

For  all  the  facts  write  or  call:  Network  World,  Classified  Advertising 

Joan  Bayon  Pinsky,  375  Cochituate  Rd,  PO  Box  9171 , 
Framingham,  MA  01701-9171 ;  800-343-6474  (in  Mass.,  508-820-2543) 

Pacific  &  Mountain:  Susan  Egan,  Sky  Park  Circle, 

Suite  145,  Irvine,  CA  92714;  714-250-3006 
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“We  made  a  sale  in  Alaska  from  our 

first  ad  in  ActionCenter 
and  we’re  based  in  New  Jersey!” 


—  Tadhg  Kelly 
Vice  President/Marketing 
Communication  Devices  Inc. 


Any  business  that  has  over  twenty  centralized  dial 
modems  can  benefit  from  Communication  Devices 
Inc.,  says  Tadhg  Kelly,  the  company’s  Vice  President 
for  Marketing.  CDI’s  PC-based  Network  Windows™ 
monitors  and  controls  up  to  960  dial-in  modems 
and  provides  usage/error  reports  and  includes  a 
feature  that  lets  calls  skip  over  a  modem  in  a  ring/ 
no  answer  situation. 

To  expand  a  customer  base  that  includes  universities, 
credit-approval  firms  and  financial  institutions,  CDI 
began  advertising  in  Network  World's  ActionCenter 
pages,  reports  Tadhg. 

“We’re  out  to  reach  communications  managers  and 
catch  their  eyes.  And  our  desired  result  is  sales.  When 
CDI  advertises ,  we  want  the  phone  to  ring  the  next 
day.  To  put  it  another  way,  we’re  not  after  image 
advertising  —  we’re  after  sales. 

“We  chose  to  run  in  Network  World’s  ActionCenter 
for  several  good  reasons.  First  of  all,  we  know  we’re 
reaching  our  target  audience.  Managers  —  specifically 
data  comm  managers  —  read  Network  World  every 
week.  That’s  what  I’ve  told  telecom  publications  that 
ask  us  to  advertise-,  they  just  don’t  reach  our  audience. 
Another  big  reason  is  economics.  In  ActionCenter, 
our  ad  runs  in  four  issues  a  month  for  about  the  same 
cost  of  running  once  in  a  monthly  publication.  Plus, 
at  four  times  a  month,  we’re  maximizing  our  exposure. 
The  more  eyes  that  see  our  ads,  the  better  for  us. 

“And  the  results  prove  it’s  working.  We’re  getting 
several  calls  a  day  from  people  responding  to  the 
ActionCenter  ads.  In  addition,  the  ActionCenter 
Reader  Service  cards  are  coming  in  steadily  —  one 
week  we  got  20  of  them.  But  that’s  only  part  of  the 
story.  We  made  a  sale  in  Alaska  from  our  first  ad  in 
ActionCenter  —  and  we’re  based  in  New  Jersey! 
Network  World ’s  ActionCenter  has  worked  well 
for  us  and  consistently  reaches  our  target  audience. 
That’s  why  CDI  has  contracted  for  a  full  year  of 
advertising  in  ActionCenter.” 

Network  World's  ActionCenter  pages  deliver  your 
advertising  message  to  over  70,000  proven  buyers 
every  week  —  for  an  entire  month.  Thats  more  than 
280,000  exposures  for  your  advertising  message.  To 
make  ActionCenter  work  for  you,  call  Joan  Bayon 
Pinsky,  Director  of  Product  Classified  Advertising,  at 
(508)  820-2543.  In  Mountain  and  Pacific  zones,  call 
Susan  Eagan,  Account  Executive,  at  (714)  250-3006. 


The  Newsweekly  of  Enterprise  Networking  Strategies 
An  IDG  Publication 
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Effort  to  build  net 
gains  momentum 

continued  from  page  21 
bined  with  a  decrease  in  military  spending, 
has  created  a  shift  in  the  government  to¬ 
ward  technology-related  spending.  “The 
government  recognizes  that  to  deal  with 
American  competitiveness,  you  have  to 
deal  with  supercomputers,”  he  said. 

The  value  of  sharing  data 

Witnesses  at  the  hearing  held  by  the 
Senate  Subcommittee  on  Science,  Tech¬ 
nology  and  Space  said  creation  of  a  high- 
capacity  national  network  would  build  on 
the  value  of  their  existing  networks  by  en¬ 
abling  them  to  share  technical  and  graphi¬ 
cal  data  that  can  be  sent  only  over  very 
high-bandwidth  channels. 

Daniel  Masys,  director  of  the  National 
Library  of  Medicine’s  (NLM)  Lister  Hill 
Center  for  Biomedical  Communication, 
said  the  NLM  operates  a  network  called  the 
Medical  Literature  Analysis  and  Retrieval 
System  that  gives  health  care  profession¬ 
als  access  to  more  than  20  medical  data 
bases. 

While  most  of  the  data  transmitted  is 
textual,  NLM  would  like  to  transmit  more 
pictorial  and  graphical  images.  That  is  im¬ 
possible  today  because  of  the  capacity  con¬ 
straints  of  the  commercial  networks  NLM 
uses. 1  ‘To  transmit  a  single  black  and  white 
X-ray  would  take  more  than  10  hours,” 
Masys  said. 

John  Fischer,  acting  associate  director 
of  the  U.S.  Geological  Survey  (USGS),  said 
a  national  network  would  allow  the  USGS 
to  share  more  data  about  earthquakes, 
contaminated  groundwater  systems  and 
global  climate  changes  with  agencies  na¬ 
tionwide. 

John  Seely  Brown,  vice-president  of  ad¬ 
vanced  research  at  the  Xerox  Palo  Alto  Re¬ 
search  Center,  said  Xerox  Corp.  could  use 


F 

-L  RICC  divides  the  network’s 
development  into  three  stages. 

AAA 


the  national  network  to  help  link  its  dis¬ 
tributed  design  teams  all  over  the  world, 
increasing  the  company’s  product  design 
efficiency. 

The  right  connections 

While  some  people  have  suggested  that 
large  corporations  should  be  able  to  fi¬ 
nance  their  own  gigabit  connections  be¬ 
tween  remote  sites,  Gore  said  that  to  ask  a 
company  —  even  one  the  size  of  Xerox  — 
to  take  on  such  a  project  “would  be  like 
asking  a  delivery  company  to  build  an  in¬ 
terstate  highway  system.” 

Gore’s  bill  and  the  OSTP  proposal  both 
envision  the  government’s  role  in  the  net¬ 
work  as  a  limited  one.  “Eventually,  the 
marketplace  will  allow  this  network  to  be 
financed  by  the  private  sector,”  Gore  said. 
However,  he  added,  government  funding  is 
needed  to  get  the  project  over  the  initial 
inertia. 

The  OSTP  asked  the  Federal  Re¬ 
search  Internet  Coordinating  Committee 
(FRICC)  —  a  collaboration  of  the  National 
Science  Foundation  (NSF),  the  Defense 
Advanced  Research  Project  Agency 
(DARPA),  the  Department  of  Energy 
(DOE),  the  National  Aeronautics  and 
Space  Administration  and  the  Department 


of  Health  and  Human  Sendees  —  to  pro¬ 
pose  a  deployment  plan  for  a  national  net¬ 
work. 

In  its  report,  FRICC  divides  the  net¬ 
work’s  development  into  three  stages. 

Stage  1  would  entail  upgrading  and  in¬ 
terconnecting  existing  agency  networks  to 
achieve  a  national  network  operating  at 
1.544M  bit/sec.  At  some  agencies,  this  ef¬ 
fort  is  already  under  way. 

Also,  existing  links  between  agency  net¬ 
works  and  the  national  network  would  be 
replaced  by  new  gateways  —  dubbed  Re¬ 
search  Internet  Gateways.  Vendors  are 
currently  developing  these  gateways  for 
DARPA  and  NSF.  The  gateways  will  enforce 
traffic-routing  policies  to  ensure  that 
agencies  can  control  the  traffic  flow  into 
and  through  their  networks. 

Stage  2  would  focus  on  establishing  a 


45M  bit/sec  backbone  shared  among 
DARPA,  DOE,  NASA  and  NSF.  It  would  be 
built  by  interconnecting  the  National  Sci¬ 
ence  Foundation  Network  (NSFNET)  with 


the  Research  Interagency  Backbone 
(RIB),  a  network  shared  by  DARPA,  DOE 
and  NASA. 

NSF  would  coordinate  the  project  in 
Stage  1  and  Stage  2,  and  would  be  given 


$192  million  to  fund  these  two  stages. 

Stage  3  would  concentrate  on  research 
and  development  activities  for  creating  a 
national  network  operating  at  gigabit 


speeds.  According  to  the  report,  it  would 
not  be  technically  or  economically  feasible 
simply  to  upgrade  current  networks  with 
higher  speed  switches  and  high-capacity 
lines  to  achieve  gigabit  rates.  □ 


It’s  Easy  To  Find  Trouble  When 


Hunt  down  trunk  trouble  and  get 
the  most  from  your  network. 


Looking  for  trouble  on  your  private  network 
helps  you  identify  problem  circuits.  It  makes 
your  network  more  productive.  It  ensures  higher 
quality  transmission.  And,  best  of  all,  looking  for 
trouble  helps  you  keep  network  costs  down. 

By  detecting  which  of  your  circuits  don’t  meet 
specs,  or  aren’t  being  used  at  all,  you  can  determine 
just  how  many  circuits  you  really  need  -  and  make 
sure  they  all  provide  quality  transmission. 


If  you’re  already  manually  testing  your  trunks, 
automatic  testing  can  cut  costs  by  cutting  manhours. 
It  can  be  done  by  fewer  people,  freeing  more  time 
to  repair,  rather  than  test,  trunks. 

The  Dynatel™  End-to-end  Automatic 
Transmission  Testing  System  from  3M  was 
designed  specifically  to  meet  the  testing  needs 
of  private  networks.  It  consists  of  the  following 
components: 

•1078  START™  software 

•  1094  Intelligent  ROTL  Plus 

•  1098  56A  Micro-Responder 

•  1056C  Responder  Plus 


F 

AJ  xisting  links  between  agency  networks  and  the  national 
network  would  be  replaced  by  new  gateways. 

▲  ▲▲ 
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To  get  more  information  fast  about  end-to-end 
automatic  transmission  testing  from  3M 

...just  complete  and  mail  this  card.  We’ll  tell  you  just  what  you  need  to  know 
about  a  system  specially  configured  to  make  your  network  more  productive. 

Name  _  □  Please  have  a  sales  representative 


Title 

call  me. 

□  Please  send  me  more  information  on 

Company 

Address 

the  Dynatel™  End-to-end  Automatic 
Transmission  Testing  System. 

□  Please  send  me  more  information  on 

Citv  State/Province 

Zl P/Postal  Code  Country 

Telephone  (  ) 

DS-1  and  DS-3  test  equipment. 

□  Please  send  me  information  on  training, 
installation,  and  service. 

□  Please  add  me  to  your  mailing  list. 

3M  Dynatel  Systems  Division 

PO  Box  2963  Austin,  TX  78769-2963 

800/426  8688 

TWX  910-874-2020 

3M 

©3M  1989 

©3M  1989 
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US  Sprint  adds 
new  digital  services 

continued  from  page  1 

channel  increments  at  112K,  168K,  224K, 
280K,  336K,  392K,  448K,  504K,  560K, 
6 1 6K  and  67  2K  bit/sec . 

The  name  of  the  service,  however,  is 
something  of  a  misnomer.  Unlike  AT&T, 
US  Sprint  has  to  offer  fractional  T-l  service 
in  5oK  bit/sec  increments  because  it  uses  a 
line-coding  technique  called  alternate 
mark  inversion  that  uses  eight  bits  within 
each  64K  bit/sec  channel  for  transmission 
management,  leaving  only  56K  bit/sec  for 
data  transmission. 

AT&T  uses  the  preferable  bipolar  eight 
zero  code  substitution  (B8ZS)  line-coding 
scheme.  That  line-coding  scheme  frees  up 
8K  bit/sec,  providing  users  with  what  is 


known  as  a  clear  channel  for  data  trans¬ 
mission. 

B8ZS  on  the  way  for  US  Sprint 

US  Sprint  will  offer  a  clear  channel  op¬ 
tion  to  Clearline  Fractional  1.5  customers 
when  it  completes  deployment  of  B8ZS  in 
its  network  by  mid- 1990,  according  to 
Greg  Crosby,  US  Sprint’s  product  develop¬ 
ment  group  manager  for  private-line  and 
data  services. 

Clearline  Fractional  1.5,  as  well  as  the 
two  other  new  services,  are  available  now 
through  US  Sprint’s  more  than  200  points 
of  presence  (POP). 

In  contrast,  AT&T’s  Accunet  Spectrum 
of  Digital  Services  is  currently  available 
through  67  POPs  and  will  be  deployed  in  a 
total  of  175  cities  by  May  1990. 

Digital  Access  and  Cross-Connect  Sys¬ 


tems  installed  at  each  of  US  Sprint’s  43 
main  switching  centers  enabled  the  carrier 
to  offer  fractional  T-l  services  throughout 
its  long-haul  network. 


US  Sprint’s  fractional  T-l  services  are 
priced  in  56K  bit/sec  increments  and  carry 
a  fixed  monthly  charge  as  well  as  a  per- 
mile  charge,  which  is  calculated  using 
mileage  bands  —  0  to  50  miles,  51  to  100 


miles,  and  101  miles  and  up. 

Service  rates  for  circuits  50  miles  or 
shorter,  for  example,  cost  $  1 21  per  month 
and  $4.68  per  mile,  while  circuits  longer 


than  100  miles  cost  $2,306  per  month  and 
$2.68  per  mile. 

Clearline  Fractional  1.5,  like  the  other 
new  services,  also  carries  miscellaneous 
installation  and  ongoing  monthly  charges, 
including  central  office  connection  fees 
and  access  coordination  fees. 

( continued  on  page  99) 


Clearline  Fractional  1 .5 

Figure  1 


Bandwidth 

Mileage 

Fixed 

Per-mlle 

(bit/sec) 

band 

rate 

rate 

112K 

1-50 

$121 

$4.68  : 

51-100 

248 

2.16 

100+ 

413 

0.48 

168K 

1-50 

178 

6.89  1 

51-100 

366 

3.18 

100+ 

609 

0.71 

224K 

1-50 

237 

9.18 

51-100 

487 

4.23 

100+ 

810 

0.94 

280K 

1-50 

284 

10.97 

51-100 

583 

5.06 

100+ 

970 

1.13 

336K 

1-50 

358 

13.83 

51-100 

735 

6.39 

100+ 

1223 

1.42 

392 K 

1-50 

407 

15.67 

51-100 

833 

7.23 

100+ 

1385 

1.61 

448K 

1-50 

455 

17.56 

51-100 

933 

8.10 

100+ 

1552 

1.81 

504K 

1-50 

511 

19.68 

51-100 

1047 

9.09 

100+ 

1740 

2.03 

560K 

1-50 

538 

20.74 

51-100 

1103 

9.57 

100+ 

1834 

2.13 

61 6K 

1-50 

621 

23.95 

51-100 

1274 

11.05 

100+ 

2117 

2.46 

672K 

1-50 

677 

26.08 

51-100 

1387 

12.04 

100+ 

2306 

2.68 

SOURCE:  US  SPRINT  COMMUNICATIONS  CO..  KANSAS  CITY.  MO. 
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tLlike  AT&T,  US  Sprint  has  to  offer  fractional  T-1  service  in 
56K  bit/sec  increments  because  it  uses  alternate  mark  inversion. 
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\bu  Go  Looking  For  It. 


The  system  tests  central  office  trunks,  tandem 
tielines,  intermachine  trunks,  WATS,  and  interex¬ 
change  carrier  trunks. 

Overall,  the  Dynatel  system  helps  your  network 
and  your  personnel  -  operate  at  maximum 
efficiency. 

For  more  information,  or  a  free  brochure 
on  end-to-end  transmission  testing,  call  our 
toll-free  number,  800/426  8688.  We’ll 
show  you  the  right 
way  to  go  looking 
for  trouble. 


3M  Dynatel  Systems  Division,  PO  Box  2963, 
Austin,  TX  78769-2963, 800/426  8688  U.S.A., 
800/268  9696  Canada,  TWX  910-874-2020 

See  us  at  TCA  Booth  #2114/2115 

We’re  Looking 
For  Trouble 


©3M  1989 


See  the  Faxnet  Form  on  Page  #79 
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Contract 

Mileage 

Fixed 

Per-mile 

term 

band 

rate 

rate 

Monthly 

1-50 

$65 

$2.56 

51-100 

135 

1.18 

100+ 

223 

0.29 

1-year 

1-50 

62 

2.46 

51-100 

130 

1.13 

100+ 

214 

0.28 

2-year 

1-50 

60 

2.38 

51-100 

126 

1.10 

100  + 

207 

0.27 

3-year 

1-50 

57 

2.25 

51-100 

119 

1.04 

100+ 

196 

0.26 

4-year 

1-50 

56 

2.20 

51-100 

116 

1.01 

100  + 

192 

0.25 

5-year 

1-50 

54 

2.12 

51-100 

112 

0.98 

100  + 

185 

0.24 

SOURCE:  US  SPRINT  COMMUNICATIONS  CO.,  KANSAS  CITY,  MO. 

GRAPHIC  BY  SUSAN  SLATER 
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While  you’re  ‘Roman’  around 
TCA  ’89  stop  at 

booth  #2021/2022  and  order  your 
Network  World  Teletoons  book! 


■TELETOONS* 

BY  FRANK  AND  TROISE 


Tele  comma m cations 

Manager  s  book 

Helpful  Mint  *3& 

a  merfhal  <rF  IrK 

maneuvering*  in  your  company- 


Order  your  own 
Network  World  Teletoons  book 
right  now  —  and  you’ll  soon  be  revelling 
in  the  lighter  side  of  the 
networking/ communications  industry! 


You  can  overcome  each  hurdle  with  ease! 


This  is  the  age  of  OSI.  The  quality  and  marketability  of  a  product 
depends  on  its  interoperability  -  conformance  to  international 
standards. 


FORMANCE  TESTING 


Conform  by  Design 

Passing  acceptance  testing  doesn't  happen  by  chance.  From  the 
beginning  of  the  development  cycle,  new  products  can  be  designed 
according  to  specifications.  Conformance  testing  should  be  integral 
to  every  stage  of  product  development.  You  can  be  confident  that 
your  implementation  will  overcome  the  hurdles  of  the  acceptance 
tests  with  ease  -  no  costly  reworking. 

PT500:  Development  and 
Conformance  Tester  In  One 

IDACOM  has  designed  a  powerful  tester  that  combines  a  friendly 
menu-guided  user-interface  with  multiport  testing;  interactive  user 
environment;  dynamic  real-time  control;  multi-protocol,  multi-tasking 


operation;  and  flexible  test  script  generation.  UNIQUE  multiport 
applications  include: 

»  CPE/DTE  conformance  testing 

ISDN  -  Act23,  COS,  NET3,  CTS-WAN,  AT&T,  NT 
X.25  -  ISO  8882/3,  COS,  NET2,  CTS-WAN,  DATEX-P, 

TELETEX,  FIPS/DDN  /nlftft" 

*  Switch/PBX  simulation  ™ 

"  Stress  testing  /«.nHa'<W6C0UlURSi< 

*  ISDN  TA  testing  via  BRI  and  WAN  interface  v  'N  * 

»  Dynamic  on-line  control  and  analysis  v v  (t>*coNi 

*  Simultaneous  D+B+WAN  emulation  /  \j^r 

The  PT500  is  your  development  and  conformance  tester  in  one 
portable  unit. 

Discover  IDACOM’s  leading  multi-functional 
approach  to  protocol  testing . . . 

CALL  1-800-661-3868 

or  FAX  (403)  462-4869  Customer  Support 


SEE  US  AT  BOOTH  #215-218 
ATTCA  ’89 


IDACOM 


IDACOM  Electronics  Ltd.  4211  95  Street.  Edmonton.  Alberta  CANADA  T6E  5R6  « (403)  462-4545  Fax  (403)  462-4869  Telex  037-3315  PROTOCOL  TESTING  SPECIALISTS 

See  the  Faxnet  Form  on  Page  #79 


Software  upgrades 

Bytex  also  plans  to  announce  optional 
software  for  its  Unity  Management  System 


US  Sprint  adds  new 
digital  services 

continued  from  page  97 

The  carrier  only  offers  Clearline  1 .5  on 
a  monthly  basis;  no  long-term  contracts 
are  available. 

US  Sprint’s  fractional  T-l  service  is 
most  cost-effective  for  users  that  need  four 
to  eight  channels  for  a  single  site,  accord¬ 
ing  to  Crosby. 

Michael  Hills,  president  of  HTL  Tele¬ 
management,  Ltd.,  a  Burtonsville,  Md.- 
based  tariff  analysis  firm,  said  Clearline 
Fractional  T-l  is  10%  to  20%  less  expen¬ 
sive  than  AT&T’s  fractional  T-l  service. 


Bytex  plans  rollout 
or  matrix  switch 

continued  from  page  4 

see  a  matrix  switch  that  exclusively  sup¬ 
ports  T-l  lines.  “So  far  as  I  know,  there  are 
no  other  matrix  switches  on  the  market 
that  do  this,”  said  Mark  LaRow,  an  analyst 
with  Ernst  &  Young’s  Network  Strategies  in 
Fairfax,  Va. 

The  switch,  he  said,  may  help  users 
manage  T-l  networks  that  use  a  mix  of 
channel  banks  and  point-to-point  T-l  mul¬ 
tiplexers,  which  are  not  able  to  switch  de¬ 
vices  from  failed  T-ls  to  operational  cir¬ 
cuits.  But  those  users  may  be  able  to  obtain 
a  good  deal  of  the  functionality  of  a  DNS 
from  either  an  intelligent  switching  T-l 
multiplexer  or  a  digital  access  and  cross- 
connect  system  (DACS)  that  switches  64K 
bit/sec  channels  from  one  T-l  to  another. 

The  major  benefit  of  the  DNS  over  a 
DACS  or  an  intelligent  T-l  multiplexer, 
LaRow  said,  is  that  the  DNS  will  support  at¬ 
tachment  of  various  test  equipment  that 
measures  bit  error  rates  or  line  jitter.  To¬ 
day,  users  must  physically  attach  that  test 
equipment  to  the  T-l  line  via  a  patch  panel. 

Available  now,  the  DNS  ranges  in  price 
from  $35,000  to  $100,000,  depending 
upon  configuration. 


that  enables  it  to  test  and  control  remote 
Unity  10,  Unity  30  and  Unity  50  matrix 
switches. 

The  Remote  Center  Management  soft¬ 
ware  runs  on  the  central  site  Unity  Man¬ 
agement  System,  which  is  linked  to  remote 
Unity  switches  via  dial-up  or  leased  lines, 


and  eliminates  the  need  for  a  management 
staff  at  the  remote  locations.  Pricing  for 
the  optional  software,  which  is  available 
now,  has  not  been  set. 

Finally,  Bytex  is  announcing  versions  of 
its  Unity  NetWork  Link  software  for  the 
Unity  10  and  Unity  30  switches.  The  soft- 


I 


he  major  benefit  of  the  DNS  over  a  DACS 
or  an  intelligent  T-1  multiplexer,  LaRow  said,  is  that 
the  DNS  will  support  attachment  of  various  test  equipment  that 
measures  bit  error  rates  or  line  jitter. 


▲  ▲▲ 


ware  works  with  IBM  host-based  Matrix 
Switch  Host  Facility  2  (MSHF  2)  software, 
which  Bytex  developed  jointly  with  IBM,  to 
interface  the  Unity  switches  to  IBM’s  Net- 
View  network  control  system  running  on  a 
mainframe.  With  the  software,  NetView 
consoles  can  emulate  the  Unity  manage¬ 
ment  station. 

Unity  NetWork  Link  software  and  MSHF 
2  software  eliminate  the  need  to  use  Net- 
View/PC  to  link  Unity  switches  to  NetView. 
It  also  enables  users  to  build  NetView  com¬ 
mand  lists  that  detect  an  alarm  for  a  specif¬ 
ic  problem  and  automatically  invoke  the 
commands  needed  to  rectify  it. 

Previously  available  only  on  the  Unity 
50,  Unity  NetWork  Link  software  for  the 
Unity  1 0  and  Unity  30  costs  $5,100  and  is 
available  now.  The  software  is  not  current¬ 
ly  supported  on  the  DNS.  □ 


Tie  lines  and  DDS 

US  Sprint  also  introduced  Clearline 
Voiceband,  a  64K  bit/sec  service  that  can 
be  used  as  a  digital  alternative  for  trunks 
working  as  tie  lines,  foreign  exchange 
links,  off-premises  extension  lines  and 
ring-down  circuits.  The  interoffice  portion 
of  each  circuit  is  all-digital  but  can  be  ac¬ 
cessed  via  a  voice-grade  or  T- 1  local  access 
line. 

The  new  Clearline  DDS  family  of  ser¬ 
vices  are  offered  at  2,400,  4.8K,  9-6K  and 
56K  bit/sec.  The  services  can  be  accessed 
through  DDS  provided  by  local  telephone 
companies  or  through  existing  T-l  access 
lines. 

Unlike  other  carriers,  US  Sprint  will  not 
guarantee  error  rates  for  its  DDS. 

US  Sprint  offers  monthly  and  one-  to 
five-year  contracts  for  Clearline  Voice- 
band  and  Clearline  DDS. 

The  company  said  it  can  deliver  Clear- 
line  Voiceband  service  in  45  days  after  re¬ 
ceipt  of  order  and  Clearline  DDS  and  end- 
to-end  fractional  T-l  circuits  in  60  days. 
These  figures  include  the  time  required  to 
set  up  local  access  at  each  end  of  the  line. 

At  least  two  other  carriers,  Cable  & 
Wireless  and  AT&T,  can  deliver  fractional 
T-l  service  faster.  Cable  &  Wireless  can 
provide  users  with  service  in  as  little  as 
three  to  five  days,  while  AT&T  can  deliver 
in  1 1  days.  □ 
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AT&T  files  Tariff  12  deals 


continued  from  page  2 

spending  by  region,  organization 
or  other  criteria  and  to  highlight 
changes  in  monthly  costs. 

The  Unisvs  network  will  con¬ 
sist  of  2,64o  voice  ports  and  659 
data  lines,  including  93  T-l  cir¬ 
cuits. 

Per-minute  prices  for  on-net 
calls  placed  during  business 
hours  range  from  5.5  cents  for  a 


200-mile  call  to  10.3  cents  for  a 
5,000-mile  call. 

J.C.  Penney  also  negotiated 
special  provisions.  Even  though 
its  contract  is  written  as  a  five- 
year  deal,  the  company  reserved 
the  right  to  cancel  without  penal¬ 
ty  after  three  years  if  it  is  not  sat¬ 
isfied  with  the  service.  J.C.  Pen¬ 
ney  also  negotiated  an  AT&T 


guarantee  that  overall  network 
downtime  will  be  limited  to  0.3% 
per  year. 

MasterCard  signed  a  three- 
year  contract  with  the  option  to 
renew  for  a  fourth  year.  Con¬ 
cerned  about  network  reliability, 
the  company  negotiated  a  provi¬ 
sion  that  allows  it  to  cancel  with¬ 
out  penalty  if  total  network  avail¬ 
ability  falls  below  95%  for  two 
consecutive  months.  MasterCard 
may  also  cancel  a  portion  of  its 


network  deal  if  it  encounters 
three  or  more  voice  or  data  ser¬ 
vice  disruptions  of  more  than 
four  hours  within  three  consecu¬ 
tive  months. 

If  AT&T  fails  to  live  up  to  the 
terms  of  its  contracts  with  Unisys, 
J.C.  Penney  or  MasterCard,  the 
customers  may  cancel  without 
penalty  and  AT&T  will  pay  any  in¬ 
stallation  charges  incurred  by  the 
customer  to  switch  to  a  new 
AT&T  service  or  an  offering  from 
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Looking  for  a  cost-effective  way  to  send 
your  voice,  data,  and  video  over  a  private  T-l 
backbone?  Trying  to  access  the  public  T-l 
network?  Searching  for  an  economical  way  to 
take  advantage  of  fractional  T-l?  You’ll  find 
the  answers  in  this  free  guide.  It’s  compiled 
by  people  who  have  installed  T-l  equipment 
in  thousands  of  locations,  and  who  offer 
the  industry’s  only  5-year  warranty  on  T-l 
multiplexers. 

Call:  1-800-227-0937  (outside  CA) 
1-800-431-1331  (inside  CA) 

Telco  Systems 
Network  Access  Corporation 
48430  Milmont  Drive 
Fremont,  CA  94537 
FAX:  415/656-3031 


TELCO  SYSTEMS 


Please  see  us  at  TCA  booth  #1903 


another  carrier.  Several  previous 
Tariff  1 2  customers  also  have  this 
provision  in  their  contracts. 

J.C.  Penney’s  network  will  in¬ 
clude  almost  6,000  voice  ports 
and  464  data  lines,  including  202 
T-l  circuits.  Per-minute  prices 
for  on-net  calls  placed  during 
business  hours  range  from  6.1 
cents  for  a  200-mile  call  to  13 
cents  for  a  5,000-mile  call. 

However,  AT&T  documents 
filed  with  the  FCC  show  that  84% 
of  J.C.  Penney’s  traffic  is  project¬ 
ed  to  be  from  on-net  to  off-net 
sites,  between  off-net  sites  or 
from  900  numbers.  Prices  for 
these  types  of  calls  will  range 
from  10.8  cents  per  minute  for  a 
200-mile  call  to  17.6  cents  per 
minute  for  a  5,000-mile  call. 

Prices  for  additional  T-l  cir¬ 
cuits  will  include  a  $500  installa¬ 
tion  charge  and  will  be  based  on 
two  mileage  bands.  For  lines  less 
than  100  miles,  the  company  will 
pay  $1,710  monthly  plus  $9  per 
interoffice  mile.  For  lines  over 
100  miles,  the  charge  is  $1,900 
plus  $7.10  per  interoffice  mile. 

During  any  month  that  J.C. 
Penney’s  measured  charges  are 
between  $30,000  and  $1  million, 

If  AT&T  fails  to  live  up 
to  the  terms  of  its 
contracts  with  Unisys, 
J.C.  Penney  or 
MasterCard,  they  may 
cancel  without  penalty. 

AAA 


the  company  will  qualify  for  a  3% 
volume  discount.  For  charges  be¬ 
tween  $1  million  and  $2  million, 
a  10%  discount  applies;  and  for 
charges  over  $2  million,  a  20% 
discount  applies. 

J.C.  Penney  is  also  eligible  for 
discounts  on  its  data  communica¬ 
tions  services.  When  monthly 
charges  for  9.6Kbit/sec,  56Kbit/ 
sec  and  T-l  services  exceed 
$250,000,  a  10%  discount  will 
apply  to  charges  for  deleting  or 
adding  56K  bit/sec  lines  and  a 
34%  discount  will  apply  to 
charges  for  deleting  or  adding 
T-l  lines. 

MasterCard’s  network  will 
consist  of  1,232  voice  ports  and 
246  data  lines,  including  34  T-l 
circuits.  Per-minute  prices  for  on- 
net  calls  placed  during  business 
hours  range  from  5  9  cents  for  a 
200-mile  call  to  12.5  cents  for  a 
5,000-mile  call. 

However,  AT&T  told  the  FCC 
in  its  filing  that  75%  of  Master¬ 
Card’s  traffic  will  come  into  the 
network  via  900  numbers.  Rates 
for  these  calls  will  range  from 

16.2  cents  for  a  200-mile  call  to 

28.2  cents  for  a  5,000-mile  call. 

To  add  T-l  lines  to  the  net¬ 
work,  MasterCard  will  pay  a  $500 
installation  fee  plus  monthly 
charges  of  $2,750  and  $8.25  per 
interoffice  mile.  □ 
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POS  net  paying 
off  for  Amoco 

continued  from  page  85 

In  addition,  the  network  col¬ 
lects  data  from  underground 
tank-monitoring  systems  that 
helps  Amoco  determine  when 
tanks  need  refilling.  By  analyzing 
inventory  and  sales  data,  and 
monitoring  tanks,  Amoco  can  de¬ 
tect  whether  gas  is  being  stolen  or 
a  tank  is  leaking. 

Electronic  Sales  Processing 
also  enables  dealers  to  authorize 
purchases  made  with  Amoco’s 
credit  cards,  as  well  as  Visa 
U.S.A.,  Inc.  and  MasterCard  Inter¬ 
national,  Inc.  credit  cards,  before 
gas  is  pumped  into  a  customer’s 
car.  This  helps  reduce  the  risk  of 
accepting  stolen  cards  or  cards 
that  have  exceeded  credit  limits. 

“[Electronic  Sales  Processing] 
tremendously  expands  our  ability 
to  cut  bad  credit  card  sales,”  said 
an  Amoco  spokesman.  It  also  re¬ 
places  outdated  credit  card-au¬ 
thorization  terminals,  which 
dealers  often  did  not  use. 

With  Electronic  Sales  Process¬ 
ing,  Amoco  can  also  update  cus¬ 
tomer  credit  card  account  rec¬ 
ords  instantaneously.  This  would 


A 

llLUthorizations  take 
three  to  five  seconds  to 
complete,  said  Amoco’s 
Richard  Smith. 

AAA 


prevent  customers  who  are  near¬ 
ing  their  credit  limits  from  buying 
gas  at  a  number  of  stations  in  one 
day  and  exceeding  their  credit 
limits.  Customers  often  refuse  to 
accept  liability  for  charges  made 
after  credit  limits  have  been  ex¬ 
ceeded. 

Each  station  is  equipped  with 
an  electronic  cash  register  that  is 
used  to  total  gas  sales  and  pur¬ 
chases  made  at  convenience 
stores  located  at  many  Amoco- 
owned  stations.  Made  by  Schlum- 
berger  Industries,  a  unit  of 
Schlumberger,  Ltd.  of  France,  the 
Micromax  cash  register  is  also 
tied  to  electronic  gas  pumps.  This 
allows  dealers  to  turn  pumps  on 
and  off  automatically,  recording 
in  the  process  the  number  of  gal¬ 
lons  each  pump  dispenses. 

E-mail  capability 

The  Micromax  also  includes  a 
credit  card  reader  terminal  and 
can  receive  electronic  mail  mes¬ 
sages  sent  by  Amoco. 

In  addition  to  recording  gas 
and  convenience  store  sales  data 
for  dealer  use,  the  Micromax 
transmits  daily  gas  sales  and  in¬ 
ventory  data  to  Amoco’s  Elec¬ 
tronic  Sales  Processing  center  in 
Des  Moines,  Iowa.  This  data  is 
transmitted  over  a  leased  line  us¬ 
ing  services  purchased  from  J.C. 
Penney  Business  Services,  Inc., 
which  sells  capacity  on  J.C.  Pen¬ 


ney  Co.,  Inc.’s  internal  net. 

The  Micromax  is  also  linked  to 
an  underground  gas  tank-moni¬ 
toring  system.  The  system  for¬ 
wards  signals  from  probes  in  un¬ 
derground  tanks  via  an  RS-232 
link  to  the  Micromax,  which  in 
turn  forwards  the  data  to  Des 
Moines. 

Each  Micromax  terminal  is 
equipped  with  an  AT&T  Paradyne 
modem  that  transmits  data  over  a 
2,400  bit/sec  leased  line  to  an 


IBM  Series/ 1  minicomputer  in  a 
nearby  J.C.  Penney  retail  store. 
J.C.  Penney  routes  the  traffic  over 
its  network  to  an  IBM  mainframe 
in  Amoco’s  Electronic  Sales  Pro¬ 
cessing  center  in  Des  Moines 
(“J.C.  Penney  shines  in  role  as 
vendor,”  NW,  Sept.  11). 

The  Des  Moines  center  autho¬ 
rizes  Amoco  credit  card  transac¬ 
tions  and  has  a  link  to  Visa’s  Vi- 
saNet  and  MasterCard’s  Banknet 
for  authorization  of  Visa  and  Mas¬ 


terCard  credit  cards.  Authoriza¬ 
tions  take  three  to  five  seconds  to 
complete,  said  Richard  Smith, 
Electronic  Sales  Processing  ad¬ 
ministrative  support  specialist. 

The  Des  Moines  center  also 
processes  sales  and  inventory 
data  collected  from  the  dealers. 
Amoco  then  sends  an  E-mail  mes¬ 
sage  to  the  Micromax,  detailing 
how  much  each  dealer  owes 
Amoco  for  the  gas  sold.  Dealers 
can  view  the  E-mail  messages  on 


a  small  LCD  screen  attached  to 
the  Micromax,  which  is  usually 
used  to  display  the  amount  of  a 
transaction. 

Dealers  can  submit  a  check  to 
cover  the  payment  or  allow 
Amoco  to  tap  their  bank  accounts 
using  electronic  funds  transfer. 
Previously,  dealers  had  to  submit 
forms  to  Amoco  that  detailed  how 
much  gas  each  pump  dispensed, 
along  with  a  check  to  cover  the 
cost  of  the  gas.  □ 


When  Domintfs  Pizza 
needed  improved  call  handling, 
National  Telecom^  ACD 

delivered. 

Flawless  call  handling.  Domino’s  Pizza®  depends  on  it.  It’s  why  they  chose 
a  National  Tblecom  Automatic  Gall  Distributor  (ACD)  to  serve  key  high-volume  markets.  Now  one 
central  phone  number  handles  orders  for  an  entire  market  and  relays  them  instantly  via  computer 
to  the  nearest  location.  Order  taking  is  more  accurate.  Delivery  is  faster.  And  with  our  customized 
management  information  system,  supervisors  have  critical  information  to  continually  monitor  and 
refine  customer  service.  Whether  you  need  a  small,  basic  call  handling  system  or  a  large,  sophisti¬ 
cated  system  with  T1  capability,  a  National  Tblecom  ACD  is  the  answer.  Call  1-800-962-0967  to 
learn  more  about  why  so  many  of  America’s  leading  companies  rely  on 

National  Tblecom  ACDs.  ©  1989,  National  Tblecom  Solid  State  Systems 


See  the  Faxnet  Form  on  Page  #79 
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With  a  Meridian  SL-1 PBX  from  Northern 
TMecom  you  can  feel  secure.  Because  the  record 
shows  that  only  the  Meridian  SL-1  has  consistently 
provided  a  safe,  sure  way  to  grow. 

Since  it  was  introduced,  no  one  has  ever  had  to 
trade  it  to  upgrade  it— a  record  no  other  PBX  can 
match.  But  then  the  Meridian  SL-1  is  different  from 
other  PBXs. 

Its  architecture  is  modular,  so  you  can  add  major 
new  capabilities  while  preserving  up  to  100  percent 
of  your  investment. 

And  it  comes  with  something  no  other  PBX 
has:  Northern  TMecom’s  long-standing  commitment 


to  keep  supporting  our  customers  in  the  future  as 
we  have  in  the  past. 

Unlike  other  PBX  makers,  making  telecom¬ 
munications  systems  is  our  only  business.  So  we 
concentrate  on  developing  the  new  features  and 
performance  you’ll  need. 

Maybe  that’s  why,  year  after  year  in  industry 
surveys,  Meridian  SL-1  owners  register  the  highest 
overall  satisfaction  of  any  PBX  owners. 

So  call  1-800-328-8800.  And  when  we  bring  in 
your  new  Meridian  SL-1,  a 

you’ll  never  have  to  face  ■  %  w1 
a  forklift  again.  I 


northern 

telecom 


digital  speech  without  any 
drop-off  in  voice  quality. 

But  the  VoiceMux  100  isn’t 
the  only  way  MICOM  can  save 
you  phone  money.  We've 
developed  a  whole  family  of 
readily  upgradable,  ever- 
expandable  data/voice 
equipment. 

With  our  Stat  V  statisti¬ 
cal  MUX,  for  instance,  you 
can  economically  send 
data  or  voice  over  any 
leased  line  that  operates 
at  9.6  Kbps  or  faster. 

Or  you  can  add 
digital  voice  to  your 
existing  equipment 
with  our  APV  1,  cut¬ 
ting  dial-up  and 
tie-line  expenses. 

If  all  this  sounds 
good,  there’s  one 
more  thing  you 
should  hear.  Our 
outstanding  voice 
quality.  For  a 
live  demonstration  of 
our  advanced  pack- 
etized  voice  technology, 
just  call  1-800-MIC0M  US. 
After  that,  you’re  likely  to 
be  calling  digitally. 


Cut  phone  bills  with 
our  new  integrated 
data/voice  MUX. 


Voice-grade  line  tariffs  are 
going  up,  while  56K  digital 
tariffs  are  coming  down. 
That  makes  room  for  some 
serious  savings  by  calling 
over  digital  lines  instead 
of  regular  phone  lines. 

At  the  same  time, 
packing  more  onto  your 
digital  lines  can  elimi¬ 
nate'  separate  data  and 
voice  lines. 

And  all  you  need  to 
make  this  happen  is 
our  newest  inte¬ 
grated  data/voice 
multiplexor,  the 
VoiceMux™  100. 

It  saves  most 
companies 
enough,  they  tell 
us,  to  pay  for  itself 
inside  of  six  months. 

From  then  on,  the  gab’s 
a  gift. 

With  T  1-like  performance, 
the  VoiceMux  100  gives  you 


IBM  serves  up  SAA 
development  strategy 

continued  from  page  1 

Server-based  local  network  to  share  files, 
printers  and  host  access. 

The  approach  lets  users  take  advantage 
of  the  workstation’s  relatively  inexpensive 
processing  power  and  rapid  response  time 
while  taking  some  of  the  development  load 
off  the  mainframe.  Today,  programmers 
in  many  large  IBM  shops  work  primarily 
on  mainframe-attached  terminals. 

“Mainframes  are  getting  crowded  with 
development  work,”  said  Steven  Pfren- 
zinger,  president  of  IMS  Consulting,  Inc.  in 
Northridge,  Calif.  “IBM  views  the  distribu¬ 
tion  of  this  development  work  to  a  work¬ 
station  as  a  cost  savings  issue  as  well  as  a 
performance  gain.” 

A  number  of  the  Personal  System/ 2- 
based  computer-assisted  software  engi¬ 
neering  (CASE)  tools  IBM  rolled  out  under 
AD/Cycle  come  from  three  main  business 
partners:  Index  Technology  Corp.,  Know- 
ledgeWare,  Inc.  and  Bachman  Information 
Systems,  Inc. 

Today,  programmers  use  a  number  of 
development  tools  from  various  sources 
that  have  different  interfaces  and  cannot 
share  data,  said  John  Hemming,  manager 
of  market  strategy  in  IBM’s  programming 
system  line  of  business.  AD/Cycle  prod¬ 
ucts  will  comply  with  SAA’s  Common  User 
Access  specification. 

This  provides  a  common  way  of  access¬ 
ing  development  tools  such  as  the  resposi- 
tory,  which  helps  users  track  development 
and  share  data. 

Analysts  applauded  AD/Cycle  as  the  in¬ 
dustry’s  first  coherent  approach  to  appli¬ 
cation  development,  but  they  said  it  will  be 
years  before  users  see  applications  devel¬ 
oped  using  AD/Cycle  tools.  IBM  acknowl¬ 
edged  that  the  strategy  will  be  “imple¬ 
mented  in  an  evolutionary  manner”  and 
said  it  won’t  deliver  the  repository  until 
June  1990. 

Repository  Manager/MVS  Version  1  Re¬ 
lease  1  is  intended  to  give  developers  a 
central  storage  facility  for  data,  with 
screen  layouts,  program  files  and  report 
specifications,  Hemming  said. 

The  product  stores  items  in  object  form. 
A  particular  object  may  represent  a  num¬ 
ber  of  elements  stored  in  various  places 
across  a  network.  The  repository  uses 
DB2,  IBM’s  relational  data  base  manage¬ 
ment  system,  to  store  the  various  compo¬ 
nents  of  an  object  and  deliver  them  to  a  re¬ 
quester,  Hemming  said.  The  respository 


will  help  coordinate  the  activities  of  dispa¬ 
rate  programmers  working  on  a  common 
project,  Hemming  said. 

“The  implications  are  that  networking 
is  going  to  be  significant,”  said  Capers 
Jones,  chairman  of  Software  Productivity 
Research,  Inc.,  a  consultancy  and  software 
development  company  in  Acton,  Mass. 
“About  a  third  of  all  software  projects  in¬ 
volve  multiple  departments,  and  about  a 
fifth  involve  multiple  cities.  You  need  to 
have  developers  in  these  multisite,  multi¬ 
city  departments  networked  together.” 

As  expected,  IBM  last  week  made  little 
mention  of  the  repository’s  role  under 
NetView.  Although  it  gave  no  time  frame, 
the  company  said  it  intends  to  use  the  re¬ 
pository  to  manage  Network  Control  Pro¬ 
gram  and  VTAM  system  definitions,  which 
is  less  than  some  people  expected. 


“Big  deal,”  said  Frank  Dzubeck,  presi¬ 
dent  of  the  Washington,  D.C.  consultancy 
Communications  Network  Architects,  Inc. 
“It  had  nothing  to  do  with  what  they  were 
talking  about  before.” 

Dzubeck  said  he  had  expected  that  the 
repository  would  be  used  under  NetView  to 
store  alert  and  alarm  histories,  topology 
changes,  service  call  history  and  other  in¬ 
formation  users  need  for  trend  analysis 
and  real-time  alarm  correlation. 

IBM  defended  its  NetView  strategy. 
“This  is  [NetView’s]  entry  into  the  reposi¬ 
tory  area,”  said  Helen  Morse,  manager  of 
network  management  product  marketing 
at  IBM.  She  said  IBM  will  add  to  the  reposi¬ 
tory’s  role  under  NetView  but  declined  to 
say  when  IBM  will  flesh  out  that  strategy. 

Since  it  is  an  SAA-sanctioned  product, 
the  repository  will  be  ported  to  other  SAA 


operating  systems  including  VM  and 
OS/400,  although  Hemming  declined  to 
say  when.  He  also  declined  to  say  whether 
the  company  will  port  the  repository  to 
OS/2  Extended  Edition. 

It  will  take  two  or  three  years  of  “cul¬ 
tural  brainwashing”  to  get  users  acclimat¬ 
ed  to  CASE  because  they  are  accustomed  to 
more  labor-intensive  application  develop¬ 
ment  methods,  Dzubeck  said. 

Other  analysts  agreed  and  said  AD/Cy¬ 
cle  will  likely  follow  the  pattern  of  previ¬ 
ous  IBM  moves,  such  as  the  introduction  of 
Systems  Network  Architecture  and  DB2, 
which  took  years  to  gain  momentum. 

Slated  to  ship  on  June  29,  1990,  one¬ 
time  charges  for  Repository  Manager/MVS 
range  from  $94,080  to  $243,000,  depend¬ 
ing  on  the  processor  used.  Monthly  license 
charges  range  from  $  1 ,960  to  $4,500.  □ 


System  One  on  the 
block,  EDS  a  bidder 

continued  from  page  4 

of  surviving  government  scrutiny  because 
it  involves  smaller  players  in  the  reserva¬ 
tion  industry,  Fuchs  said.  “There  will  prob¬ 
ably  be  no  regulatory  hurdles,”  he  said. 

A  Delta  spokeswoman  declined  to  esti¬ 
mate  when  the  deal  would  be  completed  or 
how  the  new  reservation  system  would  be 
structured.  She  said,  however,  that  the  res¬ 
ervation  system  being  discussed  would  be 
established  as  an  independently  operated 
company  with  its  own  management. 

Having  control  of  airline  reservation 
nets  is  a  significant  advantage  to  airlines 
because  the  systems  provide  them  with  in¬ 
formation  that  allows  them  to  manage 
their  business  better,  said  William  Church, 
director  of  The  Center  for  Telecommuni¬ 
cations  and  Computer  Information  in  Mad¬ 
ison,  N.J.  “The  airlines  live  and  breathe  off 
the  information  they  have,”  he  said.  □ 
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Judge  a  CSU  by  the 
Companies  It  Keeps 


To  keep  their  T 1  networks  operating  at  peak 
efficiency,  industry  leaders  consistently  look 
toTNDS  . . .  the  Larse  T1  Network  Diagnostic 
System.  Companies  like  American  Airlines. 
Federal  Express.  Teleconnect.  NASDAQ. 

Sun  Microsystems.  N.E.T. 

The  Premier  System  of  Intelligent  CSUs 

The  reason  is  simple.  No  other  CSUs  do  so 
much  to  maximize  network  uptime.  Simply 
and  clearly.  TNDS  gives  network  personnel 
the  performance  information  they  need, 
plus  extensive  diagnostics  to  quickly  isolate  :  :  :  : 

»  t  •  < 

problems  from  a  central  location. 

T1  Service  Management 

With  TNDS.  major  companies  are  better 
managing  their  networks . . .  and  their  service 
providers.  Instead  of  pointing  fingers,  the 
user,  equipment  vendor,  and  carrier  are  working 
together  to  quickly  restore  network  integrity. 


Put  Larse  to  Work  In  Your  Network 

Of  course,  keeping  the  best  companies  means 
being  supportive.  At  Larse.  we  have  the 
commitment,  the  expertise,  and  the  track 
record  to  help  at  every  stage . . .  from 
application  planning  and  installation, 
through  training  and  problem-solving. 

To  find  out  how  Larse  can  help  you 
manage  yew  T1  network,  call  us 
today  at  (408)  988-6600, 


■ 


/:  AN  AXEL  IOHNSON  INC.  COMPANY 


Larse  Corporation  PO  Box  58138 
See  us  at  TCA 
Booth  #’s  1214-1215 


4600  Patrick  Henry  Drive  Santa  Clara  CA  95052-8138 
See  The  Faxnet  Form  On  Page  #79. 


Vendors  to  unleash 
FDDI  products 

continued  from  page  2 
scurrying  about  trying  to  clear  it." 

The  FDDI  market  is  still  small  —  less 
than  $5  million  in  annual  revenue  —  re¬ 
strained  by  the  high  cost  of  implementa¬ 
tion  and  the  continuing  addition  of  final 
touches  to  FDDI  by  ANSI,  said  Lee  Doyle, 
an  analyst  for  International  Data  Corp.,  a 
research  firm  in  Framingham,  Mass. 

FDDI  compatibility 

The  Interop  demonstration  should  help 
show  that  the  FDDI  standard  is  resulting  in 
compatible  products,  Doyle  said.  But  he 
added  that  prices  will  remain  prohibitively 
high  for  most  users  until  semiconductor 
manufacturers  start  producing  FDDI  chip¬ 


sets  in  high  volumes. 

The  demonstration  and  product  intro¬ 
ductions  come  on  the  heels  of  the  forma¬ 
tion  of  two  key  industry  alliances  that 
should  start  driving  down  costs  and  help 
reassure  users  about  FDDI's  stability. 

Last  week,  Digital  Equipment  Corp.  and 
Motorola  agreed  to  cooperate  on  an  FDDI 
chipset  that  Motorola  will  sell  to  DEC  and 
other  vendors  beginning  next  year.  Once 
both  Motorola  and  AMD  are  in  volume  pro¬ 
duction  mode,  the  supply  of  FDDI  chipsets 
should  help  drive  down  the  cost  of  building 
FDDI  hardware. 

“The  silicon  chips  are  relatively  inex¬ 
pensive  to  stamp  out,"  said  Mark  Freund, 
president  and  chief  executive  officer  of  In¬ 
terconnect  Network  Consulting  Group, 
Inc.  of  Pasadena,  Calif.  “The  cost  is  in  the 
research  and  development." 


In  August,  Hewlett-Packard  Co.,  Sie¬ 
mens  AG  and  AT&T  signed  an  internation¬ 
al  multisourcing  agreement  that  will  pro¬ 
vide  the  worldwide  market  with  complete¬ 
ly  interchangeable  optical  transceivers  for 
FDDI  hardware. 

Right  now,  the  only  part  of  the  FDDI 
standard  that  has  not  been  hammered  out 
involves  the  station  management  soft¬ 
ware,  which  vendors  agree  can  be  added  to 
current  FDDI  hardware  via  microcode  up¬ 
grades. 

“It’s  not  going  to  affect  the  chips-,”  said 
Rhonda  Dirvin,  manager  of  communica¬ 
tions  very  large-scale  integration  market¬ 
ing  for  Motorola. 

But  prospective  FDDI  users  remain 
wary.  “I’m  hesitant  about  FDDI  because 
I’m  not  fully  convinced  that  the  FDDI  stan¬ 
dard  is  solidified,  and  that  makes  me  want 


Companies  set 
to  introduce 
FDDI  routers 

SAN  JOSE,  Calif.  —  Proteon,  Inc. 
and  cisco  Systems,  Inc.  are  slated  to  an¬ 
nounce  next  week  net  routers  designed 
for  100M  bit/sec  Fiber  Distributed  Data 
Interface  (FDDI)  local  nets. 

The  products  will  be  introduced  at 
the  Interop  ’89  show  here,  which  will 
feature  an  FDDI  interoperability  dem¬ 
onstration  with  at  least  10  vendors. 
Both  routers  are  designed  to  integrate 
Ethernet  and  token-ring  traffic  on  FDDI 
backbone  networks. 

An  offering  from  cisco  Systems,  the 
FDDI  Multi  Protocol  Router,  will  route 
traffic  from  Ethernet  and  token-ring 
subnetworks  across  FDDI  backbones, 
according  to  Catherine  Muther,  vice- 
president  of  marketing. 

The  device  is  a  stand-alone  unit  that 
connects  up  to  five  Ethernet  or  token¬ 
ring  subnets  to  the  FDDI  backbone. 

The  cisco  FDDI  router  will  support 
Transmission  Control  Protocol/Inter- 
net  Protocol,  Open  Systems  Intercon¬ 
nection  transport  protocols,  Apple 
Computer,  Inc.’s  AppleTalk  Filing  Pro¬ 
tocol  (AFP),  Digital  Equipment  Corp.’s 
DECnet,  Xerox  Corp.’s  Xerox  Network 
Systems  (XNS)  and  Novell,  Inc.’s  Inter¬ 
network  Packet  Exchange/Sequenced 
Packet  Exchange  (IPX/SPX)  protocol. 

Cisco  is  planning  to  deliver  the  FDDI 
Multi  Protocol  Router  in  the  first  quar¬ 
ter  of  1990. 

The  Proteon  FDDI  router,  due  out  in 
the  first  half  of  1990,  is  based  on  the 
firm’s  existing  p4200  Multi-Protocol 
Router.  The  new  p4200  FDDI  Multi- 
Protocol  Router  is  a  stand-alone  unit 
that  sits  between  subnets  and  the  FDDI 
backbone,  and  connect  six  local  nets  to 
the  FDDI  backbone.  Like  the  current 
p4200  Multi-Protocol  Router,  the  en¬ 
hanced  version  will  support  TCP/IP, 
OSI,  AFP,  DECnet,  XNS  and  IPX/SPX 
transport  protocols. 

The  p4  200  FDDI  Multi-Protocol 
Router  is  fully  compliant  with  the  IEEE 
802.5  FDDI  standard  specifying  a  dual 
counter-rotating  ring  configuration. 

Pricing  on  the  p4200  FDDI  Multi- 
Protocol  Router  has  not  yet  been  set, 
but  “it  won’t  cost  more  than  $  1 5,000,” 
Proteon  said. 

—  Laura  DiDio 
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to  wait  until  interoperability  is  a  proven 
thing,”  said  Ward  Keever,  vice-president 
of  information  systems  at  the  Medical  Cen¬ 
ter  of  Delaware  in  Newark. 

Keever  said  he  was  glad  to  see  this  fall’s 
rush  of  FDDI  product  announcements.  “It 
makes  me  feel  confident  that  FDDI  will  be¬ 
come  a  reality  within  a  year,  in  terms  of 
standard  products  and  lower  prices.” 

Meanwhile,  Keever  added,  the  medical 
center  is  not  yet  taxing  the  10M  bit/sec 
bandwidth  of  its  existing  Ethernet  back¬ 
bone  so  he  has  the  luxury  of  waiting. 

One  company  that  decided  not  to  wait  is 
Coors  Brewing  Co.  of  Golden,  Colo.,  which 
has  an  FDDI  backbone  connecting  six  of  its 
buildings.  “The  1 00M  bit/sec  bandwidth  is 
more  than  we  need  right  now,  but  by  get¬ 
ting  it  in  early,  we  don't  have  to  go  back 
and  retrofit,”  said  Bill  Rolfe,  a  Coors 


network  planner.  Rolfe  said  FDDI’s  built- 
in  redundancy  has  already  proved  its 
worth  at  Coors.  “We  had  a  file  server  crash 
in  one  building  and  were  able  to  back  it  up 
on  a  file  server  in  a  building  a  couple  of 
miles  away.  We  were  down  for  a  couple  of 
hours,  and  we  didn’t  lose  anything.” 

Rolfe  said  he  expects  the  upcoming 
FDDI  product  introductions  to  drive  down 
the  cost  of  FDDI  by  at  least  a  third.  Figures 
from  Dataquest,  Inc.,  a  market  research 
firm  in  San  Jose,  Calif. ,  indicate  that  Coors’ 
expectations  are  on  the  mark. 

“We  see  on  average  a  30%  annual  drop 
in  the  per-connection  cost,”  said  Brad 
Baldwin,  a  local  net  analyst  for  Dataquest. 
The  firm  estimates  that  the  cost  per  FDDI 
connection  —  approximately  $17,000  in 
1988  —  will  have  dropped  to  between 
$9,000  and  $  1 2,000  by  year  end.  □ 


Big  carriers  do  battle 
on  billing  turf 

continued  from  page  1 

rivals  say  they  are  committed  to  supplying 
similar  systems.  AT&T  last  week  rolled  out 
new,  enhanced  billing  tools  (see  “AT&T 
offers  EDI  billing,  new  net  control  ser¬ 
vices,”  page  2). 

In  addition,  AT&T  and  MCI  have  offered 
customized  billing  arrangements  in  recent 
contracts  with  major  customers,  and  US 
Sprint  says  it.  expects  to  introduce  in  the 
fourth  quarter  of  this  year  an  entirely  new 
system  for  sending  bills  to  customers. 

“Billing  will  become  a  major  competi¬ 
tive  factor  and  a  significant  reason  why 
people  would  choose  one  long-distance 
carrier  over  another,”  said  Robert  Self, 
founder  of  Market  Dynamics,  a  New  York- 


based  telecommunications  consulting 
firm.  “Managing  long-distance  calls  is 
probably  as  critical  or  more  critical  than 
choosing  the  right  service.” 

Faced  with  sorting  “a  truckload  of  bills 
every  month,”  Unisys  Corp.  recently 
signed  up  for  a  custom  billing  plan  as  part 
of  a  five-year  Tariff  1 2  network  agreement 
with  AT&T.  The  billing  system  will  allow 
the  computer  company  to  track  costs  by  re¬ 
gion  and  organization  level  (“Unisys  picks 
custom  net  to  slash  costs,”  NW,  Sept.  18). 

Bard  Haerland,  Unisys’  staff  vice-presi¬ 
dent  for  world  communications,  said  the 
custom  billing  was  an  important  consider¬ 
ation  in  choosing  AT&T’s  offering. 

“I  don’t  know  that  I  would  choose  a  car¬ 
rier  on  that  [custom  billing]  basis  alone,” 
he  said,  “But  it  is  an  important  argument 
when  you  are  choosing  among  carriers 


US  Sprint’s  Cliff  Hall 


that  are  competitive  with  one  another.” 

Billing  capabilities  were  also  a  factor 
for  Montgomery  Ward  &  Co.  in  deciding  to 
award  MCI  a  three-year  contract  in  August. 
MCI  will  set  up  a  virtual  private  network 
linking  the  user’s  headquarters  to  420  re¬ 
tail  locations  nationwide,  said  Chuck  Ed- 
fors,  the  Chicago-based  company’s  tele¬ 
communications  manager. 

Before  choosing  MCI,  which  had  al¬ 
ready  been  providing  the  retailer  with  cus¬ 
tomized  billing  at  no  cost  for  about  a  year, 
Montgomery  Ward  also  looked  at  AT&T’s 
Software-Defined  Network  service  and 
compared  summary  and  consolidated  bill¬ 
ing  features. 

“Since  price  and  quality  have  gotten 
close,  billing  has  been  a  fairly  important 
factor  in  vendor  selection,”  he  said. 
“We’re  encouraging  all  the  vendors  we  do 
business  with  to  present  us  with  billing  that 
is  easy  for  us  to  handle.” 

Users  need  flexibility  in  a  billing  sys¬ 
tem,  agreed  Bob  Norian,  corporate  direc¬ 
tor  for  telecommunications  and  informa¬ 
tion  systems  at  Allied-Signal,  Inc.,  a 
diversified  company  with  businesses  in 
aerospace  components,  automotive  prod¬ 
ucts  and  engineered  materials.  A  key  fac¬ 
tor  in  Allied-Signal’s  decision  to  sign  a 
four-year,  $40  million  Virtual  Telecom¬ 
munications  Network  Services  network 
contract  with  AT&T  earlier  this  month  was 
the  custom  billing  package  included  in  the 
deal,  Norian  said. 

“Our  company’s  organizational  struc¬ 
ture  is  different  from  that  of  most  compa¬ 
nies,  so  we  needed  a  billing  package  that 
would  be  flexible,”  he  said.  Allied-Signal 
needs  to  provide  bills  to  a  number  of  sepa¬ 
rate  business  units  as  well  as  obtain  bill 
summaries  for  a  range  of  units,  he  said. 

The  importance  of  billing  can  be  seen  in 
users’  requests  for  proposal,  according  to 
Adrienne  Zecca,  district  manager  of  billing 
direction  and  strategy  for  all  of  AT&T’s 
network  services  products.  It  is  becoming 
quite  common  for  large  users  to  include 
detailed  sections  in  the  RFPs  outlining  bill¬ 
ing  requirements,  she  said. 

Michael  Kennedy,  a  senior  consultant  at 
Arthur  D.  Little,  Inc.  in  Cambridge,  Mass., 
said  better  billing  is  the  key  to  helping  us¬ 
ers  run  their  networks  more  easily. 

“The  primary  thing  a  user  needs  to 
know  to  run  an  efficient  telecom  shop  is 
the/cost  of  running  it,”  he  said.  “That’s 
what  a  good  billing  system  will  tell  you.” 

US  Sprint’s  introduction  last  month  of 
its  personal  computer-based  Fonview  bill¬ 
ing  system  has  been  hailed  by  some  indus¬ 
try  watchers  as  the  opening  salvo  in  the 
billing  battle  (“US  Sprint  offers  PC-based 
billing  control  system,”  NW,  Aug.  21). 

According  to  Cliff  Hall,  US  Sprint  execu¬ 
tive  vice-president  and  chief  information 


'm  helping  to  insure  that 
the  computers  stay  up 
when  the  fiber  is  down. 


I  Or  t  Pl-to-Pl 

!  Of  3  <*■ 

,  On  3  Pl-MMu’tPl 

On  ?  Pl-XV-Pl 

On  3  Pl'to  fcMUPi 
0  l<8o 
On  ?  PWO-Pl 

OK  3  W  lo-Muiaei 


A  partnership  built  on  service  evolves 
over  time.  Metropolitan  Life  Insurance 
Company  (Met  Life)  has  expanded  its  ten- 
year  relationship  with  CONTEL  ASC  by 
adding  a  high-speed  satellite- network  for 
disaster  recovery  durijig’emergencies  and 
remote  printing  during  normal  operations. 

When  the  fiber  goes  down,  the  satellite . 
network  management  system— and  the 
CONTEL  ASC  people  who  support  it— 
swing  into  action!  Met  Life  understands 
insuring— and. CONTEL  ASC  insures  that 
Met  Life  always  has  the  capacity  it  needs. 

.  Tomorrow’s  profitable  partnerships  are 
beginning  today.  For  the  networks  you  • 
need,  then  and  now  ,  see  how  CONTEL 
ASC’s  creative  solutions  and  reliable 
service  can  give  you  a  competitive  edge. 

♦  • 

Delivering  quality  'communications. SM 


1801  Research  Boulevard,  Rockville.  \1 1)  2087)0-8181) 
ion**:  l-800-r>:«-8891  In  Maryland  cull:  (801)  231-4460 

See  the  Faxnet  Form  on  Page  #79 
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Hurricane  Hugo 
wreaks  havoc 
on  carrier  nets 


By  Gail  Runnoe 

Washington  Correspondent 

SAN  JUAN,  Puerto  Rico  —  Hurricane 
Hugo  last  week  severed  communications 
between  many  U.S.  companies  and  their 
operations  in  the  eastern  Caribbean  here, 
as  140-mile-per-hour  winds  downed  lines 
and  disabled  transmission  equipment. 

Late  in  the  week,  Hugo  made  its  way  up 
the  Eastern  Seaboard,  slamming  into 
Georgia  and  the  Carolinas  on  Friday. 
Spokesmen  for  Southern  Bell  Telephone 
and  Telegraph  Co.  said  the  company  expe¬ 
rienced  no  central  office  failures,  thanks 
to  emergency  preparations  made  before 
the  storm  hit. 

Southern  Bell  equipped  switching  cen¬ 
ters  with  generators  and  batteries  and 
switched  power  over  to  these  sources  be¬ 
fore  electricity  was  lost.  This  prevented 
damage  to  computer  equipment  from 
spikes  and  surges  in  electrical  current. 

Early  estimates,  however,  showed  that 
10%  to  15%  of  the  customers  in  western 
South  Carolina  lost  telephone  service  be¬ 
cause  of  downed  telephone  lines. 

An  AT&T  spokeswoman  said  long-dis¬ 
tance  service  continued  in  the  area  as 
Hugo  passed  through,  although  exception¬ 
ally  heavy  calling  volumes  delayed  the 
connection  of  some  calls. 

In  the  Caribbean,  AT&T,  MCI  Communi¬ 
cations  Corp.  and  US  Sprint  Communica¬ 
tions  Co.  said  they  had  most  of  their  facili¬ 
ties  back  in  operation  by  week’s  end.  But 
many  calls  still  could  not  be  completed  be¬ 
cause  of  outages  affecting  local  carriers. 

“It  will  probably  be  one  to  two  months 
before  all  communications  will  be  back 
up’’  in  all  the  affected  islands,  said  Daniel 


Big  carriers  battle 
on  billing  turf 

continued  from  page  1 07 
officer,  Fonviewis  designed  to  make  it  eas¬ 
ier  for  users  to  handle  their  bills.  The  Fon- 
view  PC  software  enables  users  to  analyze 
monthly  billing  data  sent  on  a  floppy  disk 
according  to  a  number  of  variables.  Fon- 
view  is  scheduled  for  general  release  in  the 
fourth  quarter  of  this  year. 

Both  AT&T  and  MCI  say  they  also  want 
to  bring  billing  control  down  to  the  person¬ 
al  computer  level  for  easier  management. 

MCI,  for  example,  will  begin  offering  in 
the  first  quarter  next  year  its  Integrated 
Network  Management  Service,  through 
which  users  can  access  detailed  call  rec¬ 
ords  and  usage  statistics  through  an  on¬ 
site  personal  computer,  said  Allan  Ditch- 
field,  MCI’s  senior  vice-president  for  MIS. 

In  addition  to  providing  large  users 
with  customized  billing  arrangements, 
AT&T  last  week  introduced  a  number  of 
new  and  enhanced  billing  and  net  manage¬ 
ment  services  under  the  umbrella  heading 
of  Accumaster  Network  Management  Ser¬ 
vices.  Among  those  services  is  an  en¬ 
hanced  version  of  AT&T  Detail  Manager 
that  provides  customized  billing  reports 
for  Megacom,  WATS  and  800  services  cus¬ 
tomers,  and  an  electronic  data  inter¬ 
change  bill  delivery  system.  □ 

Senior  Writer  Paul  Desmond  also 
contributed  to  this  story. 


Briere,  vice-president  of  Air  Caribe  Inter¬ 
national,  a  small  airline  based  in  San  Juan. 

Briere  said  his  company’s  mainland 
headquarters  in  Boca  Raton,  Fla.,  could 
only  communicate  to  a  limited  extent  with 
its  Puerto  Rico  facilities  late  last  week  and 
still  could  not  reach  St.  Croix.  In  addition 
to  the  physical  damage  caused  by  the 
storm,  looting  and  rioting  hampered  res¬ 
toration  efforts  on  St.  Croix,  he  said. 

Planned  network  improvements  have 
been  put  on  hold.  Air  Caribe  was  scheduled 
to  have  a  new  reservation  system  installed 
this  week  in  preparation  for  December, 
when  the  company  will  begin  operations 
as  PanAm  Caribbean  Express,  part  of  Pan 
American  World  Airlines,  Inc.  “The  em¬ 
phasis  for  all  the  phone  companies  will  be 
to  put  back  what  was  there  before,”  not  to 
install  new  services,  Briere  said.  □ 


Users  debate  farming 

continued  from  page  1 

Next  week,  Hartford,  Conn. -based  Unit¬ 
ed  Technologies  Corp.  plans  to  receive  fi¬ 
nal  bids  from  vendors  interested  in  taking 
on  the  job  of  managing  the  $  1 8  billion  di¬ 
versified  manufacturer’s  network  facili¬ 
ties,  as  well  as  the  building  and  operating 
of  a  new  network  management  system  for 
the  company. 

Rochester,  N.Y. -based  Eastman  Kodak 
Co.  hopes  to  award  a  contract  by  this  No¬ 
vember  to  a  vendor  that  will  take  over  day- 
to-day  operations  of  its  network  control 
centers  and  handle  network  maintenance, 
moves,  adds  and  changes  (see  “Big  firms 
opt  to  farm  out  net  operations,”  page 
109). 

If  granted,  the  contract  could  last  seven 


out  net  control 

to  10  years  and  run  into  hundreds  of  mil¬ 
lions  of  dollars,  according  to  Allan  Chase, 
group  manager  of  computing  and  telecom¬ 
munications  services  at  the  firm. 

Assumptions  questioned 

By  giving  up  day-to-day  network  con¬ 
trol,  users  admit  they  forfeit  any  chance  of 
gaining  a  strategic  advantage  from  the  way 
they  manage  physical  transport  networks. 
Companies  can  no  longer  gain  an  edge 
from  physical  networks  because  they  are 
all  virtually  the  same,  proponents  argue. 

“It’s  a  commodity  business,”  said 
DuWayne  Peterson,  Merrill  Lynch’s  vice- 
president  of  operations,  systems  and  tele¬ 
communications.  “I  don’t  think  compa- 


Tymnet's  Private  Network  Leadership... 


Twenty  years  ago,  Tymnet  began  developing 
data  communications  networks  for  industry 
and  government.  That’s  20  years  of  net¬ 
work  technology  experience  that  no  one 
else  can  match,  and  it’s  yours  for  free  when 
you  invest  in  a  Tymnet  private  network. 
Tymnet  can  help  you  take  your  next  step 
towards  your  own  unique  private  network. 
We  have  built  hundreds  of  private  and 
hybrid  networks  for  leading  firms  and 
government  agencies,  each  with  their  own 
stringent  demands  regarding  performance, 
reliability  and  security. 


Plus,  your  private  network  can  be  backed 
up  to  any  extent  you  choose  with  TYMNET® 
the  world’s  largest  privately  owned  public 
network.  With  TYMNET  you  have  broader 
access,  facilities  management  or  shared 
network  management  and  control. 
Tymnet’s  leadership  also  means  choosing 
from  the  broadest  range  of  protocol  support 
offered  by  any  network  supplier.  We  offer  a 
real  helping  hand  to  business  whether 
you’re  trying  to  integrate  X.25  and  SNA,  or 
transfer  files  around  the  world.  Inter¬ 
operability  is  a  reality  at  ’tymnet. 
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nies  have  a  massive  advantage  in  the  way 
they  play  their  [physical]  networks.” 

Jobbing  out  control  of  basic  network 
operations  also  enables  companies  to  fo¬ 
cus  resources  on  developing  leading-edge 
network  applications. 

Robert  Forte,  director  of  communica¬ 
tions  services  at  United  Technologies 
Corp.,  said,  “We  want  our  resources  fo¬ 
cused  as  much  as  possible  on  strategic  ap¬ 
plications  such  as  videoconferencing,  elec¬ 
tronic  data  interchange  and  high-speed 
imaging  and  graphics.  We  don’t  think 
there  is  much  of  a  benefit  from  managing 
the  commodity  parts  of  communications, 
such  as  dial  tone  and  private  networks.” 

Companies  that  contract  out  network 
operations  can  also  benefit  by  leveraging 
the  technical  knowledge  of  vendors.  Peter¬ 
son  said  IBM  and  MCI  personnel  will  be 


able  to  build  Merrill  Lynch  a  better  net¬ 
work  management  system  at  a  lower  cost 
than  the  brokerage  firm  could  on  its  own. 

IBM  and  MCI  will  also  find  it  easier  to 
attract  and  keep  qualified  personnel  to  op¬ 
erate  the  network  management  center, 
which  will  control  Merrill  Lynch’s  net¬ 
work,  Peterson  said. 

“It’s  a  win/win  situation,”  he  said.  “We 
get  access  to  the  skills  and  superior  per¬ 
sonnel  of  a  vendor,  and  they  get  an  extra 
source  of  revenue.” 

Increasing  costs 

Some  users  disagree,  however,  and  ar¬ 
gue  that  farming  out  basic  network  opera¬ 
tions  actually  increases  costs  and  de¬ 
creases  the  quality  of  network  service. 

“It’s  an  ill-advised  move,”  said  Ken¬ 
neth  Phillips,  chairman  of  the  Committee 


of  Corporate  Telecommunications  Users, 
an  association  of  approximately  30  of  the 
nation’s  largest  network  users.  Phillips  is 
also  vice-president  for  telecommunica¬ 
tions  policy  at  New  York-based  Citicorp. 

‘ ‘The  long-term  savings  for  a  large  com¬ 
pany  that  competently  manages  day-to- 
day  network  operations  itself  is  always 
higher  than  if  it  —  to  borrow  a  phrase  from 
Greyhound  —  leaves  the  driving  to  the 
vendors.” 

Some  users  said  vendors  cannot  be 
trusted  to  operate  basic  network  services 
fairly  and  will  always  try  to  push  their  own 
products  and  services. 

“Vendors  have  all  sorts  of  marketing  ar¬ 
rangements,”  said  Vernon  Winchester, 
manager  of  operations  at  one  of  McDon¬ 
nell  Douglas  Aerospace  Information  Ser¬ 
vices  Co.’s  two  main  network  control  cen- 


A  Helping  Hand  Towards  Your  Future 


Since  our  equipment  is  engineered  with 
breakthrough  open  architecture,  your 
future  planning  is  made  easier.  We  can 
support  all  standards,  and  integrate  such 
diverse  technologies  as  LANs,  T1  and  ISDN. 
Our  in-depth  experience  has  prepared  us 
to  deal  with  the  emerging  standards  in 
the  future. 


Call  800-872-7654  for  all  the  information 
you  need  to  make  your  decision. 

Tymnet 

2560  N.  First  Street 
P.O.  Box 49019 
San  Jose,  CA  95161-9019 


Investing  in  a  Tymnet  private  network 
offers  a  special  kind  of  free  benefit:  experi¬ 
ence.  That’s  your  next  step  toward  peace 
of  mind. 


We  Build  Networks. 

See  the  Faxnet  Form  on  Page  #79 
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ters.  “I’d  be  concerned  that  I  wasn’t 
missing  out  on  potential  savings  because 
my  vendor  was  pushing  me  to  buy  some¬ 
thing  he  was  associated  with.” 

Users  seeking  vendors  to  take  over  net¬ 
work  operations  say  they  minimize  those 
problems  by  dealing  only  with  vendors 
they  trust.  Besides,  the  degree  to  which 
they  can  be  manipulated  is  limited  by  the 
fact  that  they  are  only  giving  up  control  of 
day-to-day  operations,  they  added.  All 
critical  decision  making  will  be  done  in- 
house. 

Even  so,  many  users  said  they  are 
squeamish  about  the  idea  of  farming  out 
network  operations  to  a  vendor. 

“Citicorp  would  never  do  that,”  Phillips 
said.  “We  think  that  the  way  we  manage 
network  services  gives  us  a  competitive  ad¬ 
vantage.”  □ 

Big  firms  opt 
to  farm  out 
net  operations 

By  early  this  winter,  two  of  the  coun¬ 
try’s  largest  corporations  hope  to  strike 
agreements  to  farm  out  their  network 
operations  to  a  vendor. 

Hartford,  Conn. -based  United  Tech¬ 
nologies  Corp.  and  Rochester,  N.Y.- 
based  Eastman  Kodak  Co.  are  seeking  a 
vendor  to  maintain  their  network 
equipment,  manage  their  network-re¬ 
lated  moves,  adds  and  changes,  and  run 
their  network  operations  centers.  The 
companies  are  also  looking  for  a  single 
company  to  supply  most  of  their  trans¬ 
mission  services  through  custom  net¬ 
work  contracts. 

Communications  managers  at  the 
two  firms  described  the  arrangements 
they  are  seeking  as  “partnerships,” 
where  vendor  personnel  would  take 
over  day-to-day  operational  chores 
while  their  own  employees  would  es¬ 
tablish  network  architectures  and  ser¬ 
vice-level  requirements. 

Both  firms  added  that  any  deal  could 
involve  moving  some  of  their  employ¬ 
ees  onto  the  vendor’s  payroll.  Neither 
Eastman  Kodak  nor  United  Technol¬ 
ogies  is  certain  that  a  contract  will  be 
awarded.  Executives  at  both  firms  said 
contracts  could  be  awarded  to  one  or 
more  vendors  for  the  services  put  out  to 
bid. 

Allan  Chase,  group  manager  for 
computer  and  communications  systems 
at  Eastman  Kodak,  said  his  company 
hopes  to  be  able  to  award  a  contract  by 
early  November.  The  contract  award 
would  complement  a  similar  deal  East¬ 
man  Kodak  struck  earlier  this  summer 
to  have  IBM  consolidate  and  operate  its 
data  centers  (“Kodak  chooses  IBM  to 
run,  upgrade  its  DP  operations,”  NW, 
July  31).  Chase  said  the  communica¬ 
tions  contract,  if  awarded,  could  run 
seven  to  10  years  and  total  hundreds  of 
millions  of  dollars. 

Robert  Forte,  director  of  telecom¬ 
munications  services  at  United  Tech¬ 
nologies,  said  final  bids  on  his  compa¬ 
ny’s  request  for  proposal  are  due  from 
vendors  this  week.  A  decision  on  wheth¬ 
er  to  award  a  contract  and  which  vendor 
to  select  should  be  made  by  late  Novem¬ 
ber,  he  added. 

—  Barton  Crockett 
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“The  only  thing  not  changing  is  their  wiring  system.” 


Conventional  wiring  can  limit  your  office  functions  and 
mobility  But  with  the  AT&T  SYSTIMAX™  Premises  Distribution 
System  you’ll  have  an  alternative  to  meet  your  present  and 
future  needs. 

Fiber  optics  and  unshielded  twisted-pair  make  it  a  one-time 
wiring  system  that  supports  voice,  data  and  video  company-wide, 
with  virtually  no  rewiring  expenses. 

The  ISDN-ANSI  guidelines  for  FDDI  compatibility  and  Open 
Architecture  mean  AT&T  SYSTIMAX  PDS  will  work  with  most 
existing  local  area  networks  and  communications  equipment  in 
addition  to  almost  any  you’re  likely  to  use  down  the  road. 


Furthermore,  rearranging  or  changing  voice  and  data  equip¬ 
ment  on  your  DEFINITY™  Communications  System  is  easy  just 
access  any  communications  outlet. 

So  if  you  need  a  wiring  scheme  that  can  keep  up  with  your 
office,  ask  your  AT&T  Account  Executive  about  SYSTIMAX  PDS. 
Or  call  1800  247-1212,  Ext.  159. 


AT&T 

The  right  choice. 


AT&T  offers  EDI 

continued  from  page  2 

cumaster  Integrator  is  the  key¬ 
stone  of  the  company’s  previous¬ 
ly  announced  Unified  Network 
Management  Architecture,  which 
supports  a  variety  of  manage¬ 
ment  systems  for  network  prod¬ 
ucts  and  services. 

Accumaster  Integrator,  which 
has  been  endorsed  by  more  than 
a  dozen  vendors,  is  based  on  an 
AT&T  3B2/600  minicomputer 
with  one  or  more  attached  Sun 
Microsystems,  Inc.  workstations 
used  as  management  consoles. 

Analysts  praised  AT&T’s  ef¬ 
forts  to  expand  the  Accumaster 
Integrator  to  cover  long-distance 
services. 

“AT&T  did  a  fine  job  of  recog¬ 
nizing  what  the  market  needed 
and  delivering  those  capabilities. 
The  new  services  will  be  very 
well-received  by  users,”  said  Bart 
Stuck,  president  of  Business 
Strategies,  a  Westport,  Conn.- 
based  consultancy. 

In  the  past,  AT&T  relied  on 
third  parties  to  provide  products 
and  services  that  enabled  users  to 
manage  network  services,  ac¬ 
cording  to  Stuck.  “But  these  new 
[management  and  billing]  ser¬ 
vices  represent  a  major  change  in 
direction  for  AT&T,”  he  said. 

New  services 

The  new  EDI  Bill  Delivery  op¬ 
tion  enables  customers  to  have 
private-line  and  SDN  service  bills 
delivered  electronically  using  the 
ANSI  X.  12  format. 


billing  services 

Delivering  the  bill  via  EDI  re¬ 
duces  the  chance  of  errors  in 
manually  inputting  data  into 
user-operated  chargeback  and 
billing  analysis  systems.  The  bill¬ 
ing  service  requires  that  users 
translate  billing  data  into  a  for¬ 
mat  compatible  with  their  inter¬ 
nal  systems.  AT&T  sells  hardware 
and  software  for  use  with  the  ser¬ 
vice. 

In  addition,  AT&T  enhanced 
its  Accunet  Information  Manager 
(AIM)  software  for  MS-DOS- 
based  personal  computers  to  sup¬ 
port  its  Accunet  T45,  a  45M  bit/ 
sec  T-3  service,  and  Accunet 
Spectrum  of  Digital  Services 
(ASDS),  its  family  of  fractional  T- 
1  services. 

The  software,  which  previous¬ 
ly  supported  AT&T’s  Accunet 
T1 .5  T-l  service,  enables  custom¬ 
ers  to  review  extended  super¬ 
frame  format  (ESF)  circuit  per¬ 
formance  data  collected  by 
AT&T’s  network. 

AIM  displays  alarms  and  con¬ 
figuration  details,  issues  audible 
alarms  and  provides  real-time 
data  on  circuit  performance. 
Changing  performance  condi¬ 
tions  are  noted  through  color¬ 
coding. 

AIM  customers  can  use 
AT&T’s  Customer-Controlled  Re¬ 
configuration  (CCR)  service  to 
take  corrective  action  with  the 
carrier’s  T-l  service.  AT&T  does 
not  offer  reconfiguration  ser¬ 
vices  for  its  Accunet  T45  and 


ASDS. 

The  software  uses  AT&T’s 
network  management  protocol 
(NMP)  to  link  the  minicomputer- 
based  Accumaster  Integrator  to 
computers  in  the  AT&T  net,  en¬ 
abling  users  to  download  circuit 
information  and  premises  equip¬ 
ment  information. 

The  Accunet  T1 . 5  service  NMP 
interface  will  be  available  in  the 
fourth  quarter  of  1989,  but  AT&T 
would  not  give  pricing  for  the  in¬ 
terface.  The  broader  AIM  service 
will  be  available  in  the  first  half  of 
1990. 

The  company  also  enhanced 
Online  Call  Detail  Data,  a  service 
that  gives  users  on-line  access  to 
data  regarding  inbound  and  out¬ 
bound  switched  calls.  The  infor¬ 
mation  includes  connect  date  and 
time,  called  and  calling  number, 
dialed  800  number,  elapsed  time 
and  whether  the  call  was  com¬ 
pleted. 

Available  in  the  first  half  of 
1990,  the  service  supports 
AT&T’s  800,  SDN,  Megacom 
WATS  and  MultiQuest  services. 

AT&T  Detail  Manager,  which 
currently  tracks  long-distance 
and  PROWATS  services,  will  be 
enhanced  to  monitor  WATS,  800, 
Readyline,  Megacom  and  Mega¬ 
com  800  services  by  year  end. 
The  service  provides  users  with 
call  detail  data  on  domestic  and 
international  calls.  Users  can  set 
up  customized  Detail  Manager  re¬ 
ports  or  use  predefined  formats. 

Charges  vary,  depending  on 
the  billing  format  selected,  the 
service  used  and  service  usage. 


AT&T  also  enhanced  its  Cus¬ 
tomer  Traffic  Data  Reports 
(CTDR)  to  cover  additional  net¬ 
work  services.  CTDR,  which  pre¬ 
viously  supported  only  SDN,  now 
supports  Megacom,  Megacom 
800  and  MultiQuest  services. 

The  system  enables  users  to 
view  on-line  data  on  previous-day 
traffic,  daily  and  weekly  summar¬ 
ies  of  traffic  data,  and  reports  on 
attempted  calls  and  blocked  calls. 

Users  can  program  certain 
traffic  thresholds  that,  when  ex¬ 
ceeded,  cause  the  system  to  gen¬ 
erate  a  report.  Data  is  stored  up 
to  35  days  for  daily  reports  and 
up  to  four  weeks  for  weekly  re¬ 
ports. 

CTDR  is  available  to  SDN  users 
at  no  charge;  AT&T  has  not  final¬ 
ized  CTDR  pricing  for  Megacom, 
Megacom  800  and  MultiQuest 
services. 

Finally,  AT&T  announced  the 
Network  Remote  Access  Monitor¬ 
ing  System,  which  enables  an 
SDN  user  to  set  thresholds  on  net¬ 
work  remote  access  (NRA)  call¬ 
ing.  The  service  is  designed  to 
help  users  prevent  fraudulent  use 
of  NRA,  which  enables  employees 
to  place  calls  over  SDN  nets  from 
off-net  locations  such  as  airports 
and  hotels. 

The  NRA  Monitoring  System  is 
available  at  no  charge  for  users 
that  utilize  AT&T’s  NRA  calling 
option.  For  users  who  subscribe 
to  SDN’s  Expanded  System  Man¬ 
agement  Service  option,  connect 
time  for  on-line  access  to  the  NRA 
monitoring  system  is  included  in 
the  $  1 00  per  month  charge.  □ 
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alendar 


Oct.  10-12,  Minneapolis 

—  14th  Conference  on  Lo¬ 
cal  Computer  Networks. 

Contact:  IEEE  Computer 
Society,  c/o  Ron  Rutledge, 
Martin  Marietta  Energy  Sys¬ 
tems,  Building  4500  N., 
M/S  6271,  Oak  Ridge, 
Tenn.  37831;  (615)  576- 
7643. 

Oct.  10-12,  Dallas  — 
Voice  Traffic  Engineering 
&  Network  Design.  Contact: 
ICA,  Suite  710,  12750  Merit 
Drive,  Dallas,  Texas  75251; 
(800)  464-4636. 

Oct.  10-13,  New  York  — 
INFO  ’89.  Contact:  Informa¬ 
tion  Management  Exposition 
&  Conference,  999  Summer 
St.,  Stamford,  Conn.  06905; 
(203)964-0000 

Oct.  10-13,  New  Orleans 

—  The  Challenge  of 
Change.  Contact:  CompTel, 
120  Maryland  Ave.  N.W., 
Washington,  D.C.  20002; 
(202)  546-9022. 

Oct.  11-12,  New  York  — 
Wall  Street  Workstation 
Conference.  Contact:  Waters 
Information  Services,  168 
Water  St.,  Binghamton,  N.Y. 
13901;  (607)  772-8086. 

Oct.  11-14,  Washington, 
D.C.  —  Telephone  Tech¬ 
nology  and  Practice.  Con¬ 
tact:  George  Washington  Uni¬ 
versity,  School  of  Continuing 
Engineering  Education,  Wash¬ 
ington,  D.C.  20052;  (202) 
994-6106. 

Oct.  12-13,  Washington 

—  Security  and  Local  Area 
Network.  Contact:  Computer 
Security  Institute,  360 
Church  St.,  Northborough, 
Mass.  01532;  (508)  393- 
2600. 

Oct.  12-13,  New  York  — 
PC  Data  Bases  Within  a 
LAN  Environment.  Contact: 
New  York  University,  School 
of  Continuing  Education,  Divi¬ 
sion  of  Professional  &  Indus¬ 
try  Programs,  575  Madison 
Ave.,  New  York,  N.Y.  10022; 
(212)  580-5200. 

Oct.  12-14,  Boston  — 
Northeast  Computer 
Show.  Contact:  Interface 
Group,  Inc.,  300  First  Ave., 
Needham,  Mass.  02194; 
(617)449-6600. 

Oct.  15-18,  New  Orleans 

—  NRMA  Retail  Informa¬ 
tion  Conference.  Contact: 
National  Retail  Merchants  As¬ 
sociation,  100  W.  31st  St., 
New  York,  N.Y.  10001;  (212) 
244-8780. 
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3270  Centralized  Processing 
IBM  Cabling  System 


Token  Ring 
IBM  Cabling  System 


Your  investment  in  the  IBM  Cabling  System 
will  pay  dividends  far  into  the  future. 


In  1985,  the  IBM*Cabling  System  supported 
terminal  to  mainframe  centralized  processing. 
In  1989,  the  same  system  allows  easy  migra¬ 
tion  to  LANs,  especially  Token  Ring.  In  the 
future,  the  IBM  Cabling  System  will  continue 
to  be  the  best  choice  for  high  speed  Token  Ring 
and  provide  easy  migration  to  FDDI.  * 


Anixter  has  your  wiring  system  solution  ready 
for  immediate  delivery,  whether  your  project 
calls  for  wiring  the  AS400,  3X70,  or  Token 
Ring.  Call  us  today  and  invest  in  the  future. 
We  believe  your  building  wiring  system  is  an 
important  asset  to  your  company. 


Anixter  is  an  authorized  distributor  of  the  IBM  Cabling  System 


Wiring  Systems  Specialists 

Voice  •  Video  •  Data  •  Power 


Ftlfo: 

■ 


CORPORATE  HEADQUARTERS  ANIXTER  BROS  ,  INC  ,  4711  Golf  Road,  Skokie  IL  60076  (312)  67  7  2600  Telex 

* 

,  Sep  The  Faxnet  Form  On  Page  A  79. 


